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“From Wagon Wheels to Wall Street: 


2 THE STORY BEHIND 
ae A $20,000,000 
ae A YEAR BUSINESS 


. See p. 101 


C. Wallace (left) started in the plumbing and heating busi- 
ness 54 years ago as a laborer for $1.25 a day. In the 
intervening years, he has seen his own contracting business 
grow to the point where his payroll has listed as many as 
17,000 men in a single year. His son Frank is also shown. 
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line of 


Extension Split 
Ring Hanger 


Threoded for standard 
V%4"’ pipe extension rod 


Hinge simplifies installation of 


tubing; lower half cannot be mislaid. securely to tubing 


Four flats provide a 
positive clamping action 


Grinnell now offers, in one complete line, every standard type 
of hanger and support for copper tubing. All are heavily copper 
plated for long, rugged wear. All are accurately sized to fit 
standard copper tubing, and designed to give a neater installa- 
tion wherever copper tubing is used. 

For dependability, speed, and convenience . . . let Grinnell’s 
coast-to-coast network of warehouses and jobbers serve you as 
a one-stop source for all your copper tubing hanger require- 
ments. Grinnell-trained personnel are ready to work with you 
“on-the-job”, anywhere, to help solve any problem connected 
with hangers and supports for copper tubing. 

Whether it be for copper tubing or standard pipe, specify 
Grinnell hangers. No other company makes as complete a line; 
provides as thorough a distribution service; or can cooperate as 
fully on all your piping assignments. 


Grinnell Company, Inc., Providence, Rhode Island ° 


pipe and tube fittings * welding fittings ° 





industrial supplies . 


a complete 


GRINNELL 


HANGERS 
for Copper Tubing aa 


Single screw clamps split ring 


engineered pipe hangers and supports °¢ 
Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 


Grinnell automatic sprinkler fire protection systems ° 
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‘Adi. Wrought Ring Hanger 





— with Socket 
nd Couch Screw 


Write for your copy of 
the COPPER TUBING 
HANGER Catalog. 

Grinnell Company, Inc., 
220 West Exchange St., 
Providence, Rhode Island. 





Adj. Wrought Bond Hanger 


GRINNELL 


AMERICA’S #1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


Coast-to-Coast Network of Branch Warehouses and Distributors 


Thermolier unit heaters * valves 


Amco air conditioning systems 
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THE VAST MAJORITY OF THE NATION'S FINE BUILDINGS ARE SLOAN 


The recently completed and much discussed 


VERTICAL MASTERPIEC 


¢ Firmly rooted in Oklahoma’s oil-rich earth and ex- 
tending 19 stories up into the prairie air stands this 
tradition-shattering, tree-like structure which houses 
both highly efficient offices and luxurious apartments. 
All floors and walls are supported solely by four steel- 
reinforced columns which form a central core. Each 
floor extends outward from the core as a cantilever 
slab, and the outer covering is made up of alternating 


bands of exposed concrete and Wright-designed cop- 
p £ £ 


SLOAN FD 





better shower head for better bathing. 
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FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY * CHICAGO * ILLINOIS——— 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O- Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ving. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the 


Write for completely descriptive folder 


FRANK LLOYD WRIGHT 
architect 

COLLINS & GOULD 
mechanical engineers 

CULWELL CONSTRUCTION CU. 
general contractor 

W.A. LANDERS CO. 

plumbing contractor 


CRANE CO. 
plumbing wholesaler 


PRICE TOWER, Bartlesville, Oklahoma, is a 


IN A HORIZONTAL CITY 


per panels. Aluminum framed window openings are 
glazed with gold tinted glass and fitted with copper 
louvers. Three of the quadrants contain offices and 
the fourth is devoted to eight duplex apartments with 
separate entrance and elevator. The entire tower is 
air-conditioned. As are thousands of other buildings 
where top quality prevails, this already famous work- 
ing and living tower is completely equipped with 
SLOAN Flush VALVEs. 


{ct-O-Matic the 
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HAMMON Dig 
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Modern production methods— 
Automatic quality control in 
casting, machining, and finishing— 
Modern packaging—are Hammond 


progressive manufacturing practices 
that give you the best valve for 


= A M Mi 0 he Vy your money that can be made today. 
Standardize on Hammond Valves— 
as do thousands of plumbing 
and heating contractors who enjoy 


a reputation for high quality 
installation and service work. 


Hammond Valves are carried in 
stock by all leading plumbing and 


HAMMOND BRASS } VORKS HAMMOND, INDIANA 


ORIGINATORS orf INDIvidDUuUAL VALVE PACKAGING 
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WESTIE THE WALRUS SAYS: 


ore cold water for less money | 


... one of 6 reasons why it’s easier 





Westinghouse Pre-Cooler 





GET THIS FREE BOOKLET 


“How to Judge” booklet makes you an expert on water coolers . . . gives you 
helpful sales-clinching facts. Ask your Distributor for a free copy or write direct 
to Westinghouse Electric Corp., Electric Appliance Division, Springfield 2, Mass. 


Extra capacity because patented Pre-Cooler uses cold waste 
water to pre-cool incoming water .. . Super Sub-Cooler uses 
cold waste water to sub-cool refrigerant! 
’ Thisand other worthwhile features give you the advantage 
when you're bidding with Westinghouse Water Coolers. 
In addition, you offer finger-tip and toe-tip electric con- 
trols at no extra cost . . . Solenoid Water Valve in sealed 
water circuit with no moving parts to wear out... Auto- 
matic Stream Height Regulator for better control, easier 
adjustment . . . a Complete Line of 13 different coolers in 
all types and all sizes . . . and the name that means the 
finest in quality to people everywhere, Westinghouse! 
Call your Distributor today. Start making more 
profits the easier way—with Westinghouse. 


WATCH WESTINGHOUSE 


WHERE BIG THINGS ARE HAPPENING FOR vou! 
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to sell Westinghouse Water Coolers! 
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“... the quality supply . . . easvesi to 
install. That’s what sold us on Speed- 
way Supplies by Brass-Crajft for the 
Douglass Job.” 


Mr. Lloyd S. Thornton, 


Plumbing Contractor 





Frederick Douglass Apartments, Detroit, Michigan 
Six 14 story buildings under authority of Detroit Housing Commission 


Speedway All-Copper Water Supply Saves Contractor Time and Money 


“An all-copper job offers many ad- Test Report No. 4015-C18 
vantages,” says Mr. Lloyd S. Thorn- 
ton, Plumbing Contractor for over Detroit Testing Laboratory, Detroit 26, Michigan 


J 33 years. “To me being able to test 
* to the exterior is one of the biggest. 


Valve met Code Requirements of 200 p.s.i. in open 




















- “By stubbing-out with copper dur- and closed position. Under Ultimate Test same 
asier ing rough-in, and sweating-on the valve withstood 3000 p.s.i. at which time tube, not 
valve, there is no possibility of a valve, fractured. There was no chrome discolora- 
lers! px leaker. After testing, we forget about tion or peeling under normal sweat conditions. 
i / { the fitting behind the wall. Just cut 
the copper stub to length, and sweat- 
ld waste on a Speedway angle valve or fitting. That’s it. Speedway 
ler uses flexible supplies take it from there. 
“With iron pipe you not only run the risk of loosening 
‘antage the fitting behind the wall, but you’re working with a 
oolers. concealed joint. Busting through the wall after a leaker, 
ric con- toting around a bushel of nipples, or groping for an off- é ' corres 
sealed center fitting is no fun. I know from experience .. . | : 
_ Auto- came up through the ditch.” 
espe “How is it costwise?” we asked. 
tpn “Well,” Mr. Thornton continued, “take nipples for in- 
ner stance. There are 672 units in the Douglass Project and 
each has two sink, two lavatory and a closet outlet. Mul- 
, tiply those by approximately 40 cents a nipple, and it’s a 
savings of over $1300 in nipples alone. Add to this instal- (1) Stub-out and cap. (2) Test. (3) Cut to length with 
ms lation time saved and there’s the difference between losing tube cutter. (4) Slide chrome-plated sleeve over copper 
JP eve and landing the job. tube." (5) Sweat Speedway valve flush against sleeve. 
“Incidentally,” concluded Mr. Thornton, “we've used (6) Install Speedway Supplies to lavatory, closet and sink. 
ener Supplies by Brass-Craft for years . . . wouldn't Developed by Mr. Lloyd Thernton in cooperation with Brase-Craf 
» ything else. Mfg. Co. to meet Plumbing Specifications. 
—/ 


Ack for... and Get SPEEDWAY SUPPLIES by Brass B Caf 
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"80 pounds of concentrated 
pipe-threading power... 
COSTS ONLY '265% COMPLETE” 


NO. 142 
FEATHERWEIGHT CHAMP 





“Threading this 1” pipe six 


“Cutting-off and apes take “Turning up or taking off fit- 
times faster than by hand is 


only 27 seconds with the tings is a snap. The new 


only one of the jobs that’s 
done easier and faster with 
this versatile Oster #142 
‘Featherweight Champ’. 


“Although the ‘Featherweight 
Champ’ is designed and buile 
to take rough use, it’s easy for 
me to carry the complete unit 
without straining myself. 





‘Featherweight Champ’! I just 
use my regular hand tools... 
the machine does all the work 
at the flick of a switch. 


“This machine can handle your 
big jobs, too. With your geared 
tools and this optional drive 
unit attachment, the ‘Feather- 
weight Champ’ can handle up 
to 12” pipe.” 





WRENCHLESS chuck has a 
positive ‘no-slip’ grip in both 
right-and left-hand directions. 
Standard range is %” to 2” 


pipe. 


A ONE-MAN 
PIPE MACHINE 


-eesmall in size 
.--big in 
performance 





THREADED PIPE 
(1°S TGHT 17'S aS) COSTS L488 } 


THE 





Rugged aluminum alloy case . . . ball-bearing-mounted driving 
gears of machine cut and hardened alloy steel ... choice of electric, 
gasoline* or air power* . . . these are but three of the many features 


which distinguish the Oster No. 142 “Featherweight Champ”. 


Get all of the facts on this profit-maker now. See your nearby Oster 
Distributor or write direct for free literature. 


*Gasoline or air power models available at extra cost. 


MANUFACTURING CO. 


1306 East 289th Street 
Wickliffe (Cleveland), Ohio 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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Three valve diverter, one-piece 8” body, with renewable seats and renewable bon- 
nets. Chrome-plated cast brass spout, showerhead, arm and flange. Available with 
iron pipe or copper union connections. With Zamack spout, #12DSH. In solid copper 
connection, no union, #10SH. With Zamack spout #10DSH. 
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Everything But Kitchen Sink 

An electronic cabinet maker is 
turning out kitchen cabinets faster 
than a housewife can clean one 
with a damp rag. 

The automatic welding machine, 
developed by Toledo Desk & 
Fixture Co. of Maumee, O., has 
brought automation to the kitchen 
cabinet business by producing a 
complete unit every nine seconds. 

The $100,000 machine can be ad- 
justed to various cabinet sizes in 
10 minutes and requires only four 
men to operate. Previously 18 man 
hours were needed to produce 140 
cabinets. 

The owners say the push-button 
cabinet maker will provide contrac- 
tors with machine perfect “Beauty 
Queen” kitchen cabinets and “Lav- 
anette” bathroom vanities at lower 


costs. 


What's in a Name 

People’s names don’t match their 
occupations any more, but Min- 
neapolis-Honeywell says occasion- 
ally one of their employees has a 
name that fits his job. 

There’s Bob Waters, for example. 
He’s in charge of the rain chamber 
in a test department. Jim Bang 
works in the punch press depart- 
ment—where else? And Gordy 
Schilling is a cash pickup man for 
the purchasing department. 

Just to break the monotony, 
there’s also Jib Bots (pronounced 
“boughts”) who’s a salesman, not 
a buyer. 


Millionaire's Comfort 

This summer millions of Amer- 
ican families spent the hottest days 
before an air conditioner reminis- 
cing about the “good old days.” 

And they were good days, too— 
for millionaires. For example, fi- 
nancier Charles G. Gates decided 


in 1912 that hot summers were old 
fashioned. He commissioned Dr. 
William H. Carrier to install the 
first central air conditioner in his 
home, 10 years after its develop- 
ment. Gates died before the mon- 
strous machine—seven feet high 
and six feet wide exclusive of the 
refrigeration unit—could be in- 
stalled. 

People said then it was a rich 
man’s dream that even rich men 
couldn't expect to enjoy in real 
life. Now, on the 54th anniversary 
of air conditioning, the idea is as 
much a part of family living as 


Pipe This Idea: Heat with 


American homeowners can now 
get radio and TV commercials from 
warm air ducts. 

This appropriate stride in prog- 
ress has been announced by the 
Alsto Co., Cleveland. It has devel- 
oped a system of running wires 
from the radio or TV set to special- 
ly constructed speakers attached to 


plumbing, heating and television. 
And it’s modern comfort that makes 
those “good old days” so easy to 


dream about. 


Will It Run a Tab? 

An automatic bartender which 
does everything but buy back has 
been designed by Huntly Briggs of 
General Controls Co, 

All the imbiber need do is hold 
his glass under the spigot and move 
the correct lever. Briggs says the 
unit could be manufactured for 
about $2,000, and there must be a 
lot of Texas millionaires who'd pay 
that to save wear and tear on bar 
aprons. 

The machine can mix any drink 
in any strength up to half a glass 
of liquor. At that point, a red light 
flashes and, brother, you’re shut 
off! 


A Wife Can Be a Friend, Too 
Women are friendly creatures, 

says the Gas Appliance Manufac- 

turers Assn. Why stick them in an 
(Please turn to top of page 12) 


a Real Cool Beat 


the plenum chamber of any warm 
air heating unit. 

The result is “piped in” music in 
every room of the house. 

The music world may have to 
change its description of a “cool 
one” to a person who’d rather go 
without heat than listen to rock ’n’ 


roll. 





COOL MUSIC from warm air ducts is now possible by running wires from 
radio or TV to specially constructed speakers attached to the plenum chamber. 
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it pays to offer your 
customers that ‘‘extra’”’ in 


modern home construction 





DRAINAGE 
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The fact that modern conveniences help sell houses 


has been well proven throughout the country. Many 
of these extras “leap to the eye”... built-in ovens, 


automatic furnaces, air conditioners, washer-drier 
combinations, even automatic garage doors. But a 
more basic convenience, and one that costs only a 
trifle in comparison, is an all-copper water supply 
and drainage system. By installing Streamline’ 
copper tube and fittings for drainage as well as 
for supply, you give your customer plumbing that 
will last the life of the building and will be free of 
the repairs and annoyances that plague old- 
fashioned systems. Streamline tube and fittings are 
free-flowing and practically clog-proof .. . there 
are no caulked joints to leak, no rust damage to 
worry the home-owner. In addition, you can show 
your customer a beautiful smooth copper-and- 
bronze system that's as modern in appearance as 
it is in function. It may cost more to use copper 
throughout, but the extra cost is negligible in view 
of the sales appeal and practical advantages. And 
you'll often find that the finished job even costs less 
with Streamline, because of the shorter installation 
time and the fact that our compact 3” stack fits into a 
standard 2” x 4” partition, eliminating the need for 


furring. You can get more jobs done faster. 


REMEMBER—The advantage of an all-copper 


Streamline drainage system is worth many, many 
times the small extra cost! Write today for informa- 


tion kit No. 15 containing the detailed story of 
copper for drainage. 


: 


MUELLE 
PORT HURON 4 
MICHIGAN 


191-A 




















BOOK OF REMODELING 

PITTSBURGH — CONGRATULA- 
TIONS. YOUR STAFF HAS DONE 
WONDERFUL JOB FOR OUR WHOLE 
INDUSTRY IN AuGUST “BooK OF 
REMODELING.” THIS IS A MOST 
REMARKABLE EDITORIAL AND RE- 
SEARCH BOOK. 

A. E. THIESFELDT 

ELJER Co. 
@ This is just one of the many tele- 
grams, letters and phone calls received 


“DO-IT-YOURSELF” SERIES 

Los ANGELES—Thank you for the 
opportunity to express my thoughts 
on the “do-it-yourself” question. 
We just recently moved to larger 
quarters where we have set up a 
“parts department”. (See below.) 

This parts department is the key 
to our method of handling do-it- 
yourselfers. I personally have sold 
several remodeling jobs to people 
who came in to buy parts for a 
ballcock. Our theory is to attract 


by D.E. from industry leaders in re- 
sponse to the August “Book of Re- 


modeling.” Other letters and reactions 


to the issue will be found on page 86. 


A TOUCHY PROBLEM 

Nationa City, Cauir.—In your 
June, 1956, issue you published a 
letter from Frank Douglas asking 
advice on how to handle a customer 
who was dissatisfied because a bow! 
broke while water closet stoppage 

(Please turn to top of page 16) 


do-it-yourselfers to the parts coun- 
ter, and then let our water heater 
and fixture displays sell them- 
selves. And in the majority of cases, 
we do the installation. 

With the other building trades 
pushing do-it-yourself, people are 
bound to try their hand at plumb- 
ing. We have found that very few 
of our customers will try to tackle 
a large job. And their appreciation 
for our help is tremendous. 

W. M. WarrTe 





DO-IT-YOURSELF department is used by Waite Bros. to attract prospects into 
store. The final article in D.E.’s Do-it-Yourself series appears on page 112. 
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Between Ourselves 


(Continued from page 10) 


isolated kitchen where they can’t 
even hear the answer to that old 
refrain—‘What’s new at the of- 
fice, dear?” 

Jane Tiffany Wagner, home serv- 
ice director, warns contractors that 
they must build and remodel kitch- 
ens so the housewife has more 
access to the rest of the family. 
She calls this room a “livinette” 
because it brings the working 
housewife and her family together 
without sacrificing practical aspects 
of the kitchen. 

Peninsular designs and open 
shelf partitions can do the job, says 
Miss Wagner, and give extra sell- 
ing punch. And the open kitchen 
also permits Ma to keep an eye 
on prospective helpers who might 
try to slip away before the dishes 


are done. 


Sky Spirit Engineering 

Have you read any good books 
lately—like “Laws for Modifying 
the Spirits of the Sky”? 

If you know air conditioning, 
you probably have. That’s the lit- 
eral translation into Japanese of 
Trane Company’s familiar “Air 
Conditioning Manual.” 

Trane gave Juro Muto permis- 
sion to translate the text for the 
burgeoning air conditioning indus- 
try—sorry, the sky spirit industry— 
in the Far East, and it looks like 
it will once again be on the best 
seller lists. 


What's What? 

The term “air conditioning” is as 
familiar to American ears as the 
lyrics of a popular song—and just 
about as confusing. 

The American Society of Heating 
and Air-Conditioning Engineers, 
realizing that some people are not 
aware that air conditioning pro- 
vides comfort in all seasons, has 
announced a simplified definition of 
the term, hoping it will clarify all 
the current puzzlement. 

“Air conditioning,” the definition 
reads, “is the process of treating 
air so as to control its temperature, 
humidity, cleanliness and distribu- 
tion to meet the requirements of 
the conditioned space.” END 
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You cut costs...speed assembly 
with new U-SR4 Reducing Nipples 


Fewer joints mean faster assembly of gas or water 
lines when you use U-BRAND reducing nipples. 
Since a reducing nipple costs less than a reducer or 


bed & 
Also available bushing and regular nipple, you save on fittings, too. 
3 een 


- Swedged from new, mill-tested steel pipe, 
lf as B RAN f) Std U-BRAND reducing nipples are a single leak-proof 
s unit. True threads and clean outside chamfer speed 


e installation. Available in black or galvanized finish, 
Brass Nipples 









wa 
’ 


there are four convenient sizes *4’’ x '2"’, 1’ x %4 
14%" x1" and 14" x 1h”. 





If you’re interested in saving time and cutting 
costs, try U-BRAND reducing nipples on your next 
job. Order a supply from your jobber today. 


gle source for all your pipe fitt 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings— 
Unions— Plugs and Bushings—Cast Brass Solder Joint Pressure 
and Drainage Fittings—Cast Iron Drainage and Screwed Fittings 
' —Steel Nipples and Couplings—Insert Fittings for Plastic Pipe. 


The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 





% ” to 2” diameters 
in lengths from 
close to 6” 
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Now, offer every combination of high limit, le 


Honeywell's complete 





A Honeywell 
Aquastat 
for your 


every need 


Use the L4006A as a low limit con- 
trol to maintain domestic hot water 
or as a high limit control for boiler 
protection. The L4006A is a single 
switch (SPST) Aquastat for hor- 
izontal mounting. Another mod- 
el, the L4007A, is available for 


vertical mounting. 








L6010 





L6010, cover off 


For high limit, low limit and circulator control— 
Honeywell's triple function Aquastat—L6010. Two 
temperature setting adjustments and two hy- 
draulic action sensing elements are housed in 
single immersion wel!, so that wiring is much 
easier and only one boiler tapping is required. 
















L6006A 





L6007 A, cover off 


For combination low limit and circulator control— 
the L6006A. The LGOC6A, mounted horizontally, 
and the L6007A, mounted vertically, are dual 
function Aquastats with standard single switches 
(SPDT). Electrical connections are very simple. 
Switch and dial are internally enclosed, 


All Honeywell Aquastats boast 


these outstanding features: 


@ Fast-acting response — Liquid-filled ele- 
ments fit snugly in Aquastat wells; respond 
quickly to boiler water temperature changes. 


@ Easy-to-read settings — Large, clearly 
marked dials easy to read and adjust. Dial 
may be set externally without removing cover. 


@ Sturdy,compact design—provides maximum 
protection to working parts. Bellows, 
MICRO SWITCH switch and dial are internally 


enclosed. 


@ Ease of installation—Clamp-on feature for 
easy, quick installation. Requires no “swing 
distartce’’ when mounting. Simple electrical 
connections which have plenty of room for 
wiring save effort, installation-time and money. 


Domestic ENGINEERING, SEPTEMBER 1°56 





imit, 





low limit and circulator control with — 


line of Aquastats ! 
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L4010A, cover off 


L4011A 








L4010B 





L4011B, cover off 








L4008 remote 
bulb Aquastat 


For remote control—the L4008. Honeywell 














iS For high and low limit control—Honey- For high or low limit control and circulator 
ly, well’s dual function Aquastats—L4010A control—the L4010B and L4011B. The remote bulb Aquastats can be used in 
ial and L4011A. The L4010A and the L4010B and the L4011B have two a variety of applications where it is 
es L4011A have two separate switches— switches, one is used for high or low desirable to locate bulb (sensing ele- 
le. one switch is used for high limit con- limit control, the other for circulator ment) away from switch. Dial may be 
trol, the other for low limit control. control. set externally without removing cover. 
j 
New Honeywell Aquastat- 
” e 
Relay Combinations Use All-Honeywell control 
le- systems and profit 
nd 
PS. 
“200 Honeywell makes control systems for every 
ly type of heating-plant and fuel. With Honey- 
‘al well you're able to rely on one supplier for all your 
or. controls. For full details on Honeywell's complete 
line of Aquastats and Aquastat-relay combinations 
e of Aq y 
i L6047 —including Models L444 Bimetal Immersion 
. Aquastat and LA409 Surface Aquastat, call your 
ly 16047, cover off local Honeywell office. Or write Honeywell, Dept. 
DE-9-216, Minneapolis 8, Minnesota. 
t. The Summer-Winter Controller, L6047, for gas or oil 
ie burners with domestic hot-water supply. Combines LGO06A 


g Aquastat with RA89A Relay. Gives low limit and circu- 
lator control. Simply add L4006A Aquastat to provide 


i] MIieNNBAP OLE S 
m high limit control for a complete control system. Honeyw i 
2 2. The. L8047A. Same as L6047 except burner circuit 


is low voltage. Designed for use with auto recycling 
gas valves. 


3. High Limit Controller, L8048, for all types of gas or 
oil burners without domestic hot-water supply. Combines 
L4006A Aquastat and RA89A Relay to give high limit 
protection as well as circulator control. 


| - ‘ 
iH tint we (oitiol. 
112 offices across the nation 
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THE NEW 1957 LINE 


PLEA T WA Wie 


GAS-FIRED FURNACES 


e COMPLETELY PACKAGED 


e FACTORY -ASSEMBLED 
RECESSED CONTROLS 


e PRE-FIRED AND TESTED 





READY TO INSTALL 





Heavy-gauge combustion 

chamber and radiators 

have electrically welded 
gas-tight seams 


Sturdy, removable floor 
register finished in 
baked enamel. Small 
heel-proof mesh 


Outer casing of heavy 
gauge galvanized steel 
for longer life. Lapped 
seams for greater strength 
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Removable inner jacket 
separates warm a 

cool air chambers for 
efficient circulation 





Recessed controls factory 
installed. Single rod 

control conveniently 
locat 





Quiet burning, cast iron, 
milled slot burners 


Radiators with low 

flue outlets lengthen Ten Year warranty against 
travel of hot gases burn-out of heat exchanger 

and increase efficiency accompanies each furnace 






Draft diverter protects 
the pilot and burner 
flames from down drafts 


HEATWAVE 

FLOOR FURNACE 
vue 
FOR DETAILS Heotwave a 


Horizontal 













Heatwave Heatwove Heatwave 
Recessed Wail Counter-Flo Hi-Boy 
Heater 





\ 


‘ “ey 
SOUTHWEST MANUFACTURING CO4 


Subsidiary of the F. E. Myers & Bro. Co 


BOX 15] AURORA, MO 


16 





Letters 


(Continued from center of page 12) 





was being cleared. I am writing to 
suggest a policy adopted by ow 
firm which is quite workable. 

When one of our journeymen in- 
spects a closet stoppage, he first 
checks the bowl for cracks. He 
then informs the customer whether 
the bowl is in good condition or if 
it is cracked. Then, before putting 
his closet auger into the bowl, he 
tells the customer that, because he 
does not know what has caused the 
stoppage or what is in the bowl, he 
is not responsible if the bow! 
should break. If the customer does 
not agree to this policy, the jour- 
neyman collects the service fee and 
returns to the shop. 

Only when the customer com- 
pletely understands our policy and 
gives his “okay,” does the journey- 
man proceed with the job. In the 
event of breakage the bowl is re- 
placed at “dealer cost” prices. This 
also is explained to the customer 
before the journeyman attempts to 
eliminate stoppage. 

Lioyp Gary Hupson 


© Our thanks go to Mr. Hudson for his 
solution to this problem. Contractors 
who have developed other policies for 
handling the difficulty are invited to 
send their solutions to The Editor 
1801 Prairie Ave., Chicago 16. 


GLAD TO HELP 

TRENTON, N. J.—My son, a li- 
censed journeyman, has just re- 
turned from service in the Navy 
and I am trying to train him in 
the management and selling por- 
tions of the business. It has oc- 
curred to me that you might well 
have some materials that would be 
of assistance to him. Anything 
along this line that you could fur- 
nish would be appreciated. 

D. B. Stewart, Sr. 


e Indeed we do—copies of D.E.’s Man- 
agement Ideas, Merchandising Aids, 
Your Future in Schools and Technical 
Tips are on the way! 


SAYS SHOWROOM BOOK USEFUL 
Tet, City, Inp.—We are now 
building a new store and find your 
Showroom Book a great help in our 
planning. 
C. G. PauLin 


e The Showroom Book continues to 
rank high on DE’s “best seller’ list. 
Copies are available without charge 
to subscribers of Domestic Engineer- 
ing as a service to the industry. 
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Introducing the NEW... 


Advanced Detta 


of "0 


P\UR Toy V Wile 
HUMIDIFIER 


With 4 NEW 
Features 


Most Wanted 
by Dealers! 


v NEW, Revolutionary, Unbreakable Glass Fiber Evaporator Plates*! 
wNew Easy Access Inspection Plate Slips On and Off without Tools 


¥50% More Humidifying Capacity...5 Evaporator Plates Furnished 
~New Cut-Out Template... Cuts Installation Time in Half! 


...and as always... No Float... No Drip... No 
Clog ... No moving parts to wear out or stick... 


with large size orifice replacing the commonly 
used needle or float valves. Entire 


assembly rustproofed. Fits every 
type of furnace, every type 


of bonnet. 
ee 


A 
. a CORPORATION 
xi@ Street, Detroit, 39 Michi 
igan 


Oil Filters feo. 


An Auto flo exclusive! No other 
PI 
Ose send me full information 
On: 


Evaporator Plate like it! Made 
of unbreakable glass fibers, A 
A : Gq ¥'0-Flo Fuel Oil Fitter 
miraculously changed to soak Avto-Flo Automati ‘ 
Nome____ ic Humidifier 


up water at a record rate! 
Address __ 


City __ a 


AUTO-FLO 
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REAL HOT TORCH: “Miss Weldor of JUST LIKE HOME: Accustomed to the cooler climate of Denmark, Peter 
1956” is Jayne Mansfield, selected Freuken had trouble in his first few appearances on TV’s “$64,000 Ques- 
by National Eutectic Weldor’s Club tion”. He had to joust with horrendous heat as well as quandrous queries 
of Eutectic Welding Alloys Corp. until an Airtemp air conditioner helped him zip through a winner. 
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WHICH CAME FIRST? Like the old chicken- BATHROOM BEAUTIES are featured in a _ booklet 
egg quip, visitors to St. Louis’ Forest Park available from Gerber, which describes eight ways to 
are wondering, which came _first—this improve the bath. One way is shown here to A. G. 
V-shaped tree or the pipe encased in it. Hofmann, Master Plumbers Assn. of Pittsburgh veep. 
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a great NEW name in iquality water appliances 
! 


offers you an 


‘we Niehem@ UNUSUAL PROFIT 





DB ARG GPmy 





gy 
Commander fos 


FORMULA 





THE COMMANDER CONVERTIBLE SYSTEM 


COMMANDER wholesalers now selecting key dealers 


Key dealers now are being selected by 
Commander wholesalers for America’s 
most outstanding quality line of modern 
water appliances. The all-new Commander 
line represents the highest achievement in 
advanced design and engineering. Com- 
mander products are unmatched in per- 
formance and carry important exciusive 
features never before available. 

Commander offers a complete line, in- 
cluding jet, piston, and submersible water 


systems, water softeners, and sump pumps. 
A solid and profitable business can quickly 
and easily be built on the Commander line 


alone. 
An unusual profit formula has been de- 


veloped for those who can qualify to han- 


dle this important line. Those selected will 
have special selling advantages and close 
manufacturer and wholesaler cooperation. 
Such an opportunity demands immediate 


action. For complete details, write or wire. 


~ 


JET SYSTEMS 





PISTON SYSTEMS 





iin: ( 


SUBMERSIBLE SYSTEMS 


—~- 


WATER SOFTENERS 


SUMP PUMPS 


COMMANDER DIVISION OF THE TAIT MANUFACTURING COMPANY 


200 DETRICK STREET * DAYTON 1, OHIO 





ONE-PIECE 


FASTER 


Now CS&B continuous wastes require no assembly — with 
exclusive One-piece Tube-Tee they're all ready to hookup. 
Not only do you save in time and labor costs, but since the 
cumbersome cast tee with its extra nuts is eliminated there's 





no chance of leakage! And CS&B Tube-Tee gives you a 
clog-proof installation with better appearance, too. 


This is one more step in CS&B's planned, progressive policy 
to bring you more profit and satisfied customers. 


THE CONNECTICUT STAMPING & BENDING CO. 
NEW BRITAIN, CONN., U.S.A. 
offiliate: TUBE BENDS INC. aircroft parts 
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a ae Brady 
Serge Fo0r Veboo: 


The troublesome ‘‘choking’’ that is a 
common fault of foot valves is prac- You pay far less. Yet the Brady Foot 
tically eliminated in the Brady Foot Valve does a much better job—is so 
Valve, And it handles up to 3 times as advanced in design, performance, 
much water as ordinary foot valves and durability that all other foot 
with the same amount of friction. valves become obsolete. 





Brad WATER PRESSURE TANKS for home use i Leia 
REVOLUTIONARY DESIGN ‘hilt 

GIVES YOU BETTER TANKS AT OF THE 
SUBSTANTIALLY LOWER COST INDUSTRY 


Only Brady Galvanized Steel Tanks give 


you double protection inside the tank. 


Complete non-porous galvanizing plus a rads 
Plastic Coating proven to be impervious 
to most salts and minerals. Guaranteed 


for one year. AIR VOLUME CONTROL | 





Contact your supplier or manufacturer—or get complete information on Brady Products by writing direct to — 


“ Brady Companies 


GENERAL OFFICES: MUNCIE, INDIANA 
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4 The new ELKAY Single Lever Faucet is a 
masterpiece of engineering and design. It’s the 
perfect companion for the new Starlite finish 
Pacemaker stainless steel sink bowl. Both present 

Sy a sparkling picture as bright and modern as 
tomorrow! Here’s just whatfyou need to complete 
a money-making sink installation at a price 
to bring you a welcome plus-profit. Special deal 





explained below, complete with fittings, 
will save you about 20%, 


so save now by ordering now . 


Pw AY | pe Usk — ee ad — 5 ae a - a - Ee 


QUALITY MADE BY MOEN 


6g” 


MONEY-SAVING INTRODUCTORY OFFER 


1 BLE AY Pacemaker Stainless Steel Bowl—32’ x 21” ledge type 
(The stainless steel sink bowl priced as low as cast iron— 
now furnished in brighter-than-bright Starlite finish.) 


2\ELKAY Single Lever Faucet 
(The type of faucet that has now proved its performance .. . 


the faucet that is sweeping the country — now by ELKAY.) 


3 \ ELE AY Stainless Steel Strainers 
' (Two 3%” stainless steel strainers to complete the package.) 


YOU GET ALL THIS FOR A SPECIAL, INTRODUCTORY PACKAGE PRICE! 
LIMITED TIME ONLY SO ORDER NOW! ASK YOUR JOBBER! 
Offer Expires October 31, 1956 


JES LES 2ZROW MANUFACTURING COMPANY 


1874 S. 54th Avenue «+ Chicago 50, Illinois 
The World's Oldest and Largest Manufacturer of Stainless Steel Sinks . . . since 1920 








legally “received” the moment it 
is dropped in a mail box. Thus 
the contract was sealed, and the 
contractor obligated even though 


T’$ THE [ he might not have wanted the 
| material or actually received the 
AW g@ letter of acceptance. 
a On the other hand, courts hold 
Legal Decisions of Interest to Contractors that a telegram is not legally re- 
NOOOWWW yyw woe##S£ ceived by the addressee until it 
is actually delivered. 

Another problem is how the 
sender can prove that his letter 
was deposited in a postoffice or 
mail box with postage prepaid 








AQAGK 





By Leo T. Parker, Attorney 
Cincinnati, Ohio 


Silence Is a Guarantee of a contractor that he had never and properly addressed. It can 
A plumbing and heating con- received it and wished to cancel _ be done easily with certain types 

tractor recently purchasedaused his order. The wholesaler of mailings, but often the sender 

ditch digger and asked the seller proved he had mailed the ac- has only his word for evidence. 


if there were any defects which ceptance, and, according to law, (Court citation available from 
would interfere with its opera- a properly addressed letter is Domestic Engineering.) 


tion. 

The seller remained silent, al- 
though later the machine proved 
to be practically worthless. 

The contractor, however, was 
awarded his purchase price by 
the courts because a _ seller’s 
silence on the quality of his mer- 
chandise can imply a guarantee 
of its worth. He may even be 
guilty of fraud if he declines to 
speak when by fair dealing he 
should explain defects or ineffi- 
ciency of his machinery. 

The effect of these legal con- YOU BE THE JUDGE 
siderations is to hold a seller 
liable who by his silence induces 
a buyer to purchase that which 
he would otherwise refuse. 

(Citation: May 184 N. C. 150) 























If you were a judge, how would you decide this case? 

A plumbing and heating journeyman was sent to repair 
the heating system for an Ohio publishing firm. He began 
by tracing pipes from the room in which the presses were 
located, and came to a plain, unmarked door. He slid the 
door open, finding that the interior was dark. He stepped 
inside, fell down an elevator shaft and injured himself. He 
sued, claiming negligence by the publishing firm in neither 


marking nor locking this door. Was his lawsuit upheld? 
K cd 1 





Mailing Contracts 

Contracts themselves are items 
requiring careful study by p-h 
contractors. But contractors 
would also do well to study when 
a contract becomes valid. 

For example, if a contractor 
writes a wholesaler offering 
to purchase material at a certain 
price, can he change his mind 
after the wholesaler mails back 
an acceptance of the offer? 

A recent case provides one an- 
swer. The wholesaler had his 
mailed acceptance validated by 
the court despite the contention 


The courts decided that it should not be. The judge agreed 
with the journeyman that the plain, unlocked door violated 
a city ordinance, and did show negligence by the company. 
But, he added, the journeyman’s testimony that he stepped 
from a lighted room into darkness when there was no emer- 
gency showed “contributory negligence”. The journeyman 
should have asked other workers what was in the room. 
It was when he didn’t, the court concluded, that the injury 
occurred, and he was therefore responsible for his own 
injuries. (Citation available from Domestic Engineering.) 
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UARANTEED TO END 
AIR 
TROUBLE 


IN HOT WATER 
HEATING SYSTEMS 





Failure to heat—gurgling in the piping and heating units— 
waterlogged compression tanks...these common troubles can 
be charged to air in the system! And charged also on your books 
as the reason for profitless call-backs! 

It’s easy now to get rid of air troubles for good—with a B& G 
Airtrol System on every hot water job. Tested and proved in 
thousands of installations, this patented B & G product elimi- 
nates air accumulation in forced hot water heating systems— 
solves a problem never before satisfactorily answered. 

The B & G Airtrol System consists of two simple, easily 
installed parts, the Boiler Fitting and the Tank Fitting. Their 
combined function is to trap air in the compression tank and 
prevent its return to the boiler, piping and heat distributing 
units. All air bubbles are caught where they form—#n the boiler! 

Remember, the B & G Airtrol System is the only guarantetd 
method of controlling air in hot water heating systems. 




















Typical installation of B & G Airtrol 
System on side outlet boiler. 


For complete information, 
send for Bulletin No. HM-456 


BELL & GOSSETT 


. 2 Se FF 2. eee 


Dept. EM-1, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Canada 


The B & G Airtrol Side Outlet Boiler Fitting is 
made in four sizes to fit a wide range of boilers. 
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Another Walker Engineering Triumph! 


Nw! SHUR-FLO 
Draft Inducer-Regulator 


Corrects Troubles Caused 


Completely Engineered Combination Unit Sells 
for Much Less Than What You'd Expect To Pay! 





Look to Walker 


FOR A COMPLETE LINE OF 
DRAFT CONTROL PRODUCTS 


Wolker, with over 30 years of draft control experi- 
ence, produces automatic regulators for a complete 


range of installations. 


.. from small space heaters 


to the largest heating plants in factories and multi- 
ple housing projects. Be sure to inquire about the 
Walker Royal Purple Model, the only automatic 
draft control that’s absolutely impregnable to soot, 
carbon, corrosion, dust. Another Walker first in 


the industry! 


P d Wrap-Round 


Tee Joint 


Type 34B 














DOMESTIC ENGINEERING, SEPTEMBER 1956 





by Insufficient Draft! 


Here’s a new product that will correct any difficulty caused 
by insufficient draft...and correct it at a cost so low 
it’s almost unbelievable! 

The new Walker SHUR-FLO draft inducer-regulator com- 
bination both inspirates and regulates. After draft has 
been established by inducer fan, the sensitive automatic 
Walker regulator holds draft at maximum combustion 
efficiency. SHUR-FLO keeps chimney dry, stops pulsation 
and smoking, eliminates soot and odors. 


Big Aid to Contractors and Installers 
With the Walker SHUR-FLO, contractors and installers 
can eliminate draft troubles in both old and new housing 
with a single installation. The product is particularly 
effective in modern homes where the trend is toward 
lower chimney heights. Installation is simple, fast and 
requires only elementary wiring provisions in most cases. 


Tests Prove High Efficiency 

The Walker SHUR-FLO has been exhaustively tested by 
the largest and most prominent industrial research organ- 
ization®* in the world. Their findings show that this new 
combination unit operates at highest efficiency under even 
the most adverse conditions. 

The SHUR-FLO unit is constructed of heavy gauge gal- 
vanized steel. The motor is a heavy-duty, fractional HP 
that consumes little current. Motor is specially built for 
draft inducer service and is mounted so that it is shielded 
from chimney heat. Motor requires little maintesance. 
Regulator and inducer fan are both constructed of cor- 
rosion-resistant material, 

For the full facts on this revolutionary unit, see your 


supplier or mail coupon below. *Name upon request. 


GET THE FACTS NOW — MAIL COUPON AT ONCE! 
y Walker Manufacturing & Sales Corp. 


gy 1780 Penn St. St. Joseph, Mo. 
i Information please! Send me details on items 
i checked. 

E[] Walker SHUR-FLO Draft 
i 


Inducer Regulator 


Industrial draft regulators for 

schools, office buildings, 
apartments, stores and manufac- 

! [ Walker Royal Purple Model turing pleats. 

iF Automatic Draft Regulators 

g for small installations (space 

ff heaters, circulators, water heaters, 














Venturi-Top chimney cap for t 
chimney trouble with back- ff 


trailer stoves, etc.) draft. a 
Your favorite supplier’s name please (write in). —_—_____— J 
ois arcsec snbeuniommsbviniatincein-obbesanesinéaisamnediiph stidhdeuebianepamemsneiaiabantii 
i eae ahah daieiibiatidalesieceahealndbinguiswgdiciiiasiexinueciiacnestanipuapniiienainnts ; 
i i iastibcccciiensivasomscesoustataboechisnitiveaiaevors sehahaidioben iA sccistachscuctitindelypintonnveinans 
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Questions and Answers 


Suggests Solution to Water Supply Problem 


To the Editor: 

In your July issue (p. 26) you 
published a reader’s question about 
deterioration of the hot water pip- 
ing in a domestic supply line. Our 
experience with problems such as 
this has led us to conclude that 
electric currents and the nearness 
of electric appliances (particularly 
to the domestic hot water system) 
is a major factor in causing corro- 
sion due to water conditions. 

Hot water shows a greater gal- 
vanic energy than cold; frequently 
it is as high as a two to one ratio. 
However, from our experience we 
would strongly recommend the use 
of dielectric unions on both hot and 
cold water installations. This is 
principally because it is impractical 
to determine ahead of time what 
the corrosive effects of electrolytic 
and galvanic energy will be. 

As to the specific problem you 
published in July (see Fig. 1), di- 
electric unions should be placed in 
the domestic hot water line at both 
the inlet and outlet points on the 
submerged heater, as well as along 
the galvanized hot water line at 
regular intervals. 

By strategically placing dielectric 
unions eight to ten ft apart, they 
will be able to isolate the sections 
most apt to pick up stray electrical 
energy. It is not uncommon on 


large installations also to install di- 
electric unions at the connection of 
the water line to the fixtures. 
Dielectric unions should be used 
at the recirculating pump inlet and 
cutlet. We also recommend use of 


dielectric unions on new installa- 
tions between copper and the black 
steel piping of the heat supply in- 
stallations. The fact that copper is 
a very good conductor of electricity 
could also be a major factor causing 
the pickup of electrical energy into 
the system. However, since this in- 
stallation has already been in serv- 
ice for some time, the proper thing 
te do is to install dielectric unions 
when the hot water lines are re- 
placed. 

One thing must be pointed out 
and that is the fact that dielectric 
unions will not overcome electro- 
lytic and galvanic corrosion which 
has taken place prior to their in- 
stallation. The zinc coating will al- 
ready have been stripped and the 


iron have become pitted in such a 
way that chemical corrosion will 
continue even though dielectric 
unions are installed and overcome 
the electrolytic corrosion. 

It would be our opinion that in 
the problem you published, both 
types of corrosion contribute to the 
trouble. However, the installation 
of dielectric unions at the time new 
piping is put in will overcome the 
unsatisfactory performance of the 
present installation. 

Charles E. Henkel 
sales manager 
Epco Sales, Inc. 


To the Editor: 

We are having trouble with a hot 
water storage tank. The domestic 
hot water is maintained at a tem- 
perature of 190F. The tank has 
been replaced three times in five 
years, and the present tank is de- 
veloping leaks. 

The tank is galvanized steel, in- 
stalled horizontally and connected 
te a built-in coil in an oil fired 
heating boiler that is also used for 
year-round domestic hot water ap- 
plications. 

The coil in the heating boiler is 
copper and all of the hot water pip- 
ing is copper with the exception 
of the tank-to-heater connections 
which are galvanized steel. 

The present tank was installed 
with a magnesium anode which ap- 
parently extended the life of the 
tank two or three months longer 

(Please turn to page 186) 





Fig. 1 (originally pub- 
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lines and other por- 
tions of the heating 
system do not give 
any trouble. The use 
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in solving this prob- 
lem is discussed in 
the article at the left. 
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The Nesbitt Little Giant Unit Heater 
MOUNTS CLOSER 


—— ee eo 












=—_ 
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MORE ACCESSIBLE 


Two male pipe connections extend from square steel 








headers on opposite sides of the Little Giant. 






The motor and fan are removable through outlet at bottom. 






Therefore, all access is from below; Little Giants mount 






as close as 1 inch (not more than 3 inches) from ceiling. 






This means maximum headroom on any type of system. 






MORE ADAPTABLE 


The rectangular wrap-around heating element operates with 










either steam or hot water, in vertical or horizontal position. 
The 34 unit models offer capacities ranging from 34,000 to 
684,000 Btu per hour—sound rated (IUHA) for the 
environment they serve — with a wide variety of outlets 
for air distribution and mounting height as desired. 
Truly, Little Giants are the “propeller-fan unit heaters 
with blower-fan performance.” See Publication 402. 
Made and sold by John J. Nesbitt, Inc., Philadelphia 36, Pa. 
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ISN’T PEACE OF MIND WHAT 
YOUR REMODELING PROSPECT 
WANTS...THIS TIME? 





(Tip: Tell’em about the Crane Sunnyday—first and only boiler guaranteed 20 years) 





What do you tell a cranky prospect who’s irritated 
because his old boiler has given up? Tell him that 
you can give him peace of mind with a Sunnyday 
Boiler .. . guaranteed 20 years. 

You can be sure he wants this assurance of last- 
ing satisfaction and trouble-free heating. He wants 
to know that there’ll be no expensive replacement 
of boiler sections for a minimum of 20 years. 

Chances are that after hearing the 20-year story 
he’ll be a better prospect for a comple’e remodeling 
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Crane Sunnyday 15. Newest, most 
efficient residential boiler made. 
Saves up to 15% on fuel bills. Easy 
to install. Available factory assem- 
bled and prewired. Gas or oil 
fired. Flush or extended jacket, 


job—a Sunnyday plus Crane Radiant Baseboard 
panels (the heating that feels like healthful sun- 
shine). 


Whether you sell the boiler alone or a complete 
system, that 20-year guarantee is a powerful sales 
point. So why not get full details about the com- 
plete line of Crane Sunnyday Boilers from your 
Crane Branch or Crane Wholesaler today? 


CRANE CO. 836 South Michigan Avenue, Chicago 5 


VALVES « FITTINGS «+ PIPE + KITCHENS + PLUMBING «+ HEATING 
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KEENEY 


AUTOMATIC AIR VENTS 
out-perform all others... 


A size and style to meet every venting need. 


POPP ERD 





POSITIVE, easily-controlled manual SIMPLEST DESIGN... no intricate 
action saves installation time. parts to clog . . . noiseless operation. 


AUTOMATIC action means perma- [DUOVENTS are priced among the 


nent freedom from cold, air-bound lowest. . . out-perform all others. 


radiators. OVER ONE MILLION IN St 


NO SCREWDRIVER NEEDED... FUL OPERATIOD 
easy to vent from any angle. URES, NO RETURNS 


THE KEENEY MANUFACTURING COMPANY 


Newington, Connecticut 
Since 1923, Manufacturers of Plumbers’ Brass Goods and Heating Specialties. 
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Red Hot 54” Sink Special 


ot new low price! 


This is your last chance to get on the ba: d 

wagon and cash in on American Kitchens 

great new Model ESA-5400 Sink Special — 

at a new low retail price of only $89.95. 
Just look at the outstanding features you 

can offer your customers at this fabulous 

price: 

® Double drainboard—white acid resisting tita- 
nium porcelain top. 

® Roomy sink bow! with basket strainer! 

® Chrome plated ledge-mounted swing spout 
faucet. 


®@ 4 doors ... 2 seamless drawers—2 removable 
shelves! 


Backed with powerful local newspaper ad- 
vertising mats and factory sales promotion 


tools, this 54” sink will send your sink sales 

















soaring . . . and you can always trade up to 
deluxe sinks and complete American 
Kitchens. 





Why not call your American Kitchens 
distributor today! Suggested retail 


Only «& 95 
MODEL ESA-5400 SINK SPECIAL J > S 9 


LAS 4 CHANCE! ...Cash in now on these 
American Kilehens. SINK SPECIALS! 


Traffic Stopping 42” Sink Special! 











Get set now... and get your share of sink busi- 
ness with American Kitchens new Model ESA- 
4200—42” Sink Special at a sensational new re- 
tail price of $69.95. 

Watch the traffic grow and sink sales jump 
when you offer such famous features as these 
at this low price: 

@ Big Right or Left hand drainboard . . . acid resisting 
titanium porcelain top! 
® King-size sink bow! with basket strainer! 


®@ Chrome plated ledge-mounted swing spout faucet! 
® 3 doors... 1 big seamless drawer... handy shelf! 


® Giant undersink storage compartment! 


All this you can offer at the low, low price of 


Only $ 6 9) 95 
LIMITED TIME OFFER! CALL YOUR 
AMERICAN KITCHENS DISTRIBUTOR 
TODAY AND CASH IN ON THESE 
SIZZLING SUMMER SINK SPECIALS! 


























MODEL ESA-4200 SINK SPECIAL 


STEP AHEAD WITH WRITE. WIRE 
ra PHONE YOUR D 


pivision (AVCO) CONNERSVILLE, INDIANA 
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an You couldn't be more right than to ask 
for NIBCO valves by name. That’s because 
we make it our business to be right in 
the production of low pressure valves. 


CSE e RIGHT in the alloy used 


¢ RIGHT in precision casting 


e RIGHT in machining 


S / e RIGHT in final inspection 
a 


¢ RIGHT in price 















777 ANGLE 
STOP VALVES 







78 ANGLE STOP 
AND WASTE VALVES 


70 COMPACT 
SILLCOCK 





For FREE CATALOG of 
the complete line of Nibco low- 
pressure and pressure-rated 
valves, write today to 

NORTHERN INDIANA 
BRASS COMPANY 
904 Plum St., Elkhart, Indiana 











725 STOP VALVES 76 STOP & 


WASTE VALVES 


74 BOILER DRAIN 581 OIL TANK VALVE 
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High style sells hard...in exciting EWJER ads 


Underneath the soft words, there’s plenty of 


hard sell in every Eljer advertisement! 
Sparked by colorful decorating ideas like this, 
master bath, Eljer advertising rides the wave 
of interest in high-style living. It capitalizes on 
that interest and builds a desire for modern 
bathrooms. It creates a distinctive, appealing 
personality for Eljer fixtures as part of the 
modern home. 
You'll find these Eljer ads in America’s leading 
magazines—reaching millions of people every 
month. You can put their impact to work for 
you by recommending Eljer fixtures and fit- 
tings in the bathrooms you install. See your 
plumbing wholesaler or write: Eljer Division << 
of The Murray Corporation of America, Three 
Gateway Center, Pittsburgh 22, Pennsylvania. 





DIVISION OF THE 





Choose Eljer fixtures from six lovely pastel colors or snowy white. 


QE ELJER- the only name you need to know in plumbing fixtures 
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Now Comes Manco “‘Protecto-Rib”’ 
Flexible Polyethylene Pipe! 


PROTECTED 


This shows how the raised ribs pro 
tect the body wall from abrasion 
AM all ©) oliale Pur iiolel diate PMlartielileliveys 


and servicing 









Manco now gives you above ordinary plastic pipe that distributors and 





Manco does it again! 























**Protecto-Rib”’ Flexible Polyethylene Plastic Pipe dealers both, who have sold our early production 

— the pipe that makes the outstanding quality of ‘‘Protecto-Rib" find that buyers voice a heavy 
Manco Line even better — even greater than preference for the ‘pipe with ribs'’ — as com- 
before! pared with the smooth-walled type. Now is the 
This ‘‘Protecto-Rib"’ feature takes Manco plastic time — here is the opportunity to really ‘‘crash"’ 
pipe out of the category of the common, usual the multi-million dollar plastic pipe market. 
plastic pipe. It places it on a plane so far Switch to Manco ‘‘Protecto-Rib"’ today! 


Here’s what MANCO “Protecto-Rib” : 
MANCO’S “PROTECTO-RIB”’ 


means to you and your customers SOREL OR 
Offers Distributors and Gives more positive seal- of MANCO Flexible Plastic Pipe 
Dealers a distinguishing fea- ing of clamp, cold flow of ; 
= ture that packs greater buyer _ plastic under clamp pressure 
acceptance — easier selling ‘‘locks in'’ clamp! 


— and greater sales volume. ae : 
9 - Assures positive identifica- 


Costs no more than regu- tion that Manco is the manu- 
lar smooth-walled pipe! facturer of this Flexible Poly- Regular 
ethylene Pipe! 





Gives tremendous protec- 


tion against abrasion that Affords greater resistance 

would otherwise damage the to burst and tear! 

‘ ; . i waa 

rue pipe wall in shipping, Gives more weight — Better 


warehouse handling, installa- 


tion, and service! more pipe for the money! 


Makes stacking and hand- 





ling easier — surer — coils 
won't slide! Best 
JUST SAY TO BE SURE! 
Manufacturers Corporation of Ohio » 104 Ausdale Avenue @ Mansfield, Ohio 
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Hermetic centrifugal refrigera- 
tion unit bulletin. Revised bulle- 
tin discusses hermetic centrifugal 
refrigeration units to provide 
chilled water for air conditioning 
and refrigeration applications. De- 
scribes features and includes capa- 
city tables, water pressure drop 
charts and engineering data. 

Available from: The Trane Co., 
2043 Cameron Ave., LaCrosse, Wis. 


Oil burner service booklet. Col- 
orful, 20-page booklet done in car- 
toon style and entitled “This Is 
Your Strife” sketches the woes of 





MISTER SERVICES MAN. . 
(Mas this ever beppened te you?) 


an oil burner serviceman con- 
fronted with nozzle trouble. Pre- 
sents a survey indicating economic 
benefits of installing new nozzles. 
Contains three pages on oil burner 
functions and ten service tips on 
selection, care and installation of 
nozzles. 

Available from: Delavan Mfg. 
Co., West Des Moines, Ia. 


Sink bowl bulletin. Three-color, 
four-page bulletin features single 
and double size stainless steel sink 
bowls. Notes construction and 
gives sizes for six models in both 
types. Includes roughing-in dia- 
grams for single and double bowls. 
Displays bowl in combination with 
clampdown sink frame. 

Available from: Vance Indus- 
tries, Inc., Evanston, III. 


34 


Water systems catalog. Eight- 
page catalog features water sys- 
tems for shallow and deep wells. 
Illustrations include two numbered 
cutaway views indicating the con- 
struction of both types. Pictures 
systems for horizontal and vertical 
installations, and both mounted and 
unmounted tank units. Shows 
booster unit and centrifugals. Con- 
tains selection tables and lists spec- 
ifications, prices and approximate 
shipping weights. 

Available from: The F, E. Myers 
& Bro. Co., Ashland, O. 


Air conditioner equipment cata- 
log. Twelve-page, two-color cata- 
log describes dimensional changes 
and tapered back design of firm’s 
line of equipment for air condition- 
ers. Includes data on steam, heavy 
duty, low capacity and non-freeze 
coils. Charts show temperature and 
Btu capacity at steam pressures of 
2, 5, 15 and 30 psi. Diagrams de- 
scribe circuiting methods. 

Available from: Refrigeration 
Engineering, Inc., 7250 E. Slauson 
Ave., Los Angeles 22. 


Water well supply catalog. 
Three-color, 24-page eatalog pre- 


sents the firm’s line of well points, 
screens and strainers. Illustrates 
and discusses common types of 
wells and driving methods. Pic- 
tures and drawings show points, 
extensions, screens and strainers 
with features of each indicated. 
Includes a section on brass wire 
cloth and perforated sheet brass 
and notes construction of all parts. 
Contains tables of lengths, well and 
thread sizes, and approximate 


WELL POINTS 
SCREENS and 
STRAINERS 


. . Wel towne | Secon Serene: 
Fea ae Ce 
eed 


Wake wOtt POPPE tet e mnmweN 1e 


weights. Gives indexes according 
to both subject and trade number. 

Available from: Clayton Mark & 
Co., 1900 Dempster St., Evanston, 
Ill. 


Pumping unit bulletin. Two- 
page, full-color bulletin describes 
single and duplex condensation re- 
turn pumping units. Photos show 
units and receivers and two dimen- 
sional diagrams note positions and 
function. Discusses the features 
and gives performance tables with 
sizes and capacities. 

Available from: The Deming Co., 
543 Broadway, Salem, O. 


(Please turn to page 189) 


National-U. S. Radiator Catalog Describes Boilers 


¥ i 
BAR Ol. HEATING BOILER 


258 Barsan 





A colorful, four-page catalog pic- 
tures and describes the firm’s wet 


base heating boilers of cast iron 
construction for large residential or 
small commercial _ installations. 
Cutaway illustrations and dia- 
grams indicate features and draw- 
ings explain the boiler’s extended- 
fin heating surface, wet base con- 
struction and vertical gas passages. 
Lists six sizes with net IBR steam 
and water ratings. Charts give rat- 
ings and engineering data, dimen- 
sions and tapping sizes. Provides a 
guide on capacities and engineer- 
ing data for domestic water heaters 
that can be used with the boiler. 
Available from: Heating & Air 
Conditioning Div., National-U. S. 
Radiator Corp., Johnstown, Pa. 
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“We've used Rochester Tank Gauges 
ry 





exclusively for over 10 years”’ 
/ 


So says G. Norman Miller, 
Vice President of Langie Fuel 
Service, Inc.—a leading Roch- 
ester firm that installs hundreds of oil burners every year in 
addition to delivering millions of gallons of fuel. 

“‘We have found that the man who can quickly tell just 
where he stands on fuel supply is a happier owner of our 
installation and a satisfied fuel oil customer. We never have 
complaints caused by faulty gauges worrying customers 
about running out of oil, or showing less than FULL, right 
after a delivery—and we are never bothered by servicing or 
gauge replacement problems either. All in all, we have found 
that by installing the Rochester Tank Gauge in combination 
with a standard fill signal, we get the most practical, fool- 
proof set-up at the lowest cost.” 

The Universal Tank Gauge, used by Mr. Miller’s firm, is 
but one of many dependable RMC instruments serving the 
petroleum industry ‘‘from well to burner.” 










Look to RMC for Full-Line 
instrumentation 















PRESSURE GAUGES 


Illustrated is a 2” dial pres- 
sure gauge, heavy-duty type, 
for indicating pressures up to 
400 Ibs. What is your pres- 
sure gauge problem? 






9 80 i209 
9 Swilitity; 60 


/, 










PRESSURE . 












THERMOMETERS 


Illustrated here is a 2” dial 
stack thermometer with her- 
metically sealed dial chamber 
built for heavy duty service. 
What are your thermometer 
requirements? 












r 
| TELL US YOUR REQUIREMENTS FOR DIRECT MOUNTING 
| AND REMOTE INDICATING INSTRUMENTS, AND LET | 

RMC ENGINEERING SKILL PROVIDE THE ANSWERS! : 





Leciiiiininaaisiaiicisiitlinttecnnenne ina 








Write today, 
outlining your particular need or problem. 





**You Can Rely On Rochester’’ 


TEMPERATURE and PRESSURE INSTRUMENTS 









LIQUID LEVEL, 


octane ROCHESTER MANUFACTURING CO., INC. 
Monufacturing Co,, Ine. 19 ROCKWOOD STREET + ROCHESTER 10, N.Y. 
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TIPS FOR 


Cartoon-Type Cards Carry Unique Sales Messages 


THE WAY TO A CUSTOMER'S 
HEART is often through his funny 
bone. 

That’s the philosophy behind 
some mailing pieces designed to 
recover everything from a lost 
customer to a lost payment. 

Produced by Atlantic Adver- 
tising, Inc. (the address of this 
firm will be sent to readers on 
request), the colorful cards fea- 
ture a cartoon frontispiece and 
open into a clever message. 

To keep customers happy, for 
example, one greeting card has 
been designed with two musi- 
cians producing a large red musi- 
cal note. 

The inside message explains 
that “This ‘Thank You’ 
note!” and goes on—‘“There’s 
nothing that gives us more pleas- 
ure than harmonious relations 
with our customers.” The mes- 


se 


sage continues in a similar vein, 
laying the groundwork for fu- 
ture business. 

For the “lost customers,” a 
card has been designed featuring 
an elephant and the title, “We 
Just Can’t Forget,’ explaining 
that the firm can’t forget a val- 
ued customer and hopes to do 
further business with him in the 
near future. 

A card has also been devel- 
oped for that most delicate of all 
business tasks — collecting past 
due accounts. 

In a blend of whimsey and firm- 
ness, the card presents the “Fa- 
mous Historical Site . . . Faneuil 
Hall, Boston.” Inside, a revolu- 
tion motif is used to announce: 

“Let’s stop (your bill) before 
it gets historical, too!” 

Delinquent accounts have also 
inspired advertising writers to 


MANAGEMENT 


produce gummed stickers with 
pointed, but humorous, remind- 
ers that overdue or forgotten 
bills must be paid. 

Just a word of caution, though, 
about the use of humor .. . par- 
ticularly in regard to delinquent 
accounts. Since the subject of 
past due bills is seldom amusing 
to the customer, the humorous 
approach must be carefully de- 
signed so as not to offend. Its 
purpose, after all, is to get the 
money, but also to keep the cus- 
tomer. 

For the contractor who wishes 
to keep in touch with good cus- 
tomers and in the good graces of 
slow-paying ones, these cards of- 
fer considerable value. 

They are designed and written 
te catch the eye of even mail- 
deluged customers and are yet 
available in quantities that per- 
mit either selective or mass mail- 
ings. 


END 








Let's stop this one 












Ye Olde. Olde Bull 


customers 








$44.00 


Sass 
XID 





Tye is a Phi Vou Nore! 


There's nothing that gives us more pleasure than HARMONIOUS relations with our 






That's why we're sending you our own lithe 
SYMPHONY of THANKS! . We de appreciate your business 
look forward to the pleasure of serving vou 

agen real soon and if at any time 
we get “off tune 











be sure 














YE OLDE, OLDE BILL reminds delinquent customers they 
should pay up before their bill becomes as old as 
“Faneuil Hall, Boston . .. a famous historical site.” 
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SYMPHONY OF THANKS shows dealer's appreciation for 
past business and adds, “If we get off tune, be sure to let 
us know, we enjoy harmonious relations with customers.” 
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MODEL AT—low-pressure, 


two-stage, extremely com- 
pact. High life, with vacuum 
up to 20”, .4 to 1.5 gph. 





First in fuel units! 


. SAY OIL BURNER MANUFACTURERS 


It takes more than a good stream to make a fishing jaunt really worthwhile—it takes peace of mind. For 
example, the Sundstrand Fuel Units you specify during the week are your silent partners in the most 
pleasant week ends. You know you can depend on years of trouble-free top performance from those Sund- 
strand units. This is one of the good reasons why so many more Sundstrand Fuel Units are specified by 
the men in the oil burner industry than any other make. Anywhere, any time, ask the man who knows 
fuel units, and you'll get a quick answer... ‘“Sundstrand? Yes, sit! They're first in fuel units!” 


SUNDSTRAND HYDRAULIC DIVISION 


of Sundstrand Machine Too! Co., 2210 Harrison Ave., Rockford, Ill_—Eastern Sales Office: 89 Summit Ave., Summit, N. J. 
Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto—Made in Sweden by Sundstrand Hydraulic AB Stockholm 
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“Brand name, moderate price of Gerber Plumbing 
bring us extra remodeling business” 


W. H. Kiefaber Co., Dayton, Ohio Distributor 


Fixtures 





‘“‘OHI a success for us 
thanks to quality 
Gerber Fixtures’’ 


Warner H. Kiefaber, Jr., Vice Pres. 
WwW. H. Kiefaber Co. 


“| get more 
remodeling jobs 
by bidding Gerber”’ 


W. Ray Latta 
Plumbing Contractor 


For modernizing or adding a second bathroom, Gerber offers a com- 
plete plumbing fixture line, including a space-saver bathroom requir- 
ing only 22 sq. ft. Vice Pres. Warner H. Kiefaber, Jr. of W. H. 
Kiefaber Co., Dayton, Hamilton and Chillicothe, Ohio, discusses 





Gerber’s remodeling advantages with plumbing contractor W. Ray 
Latta. The competitively priced Gerber bathroom shown above con- 
sists of the Plymouth Lavatory, Mount Vernon Closet and Gerber 
Bath Tub. Brass Fixtures shown are also made by Gerber. 


> “Our complete Gerber line of plumbing fixtures has helped make 
Operation Home Improvement a great financial success for us. Because 
Gerber Plumbing Fixtures combine the brand name and moderate price 
that homeowners want, more and more plumbing contractors are bring- 
ing their remodeling business to us,” says W. H. Kiefaber, Jr., plumbing 
distributor. 

“And here's another good reason why our customers like Gerber 
Plumbing Fixtures for remodeling, as well as for new homes. Gerber 
offers a fixture for every remodeling job. Take closets, for instance. With 
Gerber in stock, I can offer a rough-in size to fit any job.” 


pm “In remodeling work, price is pretty important, yet the quality has 
to be there too. That’s why I quote on Gerber Plumbing Fixtures. With 
Gerber, I rarely miss getting the job — and more important, I make 
money on every job,” says W. Ray Latta, Dayton plumbing contractor. 

“When I bid Gerber, I’m offering a high quality, name brand bath- 


room at moderate price and that’s just what home owners want.” 





For full facts on the complete Gerber Plumbing Fixture line, consult your plumbing jobber, or write Gerber for Bulletin p10 


SS r 
ea Ee VITREOUS CHINA WARE 
ub A STEEL ENAMEL WARE 
(nd SHOWER STALLS 
aS BRASS FIXTURES 


RATIO. Profit with the complete 
Oe ey Gerber quality line 
i 
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ee GERBER Piumbing Fixtures 





Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Ill. 


5 modern factories at: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden Ala., and West Delphi, Ind. 
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AT PRESS TIME 


INCLUDING WASHINGTON REPORT 





As 1956 moves toward its final quarter the nation's 
economy continues to move briskly ahead on most fronts. 
In fact, the chief business problem, as seen by the 
Federal Reserve Board, is to keep business from going ahead 
too fast. Its concern over the problem is being reflected 
in restrained credit; the cost of borrowed money will be 
somewhat higher from here on in. 
BUSINESS LOOKS But it isn't going to stop the brisk pace of business, 
GOOD FOR at least in the opinion of Government experts. The U.S. 
LAST QUARTER Department of Agriculture sees it this way: 
Business for the remainder of the year will be good. 
The rash of business expansions has not yet run its 
course, seems likely to continue into 1957. 
Inventory buying, which had slowed down, is due to 
increase. 
ederal spending for a wide variety of goods and serv- 
ices is once again on the march and is likely to go higher. 


ttt) 
The plumbing, heating and air conditioning industry will 
continue to fare well in the months ahead. 


The only soft spot, if any, is the slight decline in 
WHAT'S AHEAD residential construction. It's currently running 1.8 bil- 
































FOR lions behind the 1955 rate. 
W. May PLUMBING-HEATING But _the odds still favor the p-h contractor, despite the 
‘Gerber slight decline in new construction; he has 50 potential 


remodeling jobs for every one in new work. 








| See page 835 for complete details. 
make 
eK 

ecause 
2 price Another bellwhether of continued good things to come for 
bring- plumbing and heating contractors is the state of the average 
mbing ® 

consumer's pocketbook. 
i Right now it's filled with more cash to buy things than 
x7er r 








: . it_was last year at this time. 
serber PUBLIC'S PURSES In fact, the Federal Reserve Board reports that this 





With FUL 

4 —_ m= year consumer income has risen at a greater rate than buy- 

ing, which also has been going up. 

y has The Board says the rise in June to a record annual rate 
‘With of 324 billion dollars reflects in large part the increase 
make in minimum wage rates last March from 75 cents to $1. 
= ess 
vant.” This month the American Society of Sanitary Engineering 





will celebrate 50 years of accomplishment in raising the 
standards of plumbing engineering, design and installation 
GOLDEN JUBILEE in the interests of public health and safety. 


For A.S.S.E. The Society opens the convention season with its golden 
jubilee meeting beginning Tuesday, Sept. 18, at the Morrison 
S Hotel in Chicago. 


The meeting will be preceded by a two-day refresher 
ind. 
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REMODELING MARKET 
IS BROADENED 


PUMP MFRS. 
TO MEET 


HERE'S A CHANCE 
FOR SOME 
EXTRA CASH 


LAUNDRY APPLIANCE 
SALES SET 
NEW HIGH 


AIR CONDITIONING 
SALES MOUNT 


INSTALLMENT BUYING 
BOOSTS ECONOMY 


course for sanitary engineers, contractors and public health 


officials. 

See page 100 for complete details. 

Tt? 

The President’s long-awaited housing bill was passed 
by Congress just under the adjournment wire. 

Publicity emphasis is and probably will be on public 
housing provisions, but the big news for plumbing and heat- 
ing contractors is, of course, the revision and Liberaliza- 


tion of FHA Title { loans for home improvements. Complete 
details of this portion of the bill are given on page 85. 


The bill, of course, broadens the market for remodeling. 
But little was said about it in the press since it wasn't 
even contested. So, it is up to ph contractors to tell 


homeowners about the new, longer-term limits and sell them 
on the idea of improved plumbing and heating now. 


EE 








The 24th annual meeting of the National Assn. of 

Domestic and Farm Pump Manufacturers is scheduled for Oct. 
7 and 18, in the Sherman Hotel, Chicago. 

On the agenda are a review of results of the 1956 water 
systems merchandising and a discussion of preliminary plans 
for National Water Systems Month in May, 1957. 

New officers will also be elected. 

LLL. 


How are you using DE‘'s August issue, the "Book of 
Remodeling"? 


our answer to that question may be worth $10. All you 
have to do is send us a letter telling how you are using 
er plan to use the Book. 

Sounds easy and it is...see page 87 for complete details. 


RKO 


Home laundry appliance sales for July of this year were 


the highest of any July in the history of the industry. 
The word comes from Guenther Baumgart, executive 
airector of the American Home Laundry Manufacturers Assn., 


who said sales for the month totaled 501,290 units. This 
figure represents a 61 percent increase over July 1955 and 
a 25 percent increase over June of this year. 

wee 


The market for air conditioning continues to grow 


bigger. 

Cloud Wampler, chairman of the board of Carrier Corp., 
reported total orders beoked at $172,275,000 for the nine 
month period ending July 31. 

This sets a new record for the period, Wampler said, and 
unlike figures for the fiscal year 1955, government business 
is not an important factor. 

Last year's figures included $36.5 million worth of 
Shipments made under federal contract, whereas this year, 
giuelien business has replaced a large portion of that 

gure. 


Net sales for fiscal 1956 as a whole are expected to be 
Slightly larger than last year's, Wampler said. 














kK 


Economist A. W. Zelomek, head of International 
Statistical Bureau, said recently that national income 
wouldn't be as high as it is if consumers had to buy every- 
thing on a cash basis. 

Calling installment buying a prosperity "must," Zelomek 
said “such purchases help support and expand the high level 
of consumption for which our country is distinguished.” 

In commenting on last year's dramatic rise in credit 
buying, he noted that if there were excesses last year, 
"they are being digested in a very orderly manner this year.* 
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Go MODERN ...Use 
ORANGEBUR 


You bet! Orangeburg ks Modern, 


Levee Je 














wie 


ROOT-PROOF PIPE AND FITTINGS 


Plumbers like to use Orangeburg 
Pipe because it fits modern construc- 
tion methods. Today the demand is 
for speed, quality and low costs. 

Orangeburg’s speed of installation 
and proved quality are unsurpassed 
by any other pipe. Long 8-foot 
lengths are light and easy to handle. 
With Orangeburg, root-proof joints 
are quickly made with a few light 
taps of the hammer . . . no cement, 
no calking, no compounds. Orange- 
burg material is so tough, strong and 
durable that lines installed 50 years 
ago are still operating like new today. 

Exclusive Orangeburg Fittings 
which feature the famous Orange- 
burg Taperweld Joint speed and sim- 
plify installation. 
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Use Orangeburg Root-Proof Pipe 
for house sewers, downspout run- 
offs, septic tank connections, storm 
drains and other outside non-pressure 
lines. Use Orangeburg Perforated 
Pipe for septic tank disposal fields, 
foundation drains and for draining 
wet spots everywhere. Orangeburg 
Root-Proof Pipe is made in 2”, 3”, 4”, 
5” and 6” sizes . .. Orangeburg Per- 
forated is made in 4” size. 

Be sure you get INIT 
genuine Orangeburg. YE 
Look for the name on | I 
both pipe and fittings. “" 





ORANGEBURG MANUFACTURING CO., INC. 
ORANGEBURG, N. Y. 
WEST COAST PLANT, NEWARK, CALIF. 




















Write hee this 
METAL SIGN (28” x 20”) 


Use this metal sign to identify your- 
self as the source of supply for 
genuine Orangeburg Pipe and Fit- 


tings. Send for Sales Aid Circular 
S.A. 16 which shows a complete 
line of FREE signs and literature to 
tie in with Orangeburg’s national 
campaigns. And be sure to ask for 


our new Catalog 307 which is full 
of helpful information for plumbers. 


Write to Dept. DE-96 
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ASME 
RATED 


250,000 525,000 850,000 
BTU/HR BTU/HR BTU/HR 
Sizes %"' or %" Size 4%" Size 1" 


———— 
cana 


t 
3s¥ 
Temperature and P*© 





Chee 


DY Sse: 2" "1" N39 
, Size /2" 


Fe 
ed Water pressure Regulators 


Feeds water to boiler at 10 to 15 Ibs. 





89A 2!/2" Screw-in Type 


Maximum Steam Pressure 25 Ibs. cep 















ASME 
RATED 


1,125,000 
BTU/HR 






Size 1%4"" 


Relief Valves 
e 





‘B 3,000,000 
BTU/HR 
Sizes 1%"" or 2” 


Fully Automatic Temperature and Pressure Relief 


Feeds water to boiler at 12 lbs. 






45A 


Size 1/2" 








Pressure relief at 30 Ibs. 


N450 


Size Y2" 


j"* Connections 


Maximum Steam Pressure 50 Ibs. 


WN otet Cut-Offs 





Sa 


( it's your seal jof a 














Safety Valves and Controls 


our seal | of assurance and guarantee on eveuf job 





10,000 
/HR 
$ 1 Y, ” or 2" 


essure Relief 
eaters 


iler at 12 Ibs. 
0 Ibs. 


Connections 


»ssure 50 Ibs. 














N174 Series g 


Sizes 34" to 
2" inclusive 


188 


Sizes 
V4", ¥g" 
V2" 3%" 1" 





Complete pressure protection for 
hot water boilers with a single valve. 
Available pressure settings 30 to 150 Ibs. 





N alves 


“e 
o.ME- pated Pressure Safety ge 
por” 


Initial pressures up to 150 Ibs. 
Reduced pressures 5 to 100 Ibs. 





135 





152 One Piece 
- oe 34 Regulator 
Sizes '/2"" 34", 4" and 
Sizes 1/2" to 2" Strainer 
127 : Sizes /2" to Y 
Sizes /2" to 3" Strainer \ ‘ 
Initial pressures Initial Pressure 250 Ibs. 
up to 250 Ibs. High Capacity Reduced Pressures 30 to 75 Ibs. 
Reduced pressures \ 
Sy 10 to 100 Ibs. 
% 4,0 Water Pr Cssur ulation 
‘ Feeders 
ae WON? 
Boilet 


60LWD 76LWD 


Feeder cut-off combinations 
Sq. Ft. Radiation 
up to 5,000 | over 5,000 























































The fixture with buy-appeal! 


MILWAUKEE FAUCETS, INC. 


| Milwaukee Faucets 


presents ihe WVintthvwop tub filler 


for beauty...quality...extra profits 


New WINTHROP wall mount tub filler installs 








outside the finished wall in J minutes. 


Here’s the Milwaukee Faucet fixture that spells low cost, speedy installa- 
tion and greater profits for you. The WINTHROP over-rim tub filler stays 
new looking longer because it installs outside the finished wall. There’s no 
chance of the WINTHROP getting spattered with paint nor scratched with 
plaster. You cut clean-up work, eliminate pilfering and leave a perfect job 
every time. See your plumbing jobber for more information on these easy- 


to-install WINTHROP tub fillers. 


(the ADJUSTO 


installs outside the wall using 
the same valve and escutcheon 
assembly as the WINTHROP. 
Here’s the answer to quick ver- 
satile shower installation. 


Write for giant wall chart on 
how to install the WINTHROP 


or ADJUSTO in six easy steps. 


Ask for Chart DE-147A. 


CONCORD DIVERTER — Concord 
Diverter tub ond shower fixture 
installs ON the wall. Here’s con- 
cealed fixture beauty — with low 
cost and ease of installation of 
exposed fixtures. 


301 





BADGER TRIP LEVER WASTE 
AND OVERFLOW — This compan- 
ion fixture can be used with either 
the ADJUSTO or the CONCORD 
DIVERTER fixture. 


RESERVOIR AVE. 


MILWAUKEE 12, WISCONSIN 
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CONTRACTORS * WHOLESALERS * MANUFACTURERS 


CONTRACTOR ASSNS. 
... State 


Jan, 21-24 (1957)—Illinois—Annual 
convention of the Illinois Plumbing 
Contractors Assn.; Broadview Hotel, 
East St. Louis. 


Feb. 4-6 (1957)—Ohio—Annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors; Carter Hotel, 
Cleveland. 


Feb. 4-6 (1957)—Wisconsin—Annual 
convention of the Wisconsin Assn. of 
Plumbing Contractors; Schroeder Ho- 
tel, Milwaukee. 


Feb. 8-9 (1957)—Iowa—Annual con- 
vention of the Iowa Assn. of Plumb- 
ing Contractors; Hotel Savery, Des 
Moines. 


Feb. 14-16 (1957)—Minnesota—An- 
nual convention of the Minnesota 
Assn. of Plumbing Contractors; St. 
Paul Hotel, St. Paul. 


Feb. 15-16 (1957)—Kansas—Annual 
convention of the Kansas Plumbing 
and Heating Contractors Assn.; Broad- 
view Hotel, Wichita. 


Mar, 7-9 (1957)—Oklahoma—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Oklahoma; Hotel Lawtonian, Lawton. 


Mar, 11-12 (1957)—Nebraska—An- 
nual convention of the Nebraska 
Plumbing and Heating Contractors 
Assn.; Hotel Fontenelle, Omaha. 


Mar. 20-21 (1957)—Maine—Annual 
convention of the Maine State Assn. 
of Master Plumbers; Eastland Hotel, 
Portland. 


Apr. 11-13 (1957)—New Jersey— 
Annual convention of the New Jersey 
Assn. of Plumbing Contractors; Had- 
don Hall, Atlantic City. 
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Apr. 12-13 (1957)—Virginia—An- 
nual convention of the Virginia As- 
sociated Plumbing and Heating Con- 
tractors; Chamberlin Hotel, Old Point 
Comfort. 


Apr. 18-20 (1957)—New Mexico— 
Annual convention of the Associated 
Plumbing, Heating and Piping Con- 
tractors of New Mexico; Alvarado 
Hotel, Albuquerque. 


Apr. 22-23 (1957)—South Dakota— 
Annual convention of the South Da- 
kota Master Plumbers Assn.; Cataract 
Hotel, Sioux Falls. 


MANUFACTURER ASSNS. 


Oct. 2-4—NIWKC—Annual meeting 
of the National Institute of Wood 
Kitchen Cabinets; Crawford Club 
House, Crawford Notch, N. H. 


Oct. 4—PHIB—Annual meeting of 
the Plumbing and Heating Industries 
Bureau; Palmer House, Chicago. (Note 
this date changed from Oct. 3.) 


Oct. 14-18—CIPH—Annual meeting 


of the Canadian Institute of Plumbing 
and Heating; Seigniory Club, Monte- 
bello, Quebec, Can. 


Oct. 15-17—AGA—Annual conven- 
tion of the American Gas Assn.; Audi- 
torium, Atlantic City, N. J. 


Oct. 17-18—NADFPM—Annual 
meeting of the National Assn. of Do- 
mestic and Farm Pump Manufactur- 
ers; Sherman Hotel, Chicago. 


Oct. 22-23—SBI—Fall meeting of the 
Steel Boiler Institute; Hotel Hershey, 
Hershey, Pa. 


Nov. 28-29—NWAHACA—Annual 
convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Netherland Plaza Hotel, Cincinnati, O. 


Feb. 25-Mar. 1 (1957) —IHVAE—13th 
International Heating, Ventilating and 
Air Conditioning Exposition; Interna- 
tional Amphitheater, Chicago. 


WHOLESALER ASSNS. 


Oct. 3-5—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Oct. 24-27—ACRW—Annual meet- 
ing of the Air Conditioning and Re- 
frigeration Wholesalers; Jung Hotel, 
New Orleans. 


Oct. 28-31—AI—Annual convention 
of the American Institute of Wholesale 
Plumbing and Heating Supply Assns.; 
Sheraton-Park Hotel, Washington, 
Bec. 


Nov. 14-17—SWDA—Annual meet- 
ing of the Southwestern Wholesale 
Distributors Assn.; Hotel Playa De 
Cortes, Guaymas, Mexico. 


Dec. 3-5—NHACWA—Fall conven- 
tion of the National Heating and Air 
Conditioning Wholesalers Assn.; Desh- 
ler-Hilton Hotel, Columbus, O. 


CONTRACTOR ASSNS. .. . National 


Sept. 16-21—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Morrison Hotel, Chicago. 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration and Air 
Conditioning Contractors Assn.; Bal- 
moral Hotel, Miami Beach, Fla. 


Jan. 21-23 (1957)—NARDA—Annual 
convention of the National Appliance 
and Radio-TV Dealers Assn.; Conrad 
Hilton Hotel, Chicago. 


Feb. 25-Mar. 1 (1957)—ASHAE— 
Annual meeting of the American So- 
ciety of Heating and Air Conditioning 


Engineers; International Amphithe- 
ater, Chicago. 


May 7-10 (1957)—MCAA—Annual 
meeting of the Mechanical Contractors 
Assn. of America; Hotel Fontaine- 
bleau, Miami Beach, Fla. 


June 24-27 (1957)—ASHAE—Semi- 
annual meeting of the American So- 
ciety of Heating and Air Conditioning 
Engineers; Murray Bay, Quebec, Can. 


Nov. 18-21 (1957) —RACCA—Annual 
convention of the Refrigeration and 
Air Conditioning Contractors Assn.; 
Navy Pier, Chicago. 




















BB ANOTHER G-E ADVANCED-DESIGN MOTOR 


New G-E Submersible Pump Motor 
To Give You Long Bearing Life, 


NOW—General Electric has developed 
a practical solution to the problem of 
deep-well water pumping. 

The new G-E submersible pump motor 
has been designed specifically to over- 
come the difficulties and unusual con- 
ditions encountered in operating a pump 
submerged in water. 

Here’s How: 


THE G-E MOTOR HAS A 
PRESSURIZED LUBRICATION SYSTEM 


Ordinary well-water, with its motor- 
damaging impurities, is prevented from 
entering into the lubrication system of 
the G-E motor for several years. 


This is accomplished by G.E.’s ‘‘sealed- 
in’ pressure lubrication system. The 
motor is filled at the factory with pure 
water mixed with propylene-glycol to 
prevent freezing during shipment, and 
then sealed. With the aid of a powerful 
spring, this lubricant is maintained in- 
side the motor under a pressure which is 
greater than that of the water outside. 
This pressure helps prevent the entry 
of foreign matter. 

After several years’ service, this in- 
ternal pressure is reduced, and a small 
amount of well-water may enter the 
motor. A specially designed sand slinger 
keeps this water clean. 


THE NEW G-E MOTOR HAS FULLY 
PROTECTED ELECTRICAL PARTS 


The field windings of the G-E sub- 
mersible motor are completely encased 
in an epoxy resin which molds the wind- 
ing into a solid piece. 

This is the same “encapsulation” 
process which has proved so successful 
in the G-E submersible gasoline pump 
motor. 

This new resin is not susceptible to 
aging or moisture deterioration. At the 
same time, it is non-toxic, and will not 
affect either the winding or well water. 
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-Pressure Lubricated 
Years-More Motor Life 


THE G-E MOTOR IS BUILT OF COR- 
ROSION-RESISTANT COMPONENTS 


All portions of the motor which are ex- 
posed to the water are corrosion-resistant. 
For example, the shaft is stainless steel, 
and meets all NEMA requirements. The 
entire motor shell plus the end-shield 
bolts are also constructed of corrosion- 
resistant stainless metal. And the heavy- 
gauge bottom casting helps prevent 
damage during installation. Again, this 


casting is virtually impervious tocorrosion. 

These features, plus the thousands of 
hours of field-testing which followed the 
design of the G-E motor, are your as- 
surance that the G-E submersible pump 
motor is now ready for dependable service 
on your deep-well pumps. 

For more information, contact your 
nearby G-E Apparatus Sales Office. 
General Electric Company, Schenectady 
5, New York. 702-47 


GENERAL @® ELECTRIC 


NEW G-E SUBMERSIBLE PUMP MOTOR 
—This new motor incorporates a num- 
ber of advanced design features new to 
the submersible pump motor field. For 
example... 


ponenesees) | 


eeeseraess| 
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PRESSURE LUBRICATION— Water-anti- 
freeze solution is maintained in the 
motor under pressure to keep well-water 
out of lubrication system for years. 
This assures you of longer bearing life. 


God 


ENCAPSULATION—New G-E “encap- 
sulation’”’ process provides ideal in- 
sulation for submersible motors. Epoxy 
resin (shown in black, above), casts sta- 
tor into solid, moisture-resistant mass. 


G-E CONTROL PANEL—Optimum per- 
formance and motor protection are as- 
sured if you specify the General Elec- 
tric motor and control ‘“‘package.’’ Con- 
trol case strongly resists abuse, 
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Ready for immediate installation 


Packaged Heatmaster heating 
unit is easily the best way 
to winterize a home! 


C-E has designed this small gas fired home heating 
unit for use with any type of hot water radiation. It 
is shipped as a completely assembled boiler—abso- 
lutely no on-the-job assembly is required ! Occupies 


only four square feet of space. Can be installed 
almost anywhere in the house. Approved for use 
on combustible flooring too! 


Pre-engineered and packaged 
Simple gas and water connections to boiler are 
made external to the unit. No assembly or connec- 
tions necessary to be made within the cabinet. All 
operating parts are in place for easy installation. 
Every C-E Home Heating unit is equipped with 
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these standard furnishings: Circulator, expansion 
tank, gas regulator, gas automatic pilot and safety 
valve, gas flue diverter (draft hood), control relay, 
gas control valve (solenoid), tube brush, tempera- 
ture, pressure and altitude gauge, drain valve, 
manual air vent and complete internal wiring and 
piping ready for system hookup. 


Patented features 


C-E’s patented aluminized steel burners are de- 
signed for use with all domestic gas fuels. The gas 
control arrangement, consisting of gas pressure 
regulator, automatic safety cut-off and solenoid is 
in place and is readily accessible for easy servicing. 

The boiler heating surface consists of 92 feet of 
1” steel tubing. Tubing is bent by C-E’s exclusive 


; , The C-E domestic home heating unit is built by 
process and welded in accordance with ASME code. isceltthiee Temi Gone. 7 


Combustion Engineering, one of the world’s larg- 
est manufacturers of steam generating equip- 
ment, with 70 years experience and “know how.” 
Combustion Engineering is currently designing a 
steam generator for the Philadelphia Electric 
Company power station which will be the most 
efficient station in the world. This C-E steam gen- 
erating equipment is being designed for 6000 psi 
to produce steam at 1200°F. This will be the high- 
est pressure and temperature ever projected for 
utility stations. This is an example of the kind of 
work that typifies the company behind the C-E 
home heating unit. 


Small radius bends and compact tube arrangement 
make for maximum transfer of heat to water. Small 
water volume of the C-E boiler (approximately 
3 gallons) provides efficient utilization of fuel 
and practically instantaneous response to heating 
demands. 


Add air conditioning 
Homeowners desiring the comfort of air condition- 
ing can add a chiller unit to the system at a later 
date. The boiler is specifically designed for this 
addition. If C-E room convectors are used and 
piping properly insulated with original heating 
installation, the summer air conditioning can be 
accomplished by simple interconnections between 
boiler and chiller units. 


Take advantage of the many benefits C-E Heatmaster Home Heating 
and Air Conditioning offers by sending for more information now. 


ice) HEATMASTER 


rm LEP GE 






The easiest way to winterize a home 


COMBUSTION ENGINEERING INC., Home Equipment Division, 911 West Main Street, Chattanooga 1, Tennessee 


Domestic ENGINEERING, SEPTEMBER 1956 o1 


































































Central Supply Assn. to Feature Dealer 
Development Ideas at Annual Convention 


Cuicaco—A_ skit entitled “A 
Story of Net Profit” will be one of 
the highlights of the 62nd annual 
convention of the Central Supply 
Assn., to be held here Oct. 3-5 at 
the Palmer House. The skit, to be 
enacted by a professional cast, is 
being arranged by American- | 
Standard to provide the CSA mem-. | 
bers with ideas for dealer develop- 
ment. 

Among industry leaders who will 
appear as convention speakers are | 
William A. Landers, president of | 
the National Assn. of Plumbing 
Contractors, who will discuss the 
industry’s modernization program, 
the need for cooperation between 
wholesalers and contractors, and 
the general plans of the NAPC 
for the coming year, and Herbert V. 
Kohler, president of Kohler Co. 
Father Harold W. Rigney, who 
was released in Sept., 1955, after 
spending four years in a Chinese 
Communist prison, will give a 
report on his experiences. 


TSMA Members Adopt 
Toilet Seat Guarantee 


SPRINGFIELD, Mass.—The Toilet 
Seat Manufacturers Assn. has 
adopted a new standard to guar- 
antee all its members’ toilet seats 
against defective materials as well 
as manufacturing defects for a pe- 
riod up to six months following in- 
stallation. In making the announce- 
ment, R. W. Hutton, secretary, also | 
disclosed the association will hold 
its annual meeting Oct. 29 at The 
Shoreham, Washington, D. C. 
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Workshop sessions will cover 
conducting sales meetings, truck 
operating costs and merchandising 
modernization. A new feature of 
the program will be a display of 
modern office equipment and ma- 
chines ranging from adding ma- 


chines to complex punch-card 
equipment. Other events on the 
program will be a “Get Ac- 
quainted Time” and annual banquet 
and show. Thursday afternoon, Oct. 
4, will be open for wholesaler- 
manufacturer conferences. 


Kohler Broadcasts of 
G.O.P., Dem. Conventions 
Promote Contractors 


Kou.Ler, Wis.—Radio commer- 
cials emphasizing the part local 
plumbing contractors play in the 
community as guardians of sanita- 
tion and healthful living were car- 
ried over more than 500 stations 
last month, sponsored by Kohler 
Co. The firm arranged to make the 
announcements over the Mutual 
Broadcasting Company’s radio 
broadcasts of the Democratic and 
Republican conventions. Kohler 
plans to make similar announce- 
ments on broadcasts of the Nov. 6 
vote tabulations. 


Consumer Education Program Paves Way 
for Record Fluid Heating-Cooling Sales 


Better Heating-Cooling Week Sparks ’56 Drive 


New York City—At a press con- 
ference for consumer and trade ed- 
itors held here last month by the 
Better Heating-Cooling Council, it 
wus announced that sales of hot 
water and steam heating systems 
are increasing steadily and will 
reach an estimated volume of $353 


million by the end of the year, a 
10 percent gain over 1955. 

At the conference, John E. Reed, 
president of the Council, predicted 
that sales of fluid heating and cool- 
ing products will exceed $500 mil- 
lion in volume by 1961. Reed based 

(Please turn to top of page 54) 





J. A. Grazier (second from right) president of American-Standard, on a recent 
visit to the firm’s Youngstown Kitchens Division, Salem, O., was presented a 
miniature statue of Diana, Youngstown’s trademark, by G. E. Whitlock, Division 
president. From left are D. C. Couch, American-Standard vice president; Whit- 
lock; H. M. Heckarthorn, Youngstown Kitchens’ executive vice president; Gra- 
zier; and C. D. Alderman, Youngstown vice president, sales. 
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Architects . . . Builders Contractors have come to 
recognize the ‘‘Readi-Pakt'’ carton as a symbol for 
quality that can be depended upon to help them build 
good will, as well as their business. They know, too, 
that it stands for Personal Service—the big plus that 
makes the Big Difference at Reading—streamlined, 
‘“Shirt-Sleeve’’ Service from our top brass on down 

service that eliminates delays and speeds delivery, 
from mill to distributor to contractor. It's a symbol for 
Copper Tube made by ‘“‘Specialists’’ in the industry— 
because Reading makes tubing, and only tubing, in 
one of America’s most modern, completely integrated 
mills. By specializing, we can deliver a better product 
to you—a product you will be proud to deliver too 
Next time you are in need of Copper Tube, specify 
Reading Copper Tube and discover the BIG DIFFERENCE 


Sold Through Wholesalers Only 


READING tuse corroration 


EMPIRE STATE BLDG., NEW YORK 1, N. Y. PLANT: Reading, Pa. 


Distribution READING, PA. CHICAGO, ILL. OAKLAND, CALIF. DENVER, COLO. DALLAS, TEXAS ATLANTA, GA. 
724 W. 50th St. 410 Hegenberger Road 2845 Walnut St. 9000 Sovereign Row 690 Murphy Ave. 
Depots: #00DSIDE, L.L., N.Y. meuaven. Tous Brook Hollow —S.W., Unit 5, Bldg. B 
57-17 Northern Blvd. CLEVELAND, OH!0 LOS ANGELES, CALIF. 5 Industrial District 
4615 Perkins Ave, 120 No. Santa Fe Ave. 1121 Rothwell St. 
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News . « » continued 





Heating-Cooling Sales... 


(Continued from center of page 52) 


his estimate on the continuing de- 
velopment of new equipment and a 
consumer education program 
launched by the industry to em- 
phasize the importance of adequate 
heating. 

Albert M. Cole, administrator of 
the Federal Housing and Home 
Finance Agency, recently congrat- 
ulated the industry on the growing 
success of its program to inform 
the public of the advantages of 
good home heating. He commended 
the Council for the Better Heating- 
Cooling Week campaign, August 
6-11, as an example of a valuable 
consumer educational program. 
(For additional details of this pro- 
gram, see pages 90-91.) 


John E. Reed (left), president of The | 


Better Heating-Cooling Council, and 
Leon L. Munier, a director of Mechan- 
ical Contractors Assn. of America, 
discuss scale model of fluid heating- 
cooling installation at Council’s recent 
press conference in New York City. 


Variety, Humor Keynote Youngstown 
Kitchens’ Dealer Sales Training Program 


Warren, O.—A streamlined sales | 


training program combining humor, 


variety and simplification has been | 


developed by Youngstown Kitch- 
ens for its dealers. The new presen- 
tation is a 34-hour show built 
around seven cartoon-type films, 
demonstrations and an audience 
participation period devoted to 
kitchen planning. The title of the 
program has been changed from 
sales training to sales development 


to further stimulate dealer interest. | 


During the program, emphasis is 
placed on using the firm’s literature 
as a source of information and a 
“Guide Book to Greater Sales,” a 
pocket-sized condensed version of 
the show, is presented at the close 
of the program. 


Sloan Valve Elects 
James Sloan President 


Cuicaco—Sloan Valve Co. has | 
elected James A. Sloan president to | 
succeed Irving H. Russell, who has | 
retired after 41 years with the firm. | 


Sloan has served 20 years with the 
company, and is the son of the 


founder, William E. Sloan, who 


program, the firm has also an- 
nounced several appointments in its 
| sales department. M. L. Ondo, 
formerly general sales manager, 
has been promoted to general man- 
(Please turn to bottom of page 56) 








As part of its overall promctional | 


proudly celebrates a crowning 
AO.Smiths 


Seek Standard for 
Testing, Rating 
Central Cooling 


CLEVELAND—The National Warm 
Air Heating and Air Conditioning 
Assn. and the Air Conditioning and 
Refrigeration Institute have joined 
to form a special committee for es- 
tablishing a standardized procedure 
for testing and rating central air 
conditioning equipment. 

The joint committee, consisting 


of three representatives from each 


association, was organized at a 
meeting held recently in Washing- 


| ton, D.C. The committee will 


evaluate standards now available 
for testing and rating the cooling 
equipment and will prepare recom- 
mendations covering changes or 
adoptions and procedures of com- 
pliance. These recommendations 
will be submitted to members of 
the industry for their approval and 
acceptance. 

The committee members are K. 
T. Davis, Carrier Corp.; R. A. 
Gonzalez, Airtemp Div., Chrysler 
Corp.; G. Peoples, Lennox Indus- 
tries, Inc.; J. A. Gilbreath, Air 
Conditioning Div., Westinghouse 
Electric Corp.; A. F. Ward, Worth- 
ington Corp.; and J. O. Yund, Ser- 


| vel, Inc. 


R. J. Dill, National Bureau of 


| Standards, is committee chairman. 


Permaglas Dealer Wins Trip to Europe 





LW) | ib OB BGs 










Glass-Lined Water 





| Donald J. Priest, Priest Plumbing Co., Garden City, Mich., is shown receiving 


tickets for two-week, all-expense European vacation for two as prize for 


servicing consumer who won the “Name the Permaglas Water Heater” contest, 
; : | sponsored by Permaglas Div., A. O. Smith Corp. P. L. Ash, Peninsular Dis- 
continues as chairman of the board. | tributing Co., Detroit, presents tickets as L. Zoeckler, Permaglas rep, looks on. 
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Anvil Brand Fittings feature clean threads, ac- 
curate in pitch, taper, and depth. This means 
faster, lower cost piping assembly, and dependable, 
trouble-free piping service—every place they’re used. 

Extreme care in manufacture, plus scientific 
materials testing and continual gaging, are respon- 
sible for the consistent strength and properly 
formed threads of Anvil Brand Fittings. They 
cost no more, and they save the customer’s in- 
stallation and maintenance dollars. 

Anvil Brand Fittings include couplings, plugs, 
nipples, and bushings, cartoned and labeled for 
easy handling and identification. They are sold 
by leading distributors, whose engineering service 
to the trade is supported by Anvil Brand Repre- 
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POCKET SIZE THREAD GAGE 


Identifies threads from 8 to 14 per inch, round or sharp, external 

or internal. Only 6%” long; made of hard-surface laminated 

ag Available without charge by writing Field Service Dept., 
"gh. Pipe & Coupling Co., Allison Bark, Pa. 














Anvil Brand Couplings are al factured by Canadian Coupling and Fittings, Ltd., Simcoe, Ontario. 
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galling, won’t readily absorb water, 
can be brushed on in cold weather, 
won’t run at high temperatures, or 
evaporate at low humidity and (2) 
an entrained filler of a density that 
will fill the gaps between root and 
crest as well as pack along the side 
walls without distorting the thread. 

It should be kept in mind that 
only when threading is accurate 
does the thread compound fully per- 
form the functions of lubricating 
and sealing. Inaccurate threading 
' will prevent proper distribution of 


are not the only essentials of a tight 
joint. The lubricant serves as a 
“filler,” since the clearance between 
the crest and root of male and female 
threads (see drawing) affords a path 
for leakage. 


YY fs 


The outstanding service rendered by | ! 





fi ing 


Successful piping can 





depend on choice of 
thread lubricant 





1956 





the lubricant is in preventing leak- 


age. Exhaustive tests have clearly 
demonstrated that accurate threads 
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In selecting a compound, you 
should insist on its being made up 
of (1) a grease base that will prevent 





the compound within the joint, per- 
mitting undue galling during assem- 
bly, and eventual leakage in service. 
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Christmas came in August this year for 99 boys in northeastern Ohio who were 
sent to a YMCA summer camp by Robertson Heating Supply Co., Alliance, O., 
on behalf of its customers. Shown above is part of the group of deserving 
boys who were selected in recognition of leadership qualities shown in school. 


Wholesaler Sends 99 Boys to Summer 
Camp as Christmas Gift from Contractors 


ALLIANCE, O.—A group of 99 de- 
serving boys were guests of Rob- 
ertson Heating Supply Co. and its 
contractor-dealer customers last 
month at a summer camp near 
Akron, O., to climax the plumbing 
and heating wholesaler’s second 
“Christmas in August” program. 
The boys, who attended Camp Ina- 
wendewin for 10 days, were se- 
lected from 36 communities in 
northeastern Ohio under the lead- 
ership award program set up by 
the company in cooperation with 
its customers. 

In explaining details of the pro- 
gram, John Robertson, president 
of the firm, told DE, “We usually 
gave each of our 3,000 dealers some 
Christmas trinket which, by neces- 
sity, was limited in price. We 
thought it would be a bigger thrill 
for our contractors and ourselves 


if this $3,000 were used for a 


Youngstown Kitchens... 


(Continued from center of page 54) 
ager of merchandising, and J. W. 
Purvis, previously manager of deal- 
er sales, becomes manager of dis- 
tribution. H. F. Howell has been 
promoted from manager of builder 
sales to kitchen sales manager. 


worthwhile project in the names of 
our dealers.” 

The idea won overwhelming ap- 
proval by the firm’s customers both 
this year and in 1955, Robertson 
said, when 98 boys attended camp. 

All boys selected were 12 years 
old and were those who might not 
have been able to go to camp with- 
out the program. But, primarily, 
they were boys who showed defi- 
nite leadership qualities in their 
school work, Robertson noted. 


Survey to Uncover 
Consumer Plans for 


| Buying Central A-C 


WILMINGTON, Det.—A survey of 
homeowner attitudes toward cen- 
tral air conditioning has been 
launched by Du Pont Co. as the 
second of its annual market re- 
search surveys on air conditioning. 
The survey has been designed to 
uncover factors of satisfaction or 
dissatisfaction by those whose 
homes are centrally cooled. It also 
will cover purchasing plans for in- 
stalling central cooling equipment 
by those who do not now have 
central cooling. 

Interviews of one-half to three- 
quarter hour duration are being 
conducted with 600 homeowners 
whose residences already are 
equipped with year-’round air 
conditioning systems. Non-owners’ 
attitudes will be determined 
through similar interviews with 300 
neighbors of owners in addition to 
1000 homeowners in 53 non-rural 
areas of the nation. 

In an effort to confine the survey 
on non-owners of central cooling to 
those who represent the most likely 
prospects, the interviews will be 
limited to owners of homes valued 
at upwards of $6500 in the South 
and at more than $7500 in other 
sections of the country. Results of 
the survey are expected to be an- 
nounced in November, according 
to a company spokesman. 


J. A. Zurn Changes Name, Revamps Corp. 


Organization to Consolidate Activities 


Erte, Pa.—J. A. Zurn Mfg. Co. 
has changed its name to Zurn In- 
dustries, Inc. as part of an overall 
corporate revamping program re- 
cently completed. M. A. Zurn, 
chairman of the board, reported 
that steadily increasing sales vol- 
ume created a need for the con- 
solidation of all company activities 
along simplified corporate lines. As 
a result, he said, all affiliates and 
subsidiaries have now been merged 
into one common entity under the 
direction of Zurn Industries, Inc. 

Basically, Zurn disclosed, the 


new corporate structure will consist 
of three principal divisions: The 
parent organization devoted to 
manufacture of its building drain- 
age products and pipe line strain- 
ers; The American Flexible Coup- 
ling Co., formerly an affiliate, be- 
comes an operating division pro- 
ducing flexible couplings and re- 
lated mechanical power transmis- 
sion equipment, and The Zurn Re- 
search and Development Division. 
John E. Shreve has been ap- 
pointed vice president in charge of 
(Please turn to top of page 58) 
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PERFORMANCE REPORT ON AMERICA'S BEST SELLING TRUCKS: 
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: “MY NEW CHEVY’'S A HONEY 
TO DRIVE. AND I'M SAVING A 
LOT ON GAS NOW, TOO!"' 


_— 


s.. says Mr. A. D. Carder, plumbing and heating contractor, Rich- 
mond, Virginia—a typical user of Chevrolet light-duty trucks. 


eS 


“Since I bought my ’56 I’ma pretty big guy. And with all that visibility, 
Chevrolet pickup, I’ve __I can lean back and enjoy driving. 

been able to boost the ‘One thing I like is that the body and the side 
amount of work I can do __ panels are lower. I can load and unload with 
in a day: I’ve been able no strain. . . attach my vise and racks at just 
to take on more out-of- the right height. I think my Chevy pickup is 
town jobs because now I’m sure I’ll get where a real good-looking truck, too. I’ve had a lot 
I’m going and back again... safely. And I’m of people comment on this, so it’s not just 
saving a lot on gas now, too. my opinion.” 

“My new Chevy’s a honey to drive. There’s Why not see your Chevrolet dealer soon? .. . 
not the strain there was with my old truck. Chevrolet Division of General Motors, Detroit 
The cab is roomier. That’s important because 2, Michigan. 








Modern features make new Chevrolet trucks the Performance Champs of the Lightweight Class! 


Easy-wheeling Ball-GearSteer- Modern Panoramic Wind- 
ing—for fleet, agile maneu- _ shield, Concealed Safety Steps 


vering, less work at the wheel! . and many, many more! 


New high-powered V8’s—with Extra high-compression 6's — 
efficient, moneysaving short- the world’s most popular 
stroke design! truck engines! 


NEW CHEVROLET 
TASK-FORCE TRUCKS 


Anything less is an old-fashioned truck! 








uw 
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News . + « continued 





Warns Manpower Shortage Threatens 
Future of Air Conditioning Industry 


Wasuincton, D. C.—An indus- 
try-wide program designed to alert 
young men to the “golden oppor- 
tunity” that exists in air condition- 
ing is one of the industry’s biggest 
needs, it was announced recently 
by M. M. Lawler, president of the 
Air Conditioning and Refrigeration 
Institute. 

Lawler declared that air condi- 
tioning, one of America’s fastest 
growing industries, would be mak- 
ing even greater strides forward if 
it were not for a lack of trained 
manpower. 

“Large segments of the public 


with the desire for air conditioning, 
and the dollars to pay for it, do not 
have air conditioning in their 
homes,” Lawler said. “This is be- 
cause we haven’t had the salesmen, 
engineers, or installation men, or 
we couldn’t get equipment from the 
factory soon enough.” 

To meet this situation, Lawler 
suggests the industry adopt a pro- 
gram to vigorously woo personnel 
into air conditioning to overcome 
competition from other industries 
in the “annual battle for the gradu- 
ate crop” from the nation’s high 
schools and colleges. 


Canada Eases Home Improvement Terms 


MONTREAL, QUEBEC— Major 
changes in the Canadian National 
Housing Act have been adopted to 


| the bank, based on amount of the 
| loan, whereas the borrower previ- 


liberalize loans through local banks | 


for the purpose of home improve- 
ment, it has been announced by the 
Canadian Institute of Plumbing and 
Heating. Primarily, the Institute 
reports, the changes make larger 
loans available under certain con- 
ditions and allow for longer periods 
of time for repayment. 

As a result of the amendment to 
the National Housing Act, the max- 
imum loan for a one-family dwell- 
ing has been increased from $2,500 
to $4,000. The maximum loan for a 
dwelling containing more than one 
family housing unit has been raised 
from $2,500 plus to $4,000 plus, and 
for each existing family unit over 
one, the loan is $1,500 as compared 
to the previous amount of $1,250. 
The maximum loan for a four-unit 
dwelling has been raised $2,250 to 
$8,500. 


Increases Repayment Period 
The revised Act provides a max- 
imum repayment period of up to 
10 years for loans up to $1,250 per 
family unit, compared with the 
previous limit of three years. The 
maximum repayment period for 
loans over $1,250 per family unit 
is now subject to arrangement with 


58 


ously was restricted to a maximum 
of five years. The Institute an- 
nounced that the amendment to the 
housing act also provides for a 
liberalization of security terms for 
home improvement type loans. 





Zurn Consolidates .. . 
(Continued from bottom of page 56) 
sales for the J. A. 
Zurn Mfg. Div. 
of the new organ- 
ization. Shreve 
formerly served 
for three years 
as managing di- 
rector of the 

yd firm’s Canadian 
Shreve subsidiary, Can- 
adian Zurn, Ltd., Toronto. 


First Half Appliance 
Sales Set New Record 


Cuicaco—Sales of home laundry 
appliances for the first six months 
of 1956 were the highest of any 
first six month period in history, 
the American Home Laundry Man- 
ufacturers Assn. has announced. 
Sales for the period totaled 2,- 
818,174 units, an increase of six 
percent over the previous record 
established in 1955. 

Sales of automatic gas clothes 
dryers totaled 161,318 units, a 19 
percent increase over the corre- 
sponding 1955 period. Electric 
dryers scored a 12 percent gain, 
totaling 445,172 units. Washer sales 
for the period reached 2,184,814 
units, up four percent. 


U.S. Steel Launches ‘Operation Snowflake’ 
Campaign to Spark Major Appliance Sales 


PItTsBURGH—Plumbing and heat- 
ing contractors and whdlesalers are 


TO ASSIST YOU IM THE SALE 
OF MAJOR APPLIANCES 
THIS CHRISTMAS..... 


US. STEEL 


PRESENTS 





eae ee 


The four-page booklet shown above 
has been prepared by United States 
Steel to outline details of the “Opera- 
tion Snowflake” appliance campaign. | 


being invited to tie in with an in- 
tensive national sales promotion 
for major appliances to be launched 
Nov. 6 by United States Steel. 
Called “Operation Snowflake,” the 
seven-week promotion will feature 
the theme: “Make it a White 
Christmas . . . Give her a Major 
Appliance.” 

The program will include adver- 
tising in over 300 newspapers, 2,000 
radio spot commercials which will 
reach an estimated 85 percent of 
America’s listening audience, and 
six commercials on the TV show, 
“U. S. Steel Hour.” Publicity and 
promotional packages designed to 
spark appliance sales on the local 
level will be sent to newspapers 
and radio and TV stations. 

A dealer promotion kit consisting 

(Please turn to center of page 60) 
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Johns-Manville 
organizes to give you 
better insulation service 


New and separate insulations division created to 
provide industry greatly improved Sales and 
Engineering service to meet modern problems 


e@ Johns-Manville is now concentrating all industrial 
insulation operations within a new, fully integrated 
insulations division. This greater specialization makes 


possible the most complete insulation service available 
to industry. It consists of — 


Sales Representatives . . . men 
on whom you can rely for your 
insulation recommendations. 
Your J-M salesman will help you 
select the insulating material ex- 
actly right for your job—the one 
that will provide maximum fuel 
savings, improved process con- 
trol, and minimum maintenance. 
As co-ordinator of J-M’s extensive research-engineering- 
manufacturing facilities, he offers you outstanding insula- 
tion training and experience. 





Insulation Engineers— Backing 
up the J-M salesman on every job 
is the J-M insulation engineer. 
He is primarily concerned with 
solving insulation problems. He 
recommends the economic thick- 
ness of insulation, as well as the 
proper finishes, weatherproofing and securement. His 
highly specialized knowledge makes possible an intelligent 
recognition and handling of your individual insulation 
requirements. 





Insulation Contract Units... 
Fully aware that no insulation 
is better than the man who applies 
it, the J-M Insulation Contractor 
makescare and skill in thescientif- 
ic application of Johns-Manville 
insulations his stock in trade. He 
maintains a complete crew of 
estimators and mechanics trained in J-M application 
techniques. He is ready to give you fast, efficient service 
on any insulation job—large or small. Proud of his repu- 
tation for integrity in his own community, the J-M 
Insulation Contractor merits your complete confidence. 
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Johns-Manville 
MATERIALS ° ENGINEERING - APPLICATION. 


wy h L Complete Range of Products— 






4 vf \))} S In this day of exacting tempera- 
Day "OF ture control, the need for specific 
Offi lg 3 insulations for specific services is 
ins ee greater than ever before. Recog- 


_ nizing this, Johns-Manville man- 
ufactures insulations for every 
industrial requirement. Produced 
from the finest grades of asbestos, magnesium carbonate, 
diatomaceous silica, refractory clays and ceramic fibers, 
they are designed to afford maximum insulating effective- 
ness and durability at operating temperatures ranging 


from minus 300F to plus 3000F. 
Extensive Research Facilities— 


Preex\ At Manville, New Jersey, Johns- 


SS | Manville maintains the world’s 
=F a | most completely equipped insula- 
Ne) tion laboratory. Here insulation 
scientists are engaged in a con- 
tinuous program of developing 
new and better insulating ma- 
terials. In addition, their technical knowledge is always 
available to J-M customers whose insulation problems 
require special study. 





Experienced Management — At 
headquarters as well as in the 
field, management of the new in- 
sulations division consists of men 
who, in line, with J-M’s promo- 
tion-from-within policy, are in- 
sulation veterans. With a realistic 
grasp of customers’ needs, they 
are alert to new and better ways 
to serve you... now, and in the future. 





On Your Next Insulation Job— Whether your 
next insulation job is big or little, simple or complex, 
let Johns-Manville handle it for you. Just call your 
nearest J-M sales office, or write direct to Johns- 
Manville, Box 14, New York 16, New York. In 
Canada, Port Credit, Ontario. Chances are, you'll be 


glad you did! 
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News . «+ continued 





Col. A. E. Stoltz (left), director of the Air Force Academy Construction Agency, 
congratulates William Klaus, general manager, Brown and Olds Plumbing 
and Heating Corp., El Paso, on completion of the first Academy contract. 


Eleven Manufacturers Promote Executives 


Cuicaco—Eleven more manufac- 
turers announced executive promo- 


tions last month as names continue | 


to make news in the plumbing and 
heating industry. The Modine Mfg. 
Co. has named Cary C. Wilson gen- 
eral sales manager to coordinate 


sales and marketing of its divisions. | 


Louis G. Probst, vice president of | 


The Murray Corp. of America, has | 


Trane Magazine Features | 


Wholesaler Services 


La Crosse, W1s.—The first issue 


of a unique monthly magazine de- 


veloped to help plumbing and heat- | 
ing contractors increase sales and | 


operating efficiency and alert them 
to the variety of services offered 


by wholesalers has been published | 


by the Trane Co. 
The new pocket-size piece en- 
titled, “Your Wholesaler,” will con- 


tain eight different features each | 


month. These will include guest 


editorials by authorities in the field | 


on business trends, wholesaler 


services, various debatable subjects | 


and technical features. 

Typical articles in the first issue 
are: “A Showroom that Costs You 
Nothing” and “A Simplified Meth- 
od of Figuring Radiation.” Distri- 
bution of the booklet will be made 
through the company’s wholesalers. 


| Roger Tewksbury chairman of the | 
| eastern cities, has been developed 


| 


assumed responsibility for the op- 
eration of the Eljer Division to suc- 
ceed C. H. Menge, who has re- 
signed from that post. 


The Oster Mfg. Co. has named 


Bonnema Tewksbury 


Reinbolt Probst 


board and T. S. Bonnema president 


| and general manager. Mueller 


Climatrol has promoted Frank J. | 


Nunlist to executive vice president, 

to be succeeded as vice president in 

charge of sales by H. P. Mueller, Jr. 
Arthur L. Mitchell has been ap- 
(Please turn to top of page 205) 


' Texas Contractor Wins 


Contract Award from 
Air Force Academy 


CoLorApo SPRINGS, CoLo.—Com- 
pletion of the first large-scale con- 
struction contract of the Air Force 
Academy by Brown and Olds 
Plumbing and Heating Corp., El 
Paso, Tex., has been announced. 
The contractor firm built the sani- 
tary sewer system for the Acade- 
my under a $270,000 contract, com- 
pleting the job on Aug. 6, three 
weeks ahead of the date required 
by the contract. The job began Nov. 
7, 1955. 

The contract called for installa- 
tion of approximately 50,000 ft of 
vitrified clay pipe sanitary sewer 
lines. Rock excavation totaled an 
estimated 3,000 yards with pipe laid 
at depths from four to 16 ft. J. S. 
Brown is president of the firm. 


‘Operation Snowflake’ 
(Continued from bottom of page 58) 
of merchandise tags, appliance 
streamers, store banners, a plan 
book, envelope stuffers and news- 
paper ad mats is available from 
the Market Development Div., U.S. 

Steel Corp., Pittsburgh 30. 


Penn Controlorama 
Show Starts Tour 
of Midwest States 


GosHEN, Inp.—Penn Controls has 
announced that its Controlorama 
Show of automatic controls for 
heating and air conditioning will 
tour 16 midwestern cities this fall. 
Starting in Indianapolis on the 13th 
of this month, the show will cover 
Indiana, Illinois, Wisconsin, Minne- 
sota, North Dakota, Iowa and 
Nebraska before winding up in 
Peoria, IIl., Oct. 22. 

R. H. Luscombe, marketing man- 


| ager, said the show, which last 


spring toured 22 eastern and north- 


to help wholesalers, dealers and 
servicemen keep pace with latest 
developments. The newly rede- 
signed show features heating, re- 


| frigeration and air conditioning 


systems operating panels simulat- 
ing actual operating conditions. 
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WEW/.PENN 


OIL BURNER CONTROL 





LOOK 


AT ALL THESE 
FEATURES 


Easier to wire... extra ground 
terminal. 





Automatic re-cycling with timed 
purge period. 

Extended time-ignition period. 
Sealed safety and ignition timing 
mechanisms. 

Protection against low voltage. 
Unusually compact...easily 
adapts to small or large dia- 
meter stacks and limited mount- 
ing spaces. 

Extra-sturdy, durable enclosure 
with long-lasting, attractive finish. 
Easily accessible finger-tip con- 


trol of air adjustment. 


Plus many more that you will 


appreciate. 
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JENKINS PRACTICAL PIPING LAYOUTS 


. 
CITY waTER——>. 


WATER INLET TO CONDENSER 


WATER ( SUMMER) 


Diagram by Huxley Madeheim 
Consulting Engineer 
Copyright 1956 — Jenkins Bros. 


STEAM FOR WINTER HEATING 
WARM CONDENSER wi 
SUMMER 


nuMmoITY 
CONTROL 
CONDENSATE OR AIN 


OUTLET FROM CONDENSER 
VALVE RECOMMENDATIONS 


For details of valves to suit varying 
conditions see Jenkins Catalog 56 


2 POSITION CONTROL VALVE 
TO ROOM 





Code 


How to plan piping connections for an all-year 


SELF-CONTAINED AIR CONDITIONING UNIT 


A factory-built “package”, the self-con- 
tained air conditioning unit shown in this 
layout is designed for both summer cooling 
and winter heating. In this particular sys- 
tem, it is assumed that steam is available for 
winter heating, and that the condenser is 
served by the city water supply. The con- 
denser water discharge is used for the reheat 
necessary for humidity control. 


The hookup for humidity control, particu- 
larly important for installations such as in 
night clubs, auditoriums, and others having 
a high moisture removal load, is shown in 
the diagram. 


During the winter season, the heat output 
is regulated by a modulating steam valve 
which operates in response to a room ther- 
mostat. In the summer, another room 
thermostat starts the compressor when cool- 
ing is required, and the two-position water 


control valve, located as shown in the dia- 
gram, permits the water to flow to the drain. 


When dehumidification is required with- 
out cooling, a room humidistat keeps the 
compressor in operation, but changes the 
position of the two-position water control 
valve so that the condenser discharge flows 
to the heating coil. 

Two water-regulating valves are em- 
ployed as illustrated. One, in the city water 
line, is set in the usual manner to maintain 
a predetermined head pressure on the com- 
pressor by varying the amount of water 
flowing into the condenser. The second, in 
the line from the condenser to the heating 
coil, is set for a head pressure higher than 
the pressure on the feed control valve. 


This secondary condenser water control 


reduces cooling capacity and, at the same 
time, provides hotter water for reheat in the 


Fig. 92-A Br. Sw. Check 


Fig. 92-A Br. Sw. Check 


Fig. 47-U Br. Gate Cond. 


Jenkins Valve Service 


A Br. Globe Drain Water 


. Gate 
. Gate Drain Line 


Water Line 


Fig. 117-A Br. Lift Check : Coil 


Prevent Stm. 


Fig. 47-U Br. Gate Brain 


Br. 


Stm. Line 
Water To 


heating coil, thus serving to maintain proper 
relative humidity without excessive reduc- 
tion of temperature. The amount of reheat 
obtained is approximately equal to the 
cooling provided by the unit, so that the 
net effect is that of dehumidification only, 
without cooling. 

Consultation with accredited piping engi- 
neers and contractors is recommended when 
planning any piping system. 

Enlarged diagram and full description of 
this layout free on request. Ask for Layout 
No. 78. Jenkins Bros., 100 Park Ave., 
New York 17. 
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HOW TO SELECT, 


A 


for any requirement 


The selection of a roof drain, at first appearing to be a simple matter... . 
may become a difficult, complex and time-consuming problem because 
of the particular roof conditions or requirements. 


Will a water insulated roof be required for air conditioning 
or cooling condenser water? 


Will the roof be sloped? 

Will the drains require adjustment to meet changes in thickness 
of roofing materials? 

Will the roof be used for traffic or open-deck auto parking? 
Will the roof drains be required to take care of excessive rainfall 
or cloudburst? 


On many jobs it becomes a question of just how much time you can spend to 
determine the right drain for the purpose? 


To facilitate the selection of the proper roof drain for a specific purpose, 

Josam offers the check list below. This shows the great variety of features available 
only in JOSAM drains and illustrates those features on the next page. 

After you have determined the features you need, your selection from the JOSAM 
line of hundreds of different types of roof drains and accessories, will give 

you a specially designed drain to meet your type of installation. 


Or . . . a much quicker method of selecting roof drains is to ask the JOSAM 
representative in your territory. From his years of experience and his personal 
knowledge of the Josam line, he can quickly recommend the correct features for your 
needs, because JOSAM makes a roof drain for every need! 


This service is yours for the asking. It costs you nothing, so why take less than 
the best when the best costs no more? Call JOSAM for all your plumbing drainage 


needs .. . and you'll get your job done right . . . to your satisfaction! 
Combined Dome Strainer ; Valleys and Gutters See No. 10, 12 
and Sediment Cup See No. 1, 4, 10 Droin with integral 
Large Mushroom Type Dome See No. 2, 5, 7,8 Expansion Joint See No. 8 
Promenade Top See No. 3, 6 Parapet Wall and Scupper See No. 11 
Sloped or Pitched Roof —-‘See No. 4 Balcony and Cornice See No. 10, 12 
Cloudburst Drain See No. 5 Adjustable Water Dam —-See No. 9 
Auto Parking Area See No. 3, 6 Materials and Finishes ‘See No. 13 
Adjustable Top Drain See No. 7 Outlets See No. 14 


JOSAM MANUFACTURING COMPANY 


General Offices and Manufacturing Division * MICHIGAN CITY, IND. 
REPRESENTATIVES IN PRINCIPAL CITIES 


Wes? Coast Distributor: Canadian Manufacturers 
JOSAM PACIFIC CO. JOSAM CANADA LIMITED 
San Francisco, Cal. Toronto, Canada 
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lo. 11 
lo. 10, 12 
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1 Josam Series No. 410 roof drain 
with removable high dome and 
sediment cup. 


Josam Series No. 4140 torrential 
type roof drain with removable 
mushroom dome. 


410-F roof 


Josam Series No. 
drain with adjustable flooding 
water dam, for air condition- 
ing purposes or cooling con- 
denser water. 
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Josam Series No. 


type dome and side outlet. 


Josam Series No. 


Josam Series No. 440 roof 
drain with removable dome 
and sediment cup, for narrow 
valleys and gutters. 


13 MATERIALS AND FINISHES — Josam roof drains regularly 
all furnished cast iron, lacquer finish unless otherwise de- 
scribed, optional materials galvanized iron, all brass, all 
Everdur, rough brass tops, chrome plated, polished or Everdur. 












4120 roof 
drain with removable mushroom 


5460 roof 
deck drain with removable 
grate and sediment bucket for 
avto parking areas. 





3 
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14 


Josam Series No. 
drain with square top and loose 
set grate for promenade deck. 


Josam Series No. 
drain with adjustable top and 
removable mushroom dome. 


for any type roof... 


4010 roof 


4550 roof 









Josam Series No. 4950-BN 
scupper and parapet wall 
drain, removable sloping 
brass grate and downspout. 





7 ROOF DRAINS 


4 





Josam Series No. 4710 roof 
drain with pitched sump and 
flange for sloped roofs. 





Josam Series No. 4410 com- 
bined roof drain and expansion 
joint, removable mushroom dome. 








12 Josam Series No. 4870-B sill 


drain, with removable brass 
dome and side outlet. 


OUTLETS — Drains illustrated above furnished with outlets 
as indicated. Optional outlets, inside caulk bottom outlet, 


threaded hub or spigot side outlet. 


es es 8 OP Ue ee ee Ue Ue Ue UG UG OU GG 
JOSAM MAUFACTURING COMPANY 
Dept. DE @ Michigan City, Indiana 
Please send free copy of Catalog ‘‘K"’ 


Name 
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Manual ‘'SK" 
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Heating-Cooling System 

Trane has developed a_ year- 
‘round air conditioner for installa- 
tion in multi-room buildings where 
different temperatures are required 
in various rooms. The system can 
use chilled water, direct expansion 
refrigerant, steam or hot water 

ee tp) 

yy / 

“/ f 





heating and cooling coils. Other 
components include a specially-de- 
signed damper section arrange- 
ment, low velocity unit fans, high 
or low velocity filters and a mixing 
box. Capacities range from 1700 to 
29,000 cfm. 

Manufacturer: The Trane Co., 
La Crosse, Wis. 


Close? Tank Valve 

Kohler has introduced a thermo- 
static valve designed to eliminate 
water drippage from closet tanks to 
floors. The automatic valve mixes 





hot and cold water, delivering tem- 
pered water to the tank and re- 
ducing sweating. For operation, 
water from the cold line flows 
through the valve and past the 


thermostat. If line water is at room 


66 


temperature, the thermostat re- 
mains closed. If it is cooler, the 
thermostat opens, allowing hot 
water to enter. Hot and cold water 
inlets are *%-in. ips. The unit is 
all-brass construction and is avail- 
able in a choice of polished chrome 
or rough-plated finishes. 

Manufacturer: Kohler Co., 
Kohler, Wis. 


Sump Pump 

Milwaukee Faucets has devel- 
oped a sump pump for alleviating 
flood conditions in basements. The 
unit is equipped with a %4-hp mo- 
tor and features a cast iron base 








and steel column and shaft. The 
large capacity unit also features 
oil bearings three wire cord and 
plug with adapter for two-wire 
outlet, and a nylon impeller. It has 
a 1%-in. ips discharge connection. 

Manufacturer: Milwaukee Fau- 
cets, Inc., 313 E. Reservoir, Mil- 
waukee 12. 


Fountain-Receptor 

A combination drinking fountain 
and receptor designed for counter 
top installation with standard 


mounting frames has been devel- 
oped by American-Standard. The 


brass bubbler, finished in chrome 
and mounted on the right front 
ledge, can be obtained with self- 
closing feature and automatic vol- 
ume regulator. A matching supply 
fitting, mounted on the left rear 





ledge, incorporates the self-closing 
feature with automatic volume and 
stream regulator. The fittings also 
are available with aerator. Made 
of enameled cast iron, the fixture is 
available in two sizes, 30 by 20 in. 
and 24 by 18 in., with an inside 
depth of 714 in. 

Manufacturer. American Radia- 
tor & Standard Sanitary Corp., 
Plumbing and Heating Div., Pitts- 
burgh 30. 


Sink Strainer 

A sink strainer with inside parts 
constructed of blue glass that re- 
sists detergent, alkali, acid and 
shock has been announced by Mich- 





igan Brass. The exposed parts (top 
rim and basket) are made of stain- 
less steel. A synthetic rubber stop- 
per attaches to the basket post to 
insure sealing. The unit measures 
3%-in. in diameter, and is avail- 
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able with or without a tail piece. 
It is also available as a_ grid 
strainer. 

Manufacturer: Michigan Brass 


Co., Grand Haven, Mich. 


Gas Ranges 

A line of gas ranges has been 
announced by Caloric Appliance. 
The units feature a backguard with 
concealed oven venting and flu- 
orescent lighting, a built-in electric 
clock with sweep second hand and 





timer, and a convenience outlet. 
Top burners are of the 12,000 Btu 
type with “click-stop” controls for 
high heat, simmer, and keep-warm 
plus a range of cooking tempera- 
tures from low to high. A control 
for thermostatic regulation of 
cooking heat is optional. Ovens on 
both 30 in. and 36 in. models have 
4,300 cu in. capacity with glass fibre 
insulation, oven window and inte- 
rior light, and a special regulator 
combining heat control with auto- 
matic pilot valve. 

Manufacturer: Caloric Appliance 
Corp., Topton, Pa. 


Bath Tub 


A 4%-ft bath ‘ub with a 4-in. 
seat running its full length has 
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been added to the line of tubs made 
by Plumbingware Mfg. The tub 
incorporates straight tile lines at 


{* ~t 











wall and floor, and tile-in flanges to 
prevent water seepage. It is one- 
piece steel construction with a 
porcelain enamel finish, and _ is 
available in both left and right 
hand outlets. 


Manufacturer: Plumbingware 
Mfg. Co., 66 W. Carroll Ave., Chi- 
cago 10. 


a ee 
ee ee ke 


> 
eee vv *® 
~*~ 
A 
* 

s 

See 
e* 





Year-round A-C Line 
Warren Webster has developed a 


line of year-’round air-cooled air 


conditioners designed for office 
buildings or institutions. For in- 
stallation, the heating coil is con- 


— == 








nected to existing steam or hot 
water lines. A self-contained, her- 
metic refrigeration cycle provides 


(Please turn to page 68) 


Hydraulic Trencher Digs Trench 20 Inches Deep 


;. — oe. Le 
hy setts? 


j Lé C1 OME ieg 4 f 

M & W Iron Works has devel- 
oped an hydraulic trencher for use 
in installing sprinklers and under- 
ground pipe lines. The trencher is 
designed to dig a 2 by 20-in. deep 
trench at a rate of up to 400 ft per 
hour. The entire mechanism is 


mounted on crawler tracks. The 
self-tightening digging chain is en- 


boy 


a 


, TS tu ni 

gineered to discharge debris with- 
out breaking the digging chain. The 
unit is driven by a 6-hp gasoline 
engine with a reduction gear and 
hydraulic drive. Length is 83 in., 
height 42 in. and width 27 in. Ship- 
ping weight is 425 lbs. 

Manufacturer: M & W Tron 
Works Co., Topeka, Kan. 
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New Products 





(Continued from page 67) 
cooling and dehumidification. The 
unit is installed in a sleeve which 
extends through the wall and is 
housed in a steel cabinet. 

Manufacturer: Warren Webster 


Co., Camden, N. J. 


Vented Gas Heaters 

Two series of vented gas heaters 
have been announced by Chatta- 
nooga Royal. The first series is the 
console type without radiants; the 
second provides clay radiants and 
panel glass front. The units fea- 
ture a snap-in blower with direc- 


tional louvers, a manifold control 





assembly packaged separately, au- 
tomatic controls, and a draft di- 
verter built inside the cabinet. The 
two series are available with right 
or left-hand controls and come in 8 
models, with Btu input sizes rang- 
ing from 40,000 to 75,000. Other 
features include a large access door 
on either side of the heater cabinet 
and a specially designed steel com- 
bustion chamber. 

Manufacturer: Chattanooga Roy- 
al Co., Chattanooga 6, Tenn. 


Nyco Solvent Helps Dissolve, Eliminate Stoppage 





5 oe 

A chemical solvent designed to 
dissolve scales and other stoppage 
has been introduced by Nyco Prod- 
ucts. The solvent is also intended 
to eliminate calcium, magnesium, 
sodium, salts, lime, rust, concrete, 
plaster of paris and mop strings. 
It can be used to clean water heat- 
ers, boilers, hot water coils, unit 
heaters, water pumps, evaporator 
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Fan Mounting 

Norky Mfg. has developed a com- 
pression-type spring mounting sys- 
tem for its ceiling fan line. The 





mounting is designed to eliminate 


the need for anchoring the fan to 
the attic floor and to facilitate in- 
sulation procedures. 

Manufacturer: Norky Mfg. Corp., 
P. O. Box 669, Covington, Ky. 


Jet-type Water Systems 


A line of jet-type water systems 
available for shallow or deep-well 
application and in 13 and -hp 





sizes has been announced by F. E. 
Myers. The pump is available as 
a water system with a 42, 21, 11 or 







x ‘ ‘ rat 


condensers, air conditioning equip- 
ment and other equipment. The 
solvent is applied to the equipment 
to be cleaned, and then allowed to 
set for a period of time. When the 
foaming stops, the equipment is 
clean. A second solvent is designed 
to dissolve grease. 

Manufacturer: Nyco Products 
Co., 1801 S. Jefferson St., Chicago. 


4 gal. pressure tank and is designed 
to offer capacities up to 800 gph. It 
features specially designed pump- 
ing and priming procedures and is 
engineered to facilitate dismantling. 
The deep well model can be in- 
stalled vertically or horizontally. 
Pump parts are made of nylon, 
stainless steel and glass fibre, as 
well as bronze. 

Manufacturer: F. E. Myers & 
Bro. Co., 952 S. Orange St., Ash- 
land, O. 


Tank Seal 
A tank seal developed by Lavelle 


Rubber is designed to stop noise 





and water waste in water closets by 
eliminating guide arms and lift 
wires. The tank seal is now con- 
structed of synthetic rubber and 
features a stainless steel bead chain 
and linkage. It is also available in 
color. 

Manufacturer: Lavelle Rubber 
Co., 424 N. Wood St., Chicago 22. 


Range Hoods 
Chelsea Fan & Blower has an- 


nounced two vented range hoods 
for residential applications. Both 


models feature sweep-back sides, 





smooth edges and corners, a hid- 
den light that illuminates the cook- 
ing surface and dual knock-out 
plates to permit mounting of the 
fan on either right or left. The 
deluxe model also features push- 
button controls to regulate the hood 
light and the blower. Both mod- 
els are available in four sizes with 
either copper colored or stainless 
steel finishes. 

Manufacturer: Chelsea Fan & 
Blower Co., 639 South Ave., Plain- 
field, N. J. 


(Please turn to page 72) 
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Che circulator Atanas alone for 


BETTER HEATING 


Y 
BETTER WITH TACO 


TACO HEATERS, INCORPORATED For full information on the complete Taco line 
1160 Cranston Street * Cranston 9, R. |. of circulators write for Technical Data Sheet TDS3 


Mi 
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SIGN OF A WELL-BUILT HOME ! 


It’s more than a sign of quality when 
Chase copper building products are 
used throughout. These lightweight, 
easy-handling copper products help 
keep time costs down! 


Plumbing and Heating Lines of 
Chase Copper Water Tube and Fit- 
tings go together faster. Can be 
quickly cut to length with ordinary 
hand tools. Connections are a simple 


soldering job. Long 60 and 100 foot 
coils need fewer joints...save time 
and money! 


New DWV Chase Copper Drainage 
Tube combines ease of handling with 
new speed of assembly. This DWV 
tube can be pre-assembled right on 
the job. Joints are quickly soldered. 
The 3” copper tube fits between stud- 
ding, eliminates furring out! 


Chase Copper Roofing Products are 
made for every roofing application. 
Easy to handle, they require no spe- 
cial installation techniques. And they 
give more lasting quality jobs! 


Nationally-advertised Chase copper 
building products make any home 
more livable, more salable. Their 
quality is recognized by every pros- 
pective home owner! 


Chasez 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT 
SUBSIDIARY OF KENNECOTT COPPER CORPORATION 











The Nation’s Headquarters for Brass, Copper and Stainless Steel 


Avante Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark NewOrleans NewYork Philadelphia Pittsburgh Providence Rochester St.Louis Sanfrancisco Seattle Waterbury 
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BEST GROUND WORK FOR RADIANT HEATING! 


Even the best-designed radiant heat- 
ing system is only as good as its mate- 
rials. That’s why it’s so important to 
use Chase copper water tube and 
solder-joint fittings. Whether the sys- 
tem is built into a slab floor or plaster 
ceiling, this combination of copper 
tube and fittings assures higher effi- 
ciency right from the start, peak per- 
formance over the years. 





You can actually see why Chase cop- 
per tube and fittings perform so well 
together. Both tube and fittings are 
made to close tolerances. As a result, 
they allow complete flow of solder 
around every fitting, and assure leak- 
free connections! Corrosion-resist- 
ant, they need no cxtra precautions 
against rust—as with ferrous metals. 


™y | a 





Chase copper tube and fittings are 
easier to handle, too! This light- 
weight tube comes carefully packaged 
in 60 or 100 foot lengths that require 
fewer joints. Soft temper makes the 
tube easier to uncoil on slab or ceil- 
ing, to bend without kinking. 

Yes, Chase copper tube and fittings 
man quality radiant heating installa- 
tions at down-to-earth over-all costs! 


BRASS & COPPER CO. 


®) 


WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


The Nation’s Headquarters for Brass, Copper and Stainless Steel 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City. Mo. Los Angeles 
Mi 


Hi Newark New Orleans 
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New Products 





(Continued from page 68) 
Kitchen Sink 
A newly-designed sink for resi- 
dential applications has been an- 
nounced by Carrollton Mfg. The 
sink contains a shallow bowl act- 





ing as a handy preparation unit for 
paring and rinsing fruit and vege- 
tables. The design is intended to 
move the working surface of the 
sink up to within 3% in. of the 
counter top. 
Manufacturer: 

Co., Carrollton, O. 


T & P Relief Valve 

A temperature and pressure re- 
lief valve designed to provide sin- 
gle-unit protection for hot water 


Carrollton Mfg. 





boilers has been developed by Bell 
& Gossett. The unit incorporates a 


pressure relief valve rated at 190,- 
000 Btu, an automatic pressure re- 
ducing valve, a safety high limit 
cutoff switch and an emergency 
feed device. The emergency feed 
device is energized, permitting 
fresh water to enter the system, 
thus cooling the boiler and keeping 
it full of water until firing can be 
stopped manually. For operation, 
this device requires that city water 
pressure be at least 35 psi. 

Manufacturer: Bell & Gossett 
Co., Morton Grove, III. 


Furnace 
An oil-fired, hi-boy furnace for 
installation in small or medium- 





sized homes has been developed 


by Heil. The furnace features a 


broad heating contact surface and 


a high pressure oil burner. The 
unit has a bonnet capacity of 
112,000 Btu, and is rated at 1090 


cfm at a 90F temperature rise. It 


measures 68 in. high, 25 in. wide 


Crane Announces Two Air Conditioning Lines 


Two lines of air conditioners for 
stores and office buildings have 
been announced by Crane. The 
smaller line includes 3, 5 and 744- 
ton models and the larger line in- 
cludes 10 and 15-ton models. The 
smaller line is of the single re- 
frigerant type and features one 
hermetic compressor, water-cooled 
condenser and cooling coil. An air 
discharge grille can be attached to 
permit air discharge from either 
the top or front. Ducts can also be 
attached by removing the grille. 
The units are factory asesmbled 
and wired, and are shipped charged 
with freon. The larger series fea- 
tures twin refrigerant systems to 
provide greater cooling load. These 
units ae shipped in two assembled 
packages: one containing the re- 
frigerant section and the other con- 
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taining the blower section. The 
blower section can be mounted 
either at the top or side of the re- 
frigerant section. 

Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 





and 28 in. deep, and is factory 
wired and assembled. 

Manufacturer: The Heil Co., 3000 
W. Montana St., Milwaukee 1. 


Portable Water Softener 
A portable water softener de- 
signed to provide 6,000 grains of 





softening capacity has been an- 
nounced by Bruner. The gravity 
flow unit also supplies 600 gal. of 
soft water when used on water 
which has 10 grains of hardness 
per gal. In operation, the cover is 
removed and hard water poured in. 
Soft water flows from the built-in 
faucet. The water softener stands 
13 in. high. 

Manufacturer: The Bruner Corp., 
4763 N. 32nd St., Milwaukee 9. 


Water Heater Cleaner 

A chemical treatment for restor- 
ing automatic storage water heat- 
ers to maximum efficiency has been 
announced by Chemco Distribu- 





ting Co. Purpose of the product is 
to increase efficiency and cut wa- 
ter heating costs by dissolving 
lime, calcium, magnesium and iron 
deposits adhering to the tank. It is 
designed for use on galvanized, 
glass, copper or aluminum tanks, 
both as a cleaner and as a scale 
remover. It can be applied without 
mechanical devices. A 2%4-lb can 
will clean tanks in up to 50 gal. 
sizes. 

Manufacturer: The Chemco Dis- 
tributing Co., 4944 W. Division St., 
Chicago. 

(Please turn to page 78) 
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TEAMED WITH ee 


FOR EVEN GREATER GROWTH 









London, Eng. 





Heat-X Inc. 
Brewster, N. Y. 





Riverside, Cal. 


Heating, air conditioning and refrigeration products are flowing from the recently formed Dunham-Bush 
manufacturing facilities. 

This “one-source” teaming of Dunham and Bush spells many advantages for architects, engineers, whole- 
salers and contractors. 

A nationwide network of manufacturing plants and strategically located warehouses assures ‘the “close- 
to-source” supply that permits faster delivery, lower freight costs. A substantially expanded force of sales 
engineers makes available on-the-spot engineering and application assistance. Greatly augmented 
resources and facilities permit continued research and development of new products to serve an expand- 
ing field. 

Dunham-Bush...a single source, single responsibility for heating, air conditioning and refrigeration... 
teamed to serve an industry’s growing needs. 


Dunham-Bush, Inc. 








bye ) ee 
WEST HARTFORD 10 e CONNECTICUT « U. S. A. Iressa 


AIR CONDITIONING, REFRIGERATION, HEATING PRODUCTS AND ACCESSORIES 
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Republic Stainless Steel Pipe 


Consider for a moment the various opera- 
tions within these plants where stainless 
pipe is a must--where pipe of any other 
material has proven unsatisfactory for one 
or more reasons. Isn’t this the ideal situation 
—where the market is both ready-made and 
profitable? 


Here’s your opportunity to move into the 
higher income brackets. Not necessarily to- 
morrow. Or next week. But by working 
gradually into the stainless pipe picture, and 
establishing your reputation as a specialist, 
the jobs become more numerous, and so, too, 
do your bank deposits. 


You'll quickly learn that with stainless 
pipe you avoid the work and headaches of 
strictly price competition./And with Republic 


STEEL 


and Steele Produc 
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ELECTRUNITE Stainless Steel Pipe you 
enjoy the benefits of a top-flight reputation 
established over a period of 25 years in 
the stainless pipe business. 


Republic’s extremely rigid standards of 
quality control protect both you and your 
customers. One example is the FARROW- 
TEST®, an electronic production method 
of checking pipe for irregularities. This 
device assures pipe that meets the most ex- 
acting specifications. It can be specified 
by customers for critical pressure uses. And 
it’s an exclusive operation with Republic. 


Be sure to send the coupon below for addi- 
tional information on Republic ELECTRUNITE 
Stainless Steel Pipe and Tubing. Or call your 
nearest Republic ELECTRUNITE Distributor. 


REPUBLIC STEEL CORPORATION 
STEEL & TUBES DIVISION 

231 East 131st Street 

Cleveland 8, Ohio 


Gentlemen: Please send descriptive literature on Republic 


Name Title 





Company 





Address 





| 
| 
| 
' 
| 
| 
| 
j 
ELECTRUNITE Stainless Stee! Pipe and Tubing. 
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' 
' 
| 
| 
| 
| 
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The smartest plumbers we know 
install G-E Water Heaters 

















The plumbers who smoke fine pipes and drive big motorcars found out long ago that it pays to sell, 
specify and install General Electric Water Heaters. For they know that survey after survey has shown that 
over 50 out of every 100 women asked have said they believe G. E. makes the best electrical home appliances! 


Installation Is A-B-C! 


G-E Table-Top Water Heaters are top- 
connecting. There’s no strain on your 
back or the time clock. Just off with 

the top, and there are the connections 
where you can get at them easily. 
Whether round model or table-top, under- 
counter or in a closet, General Electric 
Water Heaters offer quick, simple 
installation. 


Features That Sell for You! 


G-E Calrod® wrap-around heating units 
that won’t scale or rust. Electronically 
welded spuds. The tank has few 
openings . . . less chance for leakage. 


And, this is automatic, electric 

water heating. Clean, safe, dependable, 
with no worrisome fumes, no flues to up 
installation costs. And, every G-E Heater 
carries a 10-year written protection plan. 





A New G-E Model... New Prices! 


it’s a new 




















Easy to install... 


Quick Recovery heater offering 
new speed, new compactness, new 


economy. 
Now G-E Water Heaters offer 
more profit opportunities than 


ever. In price, dependability, easy 
installation and customer satis- 
faction, smart plumbers put their 
money on General Electric! 
General Electric Co., Appliance 
Park, Louisville 1, Kentucky. 


Progress le Our Most Important Product 
GENERAL @® ELECTRIC 
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Looking 
for a 


PITCH 
that sells 
more pumps? 












*Joseph A. Hoenninger (at 
left above) of Raub Supply 
Co.of Lancaster, Harrisburg 
Williamsport, Pa. and Jack 
Kreutter, Goulds Represent 
ative, team up to help 
Goulds Dealers in Central 
Pennsylvania 


THE GOULDS TEAM* HAS YOUR ANSWER 


Your nearby Goulds Distributor and Goulds Representative 
have a big stake in the success of your pump department. 
The Goulds Team is most interested in your selling more 
pumps... your business is their business! They are pump 
specialists ready to give you sound sales advice * . per- 
tinent product information... quick deliveries. These are 
the ways in which the Goulds Team will make your selling 
easier—and more profitable. For all the facts call your 


Goulds Distributor or write us today. 


GOULDS PUMPS, INC. Dept. pE-96 SENECA FALLS, N.Y. 





A Complete Line of 
Pumps for every Farm 
and Home Need 


se JA tou get Mant wit GOLDS PUMPS 


DoMESTIC ENGINEERING, SEPTEMBER 1956 









ae 
~l] 

















New Products 





(Continued from page 72) 

Drinking Fountain 

A stainless steel drinking foun- 
tain with newly-styled rounded 
surfaces has been introduced by 
Haws Drinking Faucet. The unit 
contains an automatic flow control 
valve with lever handle for a pres- 
sure-controlled angle stream. The 
chrome-plated brass fountain head 


is raised and shielded. Other parts 
are made of stainless steel. 

Manufacturer: Haws Drinking 
Faucet Co., 4th & Page Sts., Berke- 
ley 10, Calif. 


Roof Fiashings 
A series of roof flashings has been 
added to its line by Prier Brass 


Mfg. These roof flashings are now 
available in copper, galvanized iron 
and aluminum. 

Manufacturer: Prier Brass Mfg. 
Co., Truman Rd., Kansas City, Mo. 


Corrosion Preventer 

Three products designed to con- 
trol scale formation and algae 
growths and prevent corrosion in 
refrigeration and air conditioning 
equipment have been developed by 
Calgon. The scale removing pow- 
der is safe for hand use, and fea- 
tures a chemical color indicator 
that causes the water to change 
color when the acid cleansing solu- 


Hotpoint Develops Built-in Kitchens for Homes 








Hotpoint has announced three 
modular kitchens, consisting of 
two 7-ft units and one 9-ft unit. 
The 7-ft unit without oven consists 
of a 24-in. storage cabinet, a 36-in. 
wide storage drawer and sink cabi- 
net, and a 24-in. pre-plumbed au- 
tomatic electric dishwasher. The 
unit has a one-piece stainless steel 
top with four surface cooking 
units, a griddle outlet and surface 
griddle, sink bowl, and a bank of 
four outlets. The 7-ft unit with 
oven includes similar features and 








consists of a 24-in. wide built-in 
oven, 15-in. storage drawer, a 21- 
in. sink cabinet, and a 24-in. pre- 
plumbed automatic electric dish- 
washer. The 9-ft unit includes the 
appliances of the 7-ft models and 
features also a 24-in. wide by 54-in. 
high oven cabinet, a built-in oven 
with an automatic rotisserie, and a 
16-in. high by 24-in. wide storage 
space with 2 drawers. All units 
are available in five colors. 
Manufacturer: Hotpoint Co., 
5600 W. Taylor St., Chicago 44. 


tion becomes too weak. A corro- 
sion inhibitor is present in the 
powder to minimize acid corrosion. 
A phosphate chemical designed to 
control lime scale and corrosion is 
now available in a soluble plate 
form. The plates are put in a plas- 
tic coated glass mesh feeding bag 
in the cooling tower. Under aver- 
age conditions, one charge will last 
about six months. Slimy growths 
may be controlled by periodic 
doses of an algaecide. 

Manufacturer: Calgon, Inc., 423 
Fourth Ave., Pittsburgh. 


Boiler-Burner Units 

A line of vertical, gas-fired 
boiler-burner units has been an- 
nounced by Federal Boiler. The 
units are available in three styles: 
extended jacket, flush jacket, and 
packaged. The units feature fac- 


tory assembled controls, a single- 
port, inshot-type burner with a 
specially-designed flame spreader, 
and 200 gph tankless coils (two 
larger size coils are optional). The 
line is available in five sizes, with 
inputs ranging from 105,000 to 
220,000 Btu. The extended jacket 
style (shown) features a design 
which permits installation of the 
jacket after piping has been com- 
pleted. 

Manufacturer: Federal Boiler 
Co., Inc., Granite & West Sts., Mid- 
land Park, N. J. 


Residential Incinerator 

Waste King has developed an 
incinerator designed to provide 
pollution-free burning of home 
rubbish. The unit features a mul- 
tiple burning chamber with fly ash 
trap, and an after-burner to reduce 
exhaust gases to carbon dioxide 
and steam. The ash trap consists of 
a settling chamber into which par- 
ticles drop during the burning 
process. 

Manufacturer: Waste King 
Corp., 3301 Fruitland, Los Angeles. 

(Please turn to page 138) 
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“Don't forget 

this 

Field Control, lad. 
No heating plant 
works its best 
without 


one” 





” 
You have put your faith in EPS FI more than 15,000,000 times 


FIELD CONTROL DIVISION of H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS 


LE Affiliates ONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 
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SUPERIMPOSED on the photograph of the living room, in one of the homes 
of the Crabapple Court tract, is a section of the radiant panel heating 
system. With radiant panel heating picture windows can be brought right 
to the floor line, allowing a free rein in interior decor and furniture arrange- 
ment. And with radiant heat there are no drafts, no hot and cold zones. 


ONE OF THE MANY DESIRABLE 
FEATURES of enduring Revere Cop- 
per Water Tube is that it can be pre- 
fabricated in the shop, requires 
fewer fittings, which when properly 
brazed or soldered assure tight, non- 
leaking joints. Completed, prefabri- 
cated panels are then shipped to the 
job and installed, using separate 
circuits for each room. 


CONTRACTOR FOR THE CRABAPPLE 
COURT tract is the THERMAL ENGI- 
NEERING COMPANY of St. Louis. 
Here you see MR. L. L. VOLLMAN, Vice 
President of THERMAL, checking the 
bending of Revere Copper Water Tube 
in the shop. Tube was procured through 
the GRINNELL COMPANY of St. Louis. 


BY BRINGING EACH HEATING 
PANEL individually to a common 
header, as shown in the boiler hook- 
up, and equipping each with its own 
valve, heat is easily and accurately 
regulated to suit individual room re- 7 
quirements. 
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( Radiant heating with copper 
“tube is the best way to heat the 
modern home, and is the only 


heating system we use— 


Says CHARLES H. ELLABY 
F.R.S.A.—A.S.C.E. 


Builder of 152 homes in the St. Louis area 
during the past 6 years, ranging from 
$9,500 to $30,000. 


“There are five main reasons why we use copper tube in our radiant 
heating systems,” continued Mr. Ellaby. “First—copper tube doesn’t 
rust, rot or deteriorate, so we have no worry on that score. Second— 
a radiant system with copper tube is competitive in cost with other top 
quality heating systems for multiple home building. Third—copper 
tube is easier to work with... requires fewer fittings ...can be pre- 
fabricated in the shop. Fourth—copper tube enables us to guarantee 
the home owner a trouble-free job. Fifth—copper tube, because of its 
proved, superb performance in radiant heating and hot and cold water 
lines, has unquestionable acceptance among prospective home owners 
...in many cases helps sell our homes.” 

Take a tip from this successful builder of quality homes; don’t take 
chances, use Revere Copper Water Tube not only for radiant panel 
heating, but for hot and cold water lines, air conditioning lines, waste 
lines, vent stacks, and underground service lines. 

So, when you write your next set of “specs” remember: there is no 
“or equal” for copper water tube. Keep out of trouble by using Revere 
Copper Water Tube. 

And if you would like aid in the various methods of installing 
Revere Copper Water Tube, our Technical Advisory Service will be 
glad to help. 


FREE!—For group showing—instructive 16 mm motion pictures in sound and full 
color. “THE ABC OF RADIANT PANEL HEATING” and “THE RURAL 
WATER SYSTEM.” Write Advertising Dept., for details. 
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A FEW OF THE 37 HOMES on the Bon-Price tract 
built by CHARLES H. ELLABY. Price range from 
$20,000 to $30,000. Homes have summer air 
conditioning with a central system, using ducts in 
the ceiling. 





REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N.Y. 
- e * 


Mills: Baltimore, Md.; Brooklyn, N.Y.; Chicago, Clinton and 
Joliet, U1l.; Detroit, Mich.; Los Angeles and Riverside, Calif.; 
New Bedford, Mass.; Newport, Ark.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 
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repeat sales 
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uniform quality 










@ STRONGER-—higher tensile strength, no sand 
holes. 


@® TAPER TAPPED—<all pipe threads tapered to 
ensure leak-proof joints in every installation. 


® PROTECTED—galvanized fittings zinc plated 
after fabrication for maximum protection of all 
surfaces, including threads. 


@ CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


® ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 
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PRODUCERS of QUALITY STEEL FITTINGS*for more than 30 YEARS 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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Odds Still Favor P-H Contractor Even If New Construction Slackens 


THE OUTLOOK FOR BUSINESS is a popular 
topic for forecasters as the nation’s economy 
moves into the Fall selling season. 

Walter Dreier, president of the U.S. Savings 
and Loan League, declared recently that “the 
postwar housing shortage belongs to history, and 
the housing market—already quite competitive 
—is going to become progressively more com- 
petitive.” A number of other business forecasters 
also see slackening in new home construction in 
the months ahead. 

For our part, we don’t believe the decline will 

be very serious. Much of the small anticipated 
decline in units will be made up in dollar vol- 
ume as a result of the trend to higher quality 
homes. 
Fortunately, however, the odds favor the 
plumbing and heating contractor no matter what 
transpires in new construction; he still has a 
potential of 50 remodeling jobs for every one 
in new work, 

Here’s the way it figures out: There are 50 
million existing dwelling units in the U.S. (Jan. 
1, 1956 estimate), many of which have to be 
remodeled. That’s about 50 times the number of 


new homes built each year. 


" That accounts for one year, but doesn’t the 
50 to 1 ratio come down as more and more exist- 
ing dwellings are remodeled each year? The 
answer has to be “no,” because each year sees 
an increasing number of homes move into the 
age or need class that calls for remodeling. 
Even some of the new homes built this year will 
need an additional bathroom next year, or need 
a larger water heater to take care of the home 
laundry installed after the house was completed, 
or air conditioning may be added. 


The fact of the matter is that the odds are 
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likely to go up from 50 to 1 rather than down. 

This would appear to give new construction 
the short end of the stick by a considerable 
margin. But as contractors pointed out in the 
“Book of Remodeling” (Aug., p. 134), it 
doesn’t mean that they have to give up new 
construction. 

On the contrary, these contractors say, the in- 
dustry will benefit two ways if enough of them 
diversify their operation to include both new 
construction and remodeling: (1) price cutting 
pressures in new work will be relieved and (2) 
the additional business created through remodel- 


ing will be substantial. 


® In short, the alert plumbing and heating con- 
tractor can have both ends of the 50 to 1 odds. 

Profit-packed and fast-moving as the remodel- 
ing market is, new construction is also an im- 
portant factor in any contractor’s sales future 
and should be given careful consideration in 
charting future strategy. 

In balancing remodeling and new construc- 
tion, the contractor should shoot for the propor- 
tions calculated to produce the best results in his 
area, ° 

By so doing, he will free himself from the 
ancient restriction of seasonal ups and downs in 
sales which concentration solely upon new con- 
struction imposes. He then has a twelve-month- 
a-year business with sales effort carefully di- 
rected at beth ends of the 50 to 1 odds every 
day of the year. 

For its part, Domestic ENGINEERING will 
continue, as it has in the past, to balance its edi- 
torial content between remodeling and new con- 
struction and scores of other reader service con- 
siderations to help contractors maintain year- 
round sales and profit balance. END 
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THE ALL-INDUSTRY PROGRAM to 
sell modern plumbing and heat- 
ing in 1956... “the Year to Fix,” 
picked up momentum in August 
with the culmination of Plumb- 
ing-Heating-Cooling Month ac- 
tivity and the publication of 
Domestic ENGINEERING’S special 
August issue, “The Book of Re- 
modeling.” 

As governors of states and 
mayors of cities throughout the 
country officially proclaimed 
Plumbing - Heating - Cooling 
Month, contractors and whole- 
salers knuckled down to the task 
of promoting the home improve- 
ment idea in their own commu- 
nities in our industry’s biggest 
remodeling drive. 

In a proclamation typical of 
those in other states, Governor 
G. Mennen Williams of Michi- 
gan urged public officials and 
citizens to indorse the program 
and “make home improvements 
as an investment in America.” 


« The remodeling program, 
launched four years ago with the 
“Bay City Story,” was acceler- 
ated last year with the formation 
of the All-Industry Plumbing 
and Heating Modernization 
Committee under the chairman- 
ship of William A. Landers, 
president of the NAPC. 

A special coordinating com- 
mittee, with Wilbur Hokom, vice 
president of the NAPC as chair- 
man, worked out details for 
Plumbing - Heating - Cooling 
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Month in August as a highlight 
of the program and to provide a 
direct tie-in with Operation 
Home Improvement, ACTION, 
Home Improvement Year and 
other national programs. 

For its contribution, DoMEsSTIC 
ENGINEERING published its Book 
of Remodeling in August. The 
big 374-page book contains, 
among its 162 editorial pages, a 
66-page procedure manual which 
takes the modernization market 


pee 





Industry's Remodeling Drive 
Picks Up Steam. . . 


Here's a progress report on the remodeling sales program now 
under way in the plumbing and heating industry... 


apart and shows contractors and 
wholesalers how to get into it 
and how to profit from it. 

As this issue of the magazine 
goes to press, there’s plenty of 
evidence that the Book of Re- 
modeling is already playing a 
major role in our industry’s big 
remodeling push. Dozens of con- 
tractors, wholesalers and manu- 
facturers have sent in letters 
telling how they are using or 
plan to use the Book during the 


OPERATION Home Improvement plans for 1957 were reviewed at an August 2 
meeting in Washington, D. C., by HHFA administrator Albert M. Cole; E. R. 


Buchi, Nashville, Tenn., contractor and chairman of the New All-Industry Com- 
mittee to Expand Plumbing-Heating-Cooling, and John R. Doscher, Ohi director. 
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remodeling drive. (Some of these 
comments are presented in the 
following pages.) 

Another important develop- 
ment on the modernization front 
last month was the formation of 
a new NAPC committee: the 
All-Industry Committee to Ex- 
pand Plumbing-Heating-Cooling. 
Ernest Buchi, a Nashville, Tenn. 
contractor and chairman of the 
new committee, attended an 
Operation Home Improvement 
meeting in Washington, D.C., on 
Aug. 2 and plans to follow up this 
meeting with one of his own 
committee on Sept. 14. 

Recommendations of the Sept. 
14 meeting will then be pre- 
sented by Buchi to a meeting of 
the All-Industry Plumbing and 
Heating Modernization Commit- 
tee to be held on Sept. 17 at 
Washington’s Mayflower Hotel 
under the chairmanship of NAPC 
President Landers. 

Future issues of DE will con- 
tinue to report progress of the 
modernization program. END 





GOVERNOR Walter J. Kohler of Wisconsin, left, signs the proclamation aeciar- 
ing August to be Plumbing-Heating-Cooling Month. George Hall, Madison, pres- 


FHA Broadens Remodeling Market 


Loan limit now $3500; repayment time 5 years 


THE LIBERALIZED FHA law recently enacted by Congress 
and signed by President Eisenhower last month will have a 
noticeably broadening effect upon the market for remodeling. 
So says George Spiczak, vice-president of the Home Federal 
Savings & Loan Assn. of Chicago. (Spiczak helped to write 
the chapter on financing in the “Book of Remodeling.’”’) 

Spiczak estimates that from 30 to 40 percent more owners 
of single-family dwellings will be interested in modernizing 
their homes as a result of the easier borrowing terms. 

Under the new FHA Title I provisions, the permissible 
loan limit has been upped from $2500 to $3500 and the time 
allowed for repayment has been raised from three to five 
years. The residency requirements also have been liberal- 
ized. For loans up to $600, there is no requirement at all. 
Homeowners desiring to borrow more than $600 must have 
owned their property for at least three months. (The now 
obsolete residency requirement was six months.) 

The discount rate also has undergone some change. On 


loans up to $2500 the rate remains, as formerly, at 5 percent. 
The rate on the final $1000 that may be borrowed drops to 
4 percent. 


According to Spiczak, the provision that is expected to be 
the most influential in engineering homeowner interest in 
remodeling is the time for repayment factor. “Homeowners 
who formerly believed that they could not afford to carry the 
monthly payments when they had to repay the loan in three 
years will feel that they can af- 
ford to make the smaller pay- 
ments possible under the extend- 
ed time,” he said. END 










| fou Using 
the Book of 
Remodeling? 


ident of the Mechanical Contractors Assn. of America, accepts the document 
at the state capital. Similar scenes were repeated all around the country. 
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Remodeling Report ... continued 







JupGinc by the initial response 
of readers, Domestic ENGINEER- 
1nG’s August issue, “The Book of 
Remodeling,” is destined to be- 
come another milestone in our 
industry’s remodeling history, 
much like its illustrious prede- 
cessor, “The Bay City Story,” 
published nearly four years ago 
(November, 1952). 

Contractors, wholesalers and 
manufacturers viewed the Book 
of Remodeling as an outstanding 
service for the entire plumbing 
and heating industry. 

A. E. Thiesfeldt, advertising 
and sales promotion manager for 
the Eljer Division of The Murray 
Corporation of America, Pitts- 
burgh, wired DE as follows: 
“Congratulations. Your staff has 
done a wonderful job for our 
whole industry in the August 
Book of Remodeling. This is a 
most remarkable editorial and 
research book.” 

A letter from Miss Myrna 
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Industry Hails... 


‘The Book of 


Remodeling 


. Reader response shows how August issue 


of DE will be used to stimulate business 


Murray, executive secretary of 
the Illinois Assn. of Plumbing 
Contractors, reads, “I thought 
your Book of Remodeling was 
terrific and contained a number 
of good ideas which contractors 
can put to use advantageously. 
It is well worth readjng and re- 
reading even if the contractor is 
not, at present, doing very much 
remodeling work.” 


s Miss Murray’s belief that the 
book would be put to good use 
by contractors is borne out in 
dozens of letters being received 
as this issue goes to press. Here’s 
a typical one from contractor 
John Turkstra of Chicago: 
“Your August remodeling is- 
sue deserves the highest praise 
for the very comprehensive study 
you have made in presenting the 
many complex problems—and 
answers—a contractor faces in 
considering the complete pack- 
age remodeling with the plumb- 


ing and heating contractor as the 
prime contractor. 

“T have been reading and di- 
gesting this one chapter at a 
time, having completed Chapter 
5 to date, and am planning to 
keep this as a constant reference 
manual covering the remodeling 
phase of my business. 

“You might be interested to 
know that I have cut out the 
large elephant you pictured in 
the article with the headline 
How Big Is the Market? to re- 
mind myself continuously that 
we are just scratching the sur- 
face of the tremendous market 
that is awaiting the contractor 
who seeks to find these many 
customers. 

“My thanks to your organiza- 
tion for a good job well done.” 

Additional comments on the 
Book of Remodeling and how it 
can be used follow: George Un- 
derwood, the executive secretary 

(Please turn to top of page 89) 
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How are you using the Book of Remodeling?’ 


... Win a $10 bill for your 


HERE’S A CHANCE for contrac- 
tors to make DE’s August issue, 
the “Book of Remodeling,” pay 
off two ways: in more moderni- 
zation sales and in a cash award 
of $10. 


All you have to do is send us 
a letter telling how you are us- 


ing, or plan to use, the Book of 


in remodeling, for example, 
needs only to turn to Chapter 3, 
“How to Get Started,” in order 
to take his first step toward the 
profitable modernization market. 
For the contractor already in re- 
modeling, each chapter affords 
an opportunity for him to com- 
pare and evaluate his own 


answer 


to use the Book of Remodeling 
is to try some of the ideas in 
your own community. Chapter 4, 
for example, lists 56 different 
ways to sell remodeling. 

So sit down right now with 
your Book of Remodeling, jot 
down your ideas and send in 
your letter. If it is selected for 
publication, DE will send you a 


Remodeling. For each letter methods with those of others. 
selected for publication in forth- Perhaps the most obvious way check for $10. END 


coming issues, Domestic ENGI- 
NEERING will pay the sum of $10. 
All letters should be sent to the 
Editor, 1801 Prairie Ave., Chi- 











Facts sbout your remodeling morke! 
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cause the Book of Remodeling Chapter Twn ear A 





BOM Neve me terme mens entam 
BUG hone ne erteeene eee 





was designed with that specific 























purpose in mind: to be used by ATMO 
Ss plumbing-heating contractors. = 
Since the Book is largely a HOW BIC IS 
compilation of the remodeling THE MARKET? $095 tevseo oom eo 
1e experiences of the nation’s top beeen 
contractors, there is something 3 

i- in it for everyone. The beginner 105 
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’ How one contractor Is using 

‘ e ‘ 

e the ‘Book of Remodeling 

t THEY say an elephant never forgets. And be- 

cause of an elephant—the illustration used in 

t Domestic ENGINEERING’s “Book of Remodeling” 

; to dramatize the size of the market—contractor 

; John Turkstra of Chicago isn’t likely to forget the 
size of that market either. And just to make sure, 
he cut out the elephant picture and hung it near 





his desk “to remind myself continuously of this 
tremendous market.” 

For this idea John Turkstra will realize far 
more than the $10 DE is offering contractors for 
ways they use the Book of Remodeling—he will 
also be paid in increased business and profits. END 
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Remodeling Report . . . continued 
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MILLIONS OF NEWSPAPER and 
magazine readers are being pre- 
sold on remodeling through the 
carefully planned and effectively 
executed program of the indus- 
try’s publicity agency, the 
Plumbing and Heating Indus- 
tries Bureau. 

Two leading magazines in the 
shelter field, American Home 
and Household, currently on the 
newsstands, are carrying 5% 
million “impressions,” supplied 
to them by the PHIB, suggesting 
how to remodel old-fashioned 
bathrooms. 

“We started six months ago to 
promote August as Plumbing- 
Heating-Cooling Month,” said 
Norman Radder, secretary of the 
Bureau. “And the Bureau, which 
sends out 16 releases a month, 
has carried news of p-h-c month 
ever since.” 

In June a letter was sent to 
the editors and advertising man- 
agers of 1,370 daily newspapers 
to alert them to p-h-c month and 
offer to help them make the most 
of it. Radder emphasized that 
the p-h-c month seal accompa- 
nied this first letter, which point- 
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Modernization Brings 
Better Home Heating 


Modernization of the heating system is the answer to slug- 
gish heat, higher than normal fuel bills, and uneven heat dis- 


ed out that all groups in the 
plumbing, heating and cooling 
industries were united in this 
promotion. Also with the letter 
were three releases and a re- 
quest form for the newspaper to 
fill out asking for further assist- 
ance in preparing special sections 
or pages. 

A kit containing ads, scripts, 
story releases, before and after 
shots and more mats of the p-h-c 
month seal was then sent to those 
who requested this type of help. 














100 Million Impressions... 


Here's how the Plumbing and Heating Industries Bureau 
is stimulating consumer demand for remodeling... 


Typical of the response to this 
letter was the treatment given by 
the Joliet (Ill.) Herald-News. 
Both the newspaper itself and 
the Plumbing, Heating, Piping & 
Refrigeration Assn. of Joliet 
used PHIB material to assemble 
five pages featured in the sub- 
urban section of the August 5 
edition. Newspapers from Mas- 
sachusetts to California respond- 
ed in a similar way. 

Besides giving help to news- 
papers, the PHIB releases six 





THE PHIB reaches millions of readers through leading publications in the shelter 
field. American Home and Household currently are featuring PHIB suggestions 
on how to remodel old-fashioned bathrooms. Photos supplied by the Bureau 
show what can be accomplished by modernizing an outdated bathroom. 
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radio scripts a month to 500 sta- 
tions throughout the country. A 
typical one begins: “Packaged 
plumbing is making it easier 
than ever to modernize for better 
living.” The Bureau also sup- 
plies glossy photos for TV sta- 
tions that make use of the scripts. 

The PHIB promotes many spe- 
cial monthly or weekly celebra- 
tions like p-h-c month and the 
forthcoming National Home 
Week. With its huge audience, 
it does an important job of in- 
fluencing the public toward mod- 
ernization. 

Even when promoting new 
homes, Radder said, the PHIB 
points out that it is an excellent 
place for homeowners to look for 
remodeling ideas. END 





NORMAN J. RADDER is secretary of 
the Plumbing and Heating Industries 
Bureau and was on the coordinating 
committee for this year’s Plumbing- 
Heating-Cooling Month in August. 
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Industry Hails ‘Book of Remodeling 


(Continued from bottom of page 86) 

of the American Institute of Wholesale Plumbing and 
Heating Supply Assns., Washington, D.C.: “Domestic 
ENGINEERING has once again performed an unusual and 
outstanding service for the plumbing and heating indus- 
try by publishing the Book of Remodeling, the most com- 
prehensive and constructive manual on modernization 
we have seen. The whole industry should thank you 
for it.” 

William Kramer, secretary, and James Foley, public 
relations director of the Plumbing Fixture Manufacturers 
Assn., Washington, D.C.: “Your August issue was cer- 
tainly a fine job and should prove quite helpful to every- 
one interested in remodeling. Please send us 30 tear sheets 
of the chapter on financing as we would like to promote 
these among our membership.” 

C. J. Philage, advertising manager, National-U.S. Radi- 
ator Corporation, Johnstown, Pa.: “The Book of Remodel- 
ing is certainly an excellent contribution toward creating 
more interest in the enormous remodeling market.” 

Ad-man Charles Fitz-Patrick, Philadelphia: “Congrat- 
ulations! That August issue of DE is certainly an out- 
standing job. Factual. Down to earth. Practical.” 

L. D. Mandell, vice president of sales, Kritzer Radiant 
Coils, Chicago: “I have looked over your August issue 
and want to congratulate you on the very well prepared 
issue calling the attention of our industry to the need, and 
the methods of supplying that need, for bringing the vast 
number of obsolescent buildings up to date in their plumb- 
ing and heating.” 

Feature articles on the Book of Remodeling and how 
to use it will be presented in future issues. END 
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McDonnell & Miller Implements Remodeling Drive 


AS ONE OF ITS CONTRIBUTIONS to the industry’s remodeling drive, 
McDonnell & Miller, Inc., Chicago manufacturer of safety controls, 
is distributing stickers carrying the slogans that appeared in the 
company’s August advertisement in Domestic ENGINEERING. The 
gummed stickers, reproduced below in actual size, are available free 
to plumbing and heating contractors and wholesalers. They can be 
used on letterheads, promotional pieces and so on. 

Anyone wishing to take advantage of the firm’s offer should con- 
tact McDonnell & Miller, Inc., at 3500 North Spaulding Avenue, 
Chicago 18. END 
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Actual colors are: Left, dark green and black; right, dark blue and white. 
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TAKE A GOOD IDEA and a pretty 
girl to sell it and you’ve got a 
good working team. Take two 
good ideas and two pretty girls 
and you’ve got a nearly unbeat- 
able promotional team, as the 
Better Heating-Cooling Council 
has been proving in recent 
weeks. 

The two pretty girls we're 
thinking of are the ones pictured 
with this article—‘‘Miss Sunny 
Warmth” (blond Mae Conley) 
and “Miss Summer Cooling” 
(brunette Louise Riley). They 
were selected by the industry’s 
contractors and wholesalers from 
among five glamorous aspirants 
to reign as twin ‘‘Comfort 





Queens” during National Better 
Heating-Cooling Week, August 
6-11 and to make personal ap- 
pearances on behalf of the twin 
ideas of better heating and cool- 
ing for the home. Their selection 
was the result of the contest 
sponsored by the Better Heating- 
Cooling Council as part of its 
nation-wide promotion to stimu- 
late consumer purchases of hot 
water and steam heating and 
compatible summer cooling. 

As the reader can see from 
some of the accompanying photo- 
graphs, the two young ladies 
have been getting around. Their 
activities on behalf of better 
heating and cooling for the home 
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Heating-Cooling Industry 
Steps Up Promotion... 


The ‘comfort queens’ spark new drive to pre-sell the public on 
advantages of hot water and steam heating and compatible cooling 


have included appearances on 
some of the nation’s top tele- 
vision shows—among them Dave 
Garroway’s “Today” show and 
Steve Allen’s “Tonight” enter- 
tainment offering. 

Effective as the activities of 
the “Comfort Queens” are, they 
by no means constitute the sole 
current promotional effort of the 
BHCC. Franklin Greene, execu- 
tive director, has announced that 
some $100,000-plus is being spent 
on a program that includes the 
production of a half-hour color- 
sound movie on baseboard, con- 
vector and radiant heating and 
cooling for television and indus- 
try showings. END 





ro ead 





DAVE GARROWAY interviewed the two “Comfort 
Queens” and introduced them to national audi- 
ence on his NBC-TV show “Today” as part of 
the celebration of Better Heating-Cooling Week. 
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STEVE ALLEN takes a quick reading of the television studio's 
temperature on the thermometer presented to him by “Miss 
Sunny Warmth” and “Miss Summer Cooling.” The checkup on 
comfort occurred on Allen's widely viewed show, “Tonight.” 
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A SHORT COURSE on the quality features 
of a fluid heating-cooling system and its 
importance to comfort in the home was 
presented to Wendy Barrie and the view- 
ers of her WABD-TV show. Teacher was 
Bob Lear of American-Standard, task force 
chairman of Better Heating-Cooling Week. 


Better Heating-Cooling Council opens membership 


to contractors; names Bell to board of directors 
. see page 130 


IS IT TOO HOT or too cold? Hugh JOHN REED, president of the Council, introduces the young ladies who were 


Downs raises this question effectively 
with an oversized BHCC thermometer 
on the Arlene Francis “Home” show. 
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named “Comfort Queens” by the nation-wide vote of contractors and whole- 
salers to Leon L. Munier (right). Munier is a director of the Mechanical Con- 
tractors Assn. of America, the first contractors’ association to join the Council. 
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They tackled the 
tough jobs, and 


came up with... 





ADMINISTRATORS for the Plumbing Industry Program are Ray Ferguson (right), 
general manager, and Dewey Dedrick, Jr., business manager. Ferguson had 
been @ prominent figure in Chicago contractor circles for many years before 
his “retirement” to the sunshine state of Florida and his new job with PIP. 


First article 


A MODEL PROGRAM for industry 
improvement at the contractor 
level is in the making. The lo- 
cale: Greater Miami, Florida. 
The sponsoring organization: 
Plumbing Industry Program, 
Inc. 

Many of the objectives of PIP 
are similar to those of other con- 
tractor organizations. But the 
degree of success achieved by the 
Miami group has been so out- 
standing that a close look into its 
operation may be of help to 
groups in other areas. 


PIP had its birth in 1952 dur- 
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of a series 


ing a period when the contrac- 
tors were preparing for negotia- 
tions with the union on a new 
wage-and-hour contract. Who 
made the original suggestion that 
led to PIP is undetermined, but 
the idea sprouted, was discussed, 
modified, refined and finally as- 
sumed a concrete form in PIP’s 
first agreement with the union. 

As explained by Ray A. Fer- 
guson, PIP general manager, the 
union was asking for a number 
of concessions from the contrac- 
tors, particularly welfare fund 
benefits, so the contractors de- 


cided to ask for some benefits, 
too. As a result, the first PIP 
contract to be signed provided 
that the union would receive, in 
the form of a wage increase, 5 
cents an hour to be paid to the 
health and welfare fund. In re- 
turn, the union agreed to supply 
employees only to subscribers in 
good standing to PIP—and in 
turn each PIP subscribing con- 
tractor was required to pay into 
the PIP fund 5 cents an hour 
for each hour worked for him by 
a union member. 

This contract was in. effect 
about 18 months. The second 
agreement required a contribu- 
tion of 25 cents an hour, 12% 
cents of which was deducted 
from the man’s wages and paid 
to the local union. The other 
12% cents was a contribution to 
PIP by the contractor. In a third 
agreement, the payments were 
reduced to 7% cents an hour to 
the health and welfare fund of 
the union and to 10 cents an 
hour to PIP. 

(On May 23 of this year, the 
PIP took on trade association 
status when its members voted 
to apply for affiliation with the 
Associated Plumbing and Heat- 
ing Contractors of Florida and 
the NAPC.) 


= Under the latest ‘agreement, 
signed in April of this year, Dade 
County union contractors pay 
12% cents per man-hour worked 
into a combined program whose 
funds are administered by a Joint 
Plumbing Industry Board. This 
board is composed of seven con- 
tractors, seven members of the 
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If you're having trouble with labor negotiations, code development or public 
relations, read how PIP is solving these and other problems in South Florida 


union and a single “public mem- 
ber.” To belong to PIP, union 
contractors pay an additional 24 
cents per man-hour worked. Cur- 
rent membership is at 49. Dewey 
R. Dedrick, Jr., business man- 
ager, reported that membership 
is growing every day, “and we 
hope to get up to 65 or 70 soon.” 


s The agreement between PIP 
and the union had no counterpart 
in labor relations in any indus- 
try, so far as PIP leaders could 
determine, so the organization 
retained Robert MacArthur of 
Cleveland, an attorney well 
known in plumbing and heating 
industry circles, to advise them 
on the legal problems. 

Much of the early period of 
PIP concentrated on consider- 
ation of legal problems and pos- 
sible legal complications. Then 
followed a period when the or- 
ganization began a multipoint 
program for industry betterment. 
This included an advertising and 
public relations program to ac- 
quaint the Miami area with the 
existence of the organization and 
to promote the idea of the re- 
liability of a PIP-subscribing 
contractor. Work was started on 
plumbing code revisions, appren- 
tice training,, and educational 
programs among the subscriber- 
members to stress the impor- 
tance of profitable estimating, ef- 
fective accounting procedures 
and other specialized knowledge 






of value to the contractor-busi- 
nessman. 

PIP is not a fee depository, 
nor is it a price-fixing agency, 
emphasized Ferguson. “It is a 
program for the benefit of the 
public in many forms through 
betterment of the plumbing in- 
dustry,” he said. 

PIP is based on an idea so dif- 
ferent that plumbing groups 
from other sections of the coun- 
try find it difficult to understand 
and are inclined to suspect that 
in reality it is a bid depository 
or some organization of a similar 
nature, Ferguson added. 


The most concrete achieve- 
ment of PIP to date, and one on 
which the organization’s chief at- 
tention was turned while it was 
being accomplished, is a debt- 
free $150,000 building to serve as 
headquarters. 

Because its activities had been 
expanding, the PIP executive of- 
fices needed more space than its 
rented quarters provided. So, 
since a move was in prospect, the 
members decided to build their 
own offices. 

“We wanted the security of 
our own home,” Ferguson ex- 


(Please turn to top of next page) 





activities. 








Objectives of Plumbing Industry Program 


The sponsorship of more modern, adequate 


and safe plumbing and heating. 


The advancement of sanitation and, the educa- 


tion of the public concerning sanitation. 


The continuance of stability in employer-em- 


ployee relations in the p-h contracting industry. 


public relations programs. 


The support of apprenticeship standards and 


All other plans and activities related to the 


3 
4 The furthering of institutional advertising and 
) 


science of plumbing and heating and its contri- 
bution to public health, welfare and safety. 


























continued... 


From taxicabs to football games, PIP uses nearly 
every merchandising device to sell Miamians on 
the value of using only a qualified contractor... 


(Continued from preceding pages) 
plained. “And the members felt 
they should be able to say that 
every brick is ours.” 

From a public relations stand- 
point, the new building has al- 
ready brought returns, according 
to PIP spokesmen. Favorable 
comments have been made by 
community leaders, and the PIP 
meeting room, air conditioned 
and sound-equipped and accom- 
modating up to 250 persons, has 
become a gathering place for 
other groups as well as PIP. For 
example, National Labor Rela- 
tions Board hearings are held in 
the PIP conference room, as well 
as meetings called by the Dade 
County health department. 
These groups have use of the 
room rent-free, another means of 
cementing friendly relationships 





for the contractor group. In ad- 
dition to the meeting room and 
the organization’s executive of- 
fices, the building includes a 
modern kitchen for use in serv- 
ing meals. 

The conference room, of 
course, is used most frequently 
for PIP gatherings, including the 
monthly membership meetings, 
which are attended by the repre- 
sentatives of the subscriber 
firms. They can bring along their 
assistants, and frequently do. 

The building committee that 
accomplished this major objec- 
tive of the group was composed 
of J. B. Forbes, Sr., chairman, 
L. H. Marr, J. M. Council, Sr., P 
T. Dixon and D. E. Futch. 

Now that the building project 
is out of the way, and labor ne- 
gotiations have been completed 


a 


DISCUSSING the DE Qualified Contractor Kit materials on display at PIP 
headquarters are Dewey R. Dedrick, Jr. (left), PIP business manager; Ray A. 


Ferguson, general manager; and Frank H. Inscho, Jr. (right), president. 
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EXTRA BATHROOM: CREMAT? 








PIP-SPONSORED advertisements on the 


backs of taxis sparked one recent cam- 


paign. The PIP emblem has a promi- 
nent place on the sign (lower left). 


for this year, the organization is 
turning its attention to develop- 
ing a long-range program of pub- 
lic relations and advertising, in- 
cluding participation in commu- 
nity projects to enhance the 
standing of the subscriber con- 
tractors in the community and to 
increase the business potential of 


the group. 
PIP is composed of about 50 
subscribing contractor firms, 


which represent the largest part 
of the business volume in the 
county, according to PIP esti- 
mates. The majority of shops in 
the county that don’t subscribe 
are one-man or small-shop op- 
erators, a spokesman said. 


» “For the country as a whole, 
the average contractor group 
sees 25 percent of the contractors 
who do around 70 percent of the 
industry volume carrying all the 
burdens of the contractor organ- 
ization,” Ferguson said. “Under 
the PIP plan, all those who bene- 
fit from the program can partici- 
pate and can pay a proportionate 
share.” 

The larger firms, of course, pay 


more into the PIP fund than the 
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smaller ones because they em- 
ploy more union workers—and 
that feature has been one of the 
attractions of PIP. 

The organizational structure 
of PIP is, in brief: 

Three elected officers, holding 
one-year terms. Current presi- 
dent, the fourth PIP head, is 
Frank H. Inscho, Jr. Alexander 
Orr III was the first president, 
followed by H. L. Robertson, and 
L. H. Marr. J. M. Council, Sr., 
is vice president and treasurer, 
and P. T. Dixon is secretary. The 
former presidents, contractors 
Orr, Robertson and Marr, are 
members of the new board of di- 
rectors along with Frank Albury, 
Jr., and A. L. Hildebrandt. 


= There are standing committees 
on advertising, apprenticeship, 
attendance, bid survey, cost and 
accounting, entertainment, eth- 
ics, finance, good and welfare, 
grievance, insurance and tax, 
legal and legislation, merchan- 
dising, program and public rela- 








tions, and supply and purchasing. 

Officers and directors are as- 
signed to check on the work of 
the individual committees, to tie 
in their work more closely with 
the policy guided by the officers. 

Elected committees are the 
building committee, code stand- 
ardization committee, labor-man- 
agement conference committee 
and negotiating committee. 


= The headquarters is manned 
by the paid employees of the or- 
ganization, headed by Ferguson, 
a one-time Chicago contractor 
and secretary of the National 
Assn. of Plumbing Contractors 
before his “retirement” to Flori- 
da, as general manager. Dedrick 
is business manager and secre- 
tarial assistants round out the 
staff, 

A good example of the con- 
tinued activities PIP carries on 
is the program of the code stand- 
ardization and variance commit- 
tee. This is a group representing 
plumbing and heating contrac- 


One of the biggest PIP accomplishments — a 


home of their own, and it’s already paid for 


THE ATTRACTIVE PIP 
building, with its air 
conditioned, sound- 
equipped auditorium, is 
made available for the 
use of local civic groups 
as well as_ regular 


monthly PIP meetings. 





tors, plumbing inspectors of the 
various communities, the union, 
and with associate membership 
from groups speaking for archi- 
tects, engineers, health depart- 
ment and similar interested 
agencies. 

J. M. Council, Sr., head of 
PIP’s committee in this field dur- 
ing the last year, served as pres- 
ident of the group. Barney Ka- 
dan, building inspector for Hi- 
aleah, was vice president, and 
Dedrick served as secretary. 
Other PIP representatives on the 
committee were A. L. Hilde- 
brandt, W. L. Pennell and H. O. 
Lasseter. PIP finances this group 
“to pass on new materials and 
appliances and their proper in- 
stallation to the end that the pub- 
lic health is protected.” 

An example of its work: Ex- 
isting building codes made no 
provision allowing the installa- 


(Please turn to top of next page) 
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PRESIDENT of PIP is Frank H. Inscho, 
Jr. He’s the fourth contractor at the 
head of the young organization. 


(Continued from preceding page) 
tion of island sinks. The commit- 
tee studied this problem and 
worked out uniform regulations 
that would permit the approval 
of such installations. 

“The existing codes were un- 
duly severe,” according to pres- 
ident Inscho, Jr., “on installa- 
tions of dishwashers and food 
waste disp»sers.” Cod2 medifica- 
tions were worked out to attain 
“more realistic” installation re- 
quirements. 

A number 
closet bowls have been tested by 
the committee, which in turn has 
suggested modifications to bring 
them into conformity with the 


of new types of 


sanitary requirements, Inscho 
added. Similarly, a number of 
new types of drainage fittings 
have come on the market. The 
committee has rejected some of 
these new products and has ar- 
ranged for the approval of others. 

“One of the greatest values of 
this committee’s work,” Inscho 
added, “is protection of the 
wholesaler. Until a new product 
has been approved by the code 
standardization committee, he is 
protected against stocking it and 
finding later that it can’t be le- 
gally installed.” 


s Last July 14 PIP conducted an 
all-day Management Training 
Forum. More than 125 attended 
and heard two University of Mi- 
ami professors present their 
views on business management. 
An expert accountant also spoke 
and analysed eight sets of books 
as part of his contribution. There 
was also a panel of architects and 
engineers. (This Management 
Training Forum will be given 
detailed treatment in a forth- 
coming issue of D.E.) 

The Forum was held in the 
PIP building and the organiza- 


tion bore the entire cost of the 


These PIP committees improve local conditions: 





meeting as well as a luncheon 
served to those attending. 
Another phase of PIP activity 
is active support of an apprentice 
training program. The organiza- 
tion, along with the union, con- 
tributes funds to supplement the 
state and federal money to oper- 
ate the school, these contribu- 
tions guaranteeing well-qualified 
instruction. The organization 
also aids in financing trips by ap- 
prentices to state and national 
contests, providing training ma- 
terials not supplied by the state, 
reviewing the qualifications of 
applicants for apprenticeship 
training, and arranging for ap- 
prentices to receive bona fide, 
on-the-job training while attend- 
ing the course. Members of this 
committee during 1955 were A. 
L. Hildebrandt, chairman, H. O. 
Lasseter and Harry Rappaport. 


s Considerable emphasis has 
been put on estimating and ac- 
counting because, as Ferguson 
explained, a great degree of vari- 
ance was noted in bidding and it 
was obvious that member con- 
tractors were far from general 
agreement on how bids and costs 
(Please turn to center of page 196) 





PIP sponsors an apprentice training program as a major activity. Chairman 
of the Dade County joint apprenticeship committee, with its equal manage- 
ment and union representation, is contractor Harry Rappaport (right). The two 
other members are A. L. Hildebrandt (left) and Francis Winter (not shown). 
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LAWRENCE H. Marr was on the ne- 
gotiating committee that worked out 
recent PIP-union agreements. He 
is also a past president of PIP. 
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VELOC! measurements are 
made o or three times 
across e face of a register, 


with ammair velocity meter, 
prior to Mlancing the system. 


Why Balance Warm Air 





Systems by Grille Velocity? 


By C. F. Kroshel and F. B. Kruger 


Service and Application Engineers 
Bacharach Industrial Instrument Co. 


Pittsburgh, Pa. 


Ir THE DUCT SYSTEM has been properly designed 
and sized, customer complaints relative to 
“cold 70,” “hard-to-heat rooms,” ete., usually can 
be corrected by proper balancing of grille velocity. 

Service-conscious contractors do not ignore 
complaints of this nature; nor do they attempt to 
alibi to the customer that the system must stabi- 
lize “in time” or that the occupants will become 
accustomed to this type of heating system. The 
customer who must pay for a new heating system 
or the service call probably won’t accept these 
answers; instead he will lose confidence in the 
plumbing and heating contractor and condemn 
the method of heating. 

To speed up balancing adjustments, a grille 
velocity method has been developed; it is em- 
bodied in Table I. Essentially, this method re- 
quires that the discharge velocity of all registers 
be adjusted to an approximate average value. 
Exceptions are a 10 percent reduction for short 
duct runs and the thermostat room, and a 10 per- 
cent increase in velocities from long duct runs. 
These average velocities used in the grille velocity 
method are essentially the velocities that the de- 
sign, used in sizing ducts and registers, was in- 
tended to produce. Due to limitations in the meth- 
ods, it is not practical to achieve this required 
grille velocity except within broad limits. Hence 
an adjustment is required, and for this reason all 
design methods require duct dampers. 


Contractors who have tried to balance forced-air 
systems by alternately measuring room tempera- 
ture and adjusting duct dampers are aware of 
the general impracticability of this method. 

To do a job that compares with results obtained 
with the grille velocity method may take from 
four to eight hours. The grille velocity method of 
balancing is gaining widespread acceptance. 
Grille velocity balancing, of course, is not a sub- 
stitute for good design practice, and recommenda- 
tions of the National Warm Air Heating and Air 
Conditioning Assn. manuals should be followed 
in making heat loss calculations and duct design. 
Balancing by grille velocity measurements and 
adjustment has in many cases, however, improved 
comfort conditions, even when the duct system 
was improperly desigried. 

The advantages of using the grille velocity 

(Please turn to top of next page) 





TABLE 1 
Recommended Grille Velocities for Balancing 
Forced Warm Air Heating Systems 


Register Location Velocity Ft/Min. 


pe re mrrmer. 
PRR ics ait a ciskeccecsbacaplen 450-500 
Floor registers (measured at grille face) 240-260 
Floor registers (measured in throat)... .290-310 
NOE sos bce cok vectceck vs .600-700 


Note: If register is supplied by a short duct run-off 
plenum, reduce above readings by 10 percent. For 
registers supplied by outlets from end of trunk ducts, 
increase above readings by 10 percent. Reduce values 
tabulated above by 10 percent in thermostat room 




















(Continued from center of page 97) 

method are several. Two men can balance a six 
or even 10 room home in approximately one 
hour’s time. A minimum of judgment is required 
on the job; balancing is reduced to a routine oper- 
ation as simple as installing or fitting duct work. 
There is no need for tedious and time-consuming 
room temperature measurements. Emphasis is 
placed on uniform comfort. The grille velocity 
method can be used whether the system is or is 
not adjusted for continuous air circulation. 

The authors recommend adjusting for con- 
tinuous air circulation before balancing with the 
grille velocity method. However, a somewhat 
streamlined method is used as compared with Na- 
tional Warm Air Heating and Air Conditioning 
Manual 6. At the time the heating system is placed 
in operation, the thermostat should be adjusted to 
a 1.5F to 2F differential. (A thermostat differential 
of less than 1.5F is not practical because vibration 
may cause the contacts to arc and become pitted.) 
The limit control is set to “cut out” at 175F to 
200F; the blower control is set to “cut in” at ap- 
proximately 115F to 120F and set to “cut out” at 
minimum differential (this will usually be 10F to 
20F lower than “cut in”). Blower speed is ad- 
justed according to Manual 6 of the NWAHACA. 

Field experience has indicated that a blower 
shaft speed of 450 to 550 rpm is sufficient for the 
average five or six room home; larger homes will 
require proportionately higher blower speeds. 
Conventional belt driven blowers can readily be 
adjusted by opening the adjustable motor pulley. 

On direct-drive blowers, a position on the speed 
control that will give a shaft speed of 450 to 550 
rpm should be selected. By using this approxi- 
mate setting, blower adjusting time can be reduc- 
ed to a matter of minutes. All duct dampers and 


registers should be adjusted to the full open posi- 
tion. The system should be left in this operating 
condition for approximately a week or two before 
balancing adjustments are made. After that the 
homeowner or occupants should be asked to note 
which rooms are not comfortable. This enables 
the entire system to stabilize prior to balancing. 

When returning to the installation for final bal- 
ancing, a helper should be taken along to adjust 
duct dampers. The owner or occupants again 
should be questioned as to the degree of comfort 
experienced in the various parts of the home. 
This questioning re-emphasizes the uniform com- 
fort aspect and makes the occupant or owner 
more aware of the service being rendered. 

Air filters should be inspected to be sure that 
they are clean. If the condition of filters is ques- 
tionable, they should be replaced if they are the 
throw-away type; if they are the permanent type, 
they should be washed. If the basement or utility 
room register usually is not used, it should be 
closed during balancing; otherwise, it should be 
left open. 

It is also advisable to open all connecting doors 
except those leading to an unheated attic and 
those connecting the basement or utility room 
with the first floor. While balancing, the blower 
switch can be set to the manual position to main- 
tain continuous blower operation. 

Velocity at each grille face is adjusted by means 
of the duct damper to conform with the values 
shown in Table I. Adjustment instructions are 
called through the duct system to the helper who 
adjusts dampers in the trunk system. Two or 
three velocity measurements are made across the 
face of each register and a mental average of these 
readings is used. Velocities from floor-type regis- 

(Please turn to top of page 205) 





THE BEST method for calculating floor register velocity 


is to remove the face of the register and then measure 
the velocity of the heated air in the throat of the duct. 
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CEILING diffuser measurements are made with a scoop- 
model instrument by holding the air scoop’s open end 
against the diffuser vane. The article gives further details. 
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September Is Steel 
Kitchen Month 


CONTRACTOR-DEALERS are cele- 
brating Steel Kitchen Month, ap- 
propriately enough, by going all 
out with their promotions. 

They are using the point-of- 
purchase aids (window stream- 
ers, decals, mobiles, etc.) in the 
dealer kit made available to them 
by the Steel Kitchen Cabinet 
Manufacturers Assn., as well as 
taking advantage of the large- 
scale national backing, advertis- 
ing-wise, of cabinet manufac- 
turers. 

SKCMA also is backing up its 
membership’s promotional efforts 
with the issuance of special news- 
paper supplements designed to 
awaken and hold the interest of 
every homemaker with a not 
completely up-to-date kitchen. 
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September 15-23 Is 
Soft Water Week 


THe Water Conditioning Re- 
search Council, with the active 
cooperation of the Water Condi- 
tioning Foundation and the Assn. 
of Soft Water Service Operators, 
again is sponsoring Soft Water 
Week. Highlight of this year’s 
observance is a baby contest, 
with a $1000 U. S. savings bond 
as the grand prize, as well as 
other prizes. 

Colorful promotional materials 
(window posters, envelope stuff- 
ers and stickers) feature an in- 
tense-looking baby sporting a 
mortarboard at a rakish angle, 
with spectacles in his hand, de- 
claiming the slogan “Be Soft 
Water Wise.” 

Details of the special week are 
given on page 126. 
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ASSE Meeting Kicks 
Off Convention Season 


Firty YEARS of accomplish- 
ment in raising the standards of 
plumbing engineering, design 
and installation in the interests 
of public health and safety will 
be reviewed at the golden jubilee 
meeting of the American Society 
of Sanitary Engineering Sept. 16 
through 21 in the Morrison Ho- 
tel, Chicago. 

The 50th annual meeting of the 
Society will open Tuesday, Sept. 
18, at 9:30 a.m. in the grand ball- 
room of the Morrison, preceded 
by a two-day refresher course 
for plumbing and heating con- 
tractors and sanitary engineers. 

The refresher course, under 
the chairmanship of Edward J. 
Zimmer, head of the Chicago 

(Please turn to top of next page) 






















(Continued from page 99) 
plumbing testing laboratory and 
vice president of the Illinois 
Chapter of ASSE, will begin at 
9:30 a.m. on Sunday, Sept. 16, 
in the Chicago journeyman 
plumbers auditorium. 

Topics for the refresher course 
sessions and the speakers who 
will present them are listed at 
the right. 

Research committee reports 
will be presented at 1:30 p.m. on 
the 17th as follows: 

“Electrical and Galvanic Cor- 
rosion”—C. L. Bulow and Rand- 
olph Hall. 

“Atmospheric Pollution”— 
John Allen. 

“Pure Water for Honolulu”— 
George F. Campbell. 

“Detergents and Their Effects 
on Plumbing Systems”—William 
Reichert. 

“Civil Defense”’—Harold A. 
Duffy. 

A jubilee jamboree and fun 
festival for delegates and guests 
will be held at 8:00 p.m. on the 
17th in the grand ballroom of the 
Morrison. 

Speakers at the opening ses- 
sion of the annual meeting Sept. 
18 at 9:30 a.m. in the grand ball- 
room of the Morrison will in- 
clude the following: 

Peter T. Schoemann, general 
president, United Assn. of Jour- 
neymen and Apprentices of the 
Plumbing and Pipe-Fitting In- 
dustry of the United States and 
Canada; William A. Landers, 
president, National Assn. of 
Plumbing Contractors, and 
Charles W. Thompson, president, 
Central Supply Assn. 

A second visit to the Chicago 
plumbing testing laboratory has 
been scheduled for the afternoon 
of the 18th. A night at the trot- 
ting races, including dinner in 
the clubhouse, will be held that 
evening at the Maywood Park 
race track. Bus transportation 
will be provided from the Mor- 
rison to the track and back. 

Three speakers have been 
scheduled for the session begin- 
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ning Sept. 19 at 9:30 a.m. in the 
grand ballroom. 

R. E. Archambeault, sanitary 
engineer, Southern Pacific Rail- 





road, will speak on the topic 
“Railroad Sanitation.” 
“Polio and Plumbing” will be 
(Please turn to page 177) 


Highlights of the ASSE Refresher Course: 





Topics of the opening session of the refresher course program 
and the speakers are listed below. The refresher course will 
begin at 9:30 a.m. on Sunday, Sept. 16, in the Chicago journey- 


man plumbers auditorium. 


Steel Pipe—E. G. Dodge Jr., Chicago district sales office, United 


States Steel Corp. 


Cast Iron Through the Years and Its Merits—Ralph Farwell, district 
manager, Cast Iron Soil Pipe Institute. 


Water Down the Drain—William H. Wallin, specialty engineer, Dole 


Valve Co. 


Stainless Steel Plumbing Fixtures—J. J. Salemi, assistant secretary, 


Elkay Manufacturing Co. 


Your Stake in Kitchen Modernization—John A. Patterson, appliance 
and television division, General Electric Co. 


Plumbing and Public Health—H. A. Spafford, chief of the bureau of 
general sanitation, State of Illinois. 


Why Pressed Steel Sinks?—J. G. McNichol, assistant chief engineer, 


Youngstown Kitchens. 


Newest Developments in Bituminous Conduit—Wallace Bloom, Line 


Material Co. 


Plastics as Applied to the Plumbing System—William L. Hess, vice 


president, Anesite Co. 


Chicago Plumbers Union’s Contribution to Public Health—Stephen 
M. Bailey, business manager, Local 130, UA. 


There will be a plumbing and sanitation demonstration at the 
Chicago Plumbing Testing Laboratory at 8:00 p.m. on the 16th. 

The refresher course will resume at 9:30 a.m. on the 17th in 
the grand ballroom of the Morrison. 

Topics for the second session and speakers who will present 


them follow: 


Plumbing as Applied to the Dairy Industry—Eugene F. May, 
Chicago district sales office, The Borden Co. 


Sanitation Fundamentals of Household Electric Dishwashers— 
Thomas H. Swisher, manager, dishwasher and disposer engineering 


sub-section, Hotpoint, Inc. 


Advancing the Plumbing in the Mobile Home—R. L. Lempke, 


Mobilehome Equipment Co. 


Hydra-Unchallenged—Harold E. Morrison, design engineer, Whirl- 


pool-Séeger Corp. 


New Developments in Off-the-Floor Plumbing Fixtures—John 
Henry Zurn, vice president, Zurn Industries, Inc. 


Plastic Pipe—John Halvorson, plastics engineer, Orangeburg Manu- 


facturing Co. 
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C.WAUATE 


PLUMBINGS HEATING CO] By OP . 





PAgiS 


C. Wallace (left) started in the plumbing 
and heating business 54 years ago as 
a day laborer for $1.25 a day. In the 
intervening years, he has seen his own 
contracting business grow to the point 
where his payroll has listed as many as 
17,000 men in a single year. His son 
Frank (right) is general manager and 
secretary-treasurer of the Dallas firm. 














From Wagon Wheels to Wall Street... 





WHAT DOES IT TAKE to do $20,- 
000,000 worth of mechanical con- 
tracting a year? What kind of 
resources, human and financial, 
are needed to handle several mil- 
lion-dollar contracts at one time, 
with thousands of miles between 
them? What kind of man can 
build such a company, starting 
with a horse-drawn wagon and 
finally running full-page ads in 
the Wall Street Journal? 

This is the story of a man 
whom many regard as the Dean 
of U.S. mechanical contractors. 
He has done everything from 
banks to battleships, from hous- 
ing projects to hospitals. His pay- 
roll has listed as many as 17,000 


employees in a _ single year. 

His name is Carl Wallace, 
president of the C. Wallace 
Plumbing Co., Dallas, Tex., and 
this is the story of what makes 
this Big Ben of the mechanical 
contracting world tick. 

Carl Wallace started in the 
plumbing business in 1901. He 
worked for a plumbing company 
as a day laborer for $1.25 a day. 
In eight months he had become a 
partner in the firm, the W. H. 
Rogers Plumbing Co., and it be- 
came Rogers and Wallace. Short- 
ly thereafter Rogers retired, and 
the firm became known as C. 
Wallace Plumbing Co. 

Today there isn’t a minute that 


The Story Behind a 20 Million 
Dollar a Year Business... 


goes by, day or night the year 
around, when he can’t count up 
over $100,000 in accounts re- 
ceivable. His, annual overhead 
runs over $250,000. 

Even in 1902, when he founded 
the firm, Wallace believed in 
contracting with the repair busi- 
ness used only as a fill-in. He 
worked on the principle that “if 
you do the job right all the time, 
you'll always have a job,” and 
the word-of-mouth advertising 
he derived therefrom resulted, 
in 1907, in the firm’s first big 
contract; that of installing all 
the plumbing and heating in the 
Waldorf Hotel in Dallas. The 


(Please turn to center of next page) 











continued... 








PRE AS PST SEE 4 DT ED 


THE CONTRACTOR MUST prove first to himself and 
then to the public that he is capable of executing 
big contracts from a financial and from a technical 
standpoint. He must make money and keep it 
when his firm is small, investing in equipment as 
he goes along. He needs capital and fixed assets. 


= He must establish a flexible line of credit. Often 
he will have hundreds of thousands of dollars tied 
up in retained percentages and in materials on the 
site that won’t be paid for until they are installed 
in the building, and that might be a year or two 
later. No mechanical contractor can afford to do 
$12,000,000 worth of work on a turnkey basis, be- 
ing paid for the job when it is completed. He 
might get half a dozen large jobs over a six-month 
period, all scheduled to end at the same time, all 
of them draining off his finances. So he gets paid 
on a percentage of completion, as he goes along, 
with 10 or 15 percent withheld in retained per- 
centages as a guarantee of completion according 


Frank Wallace says: You need these things 


to specifications. He needs money, and a lot of 
it, to get started on the jobs; and that means good 
credit. 

He must establish a line of bond credit, proving 
to the satisfaction of the bonding companies and 
their underwriters that he is worth the credit he 
needs. In a million dollar job a bonding company 
often will take out $600,000 worth of reinsurance, 
and therefore the reinsuring companies must 
know and have confidence in the contractor. 

This is one of the most important things. With- 
out this big bonding capacity, a contractor 
couldn’t bid on any municipal or other govern- 
ment job as a prime contractor. It’s something 
that is established through the years by a clean 
record, by satisfactory completion of contracts 
according to plans and specifications, by not being 
sued and not suing. 


# And such a record cannot be established if there 
is a record of cutting corners on quality. The 














(Continued from preceding page) 
contract was for $85,000, a lot of 
money in those days, but by this 
time the firm had grown from 
eight employees to 50. This hotel 
is now known as the Bluebonnet. 

C. Wallace, who still is active 
in the company and has his finger 
on all phases of its operation, has 
this to say on how his company 
attained its present stature: 

“There are three prime factors 
—performance, integrity and ex- 
perience. They lead to the line 
of credit that must be established 
so work is not limited to private 
jobs where bonds are not re- 
quired. Any branch of govern- 
ment wants a contract bond 
and/or a performance bond. It’s 
a matter of moving slowly and 
steadily at first, of getting into a 
position of being financially cap- 
able. We had to get money first, 
then credit and bonding backing. 

“But experience means a lot 
of things in big-job contracting. 
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For instance, on one recent con- 
tract—which later developed in- 
to a group of contracts totaling 
$2,500,000—another contractor 
bid $80,000 under us on the ini- 
tial contract. His bid was thrown 
out because the bonds were not 
executed properly. This was a 
legal technicality, but we did not 
fall down in that phase and so we 
got the contract.” 

Integrity, says C. Wallace, 
builds a type of good will that 
comes in no other way, and that 
builds business. “We air condi- 
tioned one bank where we've 
never had a dollar on deposit,” 
he says, “and that bank did have 
depositors who could have done 
the job. But they called us in- 
stead. We have worked for all 
of the biggest banks in Texas. 

“Integrity on the job landed 
my first contract, the old Wal- 
dorf Hotel. We had done a lot of 
little jobs that inspired confi- 
dence, and when the Waldorf 





came up, there was no call for 
bids. The owner, C. C. Slaughter, 
simply said, ‘Give it to Wallace,’ 
and we got it, on a cost-plus 
basis. That’s the value of a repu- 
tation.” 

The C. Wallace Company now 
has grown into full-scale, fully 
manned offices, at Dallas and 
Houston, with the corporate head 
of the company at Dallas. C. 
Wallace is president; his son 
Frank is general manager and 
secretary-treasurer. E. J. Wan- 
less is a vice president and man- 
ages the Houston branch. J. E. 
McCally is a vice president and 
is general superintendent of the 
Dallas office. 

During the depression the 
company branched out as local 
work got scarcer, and it became 
a nation-wide operation. 

While the company has con- 
centrated on big-job contracts 
from its inception, occasionally a 


(Please turn to center of page 104) 
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to grow bigger in big-job contracting .. . 


contractor’s reputation must be kept clear with 
the building managers where he has completed 
installations. We guarantee our workmanship 
and all materials for a year and never, never fail 
to correct one of our own faults. We have been 
called in often and found the building engineers 
have made alterations, and in such cases we al- 
ways get to the bottom of the matter, make a study 
and make sure the full story is known. That’s 
necessary to keep our record clear. 


= However, no amount of correction will make up 
for a record of consistently faulty materials. The 
contractor must take it upon himself to watch for 
faults in materials before they get into the build- 
ing—and if faults show up later, to find out why 
they showed up. The word can easily spread that 
he doesn’t use top materials, and he’ll lose his 
business no matter how fast he repairs or replaces. 

Almost as important as the three points above 
is the ability to get along with all of the labor 








Anniversary brochure describes the 
philosophy and the ability of the 
firm to do big-job installations 


A HALF CENTURY OF SERVICE in which the Wallace company 
and Dallas almost literally grew up together was marked by 
the firm with a brochure that describes the company’s philoso- 
phy of operations and its ability to handle the big job. The 
4-page foldout shown below, reproduced from the brochure, is 
a graphic illustration of some of the jobs carried out by the 
firm. The brochure also gives something of the history of the 
big company and tells about the key men who keep it going. 


unions—plumbers, sheet metal workers, steam- 
fitters, welders, laborers and others. In local situ- 
ations where laborers are unorganized, we make 
it a practice to pay the prevailing wage. It’s al- 
ways bad business to go into another area and 
upset the labor market. 

There’s a major pitfall in moving into big-job 
contracting, one that can ruin a company before 
it starts. 

We have never done any peon work. There’s 
a widespread practice, in both large and small 
companies, of combining with a wholesaler on a 
job; and it inevitably means cutting corners on 
materials. In such cases the contractor usually 
doesn’t have enough money to pay for materials. 
Supply houses have been known even to advance 
payrolls to contractors. We have never asked 
someone else to run our business for us, and the 
bonding companies know these things. They are 
like the FBI on crime—they get all the facts. This 
has helped us and hurt a lot of others. 
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continued... 


Mechanization is important to size: 


LIKE EVERY MAN who grew big 
from small beginnings, C. Wallace 
thinks back fondly to his horse and 
wagon days. But a company that 
handles several million-dollar con- 
tracts at once cannot do it with the 
old-fashioned methods, picturesque 





though they may be. Mechanization 


is needed. 

The Wallace firm now has about 
70 vehicles, ranging from jeeps to 
a truck-tractor with a 10-ton trail- 
er, with a total value of more than 


$108,000. It has machinery and 








equipment valued at more than 
$150,000. The insurance cost runs 
to about $70,000 a year. 

Among the major pieces of equip- 
ment found in the Wallace place is 
the power squaring shear shown at 


far left. It’s a 10-footer with a 





(Continued from preceding page) 
“little job” sneaks in. “Most of 
them are little jobs for big cli- 
ents,” Frank explains. “We’ll do 
a $12,000 job, or even a $1,200 
job, for someone for whom we’ve 
done $100,000 jobs. But we'd 
never bid a $20,000 job for Joe 
Doakes. Obviously we couldn’t. 
All of our supervisory men get 
premium pay, many in the $10,- 
000 class. Our overhead is very 
high compared with smaller con- 
tractors, and we couldn’t pos- 
sibly compete. But many com- 
panies won’t take bids from small 
contractors, even on small jobs. 
We don’t make money on these 
jobs and we don’t lose. It’s strict- 
ly a matter of good will, at cost. 
We did a $9,000 plumbing job at 
the San Jacinto Hotel in Houston 
not too long ago. But that was 
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for the Jesse Jones Co., and a 
previous job for that company 
was at the Rice Hotel, a $365,000 
contract for plumbing, heating, 
ventilating and refrigeration.” 

When commercial air condi- 
tioning first came to the old Pal- 
ace theatre in Dallas, before 
World War I, it was installed by 
a competitor of the C. Wallace 
Plumbing Co. 

But Carl Wallace watched it 
go in and realized that here was 
a tremendous new field opening 
up. Later he crawled over and 
under the pipes and ducts, study- 
ing every inch, every valve, ev- 
ery motor, until every detail was 
indelibly in his mind. He sup- 
plemented this on-the-spot study 
with endless reading on the me- 
chanics and theory of air condi- 
tioning and possibly knew more 


about it than the installing con- 
tractor. Then he went out to 
drum up a little business. 

It was very little at first. But 
it grew until his air conditioning 
contracts ran into the millions. 

That story is the key to C. 
Wallace, mechanical contracting 
colossus of the cattle and Cadil- 
lac country and one of the biggest 
and most respected big-job spe- 
cialists in the world. He has got- 
ten as much as $30,000,000 for a 
single job—marine piping and 
installation at the Richmond, 
Calif., shipyard of Kaiser, Inc. 
The plumbing, heating, ventilat- 
ing and air conditioning at the 
Camden, Ark., naval ordnance 
plant was done by C. Wallace on 
a $16,000,000 contract. 

But huge contracts compound 
the problems of doing business. 
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matching 10-foot power roll. The 
welding kits shown in the center 
are two of many owned by the com- 
pany. The firm is equipped to make 
its own blueprints in the sheet 
metal shop with the big Ozalid re- 
production machine ‘shown above. 





Instead of a tight little organiza- 
tion, easily controlled, Wallace 
has a tight litte nucleus that 
must stretch arms of control out 
into various states at once. This 
means there must be trustworthy 
and capable men who can go into 
the field and operate as branch 
managers. 

These men are the project 
managers. A project manager is 
actually a general manager of 
the whole operation. He’ll have 
superintendents and foremen to 
do the inspecting, and he will 
attend largely to the financial 
end through an auditor. If an 
organizational chart were set up, 
the project manager would be 
the executive. He need not be a 
practical man in the installation 
of equipment. He will, rather, 
supervise purchasing, expedit- 
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ing, comptrolling, the prepara- 
tion of reports and their dis- 
patching to the government on 
time and in accurate form; and 
he’ll get requests for reimbursals 
in proper order. During the war, 
for instance, there was always 
too much rush to have a gov- 
ernment finance detachment in 
the office, and it was easy to 
build up a reimbursement fund 
of $3,000,000 to $4,000,000. All 
labor and materials had to be list- 
ed and the forms had to be in per- 
fect order for the government. 
Most important, someone had to 
be sure all along the line that 
everything that was done was re- 
imbursable, both in labor and 
materials. On a cost-plus, fixed- 
fee basis, the theory is that a 
contractor can’t lose. But he can. 
For instance, says Frank: 

“T know of one contract, han- 
dled by another contractor, for 





60 miles of pipeline. Equipment 
was very hard to get then—pos- 
sibly the biggest problem of the 
job—and the contractor first lo- 
cated the dozers, draglines, etc., 
and had them shipped. Well, 
some draglines rent for $10,000 
or $15,000 a month, and a lot of 
this equipment wasn’t used for 
three or four months. Later he 
found this storage expense was 
non-reimbursable, and he not 
only lost his fixed fee of $50,000, 
he also had $90,000 expenses in 
non-reimbursables. This contrac- 
tor hired a contract expert, made 
a dozen trips to Washington and 





finally arbitrated to break even, 
but it points up the fact that a 
project manager has a real load 
on his shoulders. He’s like a man 
in business for himself, with seri- 
ous responsibilities.” 

So the big jobs are handled 
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How C. Wallace Got Started 
in Air Conditioning 


WHEN COMMERCIAL AIR CONDITIONING first came to the 
old Palace theatre in Dallas, before World War I, it was 
installed by a competitor of the C. Wallace Plumbing Co. 

But Carl Wallace watched it go in and realized that 
here was a tremendous new field opening up. Later he 
crawled over and under the pipes and ducts, studying 
every inch, every valve, every’ motor, until every detail 
was indelibly in his mind. He supplemented this on-the- 
spot study with endless reading on the mechanics and 
theory of air conditioning, until he possibly knew more 
about it than the installing contractor. Then he went out 
to drum up a little business. 

It was very little at first. But it grew until his air con- 
ditioning contracts ran into the millions. 


ws That story is the key to C. Wallace, mechanical con- 
tracting colossus of the cattle and Cadillac country and 
one of the biggest and most respected big-job specialists 
in the world. He has gotten as much as $30,000,000 for 
a single job—marine piping and installation at the Rich- 
mond, Calif., shipyard of Kaiser, Inc. The plumbing, 
heating, ventilating and air conditioning at the Camden, 
Ark., naval ordnance plant was done by C. Wallace on a 
$16,000,000 contract. 
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continued... 





Merchandising is Important to Size 


(Continued from preceding pages) 
like separate operations, and ex- 
cept for general inspection the 
firm deals only with the project 
manager. There are variations 
though. In cost-plus, fixed-fee 
work, the project manager does 
the purchasing for his job. If it’s 
a private job, all purchasing is 
done by the home office, either 
in Dallas or Houston. In fixed-fee 
work, the project manager gets 
the bills and countersigns checks 
to pay them direct. But when pur- 
chasing is done by the home of- 
fice, pick-up orders are made on 
the job by the project manager 
or by the general superintendent. 
They are sent to the purchasing 
department at Dallas or Houston, 
and payment is made frum the 
particular home office. 

Some jobs fit no pattern at all. 
The Kaiser job, for instance, in- 
cluded work on 22 vessels, high- 
speed transports, Victory ships 
and others. Key personnel were 
sent to Richmond, Calif., and the 
company advertised all over the 
U.S. for the proper types of 
labor. Labor recruiters had to be 
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HOME OFFICE of C. Wallace Plumbing Co. in Dallas, Tex., 
headquarters for big-job contracting done all over country. 


sent out to various points to in- 
terview prospects, for initial 
screening, since the company had 
to guarantee rail fare and hous- 
ing. For example, 1,000 welders 
had to be found in a very short 
time and relocated to Richmond; 
and big as the technical installa- 
tion problems were, they were 
overshadowed by administrative 
knots. 

Such a ship job might be fol- 
lowed by a power plant, a re- 
finery piping job, a factory or 
some prodigious task like the 
blowpipe job on the Houston 
Channel to prevent explosions. 
Or it might be comfort heating 
and cooling in an office building, 
or special air conditioning phases 
to maintain inflexible tempera- 
tures and humidities such as at 
the National Biscuit Co., where 
dust and temperature control 
could have disastrous effects on 
the dough—or a Kraft cheese 
warehouse or a research labora- 
tory. It wouldn’t be abnormal for 
Wallace to be doing all these jobs 
at once. 

The Wallace gross payroll runs 


about $2,500,000 to $3,500,000 a 
year. The volume to last April 
30, end of the fiscal year, was 
$9,000,000 in completed contracts 
with about $12,000,000 carried 
over. Of the latter figure, some 
$5,000,000 had been completed in 
percentage, for gross receipts of 
about $14,000,000. Regardless of 
the receipts of the previous year, 
this could not be accurately con- 
sidered an increase or decrease 
because of the extended nature 
of the jobs. According to Frank, 
the receipts usually run from 
$14,000,000 to $17,000,000 a year. 

Performance bonds run 1 per- 
cent of the contractual amount. 
The company’s largest single 
bond was $5,011,000. It cost Wal- 
lace $45,000 on an escalator pay- 
ment scale, constituting a big 
added cost item unique to the 
big-job contractor. 

The firm owns about 70 vehi- 
cles, ranging from jeeps to a 
truck-tractor with a 10-ton trail- 
er. Total value is $108,000. Ma- 
chinery and equipment owned 
by the company is valued at over 
$150,000. Insurance costs on 





HOUSTON BRANCH of Wallace firm is fully manned, has 
E. J. Wanless, a vice president, as its on-the-spot manager. 
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these, plus compensation and 
liability, run a good $70,000 a 
year. The vehicles and equip- 
ment are seldom seen around the 
home offices; they are always out 
working, often a thousand miles 
away. The big 10-ton trailer is 
used for transporting equipment 
to the job site. Small tools are 
put up in kits and stay with the 
vehicles or the men, never at the 
home offices. 

The Dallas home office occu- 
pies about a square block, or 
would if it were pulled in on one 
side of the street. The huge sheet 
metal shop is across the street 
from the headquarters, which is 
staffed by about 25 men. 

Here lives one of the key men, 
Assistant Secretary Russell A. 
Thompson, in a baffling world of 
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A. we begin our S8COND RAL? CENTURY 
we are completely ecuipped in the field 
of plumbing, heating, ventilating, air 
conditioning (including refrigeration), process 
and industrial piping, sheet metal work, 
water and sewage disposal systems, fire 
protection systems, and boiler and power- 
plant erection.We are indeed geared to 
serve the needs of industry and:institutions 
across the nation 


' ver the past 51 YE4RS. our span of installations 
proves as many-faceted as the institutions 
they concern, From apartment to air field, 
bank to battleship, hospital to hotel and 
housing project, from school to store, we 
believe that our record speaks for itself in 
terms that you as a business executive best 

og cheery nl pg understand—terms of SOUND AND 

SUCCESSFUL SERVICE. 


~ Se eesig Listed et your right, for quick scanning, is bu! « eme 
cross-section of the innumerable projects completed in our first half 
century. In addition to this, we shall be happy 0 furnish you with a 
much mors detnlad report of our completed installations, as weil 
1@ complete information about! ourselves and our company 





E PLUMBING CO. 


7224 Summer Street + Dalles Texas (Ceniec) Neadqior mrt 
Branch Ottices and Warehouse Houston Teoe 
Ciome Tulea, Chiahama — New Oriecna {sate 


astronomical figures and myriad 
details. He has an accountant on 
costs and billings, another on ac- 
counts payable and cash dis- 
bursements, another on payrolls. 
In present multi-million dollar 
contracts at Columbia, Mo., he 
sent the earning cards to the job 
site and set up a revolving fund 
out of which the project manager 
pays the men. A superintendent 
there is in charge of the bank ac- 
count. The payroll is made up 
Wednesday and the men are paid 
Friday; the payroll then goes to 
Dallas where Thompson reim- 
burses the revolving fund by the 
following Wednesday. Simulta- 
neously, the payrolls are being 
prepared and executed entirely 
by Thompson’s crew in Dallas, 
and still other payrolls are being 








How C. Wallace 


Merchandises Its 
Big Job Service 






ONE OF THE WIDEST audi- 
ences in the business world 
was reached by the Wallace 
Company with this full- 
page ad (16 by 22 in.) in the 
Wall Street Journal. (The 
Journal is the country’s 
leading financial daily.) 
The ad gave an impressive 
account of the size of the 
Wallace operation and the 
nation-wide scope of its in- 
stallations. It also con- 
veyed something of _ its 
integrity and reliability, 
both important factors in 
landing the big jobs. 


handled under contract by IBM. 
This latter procedure was fol- 
lowed in Wallace’s $5,000,000 
industrial piping contract for 
American Cynamid. IBM picked 
up the daily time cards each day, 
recapitulated, daily, quarterly 
and annually to Wallace, and 
handled all social security and 
W-2 reports and payments and 
made out the checks, sending 
them to the project manager for 
signing. 

There is, in short, no hide- 
bound, “normal” way of doing 
things in the big-job contracting 
world. This isn’t even the start 
of Thompson’s work. He must 
keep up with state taxes, laws 
and payments. He must keep the 
firm eligible and qualified in all 


(Please turn to page 211) 
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TINKER JACKLEGG 


QUALIFIED CONTRACTOR CAMPAIGN ... (Part 13) 





ANOTHER HANDYMAN has a po- 
lice record. He got it last 
March 23 wher he was arrested, 
tried and fined the maximum 
amount by Judge Robert W. Han- 
sen of the District Court, Branch 
No. 1, in Milwaukee, Wis. He 
was charged with violating the 
Milwaukee plumbing code by 
making an installation without 
a permit. 

The events that led up to the 
$200 fine may be the basis for 
similar court action in Milwau- 
kee and elsewhere that could 
send Tinker Jacklegg, the name 
given by our industry to un- 
qualified installers, up the river 
for good. 

The case was a tragic one. Ac- 
cording to the Milwaukee Jour- 
nal’s report of the trial (facing 
page) an elderly woman was 
seriously injured in her home in 
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“THIS CASE illustrates that the plumbing code is not primarily to protect the rights 
of the trade, but also to protect the public.”—Judge Robert W. Hansen, Milwaukee. 










Milwaukee jurist passes judgment on handyman 


plumbing-heating; praises qualified contractors 
as protectors of public health and safety ... 


Milwaukee. After installing a 
new water heater, a cousin of 
hers (a factory maintenance man 
who did the installation free of 
charge as a “favor’”) converted 
the old cast-iron hand-fired wa- 
ter heater into a trash burner by 
plugging the pipe openings with 
two l-inch plugs. There was 
still water in the old heater. 
When the woman fired it up Fri- 
day morning, February 24, steam 
was generated in the jacket and 
it exploded, fracturing both of 
her legs. Her left leg had to be 
amputated. 

Judge Hansen, in an interview 
with a DE reporter, said that 
“The tragic consequences, as 
well as the complete lack of 
justification of this person who 
did work he was incompetent to 
do, caused me to choose the 
maximum sentence in this case.” 


The case was brought to court 
by Robert T. Flint, Milwaukee 
plumbing inspection supervisor. 
When the situation first came to 
his attention, he wrote to the in- 
jured woman’s daughter, who 
had just bought the house, to in- 
quire who had installed the new 
water heater and converted the 
old hand-fired one; but he got no 
reply. However, on March 13, 
the daughter’s insurance agent 
phoned and said that she had 
asked him to call and explain the 
situation. Flint asked him to 
write a letter giving the facts, 
which he immediately did. The 
insurance agent named _ the 
handyman in his letter. 

On March 14, Flint wrote the 
handyman and asked him to 
come to his office. The handy- 
man showed up on the afternoon 
of March 19. While he was there, 
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he admitted that he had made 
the installation of the water 
heater and had converted the old 
one by inserting the plugs. Flint 
told him that he had violated the 
plumbing code by making an in- 
stallation of this type without 
being a licensed master plumber, 
without having a plumbing per- 
mit, and without being bonded 
with the City of Milwaukee. 

The handyman said he had 
worked 15 years as a mainte- 
nance man in a factory and that 
he felt he knew something about 
plumbing. But the fact that his 
installation caused the tragedy it 
did was more than proof that he 
didn’t. 

On March 21, Flint got out a 
warrant for his arrest on the 
charge of installing an appliance 
without a permit. He had his 
testimony typed up and was pre- 
pared when the police called to 
say that the handyman as well 
as the injured woman’s daughter 
were at the station. 


s The trial was called at once by 
Judge Hansen, even though it 
was on Friday, one of the busiest 
days at the District Court. 

Flint was told to state his case, 
and he read his testimony to 
Judge Hansen. When the Judge 
asked Assistant City Attorney 
Robert Sullivan for his recom- 
mendation, Sullivan pointed out 
that “This is a perfect example 
of what can happen when the 
plumbing code is violated,” and 
recommended a $100 fine. For 
such an offense, the fine may 
range from $25 to $200. 

After hearing Sullivan’s rec- 
ommendation, Hansen said that 
he didn’t agree. “This case,” he 
said, “illustrates that the build- 
ing and plumbing code is not pri- 
marily to protect the rights of 

(Please turn to top of next page) 
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GOES TO COURT... 








Blast Cost Woman Leg, 
Worker Is Fined $200 


eee tot t-.) Ol we N.S 
st., Friday was fined $200—the 
maximum—on a charge of violat- 
ing the city’s plumbing code or- 
dinance, as an aftermath to an 
explosion which caused a 73 year 
old woman to lose a leg. 

Robert T. Flint, plumbing in- 
spection supervisor, testified in 
the district court that‘... , 
without a permit from the plumb- 
ing department as required by the 
code, installed a gas hot water 
heater in the home of Mrs. , 
tek eee, eh S- . +. Sore St. 

Also, Flint said, ..'.. %. con- 
verted an old hot water heater 
into a rubbish burner for Mrs. 
~:~. On Feb. 24, while Mrs. 
i'¢ “si was burning rubbish in the 
converted burner, it exploded. 
She suffered fractures of both 





legs, and the left leg subsequent- 
ly was amputated below the knee. 

Flint said that U.-* >* told him 
that he (i .:= ~.) had worked for 
15 years as a maintenance man 
in a factory and was familiar with 
steam fitting and plumbing work. 

Robert Sullivan, an assistant 
city attorney, commented to 
Judge Robert W. Hansen that 
“this is a perfect example of 
what can happen when the 
plumbing code is violated.” 

In imposing the maximum fine. 


-| Judge Hansen said: 


“This case illustrates that the 
building and plumbing code is not 
primarily to protect the rights of 
journeymen in trades, but also 
to protect the public. While this 
defendant didn’t intend to cause 
harm to anyone, he had no right 
to do what he did.” 

























MILWAUKEE JOURNAL report on handyman job described in article. 
Said Robert Sullivan, assistant city attorney: ‘This is a perfect ex- 
ample of what can happen when the plumbing code is violated.” 
DE editors censored names of individuals involved in this case. 





































JUDGE HANSEN, inspecting the Qualified Contractor Kit being shown to 
him by David Braun, a DE editor, praised objectives of the campaign 
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continued. .. 


Sidelights on the Milwaukee case: 





ROBERT T. FLINT, inspection supervisor, says his department is constantly 
on the lookout for handymen who represent themselves as “plumbers.” 


a 
let 





JOHN BECK, president of the Milwaukee Plumbing Contractors Assn., 
says, “A code is not for our protection as much as for the public.” 
/ 





RALPH WEBER, executive secretary of the Milwaukee association, says, 
“Our problem is one of education. The contractor must sell himself to 
the public as the only one qualified to install plumbing and heating.” 
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(Continued from preceding page) 
journeymen in trades but also to 
protect the public. While this de- 
fendent didn’t intend to cause 
harm to anyone, he had no right 
to do what he did.” Hansen im- 
posed the maximum fine of $200 
and walked off the bench. 

That’s how the Tinker Jack- 
leggs got a legal setback in 
Milwaukee last March 23. 

Fortunately, Milwaukee is in 
an excellent position to bring a 
case like this to trial. The plumb- 
ing code, says Ralph Weber, 
executive secretary of the Mil- 
waukee Plumbing Contractors 
Assn., has always been a source 
of pride. But even with their 
excellent code and good support 
from the legal side, he continued, 
their problem is one of public 
education. “The plumbing con- 
tractor,” Weber said, “must sell 
himself to the public as being the 
qualified person to do the job.” 


« As John Beck, president of the 
Milwaukee association, told a DE 
reporter, “We need a big educa- 
tional program to tell people who 
is a qualified contractor and who 
isn’t—to tell them what they can 
expect from their qualified con- 
tractor and how to identify him.” 

Flint himself has been a jour- 
neyman plumber for 30 years. 
He formerly worked in a repair 
and remodeling shop and admits 
it is still his first love. He was 
enthusiastic about the Qualified 
Contractor kit, for his depart- 
ment (which includes 14 inspec- 
tors) is constantly in pursuit of 
jackleggs and handymen who 
represent themselves as “plumb- 
ers.” In the near future, he 
plans to assign one man full- 
time to this job. 

“We have a miniature detec- 
tive agency here,” Flint said. 
“When it comes to finding these 
guys, you have to do it that 
way.” 


» About educating the public, 
Flint feels that offenses like this 
one should be “blasted to the 
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“THERE’S NO more reason to permit a person to hold a 
license for plumbing and heating than to let a doctor 
hold one for the practice of medicine if he is incompetent. 
Each must pass the necessary ‘entrance exam’ in his field.” 


skies” as part of a program to 
keep the need for a qualified con- 
tractor in front of the public. 

And, as Judge Hansen pointed 
out, men like the handyman in 
this case are “outsiders.” They 
don’t consider themselves in the 
trade any more than those who 
are qualified plumbing contrac- 
tors consider them to be. “As 
with the laws of robbery or 
morality,” Hansen continued, 
“building codes must have teeth 
in them for that 10 percent—the 
fly-by-nighter and the handyman 
who don’t maintain the standard 
and who have no comprehension 
of the code.” 


« Hansen, however, doesn’t feel 
that the dramatic headline can 
do as much in the long run as an 
effective day by day and year by 
year educational program. “The 
brash headlines are soon for- 
gotten,” he pointed out. “It’s the 
long-range, well-planned cam- 
paign, like the Qualified Con- 
tractor campaign and the NAPC 
public relations program, that 
will do the most important and 


best job of educating the public. 


Judge Hansen writes an opinion on plumbing-heating codes: 


Hansen also stressed that a 
community can’t just write a 
code and forget it. “A code must 
be kept up to date, be re-exam- 
ined from time to time to make 
sure it is protecting what it is 
designed to preserve. 

“A code is preventive medi- 
cine,” Hansen said. “And in 
crime, in medicine, or in the 
building fields, an ounce of pre- 
vention is worth a ton of cure 
today.” Hansen continued, “What 








“INADEQUATE INSTALLATION and faulty workmanship 
can result not only in explosions but also in unsanitary, 
unhealthy and disease-breeding situations directly trace- 
able to the handyman’s shoddy and imperfect work.” 


we’re working with is not really 
a plumbing and heating code but 
a people’s code. The objectives 
of a program like the Qualified 
Contractor program are every- 
one’s objectives.” 

As Hansen, Weber, Flint and 
Beck all agree, the public 
must be taught that Tinker Jack- 
legg, though he may live next 
door or even be a member of the 
family, is a potential enemy to 
their lives. END 





Let the Q-C Kit help tell your story 


The DE Qualified Contractor Kit can help you in your 
fight against the Tinker Jackleggs. Using these aids will 
help you educate the public to the importance of safe in- 
stallations by qualified contractors and help them associate 
safe and lasting installations with you. 

The Kit contains posters, newspaper ads, press releases, 
a speech outline, a direct-mail letter and other promotional 
items all designed to identify you as a responsible business- 
man and qualified installer of plumbing and heating. 


= Requests for the Kit, which is available without charge to 
contractors submitting evidence of their qualifications, 
should be sent to Domestic ENncInEErRING, 1801 Prairie Ave., 
Chicago 16. Complete details will be sent on request. 
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UNLIMITED TAMPERING with to- 
day’s complex plumbing and 
heating systems by the unskilled 
homeowner involves serious haz- 
ards, both to public health and 
welfare and to the plumbing and 
heating industry. 

This was the opinion expressed 
by a large majority of the more 
than 300 plumbing and heating 
contractors replying to D.E.’s 
poll on the do-it-yourself ques- 
tion. The results from this con- 
tractor survey constitute a major 
contribution to Domestic En- 
GINEERING’S analysis of the do-it- 
yourself trend and its implica- 
tions for the p-h industry. 

Sensing marked concern on 
the part of many contractors 
about the possible effects on the 
industry of the steadily mount- 
ing do-it-yourself trend, D.E. 
launched in its March issue (p. 
106) its penetrating series of 
articles under the title: ‘““The Do- 
It-Yourself Movement... What 
It Means to Our Industry.” 

The DE. contractor poll on the 
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to our industry .. 


7-Question. Survey 
Turns Up New Facts 


on Do-It-Yourself. 


69 percent replying to DE poll believe 
movement is harmful to industry and public 


do-it-yourself question was an- 
nounced in the May article of 
this series. Opposite page 114 
of that issue, a postage-paid sur- 
vey reply card provided an op- 
portunity for D.E.’s contractor- 
readers to express their views. 
The survey questions, together 
with a tabulation of the con- 
tractor replies, are given on the 
facing page. : 

Most contractors, the results 
show, have grave doubts about 
the do-it-yourselfer’s ability in 
the plumbing and heating field. 
The largest number of contrac- 
tors replying to the survey, 91 
percent, believe there should be 
definite limits to the type of 
plumbing or heating job the 
homeowner should attempt. Only 
a few, 5 percent, think the 
handyman should be encouraged 
to go all the way with a plumb- 
ing or heating installation. 

When it comes to deciding just 
where the limit should be placed, 
the contractors again demon- 
strated a considerable area of 


alike; 71 percent say “minor jobs” 





What the do-it-yourself movement means 
. (one of a series) 


okay . 


agreement. A large 71 percent 
said they think the home- 
owner should do only minor jobs 
such as replacing a washer or 
installing a new closet seat. Only 
6 percent would encourage the 
do-it-yourselfer to attempt big- 
ger jobs, and they too would 
insist on definite limits. And a 
wary 10 percent believe the 
homeowner should do nothing at 
all with his plumbing and heat- 
ing equipment. 

About half the contractors re- 
plying to the poll will reluctantly 
sell fixtures and equipment for 
homeowner installation if the 
customer insists, but 17 percent 
refuse altogether to sell equip- 
ment without installing it. 

On the other hand, 23 percent 
of the contractors surveyed ac- 
tively encourage do-it-yourself 
installation. They do this by 
various means. Some 13 per- 
cent of the contractors replying 
provide special displays to at- 
tract do-it-yourself customers; 12 
percent rent or lend tools, and 7 
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percent offer special help for do- 
it-yourselfers in their advertis- 
ing. 

It is also interesting to note 
that 60 percent of the contractors 
surveyed do not feel they must 
go along with do-it-yourselfers 
in order to compete with mail- 
order houses and DTU-type 
outlets. However, some 32 per- 
cent believe they must go along 
with the do-it-yourselfers in or- 
der to maintain their competitive 
position in the industry. 


s The greatest variety of opinion 
brought out in the survey oc- 
curred in the answers to question 
1. Although 53 percent of the 
contractors think the do-it-your- 
self trend is increasing, 32 per- 
cent believe it is merely holding 
its own. A few, 13 percent, say 
that in their areas the do-it- 
yourself fever has begun to de- 
cline. 

Undoubtedly the most signifi- 
cant group of opinions brought 
out by the survey was that 
concerning the effect of the do- 
it-yourself movement on the in- 
dustry as a whole. In reply to 
question 2, a 69 percent majority 
said the movement is harmful to 
the industry. Some 20 percent, 
however, thought the industry 
has benefited from the activities 
of the do-it-yourselfers. A small 
7 percent are undecided about 
the movement’s effect. 

But these statistical results tell 
enly half the story. Many of the 
survey reply cards were ac- 
companied by letters in which 
contractors expressed their views 
on this subject at considerable 
length. In addition, a substantial 
number of p-h contractors were 
interviewed by DE. editors as 
they filled out the survey forms 
at the June convention of the 
National Assn. of Plumbing Con- 
tractors in Milwaukee. Some of 
these more comprehensive opin- 
ions expressed by contractors 
about the do-it-yourself question 
are presented on the following 
pages. END 
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How Contractors Voted 
in Do-It-Yourself Poll 





felllaailels ie Do you think the do-it-yourself trend 
in your area is (a) increasing, (b) de- 
clining or (c) holding steady > 


Increasing. 53% Declining.13% Holding steady .32% 


Do you think the do-it-yourself trend 

QUESTION 2 is harmful or beneficial to the industry? 

Harmful...69% Beneficial...20% Undecided...7% 

: Do you think there is a definite point 

QUE ae beyond which the public should not be 
encouraged to go in installing plumbing and heating? 

Yes...91% No...5% 

QUESTION 4 Would you limit do-it- yourself plumb- 

ing and heating work to (a) nothing at 

all, (b) only minor repairs, (c) bigger jobs but with definite 

limits or (c) permit anything the homeowner is willing to try? 


Nothing at all...10% 
Bigger jobs, but with definite limits. ..6% 


(no limits). ..7% 


relelaasle), Mey In dealing with do- it- yourselfers, do 
you (a) disc ourage them and refuse to 

“sell only,” (b) reluctantly “sell only” if pressed or (c) 
encourage do-it-yourself activity and try to capitalize on it? 


Only minor repairs...71% 
Anything 


Discovrage and refuse to “sell only”.17% Reluctantly 
“sell only” if pressed. .50% Encourage do-it-yourself 
activity. ..23% 


If you encourage do-it-yourself ac- 

QUESTION 6 tivity, do you (a) advertise do-it-your- 

self service, (b) rent or lend tools or (c) provide spec ial dis- 
plays to attract do-it-yourselfers? 


Advertise do-it-yourself.7% Rent or lend tools. 1 2% 
Provide displays to attract do-it-yourselfers...13% 


Do you feel it is necessary for you to 

QUESTION. 7 | cater to the do-it-yourself trend in 

order to compete with the “sell only” outlets in your area? 
Yes...32% No...60% 


(Nolte: Answers for any one question do nol total 100% since 
all respondents did not answer all questions on the oly card.) 

















nine «| Contractors Tell Why 






<CMING IM AUGUST 
How De You 
Feel About the 
“DO-IT-YOURSELF 
Movement? 


J. M. Council 
Buck Plumbing, Inc. 
Miami, Fla. 


“To encourage the do-it-yourself movement in 
the plumbing and heating industry is wrong and 
misleading to the public. All too often an unsafe 
installation is the penalty the public pays for being 
ignorant of the complexity of major plumbing and 
heating jobs. In many instances, Dtu’s and other 
such outlets will sell the wrong materials to do-it- 
yourselfers and the whole job has to be done over 
by a qualified contractor. I believe the public 
should be told right at the outset that they are 
likely to lose money in the long run if they attempt 
major plumbing or heating jobs.” 





W. B. Call 
W. B. Call Company 
Pikeville, Ky. 

“The do-it-yourself movement is harmful to our 
industry not only from the standpoint of danger 
to health and property, but to business as well. It 
only loads us with unprofitable work. In my own 
case I can’t afford the manpower to help do-it- 
yourselfers because I don’t have it. I recently sold 
some faucet washers to a do-it-yourselfer. He 
wrecked the faucet and I tried to repair it for him, 
but finally had to sell a new faucet. Needless to 
say, I lost money on the deal. I would discourage 
people from even attempting faucet repairs since 
it’s too complicated for many of them.” 











Tue MAJoriITY of contractors 
replying to Domestic ENGINEER- 
ING’s survey on the do-it-yourself 
movement not only said it is 
harmful to the industry (preced- 
ing pages), but many also took 
time to write in detail telling why 
they oppose it. 

In this article, DE presents a 
representative cross section of 
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these letters. In addition to the 
survey conducted through the 
pages of DE, your editors also 
conducted a number of “man on 
the street” type interviews at 
the annual convention in June of 
the National Assn. of Plumbing 
Contractors in Milwaukee. These 
interviews are reported in these 
and following pages. It is perhaps 


significant that over eighty per- 
cent of the interviews showed 
contractors opposed to the do-it- 
yourself movement. 

It can be assumed, of course, 
that local conditions no doubt in- 
fluence many of these opinions. 
Nevertheless, their geographic 
distribution is such that, collec- 
tively, they add up to a rather 
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They Oppose Do-It-Yourself... 








COMING IN AUOUST 
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Carl Neuman 
L. M. Neuman Company 
Beaver Dam, Wis. 


“IT am against encouraging do-it-yourself plumb- 
ing and heating work. It may be true that in some 
cases the movement makes more work for con- 
tractors, but, in my experience at least, I have 
found that usually it isn’t the kind of work we 
want anyway. I believe it is definitely harmful to 
the industry because the so-called minor jobs pave 
the way for more and more work and bigger and 
bigger jobs which the public may attempt to do. 
In discouraging the do-it-yourselfer, we are really 
‘protecting the health of the nation’ and that’s 
what we’re supposed to do.” 






“ i usT 
- How De You 

Feel About the : 
/ DO-IT-YOURSELF », 


4 Movement? 


Douglas Bell 
Bell Plumbing & Heating Co. 
Denver, Colo. 


“I feel that the do-it-yourself trend is harmful 
to the plumbing and heating industry in the long 
run, particularly where major installations are 
involved. The average homeowner is not qualified 
by training or experience to make a proper plumb- 
ing or heating installation. On the other hand, I 
do not believe that we can ignore it; to do so 
would merely drive the prospect down the street 
to the Dtu or mail order house. If we adopt a help- 
ful attitude, we have the opportunity to point out 
the pitfalls and sell the idea of a quality job by a 
qualified contraetor.” 


strong case against do-it-yourself is setting the field of sanitation point comes from contractor 


plumbing and heating. 


so far backward that the only Edward Gulick of Portsmouth, 


In tone, the letters range all ones who will benefit from it will O.: “We think it is perfectly all 
the way from out-and-out opposi- be doctors and undertakers. right for people to buy tank 





tion to a more philosophical at- 
titude toward the problem. As an 
example of the former, here’s a 
letter from H. F. Krelle, Santa 
Maria, Calif.: 

“The do-it-yourself movement 
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Plumbing has been my life work, 
but in the last few years I have 
seen sanitary conditions going 
down hill and do-it-yourself has 
been a major factor.” 

A somewhat different view- 


bulbs, levers and washers for 
minor repair jobs. However, 
when it comes to anything more 
than that I do not believe in en- 
couraging the homeowner. It is 


(Please turn to center of next page) 
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Contractors Tell Why They Oppose Do-It-Yourself... . (continued) 





Howard R. Howe 
Howe Bros. Plumbing 
Madison, Wis. 


“Theoretically there’s nothing wrong with a do- 
it-yourself job if it’s done right. The fact of the 
matter is, however, that most such jobs aren’t 
done right. I’ve seen enough of it to know how 
dangerous do-it-yourself work can be. The other 
day I found a water closet hooked up with a gar- 
den hose and the homeowner had a hard time un- 
derstanding the danger of contamination involved 
in the installation. I’m now carrying my camera 
on all calls and whenever I see a bad do-it-your- 
self job, I take a picture of it to show others why 
qualified contractors should do the work.” 


Raymond Warden 
Warden Plumbing Company 
Hutchinson, Kan. 


“The do-it-yourself movement is absolutely det- 
rimental to the plumbing and heating industry. 
The inferior work turned out by these inexpe- 
rienced persons endangers the health of everyone 
and leads to many complications. I have seen 
numerous examples of cross connections, incorrect 
venting and back siphonage—all because the home 
handyman simply does not know how to make a 
proper installation. Therefore, I am opposed to all 
do-it-yourself activity in our field. The movement 
can only lead to more and more trouble, both for 
the homeowner and ourselves.” 


(Continued from preceding pages) ters from contractors who oppose the plumbing and heating con- 


the wrong thing to do because do-it-yourself: 


tractor. A do-it-yourselfer will 





they just aren’t qualified. 

“My father started to learn the 
business 70 years ago and I have 
been in the game 35 years. I also 
have a son with four years’ ex- 
perience in the trade. So you can 
understand why I don’t think 
people should endanger their 
communities by poorly installed 
plumbing and heating equip- 
ment.” 

Following are additional let- 
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C. P. Martin, Charlottesville, 
Va., writes: “Our experience has 
been that while a number of do- 
it-yourselfers are qualified to 
make minor repairs, too many of 
them are being encouraged to 
undertake projects that are far 
beyond their knowledge and 
ability. 

“Besides the danger to their 
health, such actions tend to 
weaken the financial stability of 


show up at the contractor’s shop 
seeking materials for which he 
will pay a minimum, and advice 
for which he will not pay at all. 
Then he wants to borrow tools. 
The small amount of profit on 
such materials is just not worth 
the loss in time and tools in- 
volved.” 

George B. Benner, Pasadena, 
Calif.: “I do not think the sup- 
porters of the do-it-yourself 
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Harold A. Duffy 
President, Illinois Chapter (Chicago) 
American Society of Sanitary Engineering 


“Letting the do-it-yourselfer do major plumb- 
ing and heating work’ is the same as permitting 
unqualified persons to practice medicine. Even 
with the best of intentions, a do-it-yourselfer 
might inadvertently cause a contaminated water 
supply which not only endangers the health of 
himself and his family, but his neighbors as well. 
Very minor repairs might be all right, but any 
physical change in piping systems or any large 
alteration job should be left to the qualified con- 
tractor. I believe the movement is harmful be- 
cause it can too often have serious consequences.” 


movement ever intended it to de- 





Ray A. Ferguson 
General Manager, Plumbing Industry Program 
Miami, Fla. 


“The do-it-yourself idea may sound good in its 
minor aspects, but to encourage work beyond a 
person’s knowledge and ability is harmful because 
it reflects on the industry and endangers life and 
property. The average person just doesn’t under- 
stand the hazards involved. Just one cross con- 
nection can have serious consequences as has been 
proven many times. The movement is harmful, 
too, in that it puts otherwise perfect equipment 
and fixtures in a bad light. It is unfortunate, but 
no plumbing and heating product is better than 
the installation in which it is used.” 


Fred P. Stone, Goldendale, after botching up equipment due 





velop into what it has become. 
The layman is not trained to at- 
tempt some of the jobs he has 
convinced himself he can do. The 
result of continued do-it-yourself 
work will inevitably be the 
downfall of our sanitation codes. 

“We handle the problem by ex- 
plaining the training a journey- 
man must undergo, and then 
questioning the customer on his 
own experience. The comparison 
results in our getting the job.” 
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Wash.: “It is our opinion that to their inexperience, want to 


everyone loses in the long run by 
do-it-yourself plumbing and 
heating. In many cases after the 
job is in, the homeowner finds 
what a headache he has created. 
Therefore, he tries to unload it 
(and the house with it) to the 
first buyer who comes along. 
“The contractor who sells to 
the do-it-yourself trade will find 
himself with a headache, too. 
They take the supplies out and, 


return it as ‘defective.’ Our firm 
has adopted the policy of telling 
the do-it-yourselfer, ‘if you do it, 
it’s your baby; but if we do the 
job, we back it all the way.’ We 
have seen this policy convert a 
large number of do-it-yourselfers 
to our way of thinking.” 

Frank A. Koch, Woodville, 
Miss.: “When a customer asks 
me about a do-it-yourself project, 

(Please turn to top of page 119) 

















Good news for the Handy Man! 
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New American-Standard, 5-ft. Cast‘iron 
Enamel Bath Tubs, Reg. Price $125.55. 
OUR PRICES... ....... $28 to $78 


berg 8 ye nee 


“ap CAST IRON SOIL PIPE (for Sewers and Waste 
- | Unes). Cut and pre-fabricated to your specifica- 
caulking of joints. 


HOW ROOM AND WAREHOUSE OPEN DAILY FROM 8:00 TO 6:00, SATURDAY 8:00 TO 5:00 
Orders for Special Cut and Threaded or Pre-Fabricated Pipe Should Be placed Net Later Than Friday Meming 
For Saturday Delivery. 


— SPECIAL QUANTITY DISCOUNTS — 


McCLENAHAN CO. 


301 PALM AVENUE SAN MATEO FIRESIDE 5-1691 

















continued... 





AN APPEAL to the do-it-yourselfer was made by 
McClenahan Co., San Mateo, Calif., in advertise- 
ments like the one shown at left (actual size— 
7 13/16 by 10 15/16 in.) during a merchandising 
program aimed specifically at this market. The 
firm even included an offer to cut and thread 
pipe and help with plumbing assemblies (see be- 
low). After a two-year trial period, however, the 
company decided “it just wasn’t worth the effort’ 
and quit catering to the do-it-yourself market. 


Contractor Tells Why He Catered to the 
Handyman, and Why He Gave It Up... 








THe McC.ienanan Co. of San 
Mateo, Calif., is a big contracting 
operation that does business in 
a big way. And a little over two 
years ago the firm went all-out 
for the do-it-yourself trade, fig- 
uring that the growing trend was 
a natural for increasing volume. 

The firm allotted 50 percent of 
its monthly advertising budget 
to appeal to the home handyman, 
began running ads like the one 
illustrated above. It remained 
open on Saturdays with a two- 
man force to handle the business. 
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The company set up special 
showroom displays and even 
offered to cut and thread pipe. 

A few months ago, however, 
the firm decided to drop out of 
do-it-yourself selling. The rea- 
sons will no doubt be of interest 
to other contractors: 

“Although our retail sales vol- 
ume did increase considerably, 
it still remained below three per- 
cent of total volume,” explains 
Jack Horgan, manager of the res- 
idential and commercial depart- 
ments. “And that increase was 


more than offset by the addi- 
tional money spent for overhead, 
advertising and salaries. De- 
spite the apparent popularity of 
do-it-yourself, material sales for 
self installation of plumbing 
and heating remained spotty. 
“After a two-year trial, we 
decided it just wasn’t worth it.” 
In discussing do-it-yourself 
with a DE reporter, Horgan said 
he doesn’t believe that do-it- 
yourself plumbing and heating is 
likely to assume greater propor- 
tions than at present. END 
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(Continued from bottom of page 117) 
I point out that not only will it 
probably cost him more in the 
long run, but will probably not 
last as long as it would if proper- 
ly installed in the first place. An- 
other point is that the ‘sell only’ 
outlets frequently handle in- 
ferior materials. I let the cus- 
tomer know this, too. The best 
way to protect both the public 
and the industry would be to 
have laws passed which would 
restrict do-it-yourself action in 
plumbing and heating to minor 
repairs only.” 

John J. Veltre, Cartersville, 
Ga.: “The medical profession 
doesn’t sell a surgeon’s kit for 
do-it-yourselfers to perform 
major operations, or even tell 
them how to take out their chil- 
dren’s tonsils in three easy steps. 
By the same token, we should 
not encourage any activity which 
would endanger lives. 


= “I know of a recent case where 
a house burned down because of 
a do-it-yourselfer who knew all 
about pumps and electricity (he 
thought). Another do-it-your- 
selfer wanted to save the cost of 
unstopping a waste line. After 
five hours of hard labor, some 
broken pipes, cuts, scratches, 
bruises and burns from a lye 
solution, he called a qualified 
contractor and was more than 


EFFECTIVE resistance to the do- 
it-yourself trend in Flint, Mich., 
is contained in this institution- 
al-type ad sponsored by the 
Flint Assn. of Plumbing and 
Heating Contractors. The head- 
line and body copy in the ad 
, are from Domestic Engineer- 
ing’s Qualified Contractor Kit 
and the two logotypes at bot- 
tom are from DE’s Remodeling 
Sales Kit. 


EF i Ps gta Re a8 ao ¢ or BS fp cktigiig anes 
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Contractors Tell Why They Oppose Do-It-Yourself 


willing to pay to have the job 
done by an expert.” 

Dewey Ross, El Segundo, 
Calif.: “We are located in an 
oil area where everyone has 
a ‘wrench’ which makes do-it- 
yourself a distressing problem 
for us. We believe the only way 
to handle the situation is closer 
cooperation with inspectors and 
health departments. 

“The way we handle the situa- 
tion from day to day is by trying 
to discourage everything but 
very minor repairs. We endeavor 
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to explain the health and safety 


azards of major installations 
when made by anyone other than 
a qualified mechanic. We also 
point out that doing it themselves 
is likely to cost more in the long 
run.” 

These are typical of dozens of 
other letters received on the sub- 
ject. As always, however, there 
are two sides to every question 
and in a future article in this 
series Domestic ENGINEERING 
will present the opinions of con- 
tractors who adopt a “go along” 
attitude do-it-yourself and 
their reasons for doing so. enp 
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Letterheads can tell a story; 
here, it's dependable service 
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550 FRANKLIN AVENUE, GARDEN CITY, N. Y. 





Tleed One! — 


MANHASBET 7-0330 











The fleet of trucks and slogan effectively convey the idea of dependable 
service to customers and prospects of Louis Anziano, Garden City, N. Y. The 
firm name is given high attention value through use of a distinctive lettering. 


Looking for Letterhead Ideas? 


Here's some help for contractors who are dissatisfied with their pres- 
ent letterheads. Design clinic will provide new service for readers 


“Tr I WERE ON the receiving in- 
stead of the sending end of one 
of my letters, what would my 
reaction to the letterhead be?” 

Perhaps you’ve never thought 
of looking at your own letter- 
head through the eyes of a cus- 
tomer or potential customer and 
asking yourself this question. 
But it’s a good idea to do so. To- 
day, the letterhead is recognized 
as being much more than a name 
and address, a passive instru- 
ment to further communication. 
It’s a business representative— 
an advertisement—as well. 


s Like everything else that 
leaves your store, the letterhead 
speaks for you. It registers that 
important first impression. And 
it continues to represent you as 
long as your letter is in the re- 
cipient’s possession. Obviously, 
if the letterhead is a good one, 
it will leave a favorable impres- 
sion, both immediate and lasting. 
And if it is on the poor or in- 
different side, its effect upon the 


120 


viewer will surely be the same. 

So take a good look at your 
letterhead. Everybody else does! 
Look at it with a critical eye and 
judge for yourself whether it is 
functioning as a good represen- 
tative of your store. 


s To help you evaluate your let- 
terhead, DE went to the experts 
for the basic criteria of analysis. 
Among those whose ideas on let- 
terhead design are deemed par- 
ticularly noteworthy is Lester 
Beall, one of the country’s top 
designers. (See summary on op- 
posite page.) 

The experts will tell you that 
among the basic points to con- 
sider when rating a letterhead, 
the first and most obvious one is 
this: If a letterhead is to be an 
advertisement as well as a name 
and address, it must successfully 
combine all the necessary infor- 
mation about the p-h contrac- 
tor’s business in such a way that 
it will, at one and the same time, 
suggest (1) the company’s per- 


sonality, (2) its integrity and 
stability and (3) its type of 
service. The letterhead also must 
indicate an awareness of the 
audience that will receive the 
correspondence. 

This aim is accomplished by 
presenting the necessary infor- 
mation in the proper visual 
form. That is to say, the infor- 
mation must be conveyed 
through design. And for the de- 
sign to be most effective, there 
must be a proper conjunction of 
its chosen elements, notably— 
though not exclusively—(1) 
lettering; (2) illustrative ma- 
terial such as trade-marks, sym- 
bols or photographs; (3) color, 
and (4) paper. 


= Before going into the matter 
of the correct use of these ele- 
ments of design, let’s take a-look 
at what specific information the 
letterhead should carry. The 
firm’s name must, of course, be 
prominent. The complete address 
and phone number must be 
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Here's a letterhead that re- 
flects the firm's personality 


there. And the type of service 
offered by the company must be 
unmistakably clear. 

If the company has an iden- 
tifying trade-mark or other sym- 
bol, that, of course, should be 
prominent enough to be seen and 
recognized immediately. 

What other information should 
appear depends upon several fac- 
tors. Many times, it is a good idea 
to give more information on the 
services offered than is evident 
from the company’s name. The 
p-h contractor often finds it to 
his advantage to include ref- 
erences to or, perhaps, illustra- 
tions of, the brand-name pro- 
ducts he uses in his installations 
or the appliances he carries if he 
is a dealer. Sometimes it is de- 
sirable to include the name and 
title of one or more members of 
the firm. A good company slogan 
can be extremely effective. 


s It must be remembered, how- 
ever, that the more information 
the letterhead carries the more 
difficult it is to coordinate it suc- 
cessfully into a logo that is at- 
tractive as well as functional. 
Here is where the professional 
designer comes in. If he is a good 
one, he can effect what designer 
Beall calls a “psycho-visual con- 
junction” of the chosen elements. 
That is, he will combine the 
elements of the letterhead in 
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rbstté pumbing co. 


CHICAGO 26, ILLINOIS 









* 10958 S.HALSTED STREET --- 


*PHONE: PULLMAN 5-O0100 








The overall design of this attractive letterhead subtly suggests quality and 
efficiency, accurately reflecting the personality of the Turkstra Plumbing Co., 
Chicago. Merchandising flavor is achieved with store picture and a good slogan. 


such a way that the desired psy- 
chological effect upon the be- 
holder will be achieved. 

How will he accomplish this? 
That depends in large part upon 
the effect intended. But in any 


case, he will combine the neces- 
sary elements with the optional 
but desirable ones into an artis- 
tic whole, by bringing the 
factors already referred to—let- 


(Please turn to center of page 122) 





of a Good 


The Makings 


Letterhead 


By Lester Beall, graphic arts designer 








The letterhead should reflect the company’s personality, 
integrity and stability and type of service, and it should 
show an awareness of the audience that will receive 
the correspondence. 


It must do this by presenting the necessary information 
in the proper visual form, ie., through design. 


The minimum information that must appear on every 
letterhead includes company name and full address and 
telephone number. Optional are the following: informa- 
tion on services, brand-name products handled, name 
and title of company personnel and company slogan. 


The design elements by which this information will be 
conveyed include lettering; illustrative material such as 
trade-marks, symbols and photographs; color and 
paper. 
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Clever use of pipe wrench pro- 
vides industry identification 





C.L.MOONEYV 


LUMBING AND HEATING inc. 


ow eT RA CTO A 





HANDLING ALL LEADING BRANDS OF PLUMBING AND HEATING 
EQUIPMENT © SATISFACTORY SERVICE SINCE NINETEEN TWENTY-FIVE 


(316 STATE STREET 
BETTENDORF, IOWA 





A strong identification symbol, the pipe wrench tied in with the firm name, 
gets plenty of attention for C. L. Mooney Plumbing and Heating, Bettendorf, 
la. Judicious use of type enables the letterhead to carry a complete sales story. 








Specialists in 
INOUSTRIAL PIPING AND 
PRESSURE WORK 





This one emphasizes the firm's 


specialty, industrial piping 


Letterhead Ideas 


(Continued from page 121) 
tering, illustrative material, color 
and so on—into play. 

Let’s consider these design 
factors now, one by one. 

(1) Lettering. It goes without 
saying that no matter how much 
or how little illustrative ma- 
terial a letterhead carries to 
establish a company’s personal- 
ity, some of the information 
about it must be conveyed in 
print. The selection of type is, 
therefore, very important. Type 
also helps to set the mood of the 
letterhead. It contributes quite 
heavily to the over-all suggestion 
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William 





61 SMITH STREET + PERTH AMBOY, N. J. 
Telephone PErth Amboy 4-4989 


Fn Se 








Elaborate designs do not necessarily result in a good letterhead. Here, the 
very simplicity of design used by William J. Smith & Son, Perth Amboy, N. J., 


has excellent impact, and quickly calls customer's attention to firm’s specialty. 


of the company’s personality. 

But the type, like everything 
else in the letterhead, also must 
reflect the audience that, in the 
main, will receive the correspon- 
dence. This means that the con- 
tractor whose business dealings 
are chiefly with men would prob- 
ably find it preferable to use a 
strong, bold type. On the other 
hand, the contractor with a 
heavy consumer trade—which 
means that many of his custom- 
ers are likely to be women— 
should use a type that appeals to 
the ladies, something with softer, 
more flowing lines. Naturally, 
the type should not go so far in 
the direction of delicacy as to 


reflect more of an awareness of 
the letter’s recipient than of the 
contractor’s business. 

In every case, the type must be 
easy to read. Type with so many 
curlicues and flourishes that it 
must be decoded may look 
pretty, but reading it will be a 
cause of irritation to the be- 
holder. And an aggravation, 
however minor, will detract just 
that much from the selling power 
of the letterhead. 

(2) Illustrative material. 
Properly used, illustrative ma- 
terial can go a long way toward 
establishing the desired rapport 
between the contractor and his 

(Please turn to top of page 124) 
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PACE-SETTER IN COMMUNICATIONS 
CHOOSES “CRUISING SPEED” BOILERS 
























RCA Cherry Hill Pr ct, Camden, N. J. 


Archt=Vincent G. Kling, Philadelphia, Pa. 
Engineer—Robert J. Sigel, Narberth, Pa. 
Heating Contractor—Daniel J. Keatir 
Pr jelphia, Pa. Two “cr na speed’* Kewanee tr 
Fireman Boiler-Burner Units u sf 
round the clock oil firing at RCA, 


@ It’s only natural an expert in one field would be satisfied 
with nothing less than a product manufactured by experts. 
And that’s the reason Radio Corporation of America chose 
Kewanee Reserve Plus Rated Boilers for its new Cherry Hill 
project near Camden, N. J. Company officials wanted a 
boiler that met two specific requirements: (1) economical 
operation, (2) long life. They settled on Kewanee “cruising 
speed” Boilers with 50% extra built-in power. Likea smoothly- 
striding runner who holds back his final burst for the stretch 
drive, Kewanee’s ‘‘cruising speed”’ boiler operation reserves 
its maximum power capacity until peak performance is de- 
manded. Rated on nominal capacity, Kewanee Boilers give 
trouble-free performance with lower fuel and maintenance gi 
costs—higher efficiency and longer boiler life. Boilers rated ae se a 
on maximum capacity—those “going wide open” all the KEWAN EE 


time—have no reserve, no “second wind,” left for emergen- 


reserve furs rated 





cies ... are costly to operate and maintain ... there’s always 
the danger of mechanical failure caused by constant strain. 
So, just like RCA, make Kewanee Boilers your choice. Call 
the Kewanee man. He’ll come sprinting to tell you about im 

Kewanee’s “cruising speed.”” KEWANEE BOILER DIVISION OF « E A N E e Ss 8 o 5 L 3 af Ss 
AMERICAN-STANDARD, 101 Franklin Street, Kewanee, Illinois. 





DIVISION OF American-Standard 
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Emphasis on products helps Jen- 
sen letterhead do a selling job 


(Continued from page 122) 


customer or potential customer. 

For example, if a firm is an 
old, established one, with a well- 
known outlet, a good line draw- 
ing or actual photograph of the 
familiar structure might be the 
most effective reminder of the 
company’s long years of service 
and proved reliability. 

When a contractor has been in 
business only a few years, ob- 
viously he cannot base his ap- 
peal upon the venerableness of 
his establishment. However, he 
can turn his very “newness” to 
his advantage by featuring a pic- 
ture of his modern, up-to-date 
store on his letterhead and play- 
ing up the “latest and most 
modern service” angle. 

If the emphasis desired is upon 
the fact that the p-h store is a 
merchandising outlet, again a 
picture of the store on the letter- 
head can dramatize this fact. 

Any one of a variety of line 
drawings or a cartoon-type treat- 
ment can point to the particular 
service for which a company 
wishes to be noted. For example, 
a fleet of trucks or a stout little 
journeyman hurrying along with 
his tool kit could suggest 24-hour 
service. 

A cartoon treatment, if prop- 
erly executed, always is an ex- 
cellent device. Everyone enjoys 
a pleasantry. The smile on the 
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A modern design gives Hans Jensen & Sons letterhead plenty of impact. 
Note how attention is focused on the Chicago contractor’s firm name through 
the technique of converging lines and clever use of product illustrations. 


face of a clerk or in his voice al- 
ways helps to make a sale. And 
the letterhead with just the 
right bit of whimsey that a take- 
off on a store’s name or services 
can engender leaves the recip- 
ient with the warm friendly 
feeling of a shared joke and is 
definitely an opening wedge 
toward a good business relation- 
ship. 

Other excellent illustrative 
material for the p-h contractor’s 
letterhead would include such 
things as drawings of a pipe, 
wrench or other article that can 
serve as a literal identification of 
the trade. Symbols or trade- 


marks that the contractor can 
utilize on everything connected 
with his store serve extremely 
well to identify the company and 
establish continuity between 
everything that leaves the store. 
Such continuity is an excellent 
builder of customer confidence 
and more business. Emblems in- 
dicating trade affiliations or rec- 
ognized quality service (such as 
the qualified contractor seal) are 
convincing evidence of a contrac- 
tor’s proved reliability. 

(3) Color. The use of color in 
the letterhead or in the letter 
paper itself can make or break it 

(Please turn to top of page 126) 











LOOK AT YOUR LETTERHEA 


What's Your Letterhead Problem? 


With this issue, DE is introducing a new monthly feature—a 
letterhead design clinic. If you are dissatisfied with your present 
letterhead, send us a sample, and our art department will suggest 
a new design for you. Or watch for future articles, with 
letterhead designs you can adapt to your own requirements. 


ERYBODY ELSE DOES 
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Whetier you sel! it every day or once a year, 
when you need it you need it—and American 
Sanitary makes it! The complete A.S. line in- 
cludes fast-moving Con-X-All, Master Adapt- 
er and Whirl-A-Way, as well as less speedy 
but essential items like this offset bag trap, 
cast brass and ch1rome plated, #377 for 1144”, 
#379 for 114”. 


AMERICAN AHI T Ae YT 

















(Continued from page 124) 
and is a much more important 
factor than many businessmen 
realize. Good use of color in the 
letterhead can dramatize its 
salient features—such as the 
name of the store or its special 
service. Poor use can cheapen it. 

The color of the p-h contrac- 
tor’s letter paper should be in 
keeping with his business. White 
or near-white (ivory, light gray, 
ecru, etc.) are good. Occasion- 
ally, pastel colors are effective, 
but the contractor who wants his 
letter paper to reflect his busi- 
ness probably will shy away 
from the color reminiscent of the 


lingerie or the millinery shop. 
If the contractor wants to use 
color, before he makes his selec- 
tion he should make certain that 
typing and the signature can be 
read over the color easily. It 
would also be a good idea to 
ascertain that the colored stock 
can take erasures without leav- 
ing undesirable white smears. 
(4) Paper. In the impression 
left by a letter, the quality of the 
paper is an important factor. 
Popular letter paper weights are 
classified as 16, 20 and 24-pound. 
The 20-pound paper is most gen- 
erally used. When a contractor 
specifies this middle weight, with 





a 25 to 50 percent rag content, 
he can be reasonably sure that 
his letter paper will be economi- 
cal and still have the quality 
touch. For mass mailings a non- 
rag paper would probably be 
more feasible costwise. 

To the contractor who has de- 
cided to evaluate his letterhead, 
one last reminder: Don’t look at 
a blank sheet. Your customer 
won’t. Type a typical-sized mes- 
sage on it. Then evaluate it in 
terms of the factors we have 
been discussing. If your letter- 
head falls short of what you 
would like it to be, see the box 
on page 124. END 


Soft Water Week to be Staged This Month 





SOFTENED WATER in the home will take center 
stage during the third annual Soft Water Week, 
Sept. 15-23. This is the water conditioning indus- 
try’s annual salute to its prize product and once 
again the big show will be backed by manufac- 
turers of water conditioning equipment, supply- 
ing firms and thousands of dealers from coast to 
coast. 

Soft Water Week has been planned primarily 
for local observance and its success over the past 
two years has risen from the results gained by 
dealers who promoted the event in their own 
communities says the Water Conditioning Re- 
search Council, coordinating agency for the Week. 
Here are examples of these results as furnished by 
the Council: 

A spot check revealed average sales of 46 units 
during Soft Water Week and the five days fol- 
lowing by dealers who promoted the event; one 
received 40 orders in one day during the Week 
and four others got a total of 600 new customers 
during the Week. 

A combined official announcement and catalog 
of promotional materials was sent out in the first 
week of June to dealers and contractors, to manu- 
facturers for distribution to their dealers, and to 
other firms that provide needed materials for 
operation of the water softener. 

The materials available for the Week include 
posters, banners, bumper stickers, folders, mailing 
inserts, advertising mats and envelope stickers. 

Also provided to participating firms are pub- 
licity kits for local use—newspaper, radio and 
television—and guide sheets and suggestions for 
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special events to highlight observance of the Week 
in the community. 

A new feature of Soft Water Week will be the 
first International Baby Contest of Soft Water 
Week, open to all, with prizes to be awarded 
locally plus the grand prize of a $1000 govern- 
ment savings bond and additional awards. Entry 
blanks for use of dealers are obtainable through 
the office of the Water Conditioning Research 
Council, Liberty Building, Wheaton, IIl. 

Standing out in the planning for the coming 
Soft Water Week is the extensive participation 
of companies in promoting the event within their 
own organizations, with their consumer public 
and with other firms. Well known names such as 
Rohm & Haas, Dow Chemical, National Aluminate 
and the Salt Institute, for example, are saluting 
Soft Water Week through intra-industry sales- 
men’s contests and through national advertising. 

Over-all planning and administration of Soft 
Water Week is in the hands of the Soft Water 
Week Committee. Committee members are as 
follows: 

F. J. Madden, Salt Institute, chairman; F. M. 
Bouskill, Water Conditioning Research Council; 
F. K. Lindsay, National Aluminate Corp.; J. F. 
Lindsay, Water Conditioning Foundation; K. L. 
Vetter, National Assn. of Soft Water Service 
Operators; H. F. Werhane, Culligan, Inc., and Dr. 
J. C. Winters, Rohm & Haas Co. 

As in the past years, Soft Water Week is being 
backed by the two industry trade associations, the 
Water Conditioning Foundation and the National 
Assn. of Soft Water Service Operators. END 
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UNIFORM DUCTILITY 
OF YOUNGSTOWN PIPE 





makes your job easier, 
quicker... yet more efficient 


You may never bend a piece of pipe this 
way, but if it’s Youngstown you can do 
it. Do it easily, quickly, uniformly. 
Uniform ductility—one of seven points 
of uniform goodness in Youngstown 
Pipe—is worth money to you. Good 
bendability means faster installation. 
Better fitting to contours. No work 
slowdown—no special equipment need- 
ed. You'll be hours, dollars and energy 


ahead, if you depend on Youngstown. 







7 Points of 
uniform goodness in 
YOUNGSTOWN PIPE 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Ohio District Sales Offices in Principal Cities 


SHEET STRI}I ia Ow STANDARD PIPE LINE PIPE OW. COUNTRY TUBULAR GOODS CONDUIT AND EMT 
MECHANICAT TUBING COLD EINISHED BARS HOT ROLLED BARS WIRE HOT ROLLED RODS COKE 
1IN PLATE FIECTROLY TIC 1IN PLATE BLACK PEATE RAILROAD TRACK SPIKES MINE ROOF BOLTS 
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Tempting bait, this cut-price heating! But look 
out for the “hooks’’! Service call-backs, for ex- 
ample. They'll dog you day and night when 
complaints of noisy operation, chilly floors, high 
fuel bills, untimely breakdowns and other symp- 
toms of a cut-price heating job roll in. They 
can cost you far more than those few profit 
dollars you had in the job. And how just one 
shivering customer can tarnish your good name! 


Refuse the bait when you’re pressured on price. 
A quality Janitrol gas or oil furnace, in a system 
that follows National Warm Air Heating and 
Air Conditioning Association recommendations, 


in the long run. What’s more, it provides com- 
fort, health and peace-of-mind no cut-price sys- 
tem can deliver. When you tell prospects these 
facts, they prefer quality every time. So tell 
them and sell them! 


Right now, Janitrol dealers are cashing in on 
the newest, freshest advertising campaign in the 
industry. Big, colorful ads in leading national 
consumer and building trade magazines with big 
circulation in your market are upgrading demand 
for quality heating —the kind only Janitrol 
dealers can provide. Better ask your Janitrol 
representative about a Janitrol dealership in 
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costs just a little more to install and far less your market! 


NEW JANITROL FEC WINTER CONDITIONERS 


WITH FAMOUS /jyj74-Jy//jp HEATING HEART! 
For City Gases, LP and LP Gas-Air. Compact, clean, efficient. Fit 
confined spaces. Easy to install—-fully serviceable from front. Feature 
exclusive Dura-Tube Armored Heating Heart and Amplifire Ribbon 
Flame Burner for fast, thrifty heating, new freedom from burn-outs, 
cracking, rusting! All-steel cabinet with distinctive blue hammertone 
baked enamel finish has beauty and eye-appeal. Seven sizes from 
60,000 to 180,000 Btu/hr. input. Matching summer cooling con- 
ditioner available. 


... the best years of your business 


begin with.. 





HEATING ... COOLING 


Janitrol Heating & Air Conditioning Division 





Surface Combustion Corporation, Columbus 16, Ohio 
In Canada: Moffats, Ltd, Toronto 15 





Complete line of gas and oil furnaces. unit heaters, conversion burners, water-cooled and air-cooled summer cooling equipment; combination heating-cooling units. 
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A Kind of Insurance You Can't Buy 



































































In good times and in bad times—in times of protection against unbalanced supply and 
prosperity or local emergencies, in wars or demand, fluctuations in prices, delays in ship- 
recessions—your wholesaler’s concern is always ping, too-heavy inventories, or extra overhead. 
basically the same: to provide you with a kind Your wholesaler’s pooled resources are in con- 
of insurance that protects your business inter- stant action to stabilize these factors that result 
ests. You no doubt have fire insurance, credit in a protection for you that no other type of 
insurance or others protecting these phases of insurance policy can offer. 

your business—but there are few po licies which It is important for you to consider the quality of 
offer as much protection as the policy based on the merchandise your wholesaler furnishes, and 
your business relationship with your wholesaler. it is equally important to realize that his services, 
He represents an insurance policy without a which are typical of wholesalers everywhere, 
ee ee ee include this type of protection policy that insures 
Specifically, your wholesaler provides you your future business growth and profit. 











Watch for other advertisements by Grabler on how your wholesaler helps you. . . 


women - TRABLER 


Atlanta ¢ Pittsburgh 
Cincinnati * New Orleans 
Dallas * Chicago ® St. Louis 

Minneapolis © Denver {5 The Grabler Manufacturing Co. 
San Francisco * Los Angeles 








Manufacturers of the Square “Gee” Line of Pipe Fittings 




















6565 Broadway, Cleveland 5, Ohio 

















For another story on the Heating-Cooling Council’s 


new promotion program, see page 90 


Heating-Cooling Council 
Names Two to Board... 








D. W. Bell 
Bell Plumbing & Heating 
Denver, Colo. 


Contractor, manufacturer added to promotion agency 


THE ADDITION of two more in- 
dustry leaders to the board of 
directors of The Better Heating- 
Cooling Council brings the total 
number to eleven, it was an- 
nounced last month by John E. 
Reed, president of the Council. 


# Douglas W. Bell, Bell Plumb- 
ing and Heating Company, Den- 
ver, was appointed to the 
industry-wide promotional 
group’s board as the representa- 
tive of the Mechanical Contrac- 
tors Assn. of America—formerly 
the Heating, Piping and Air 
Conditioning Contractors Na- 
tional Assn. 

W. A. Burbine, director of 
heating sales, Crane Company, 
Chicago, was named to fill the 
unexpired term of the late 
George L. Erwin, Jr. A vice 
president of Crane Company and 
a founder of the Council, Erwin 
died in a plane crash in May. 


# Bell has been a member of the 
board of directors of MCAA 
since 1951 and represents that 
organization as a member of the 
coordinating committee of the 
All-Industry Plumbing & Heat- 
ing Modernization Committee. 
He has been active in the plumb- 
ing and heating contracting 
business since 1937. 

Burbine joined Crane Compa- 
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ny in 1930 after six years as a 
journeyman plumber and steam- 
fitter. He was a member of the 
company’s Boston sales force 
from 1931 to 1937, after which 
he was promoted to the position 
of manager of the Springfield, 
Mass., branch. In 1945 he was 
named manager of Crane’s Chi- 
cago branch. Three years later 
he became Midwest district 
manager, and on May 24 of this 
year was appointed to his pres- 
ent position. 

The new appointments “were 
the result of the Council’s un- 
precedented growth” from the 
time of its inception in February 
of this year, declared Reed. 


# Council membership now in- 
cludes 44 industry manufactur- 
ers and associations of hot water 
and steam heating and cooling 
equipment. 

At present, the Council has a 
permanent six-man staff, headed 
by executive director Franklin 
Greene. The Council acts as a 
public and trade information 
center for fluid heating and cool- 
ing systems and promotes wider 
use of such installations in homes 
and other buildings. 

President John E. Reed is sec- 
retary, H. B. Smith Company, 
and chairman, Sterling Radiator 
Company. Vice presidents of 





W. A. Burbine 
director of heating sales 
Crane Co., Chicago 


the Council are Paul K. Addams, 
president of the Fitzgibbons 
Boiler Company, and Robert S. 
Rickabaugh, sales manager, Tut- 
tle & Bailey, Inc. Secretary- 
treasurer is Robert E. Ferry, 
general manager of the Institute 
of Boiler & Radiator Manufac- 
turers. 

Directors of the Council be- 
sides Reed, Addams and Ricka- 
baugh are: Carroll M. Baum- 
gardner, National-U. S. Radiator 
Corp.; Owen Desmond, Modine 
Manufacturing Co.; W. A. Bur- 
bine, Crane Company; Virgil A. 
Good, Burnham Corp.; James H. 
Legg, Federal Boiler Co.; Daniel 
J. Quinn, American Radiator & 
Standard Sanitary Corp.; John 
H. White, Taco Heaters, Inc., and 
Douglas Bell, Bell Plumbing & 


Heating Co. END 
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These gas boilers are worth your critical appraisal... 
you'll find many advanced engineering and efficiency 
features which explain why it is easier and more 
profitable to sell Weil-McLain Extra Values. In this 
full line, the reputation of Weil-McLain Boilers for 
overall efficiency, operating economy and durability 
is fully sustained. 





TYPE 


For hot water heating systems. A.G.A. input 
BTU/Hr. from 76,000 to 225,000. 


Design highlights: Ribbon-type burners 
...individual water-backed, finned flues 
for balanced gas travel and rapid heat 
transfer . . . factory-assembled controls 
located high on the boiler... easily 


cleaned...installs on any type of floor 
...delivered with sections and base 
assembled for quick installation. ..com- 
plete fibre glass insulation. 












Address literature requests to Dept. A-96 


SEPTEMBER 1956 


IN THIS COMPLETE LINE OF CAST IRON GAS BOILERS 


Weil-McLain Gas Boilers are cast iron, to assure 
long life under the conditions encountered in gas- 
firing. They burn all gases, including LP. All units 
are built to ASME Code requirements, approved by 
AGA and I-B-R rated. 

For complete information, send for literature on 


Weil-McLain Extra Value Gas Boilers. 


TYPE 


For hot water and steam. A.G.A. input 
BTU/Hr. from 120,000 to 540,000. 


Design highlights: Sections have extra 
large heating surface, studded for greater 
heat absorption...large top supply tap- 
ping assures easier installation, better 
circulation and dry steam...provision 
for high capacity domestic water heater 
...dual pilot orifice minimizes “‘linting”’ 
...8hort draw-rods simplify erection... 
completely insulated with fibre glass. 


- MICHIGAN CITY, 
INDIANA 


‘i J 


For hot water and steam. A.G.A. input 
BTU/Hr. from 625,000 to 5,000,000. 


Design highlights: Large water volume 
for longer steaming period, high residual 
heat...extra large flow tappings and 
nipples assure low steam velocity... 
quiet, high flame temperature ribbon 
burner...multiple short draw-rods for 
simplified erection...removable jacket 
panels give complete access for easy 
cleaning... fibre glass insulated. 


WEIL: M:LAIN 


BOILERS: RADIATORS 












4 
" 

















Inspection Turns Up Remodeling Leads 


An Inspection Report of the 
type developed by the Associated 
Plumbing Contractors of Los 
Angeles can be an effective 
method of helping journeymen 
find leads through printed forms. 

The Los Angeles group devel- 
oped the report as one phase of a 
public relations program. It of- 
fers a complete inspection service 
of visible plumbing and heating, 
not involving the use of tools, for 


. ourneyman 
yes picture? 





a $5 fee. The homeowner thus is 
apprised in advance of trouble 
spots in the home. 

As a source of leads, such a 
form could work in two ways: 

1, Directly, a duplicate re- 
tained by the inspecting journey- 
man could be used for follow-up 
calls to replace needed essentials 
in plumbing and heating. 

2. Indirectly, the journeyman 
making the inspection could note 






PLUMBING AND HEATING inspection report form issued by 


the Associated Plumbing Contractors of Los Angeles provides 
spaces for checking the condition of visible piping as well 


as fixtures, appliances and other related equipment. 






remodeling possibilities such as 
an old-fashioned kitchen, an up- 
stairs bath, an outmoded heating 
system or the absence of modern 
appliances such as a food waste 
disposer or dishwasher, or too 
little kitchen storage space. 

In all such cases, the journey- 
man need only plant the germ of 
the idea with the homeowner. 
Follow-up by mail and telephone 


can do the rest. END 
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THE BEST s THINGS COME IN SMALL PACKAGES 





THE 


WFD-SERIES F 


GAS-FIRED 
STEAM OR HOT WATER 





Among the smallest of all heating units (only 39” high ) 
the Richmond WFD gas-fired boiler does the biggest job on 
most residential gas-fired wet-heat problems. A quick check 
of the WFD’s outstanding features tells why: 

- Fully automatic, gas-fired operation. 

¢ Wet base permits installation on any-(even 
combustible) floor. 
Gleaming white enamel “‘Duradized”’ finish to match 





appliances. 
* 8 different capacities between 80,000 and 290,000 input 
BTU/Hr makes possible precise matching of more 
installation requirements. 
Easy to install, easy to service —with top clean-out. 
Compact design fits almost any available space. 


AR hamono - A.G.A. approved for use with manufactured, natural, 
mixed and straight propane gases and L-P gas-air 
mixtures. 


* Available with tankless hot water heater 
P f : ea : : 
LUMBING FIXTURES DIVISION The WFD is ideal for installation in basements, laundries, 


Rheem Manufacturing Company recreation or utility rooms. It has an important place in 
16 Pearl Street, Metuchen, N. J. your profitable future. Write, now, for complete information. 


Look to RICHMOND for a complete line—avtomatic heating—central summer cooling units. 
Other Rheem Products: WATER HEATERS © WATER SOFTENERS * WEDGEWOOD GAS RANGES AND CLOTHES DRYERS © STEEL CONTAINERS 
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What is 
ihe 
successful 


that makes 


CHMON 


The fastest growing 
name in 
Plumbing 


RICHMOND CREATES THE FINEST BATHROOM AND KITCHEN PLUMBING FIXTURES, HEATING * COOLING EQUIPMENT 
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--~ Clean-lined 
;- designs in the 
* modern manner. 
New designs to meet 
=. today’s bathroom 
/ needs...and tomorrow’s. 


Seven sparkling 
pastels for your 
color-conscious 
customers. The 
famous “Whiter-White” 
that means gleaming 
lifetime beauty. 








Glass-hard surfaces that 
withstand a generation 
of use. Rigid quality 
control that assures 
lasting consumer 
satisfaction. 


Full-color 
advertising in 
the leading home 
magazines. A 
different, name- 
building, acceptance- 
building approach. 





A complete promotional 
program for wholesalers 
and contractors. 
m Everything needed 
for a powerful 
sales drive on 


RICHMOND | 3 , : “ : — local level. 


Division of Rheem Manufacturing Company, 
16 Pearl St., Metuchen, N. J. 








Other Rheem Products: Water Heaters * Water Softeners * Wedgewood Gas Ranges and Clothes Dryers * Steel Containers 
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Few BULLET JET 


The original horizontal jet 
pump, pioneered by F & W, 
and forerunner of the Vari- 
fet. Still the best buy for 
many conditions within its 
capacity. %4, VY, Yr H.P. 
Motors. 450-750 G.P.H. 
@ 10 ft., & 20 P.SJ. 





WHATEVER YOUR CUSTOMERS’ NEEDS 
YOU CAN MEET THEM EXACTLY WITH FaW! 





Faw VARIJET BULLET 


The world’s leading shallow-well 
pump. Pumps 40-70% more 
woter, yet reduces motor load 


and current 


consumption, thanks to exclusive design patent. 
Y%-% H.P. Motors, 720-1800 G.P.H. @ 10 ft. 


& 20 PSL 


FaW MULTI-STAGE 


Centrifugal pumps, available with 2, 3, or 4 stage:, 
offer greater capacity per horsepower. Also give y 
cartridge-type rotary seal, priming valve and air pum; 
ing device. %-5 H.P. Motors. 2100-7200 G.P.H. @ | 
ft., & 20 P.S.L a 





There’s an F & W Water System to meet every well-depth 


and capacity need exactly. This means that you can satisfy 


all demands with F & W, and serve your customers better. 


Not only that, you have the advantages of F & W’s 89-year 


record of dependability, engineering leadership, and ex- 


clusive product advantages to help you sell. Take a look 


at F & W’s line-up for shallow-well service, and you'll see 


at a glance why it not only gives you most complete cover- 


age, but the sales leaders as well. Write for full details today! 


FLINT & WALLING MANUFACTURING CO., INC. 
976 Oak Street, Kendallville, Indiana 


Branch Warehouses and Offices in Albany, New York; Orlando, Florida; Shreveport, 
Louisiana; ©-4or Rapids, lowa; and Charlotte, North Carolina. 


FW PUMPS GIVE COMPLETE’ SHALLOW- WELL COVERAGE 





FEW MULTI-PURPOSE 


Converts from shallow to 
deep-well by moving jet 
off pump down into well. 
No extra parts to buy. 
Ya, %, 1 HP. Motors. 
Single-stage pressures 
to 60 Ibs. and 450-950 
G.P.H. @ 10 ft. & 20 
P.S.1.; 2-stage to 100 Ibs. 
and 540-810 G.P.H. @ 
10 ft. & 20 P.S1. 


Few 
IRRIGATION TYPE 


High capacity, high head 
pumps, available with 1 
or 2 stages, especially 
designed for irrigation, 
air-conditioning, and di- 
versified industrial uses. 
Y4-7'2 H.P., 1 & 3 Phase 
Motors. 17-166 G.P.M. 
@ 15 ft., & 20 PSI. 








Faw ECONOMY 
MULTI-PURPOSE JET 


The economical, multi-purpose 
jet equal in capacity to any 
comparable type, yet priced 
to meet volume competition. 
Y H.P. Motor. 350 G.P.H, 
@ 15 ft. & 20 PSI. 


FaW PACKAGE PUMPS 


For easy-to-handle, easy-to- 
sell, easy-to-install business, 
5 F & W Shallow well Pumps 
are available packaged com- 
pletely assembled with tanks, 
pumps and accessories. No 
extra parts to buy and stock. 
These include the VARIJET, 
the Bullet Jet, the Multi-Pur- 
pose, the Economy, and the 
Piston types. 


Faw GAS 
DRIVEN PUMP 


Where electricity 
isn't available, this 
2-stage centrifugal 
pump, powered with 
2 H.P. Gasoline En- 
gine does the job 
beautifully. 2100 
G.P.H. @ 10 ft. & 
20 P.S.L. 





Faw 
PISTON PUMPS 


Where a shallow- 
well piston-type 
pump is desired, this 
model is an economi- 
cal workhorse with 
either %, %e or Vs 
H.P. Motor, 225-450 
G.P.H. 





F.W means Flowing Wat) by Flint & Walling 
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“NEW DIMENSION” in 
PLUMBING BRASS GOODS 
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New Products 





(Continued from page 78) 

Plastic Pipe 

A line of flexible plastic pipe has 
been introduced by Supplex Div. 
of American Hard Rubber. The 
line consists of %, %, 1, 1%, 1% 
and 2 in. L.D. sizes. The 4, 34, and 
1 in. sizes are rated at 75 psi; 
the 1% in. at 68 lbs; the 14% in. at 
61 lbs; and the 2 in. at 52 lbs. The 
pipe is packed in coils from 200 to 
400 ft depending on the inside di- 
ameter. The 4, 34, and 1% in. sizes 
are also available in 100 ft coils. 
Standard insert-type fittings and 


Steel Lavatory 
A formed steel lavatory has been 
announced by Eljer. The unit fea- 


tures a front integral overflow, a 
smooth, unbroken back wall, and 
stainless steel frame and lugs. It 
measures 21 by 17 in., and is avail- 
able in five colors and white. 

Manufacturer: Eljer Co., 3 Gate- 
way Center, Pittsburgh 22. 


Utility Trencher 

Challenge Mfg. has introduced a 
trencher designed for utility 
trenching and for mounting on 


stainless steel clamps are also 


available in various sizes. 


Manufacturer: Supplex Co., Gar- 
wood, N. J. 


Oliver or John Deere tractors. It 
features hydraulic control, a side 
seat arrangement intended to re- 
duce operator fatigue, a safety 
clutch, and hydraulically controlled 
backfiller blade. Designed to dig 
square corner or cross trenches if 
necessary, the model trenches up 
to 4 ft depth and 14, 16, and 18 in. 


widths, using 8 digging speeds. 
Manufacturer: Challenge Mfg. 
Co., 7400 E. Bandini Blvd., Los An- 


geles 22. , 


National-U.S. Radiator Develops Heating Unit Line 


A line of oil-fired heating units 
for residential applications has been 
announced by National-U. S. Radi- 
ator. The units feature a built-in 
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dual temperature hot water system; 
a control system containing water 
thermostat, transformer, and re- 
lay; and a screwless type steel cabi- 
net finished in white and insulated 
with glass wool. Four sizes offer 
ratings from 87,000 to 189,000 Btu, 
and from 580 to 1,260 sq ft of 
water radiation. The tankless wa- 
ter heater is rated at 4 gpm in the 
two smaller sizes and 5 gpm in the 
two larger. Dimensions of the four 
sizes range from 45%% in. to 47% in. 
high; 20% to 25% in. wide; and 
394% to 51% in. deep. All models 
are factory assembled and wired. 
Manufacturer: Heating & Air 
Conditioning Div., National-U. S. 
Radiator Corp., Johnstown, Pa. 


Year-‘round Air Conditioner 
Circle-Air has introduced a re- 
mote, ceiling-mouhted year-’round 
air conditioner for commercial ap- 
plications. The system can be at- 
tached to existing heating circuits, 
with additional ductwork some- 
times necessary for areas of un- 
usual shapes. A water chiller is in- 
stalled in conjunction with the hot 
water boiler to provide chilled 
water for summer cooling and hot 
water for winter heating. For cool- 
ing only, a remote, direct-expan- 
sion refrigerating unit is installed. 
Each unit includes glass fibre filters 


and_ individual zone controls. 
Twenty models in a variety of 
capacities are available for either 
free flow or duct installation. 

Manufacturer: Circle-Air Indus- 
tries, 244 Herkimer St., Brooklyn 
15, N. Y. 


Air Duct 

An aluminum-lined, fibre air 
duct has been announced by Delta. 
The body of the air duct is con- 
structed of plys of long jute fibre 
kraft, bonded with waterproof ad- 
hesive. The outer ply is saturated 
with asphalt. The duct is designed 


Ys 











to fit many standard metal elbows 
and tees, in both radial and lateral 
systems. 

Manufacturer: The Delta Co., 333 
W. 24th PL, Chicago. 


Hollow Wall Anchor 

A hollow wall anchor for indus- 
trial and residential applications 
has been announced by Diamond 
Expansion Bolt. The anchor fea- 
tures three prong action and a 
tripod design. Removable, it is in- 
serted in a %-in. drilled hole and 
may be installed on %-in. centers. 

Manufacturer: Diamond Expan- 
sion Bolt Co., Inc., Garwood, N. J. 

(Please turn to page 141) 
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Model 327, Gas-Fired Unit Heater 
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BUSINESS DEVELOPMENT PROGRAM 








HERE ARE 4 BIG REASONS WHY: 






Full-color, flip-over chart 





envelopes so you can com- 
pletely localize your soles 
talks. Exclusive ‘‘F.O.B."’ 
handbooks. Survey forms, etc. 












Field and factory-trained 
crews, with years of practical 
experience, hold sales and 
service clinics in or near your iw 
service better. >< 








1. Bryant —a name that sells — famous for 48 years 
as the leader in home comfort equipment. 


2. A complete line — gas or oil furnaces, boilers, air 
conditioners, water heaters and unit heaters. 


3. Highest quality heating, cooling and water heat- 
ing equipment made. 


GET THE COMPLETE STORY OF THE BRYANT BUSINESS DEVELOPMENT PROGRAM FROM YOUR DISTRIBUTOR. Or write Bryant, 48 Monument Circle, Indianapolis 4, Indiana 


4 GROW BIGGER 


2 CD ADVERTISING and 









talks, designed with plastic Hh § ‘] - 





SALES PROMOTION HELPS 


complete newspaper ad mats 
for all products. Excellent dis- 
plays. Direct-mail programs. 
Complete promotion pack- 
ages. Everything to help you 
promote locally in your city. 





4 c> BUDGET PLAN 


Gives you the best credit fa- 
cilities available with these 
customer inducements: no 
money down, low monthly 
payments, 3 full years to 
pay and many others. 





THE 8 BIG reasons why you shoud be a BRYANT DEALER: 


. Bryant BUSINESS DEVELOPMENT PROGRAM. 
. Sales tools that increase your sales and profits. 


. Nearby distributor for engineering, sales and 


service help. 


. National advertising that sells YOU! 


. Co-op advertising that builds sales locally. 


bruant 
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New Products 





(Continued from page 138) 
Power Drive 


Beaver Pipe Tools has an- 


nounced an 84-lb power drive. 


The unit is operated by one man 
and constructed with a four-legged 
base for stability. Its features in- 
clude lifetime-lubricated gears, a 






power grip wrenchless chuck, a 
recessed motor switch designed to 
prevent accidental starts or stops, 
and a polished aluminum housing. 

Manufacturer: Beaver Pipe 
Tools, Inc., 368-400 Dana Ave., 
Warren, O. 


Wall Furnace Line 

A line of residential wall furnaces 
developed by Peerless Mfg. are 
designed for use with natural, 
LP, mixed or manufactured gases. 
Three models are available, with 





Btu inputs of 25,000, 35,000 and 
50,000. The two smaller units are 
single wall models, the larger unit 
a dual model. A slotted port cast 
iron burner is featured on all mod- 
els in the line. 

Manufacturer: Peerless Mfg. 
Corp., Subsidiary of Dover Corp., 
14th & Ormsby, Louisville 10, Ky. 


Laundry Tray Faucet 

Two swing spout combination 
laundry tray faucets have been de- 
veloped by Central Brass. Avail- 
able for either direct sweat or 
standard unions, the faucets fea- 
ture wide spread integral legs, ““O” 





ring spouts, smooth seats, synthetic 
seat washers and brass or nickel 
plated finishes. Two direct sweat 
and four standard models are fea- 
tured in the line. 

Manufacturer: The Central 
Brass Mfg. Co., 2950 E. 55th St., 
Cleveland 27. 


Tee and Tailpiece 

A one-piece tee and tailpiece as- 
sembly has been developed by 
Connecticut Stamping & Bending. 
Constructed of non-porous tubing, 
the assembly is designed to elimi- 
nate sand holes and maintain a 
smooth interior surface. The unit 





is also engineered to prevent build- 
up of waste material and eventual 
clogging. 

Manufacturer: Connecticut 
Stamping & Bending Co., New 
Britain, Conn. 


Pipe or Conduit Clamp 

A pipe or conduit clamp which 
may be attached without drilling 
holes in the framework has been 
developed by Fullman Mfg. The 


clamp features a V-shaped safety 
bite and is available in two mod- 
els, one for right angle support 
(illustrated) and one for parallel 
support, and ten sizes for pipe or 













conduit from 1% to 4 in. The clamp 
is made of malleable iron and is 
cadmium plated. 

Manufacturer: Fullman Mfg. Co., 
Latrobe, Pa. 


Cutter Blades 


Miller Sewer Rod has announced 
a set of interchangeable cutter 
blades for attachment to its line 
of rodding equipment. The cutters 
can be attached to the end of a 
l4-in. wire rod for cleaning 2 to 
4-in. pipelines and tile. The equip- 
ment is operated by turning the 


C19 
— 


handle, which forces the rod down 
the pipe. 
Manufacturer: Miller Sewer Rod 
Co., Chicago 30. 
(Please turn to page 146) 


Unit Controls Pressure; Protects Against Expansion 





An integral dual control with 
relief valve designed to provide 
pressure control and_ protection 
from thermal expansion and emer- 
gency generated steam has been 
developed by Cash-Acme. In- 
stalled directly to the top of the 
boiler, the control is intended to 
reduce incoming water pressure to 


the correct operating pressure of 
the system, automatically, above 14 
psi and below 30 psi. The unit 
includes an inbuilt backflow check 
valve and an inbuilt brass strainer 
to protect internal working parts. 
It has rustproof, cast-bronze bodies, 
heat-resisting composition dia- 
phragms, silicone relief seat discs, 
and large waterways. The control 
is offered in ten models and is 
available with either female con- 
nections or inlets for sweat cop- 
per connection. The sizes are 1% 
in. by % in. and ¥ in. by % in. 
Capacity is 264,600 or 324,000 Btu. 

Manufacturer: A. W. Cash Valve 
Mfg. Corp., Wabash & Morgan, 
Decatur, III. 





























































. We'll never let you down 


THE J&L PRODUCER- DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
sine Mf rely on J&L and J&L Distributors for 
y, your steel pipe requirements. 
LEADING DISTRIBUTORS y First, you get superior pipe. J&L con- 
CARRY J&L PIPE Yi ( trols the quality all the way from raw 
LET THEM Uf, materials through the finishing mills. 
SERVE YOU 4 That’s why you find J&L steel pipe is 
long lasting and easy working on any 
application. 
Second, you get dependable service. 
Your J&L distributor is always ready 
with: 
1. Complete stocks near at hand. 
2. The right pipe for every job. 
3. Technical service by steel pipe 
specialists. 
Whenever you need superior pipe and 
dependable service, phone or write your 
nearest J&L distributor. 


Jones & Laughlin 


STEEL CORPORATION « PITTSBURGH 
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They know it’s the healthiest heating © ever! 


femme gions i aS Pa 


Clean, draft-free, natural heat circulation means fewer colds... means 
children can play on the floor in coldest weather because floor areas are 
warmer. It’s the cleanest and most comfortable, too, because dust and 
dirt aren’t blown into and around living spaces . . . yet clean, warm air is 
circulated into remotest corners. 

Let us help you convince your customers that they can enjoy these 
advantages, and many more, with today’s finest heating system, because 
its installed cost is surprisingly low. 


Our Catalog No. 302 gives you the 
facts. Write for it today. 
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WHAT ARE YOU LOOKING FOR 


IN A UNIT HEATER? 


Top performance? Quiet operation? Easy installation? Low cost? 
They’re all yours when you choose from the American Blower 
Venturafin Unit Heater line. It is a complete line, available in all 
popular sizes, with capacities ranging from 18,000 to 560,000 BTU 
(at 2 lbs. steam pressure, and 60° entering air). 

You'll find a choice of coils to fit your particular job requirements, 
too, Coils are available for use with high-temperature, high-pressure 
hot water; with low-pressure hot water; or with steam. All coils have 
high-quality non-ferrous fins, mechanically bonded to seamless copper 


















"itbesatinee ‘ 
Tate 
Vette tet serinm 4 











HORIZONTAL 
HEATERS 


For horizontal blow, 
select from a wide range 
of capacities: 18,000 to 
357,500 BTU at 2 lbs. 
steam pressure and 60° 
entering air. 


(or steel) tubes for efficiency and durability. 


For your next heating job, choose the heaters that best fit your needs 
— American Blower Unit Heaters. They're backed by 75 years of 
industry leadership. For more information, contact 


American Blower Branch Office. 


There’s an American Blower Unit Heater for every job 














your 


nearest 





VERTICAL 
HEATERS 


Equipped with exclusive 
ABC Equitemp Air Dif- 
fusers. Capacities: 58,400 
to 560,000 BTU at 2 Ibs. 
steam pressure and 60° 
entering air. 













American Blower 
products serve industry 


e Air Conditioning, Heating, 
Ventilating Equipment 

@ Mechanical Draft Equipment 
e Industrial Fans and Blowers 
© Centrifugal Compressors 

© Gyrol Fluid Drives 

© Dust Collectors 

e@ Refrigerating Machines 
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GAS-FIRED 
HEATERS 


Available for natural, 
mixed, manufactured, 
LP, LP air gas mixtures, 
and dual fuel arrange- 
ments. Sizes and capaci- 
ties to fit your needs. 


AMERICAN 



















Division of American - Standard 
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INDUSTRIAL 
HEATERS 


High-velocity type indus- 
trial space heating. Seven 
sizes. Capacities from 
79,000 to 1,630,000 
BTU per hour. Certified 
Ratings. 






AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


BLOWER 
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Bilack&Decker: Jig Saws are 
POWER-BUILT.:. 


And designed to make your installation work easier! 











New Heavy-Duty Jig Saw! 


Specially made for heavy-duty installation work. Cuts 
intricate curves, even in heavier stock. Runs cool, in 
2x4’s or practically any material. Cuts to 45° angle, on 
either side. This versatile, rugged tool speeds your work, 
offers full 1” stroke, with minimum vibration, extra 
smooth performance! Heavy-duty shoe will not wobble 
or distort under pressure. Full line of wood and metal 
cutting blades available. Priced lower than any jig saw 
of similar capacity in its field. 


SERVICE! . . . one of 44 Black & Decker 
factory service branches is located ‘‘next 
door” to you. Staffed by experts to give you 
fast, efficient service and genuine replace- 
ment parts. 


Look in the Yellow Pages under “Tools-Eleciric’’ for Nearest Outlet 


@) Black & Decker. 


PORTABLE ELECTRIC TOOLS 


We don't buy motors-we build them! 


The heart of your electric tool is the motor 
—completely built by Black & Decker! 
All the power you need and then some— 
because each motor is built for a specific 
tool and the job it must do. B&D motors 
always stand up! 


s . <1 










U-10 Jig Saw for lighter work! 


Like its heavy-duty “brother,” this perfectly balanced, 
lightweight B&D Jig Saw makes pocket cuts, straight, 
curved, sharp radius and irregular*cuts—follows intri- 
cate patterns easily! Has capacity to cut 142” soft wood, 
1” hardwood—ideal for your lighter, “‘tight-spot’’ jobs. 
Cuts practically all materials, including metal, with 
proper blade. See your B&D distributor, or for more 
complete information, write: THE BLack & DECKER 
Mrc. Co., Dept. 2809 Towson 4, Maryland. 


SHEARS 




































New Products 





(Continued from page 141) 

Washer and Dryer 

General Electric has announced 
an automatic washer and a match- 
ing clothes dryer designed to pro- 
vide high-speed drying. The wash- 
er provides a choice of 2 wash 
speeds, 2 spin speeds ,2 water tem- 
peratures in wash and rinse, to be 
run in either of 2 separate time 
cycles: normal for regular family 
wash or short for delicate fabrics. 
The washer continuously circulates 
and filters the full tub of water dur- 
ing the wash and rinse cycles. In 
the suds return system, filtered 
water may be automatically saved 
and returned to the washer. The 
washer will handle up to 12 lbs of 
clothes. In the dryer, air is warmed 


Plastic Pipe Clamp 

A clamp designed for plastic pipe 
and other applications where cor- 
rosion resistance is essential has 





been developed by Ideal Corp. The 
entire clamp, including screw, band 
and housing is made of stainless 
steel. Interlocking construction, 
eliminating the use of rivets or 
spot welds, further protects against 
corrosion. 

Manufacturer: Ideal Corp., 435 
Liberty Ave., Brooklyn 7, N. Y. 


Stainless Steel Sink Bowl 

A stainless steel sink bow] for 
residential applications has been 
develoved by Vance Industries. 





Features include an oval shape, a 
satin finish to protect against 
scratching and a rubberized un- 
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in a separate chamber and enters 
the dryer basket through the back. 
A dial automatically controls dry- 
ing time; it can also be set to damp- 
dry for ironing; to sprinkle dry 
clothes; or to “fluff.” The dryer 
features a full-width door with 
magnetic door latch, an accessible 
lint trap, a porcelain clothes basket, 
and an interior light. The dryer 
can handle up to 10 Ibs of clothes. 
The washer and dryer are each 27 
in. sq., 36 in. high, and feature ped- 
estal mounted backsplashers illu- 
minated by fluorescent lights. The 
units are available in 6 colors and 
white. 

Manufacturer: Home Laundry 
Dept., General Electric Co., Appli- 
ance Park, Louisville, Ky. 


dercoating. Both single and double 
bow! models are available. The 
sit:gie bowl models measure 21 by 
24 in.; the double bowl models 
measure 21 by 32 in. 
Manufacturer: Vance Industries, 
Inc., 2108 Jackson, Evanston, III. 


Boiler-Burner Units 
Federal Boiler has announced a 
line of vertical gas-fired boiler- 





burner units available in three 
styles — flush jacket, extended 
jacket, and packaged. The units 
are available in five sizes with in- 
puts ranging from 105,000 to 220,- 
000 Btu. They feature 200 gph 
tankless coils (2 larger sizes avail- 
able as optional equipment), and a 
single-port, inshot-type matching 
burner with a specially-designed 
flame spreader. The flush jacket 
style (illustrated) includes a new- 
ly-designed jacket which may be 
installed after all piping is com- 
pleted. 

Manufacturer: Federai Boiler 
Co., Inc., Midland Park, N. J. 


A-C System 

A line of pre-charged air cooled 
air conditioning systems for re- 
mote installations has been an- 
nounced by Pioneer Mfg. The units 
are available with either V-type 
or vertically mounted single-type 
evaporator coils in models with 1%, 
2, 3 and 5 hp-capacities. Engineered 
for mounting on top of the furnace 
or installed alone, the evaporators 
contain coils made with seamless 
copper tubing and have 10 alumi- 





multi-circuit manifolding thermo- 
static expansion valve and refrig- 
erant strainer. Tubing is available 
in 8 lengths from 10 to 50 ft. The 
compressor-condenser units feature 
a balanced and resiliently mounted 
“squirrel cage” blower and 4-row- 
type split condenser coils mounted 
in large apertures for unobstructed 
air flow. 

Manufacturer: Pioneer Mfg. Co., 
3131 San Fernando Rd., Los An- 
geles 65. 


Water System 

A small-capacity water system 
for lawn irrigation purposes has 
been introduced by Lancaster 
Pump. The self-priming units are 
for use on well points, and are now 


Li al 






available in %, 1 and 144-hp sizes. 
Multi-stage models are also avail- 
able in sizes up to 5-hp for larger 
lawns. 
Manufacturer: Lancaster Pump 
and Mfg. Co., Lancaster, Pa. 
(Please turn to page 148) 
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e@ Contractors profit with Progress pack- 
aged boilers because they simplify boiler 
planning, purchase, and installation in 
four important ways: (1) Save time — 
you place one order . . . at one source 
... get one delivery ... make one instal- 
lation. (2) Avoid confusion — you end 
“parts” buying and tedious on-job as- 
sembly. (3) Eliminate call-backs — you 
install a fully fire-tested, smooth running 
boiler at the outset! (4) A Finished 
Package — you know it’s built and back- 
ed by a single responsible manufacturer. 

Get the complete facts — find out for 
yourself how to make more money with 
the new Progress “package.” 


Cleaver-Brooks 


Progress 
Packaged Boiler 
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/ “Jim—look at these figures, 
| this Progress package really } 
| us in the chips!” 


es 


NEW Progress package eliminates 
“scatter buying’ and installation delays 





FIVE SIZES 


Up to 1,340,000 BTU Output. Steam 
or Hot Water, Gos or Oil Fired. 
Sold through Wholesalers Only. 


Shipped direct to the job — ready for 
i diate installati Base frame sets 
solidly on any floor. Completely wired — just 
make service connections. Cleaver-Brooks start- 
ing service representative places boiler into 
Operation and trains attendant. 





Contractors, engineers, architects, users—write NOW 
for full details on America’s most modern boiler — 
in step :with progress . . . way ahead in design. 
Ask for catalog AD-157. 


CLEAVER-BROOKS COMPANY 


DEPT. K, 333 —& KEEFE AVENUE 
MILWAUKEE 12, WISCONSIN 








Backed by the Unmatched 


Experience of Building 
Many Thousands of 


Successful Packaged Boilers 


e PROGRESS boilers are prod- 
ucts of Cleaver-Brooks Company, 
originators of packaged boilers 
— the first boilers in their class 
built to quality standards of cost- 
ly industrial boilers. Featured 
are: four-pass, forced-draft de- 
sign, electronic controls, soft- 
flame start, clean-burning, quiet 
operation, guaranteed 80% effi- 
ciency. You benefit from special- 
ization in every phase of design, 
manufacture, quality control and 
final testing. 





The ‘‘scatter-buying” way—multiple 
components. Wastes time and causes on- 
job confusion, With built-up boilers you 
have no single centralized responsi- 
bility — consequently call-backs are 
more frequent. 





The Progress way to more heating 
profits. A completely integrated pack- 
age — boiler, burner, controls and in- 
sulation — ready to install, Complete 
unit approval — bears the Underwriters 
laboratories label. 





Free starting service. After installa- 
tion — final check and adjustment of 
boiler are made by authorized service 
representative. Attendant is also train- 
ed in operation and maintenance — at 


no extra cost. 











































New Products 





(Continued from page 146) 

Tankless Heater 

Thatcher Furnace has announced 
a tankless heater available as op- 
tional equipment on its series of 
oil-fired, cast-iron boilers. The 
heater is intended to provide con- 
tinuous domestic hot water at the 
rate of 3% gpm. To conserve space 





it is designed to fit entirely within 
the boiler. 
Manufacturer: Thatcher Furnace 


Co., Garwood, N. J. 
Return Air Grilles 


Two air conditioning return air 
grilles designed for sidewall and 
baseboard applications have been 
announced by Air Control Prod- 
ucts. The grilles are finished in 
two-tone beige and contain fins 
running horizontally. They are 





available in 24 by 6 and 30 by 6 
in. sizes. 

Manufacturer: Air Control Prod- 
ucts, Inc., Coopersville, Mich. 


Two centerset lavatory fixtures 
that feature removable valve units 
and are designed to reduce main- 
tenance have been developed by 
A. Y. McDonald. For repair, the 
valve unit is removed and replaced 
with another. The old valve can 
then be repaired at the contractor’s 
shop. Stem and unit packings are 
O rings. Body, spout and tail pieces 
of the fixtures are one-piece con- 
struction. A pop-up drain pushrod 
is optional. 

Manufacturer: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 
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Gas Vent System 

A venting system for gas-burn- 
ing devices has been announced by 
Dura-Vent. The system is air- 
insulated and features double wall 
metal pipe for either standard or 
recessed installations. Other fea- 
tures include a snap-type lock, an 
aluminum inner wall surrounded 
by a galvanized steel outer wall 
and a newly-designed vent cap. 
The air space between inner and 
outer walls is continuous from one 
pipe section to the next, permitting 
a natural draft. 

Manufacturer: Dura-Vent Corp., 
2525 El Camino Real, Redwood 
City, Calif. 


Service Sinks 
A line of vitreous-enamel, cast- 
iron, roll-rim service sinks has 





been announced by Universal- 
Rundle. The sinks are available 
with or without rim guard, and in 
two sizes, 22 by 18 in. (about 120 
Ibs) or 24 by 20 in. (about 130 Ibs). 
Both sinks have a 12 in. back. One 
model is drilled for faucets (illus- 
trated); the other is plain back. 

Manufacturer: Universal-Rundle 
Corp., New Castle, Pa. 


Lavatory Fixtures Feature Removable Valve Units 








Counterfiow Furnace 

Heil has announced an oil-fired 
counterflow furnace designed for 
use with perimeter and floor panel 
heat distribution systems. The unit 
draws in air from above, filters it 
and slowly circulates it past heat- 
ing surfaces. It then discharges 
the heated air through a duct sys- 
tem beneath the floor. The unit de- 
livers a bonnet capacity of 112,000 
Btu, and has an oil-firing rate of 
1 gph. It is rated at 1090 cfm at a 


90F temperature rise. Factory as- 
sembled and wired, the unit fea- 
tures an octagonal heat exchanger 
and a focused flame oil burner. It 
stands 68 in. high, 25 in. wide and 
28 in. deep. 

Manufacturer: The Heil Co., 3000 
W. Montana St., Milwaukee 1. 


Air Handling Units 

A line of air handling combina- 
tion units for ventilating, heating, 
and air conditioning applications 
has been announced by Westing- 
house. The units are available in 
13 basic sizes designed to handle 





500 to 48,500 cfm. They feature 
blast and steam distributing coils, 
and direct expansion and water 
heating and cooling coils. A single 
outlet duct connection is necessary. 
All components, arranged for easy 
access, are constructed of heavy 
gauge galvanized steel. 
Manufacturer: Sturtevant Div., 
Westinghouse Electric Corp., Hyde 
Park, Boston 36, Mass. 
(Please turn to page 152) 
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FOR THE CLEAN 
HOT WATER SO IMPORTANT 
IN EVERY HOME... 


Every day clean hot water becomes 
more important to modern homes. 
Families take that clean hot 

water almost for granted 

.. because they have CONFIDENCE 
in you to give it to them. 


And you, in turn, know that you can 
only protect your valuable reputation 
by selling them a water heater that 

has your confidence. When you 

sell them a Permaglas glass-lined water 
heater, you know you're selling the 
glass-lined water heater proved by over 
3,000,000 families ... the glass-lined 
water heater made by A. O. Smith, 
who coats more steel with glass than 
any other manufacturer in the world. 
And now, to help you build your 
customers’ CONFIDENCE still 
further, Permaglas brings you a 

great new campaign... all of it 
designed to help you ! 





don't lose a minute 
call your 
distributor now! 
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to help you...Permaglas brings you the 


Permaglas Chrfidence Campaign 


consumer advertising 
pointed to YOU 


Outstanding advertisements in 
full color in nine major national 
magazines will shout about 

this campaign. 


displays to bring YOU 
customers * 

Sparkling, fresh new point-of-sale 
and window displays will 

bring customers:in, and help 
you make more sales. 








local advertising to bring 
YOU business 


Local newspaper advertisements 
will tell them YOU sell 
Permaglas, will help build 

their CONFIDENCE in YOU. 


Permaglas 


“BETTER GLASS - - LONGER LIFE” 












promotional aids to help 
YOU sell 

Bright, compelling new 
promotional aids make selling 


easier. There are mailers, stuffers, 
booklets to help make sales. 


Through re worn OY 


AOSmith 


Permagias OW. Kankakee, WL; International Div., Milwaukee, Wis. 
Canada: John Inglis Co., Ltd, Torente 
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in leading 
home magazines 


is telling your 
Prospects about 


America's fastest 
selling Vanities. 


” SPECIAL 
choose trom} pastel color combinations ; CFF EK 


lor a 
fovelier 
bathroom 

























Beauty Queen Lavanettes are so practical, too. The DURING AUGUST AND 
baked enamel over Bonderized steel can’t warp, crack or rot. 
The Formica top resists aging, stays new year after year. SEPTEMBER You OFFER 


Once you've added Beauty Queen glamour to your 
bathroom, you'll wonder why you waited to enjoy all the 
extra conveniences that are now yours. 

Your favorite colors are available in eight color 
combinations to harmonize with other bathroom fixtures. 






‘$25 90 


TRADE-IN FOR ANY 
OLD LAVATORY 


Gentil) oon —— * 











Vanette adds greater convenience to This offer applies tothe 
, any bathroom 48" model shown and 
the 36" Lavanette. 
Your profit is protected. 





FREE NEWSPAPER 

TS AVAILABLE To 
ADVERTISE THE TRADE- 
IN SPECIAL. 









Single bow] Lavanettes are made 
in 3 sizes, 30’, 36” and 48” wide. The Queen with 


twin bowls and storage space is 72” wide. 






TOLEDO DESK 2 
FIXTURE Co. 
MAUMEE, OHIO 
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Make more profit selling 


DEMPSTER WATER SYSTEMS 
By offering... 


more performance 


DDEMPSTER 
Dual-jelmasler 





more gallons... 
more pressure ..- 
greater depth... 
with a 
% H.P. MOTOR 


DEMPSTE| 


wATER SUPPLY en SUPPLY EQUIPMENT d 
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less cost! 


Here’s the answer to the man who needs more water, 
pressure or depth than is practical with a single stage 
ejector pump—yet does not want the investment 

or operating cost of a standard multi-stage system. 


Based on a uniquely different principle, the new 
Dempster Dual-jetmaster has back-to-back impellers 
which increase the water volume . . . pumps at full 
capacity at 40 lbs. pressure and operates at up to 80 lbs. 
pressure . . . gives ample capacity from as much as 

150 ft.—or more than 1,500 gals. per hour 

from a shallow well. 


Operating on an economical % H.P. jetmaster motor, the 
Dual-jetmaster also has a low operating cost. The 
compact construction and impeller principle cuts 
pressure on the patented seal by approximately 

one-half; the stage plate and wearing rings are of 
corrosion-resistant brass; the labyrinth design of the 
wearing rings minimizes by-pass. 


The new Dual-jetmaster puts an added value on handling 
the entire Dempster jetmaster line—single stage 
jetmasters for deep or shallow wells; Convert-o-jetmaster, 
the double-purpose convertible system; and 

Multi-Stage jetmaster for top performance 

and greatest depth. 


All are backed by Dempster! At your service... 
77 Years of Water System Experience. 


For full details on the Dual-jetmaster parallel pipe, 
inner pipe and shallow well systems, write today 
for illustrated folder and performance tables. 


DEMPSTER MILL MFG CO. 


Office and Factory: Beatrice, Nebraska 

Seenies and Warehouses: Omaha, Nebr.; Kansas City, Mo.; 

Des Moines, !a.; Sioux Falls, $. D.; Denver, Colo.; Oklahoma City, Okla.; 
Amarillo, Tex.; San Antonio, Tex, 








































New Products 








(Continued from page 148) 


Utility Blower Fan 

A compact utility blower fan 
designed for interior ventilation 
through duct work has been an- 
nounced by Chelsea Fan & Blower. 
The fan can be mounted in either 
framed or unframed openings, and 
is adaptable to a variety of ceiling 
thicknesses. It is rated at 100 cfm 
air delivery, and attaches to 4-in. 
pipe ducting. A built-in damper 
prevents back drafts. Accessories 


S. 
SS J 


include a three-speed wall switch, 
automatic timer switch and roof, 
eave and wall caps. 

Manufacturer: Chelsea Fan & 
Blower Co., 639 South Ave., Plain- 
field, N. J. 





Pipe Fitting Template 

A draftsman’s template for trans- 
posing pipe fitting symbols in six 
scales has been developed by A. 
Lawrence Karp. On the 5% in. 
template, 91 symbol apertures have 
been cut through rigid transparent 
plastic with regard for dimensional 


stability and pencil tolerances. A 
wide range of commonly used sym- 
bols for O. D. pipe, end bells, 





flanges and fittings is covered, and 
foreshortened views are included. 
Printed tables relate the symbols 
to \%, %, 12, Xe, 38, and % in. scales. 

Manufacturer: A. Lawrence 
Karp, 16 Putnam Park, Greenwich, 
Conn. 


Tail Gate Loader 

A tail gate loader for use with 
1%, 34, or 1 ton model pickup 
trucks has been announced by H. 
S. Watson. The elevating tail gate 
is operated by steel cable and a 


hand winch. At a rated capacity 
of 650 Ibs, 20 Ibs hand effort and 
16 turns raise the load. Features 


Fan and Coil A-C Unit Heats, Cools Large Rooms 





A fan-and-coil room air condi- 
tioner for year-’round commercial 
and institutional applications has 
been announced by Worthington. 
Both recessed and cabinet models 
are connected to a supply and re- 
turn water piping system emanat- 
ing from a remotely located cen- 
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tral heating and cooling system 
which delivers the hot or chilled 
water. Twin blowers in the units 
draw room air through the filter, 
biend it with outside air and di- 
rect the air over the coil where it 
is cooled and dehumidified during 
hot weather, or heated in cold 
weather. The units feature a toe 
plate; a drain pipe constructed of 
heavy steel and coated with mastic, 
and three types of discharge grilles: 
fixed stamped non-adjustable sin- 
gle deflection, adjustable single de- 
flection, and adjustable double de- 
flection. Cooling coils are available 
in 4, 3, and 2-row design; a one- 
row steam coil for heating is also 
available. 

Manufacturer: Worthington 
Corp., Worthington Ave., Harrison, 
N. J. 





of the unit include an automatic 
load brake, operating linkage un- 
der the truck with no side posts, 
and bearings of hardened, cut-steel 
spur. The winch can be mounted 
on either side of the truck or on a 
truck with service body. The plat- 
form is 26 in. deep with a 5 in. 
beveled ramp and is available in 
48, 50, or 54 in. wide models. 
Manufacturer: H. S. Watson Co., 
1316 67th St., Emeryville 8, Calif. 


Sink and Drinking Fountain 


Carrollton has added a combina- 
tion sink and drinking fountain of 





stainless steel construction to its 
line. The ledge-type, deck mounted 
unit is designed for installation in 
classrooms and high school labora- 
tories. It is available in a variety of 
sizes, and in either No. 18 or No. 
20 chrome-nickel stainless steel. 

Manufacturer: Carrollton Mfg. 
Co., Sink Div., Carollton, O. 


Plastic Pipe 

A flexible plastic pipe for piping 
water and other fluids has been 
added to its line by American Hard 
Rubber. The light weight pipe is 
designed to facilitate and speed up 
the installation of jet and submersi- 





ble pumps, underground water dis- 
tribution lines, mine drainage lines 
and industrial piping systems. The 
pipe is available in sizes of 4%, % 
and 1 in. in the 75-lb series; 1%, 
1% and 2 in. in the standard wall 
series, and in sizes of 1 by 1%-in. 
and 1% by 114-in. in the twin-pipe 
series. It may be used at tempera- 
tures from —50F to 125F. 

Manufacturer: American Hard 
Rubber Co., 93 Worth St., New 
York City 13. 


(Please turn to page 156) 
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NEW!..PENN 


*“lofreez 
CONTROL 


Now...Nofreez Control Is The Low-Cost Way To Protect Pump And 
Milk Houses, Pig Brooders, Water Pipes And Storage Rooms From Freezing 


It’s new. It’s automatic! It’s easy to install! It’s the 
low-cost way to prevent freeze-ups! 


In small enclosures like milk houses or pig brooders, 
all you do is put in a standard 150W outdoor reflec- 
tor spotlight bulb. Then, when temperature drops 
to 37°, NOFREEZ automatically turns on the light 
which creates sufficient heat to prevent freezing. 
When temperature rises to a safer level, NOFREEZ 
turns off the light automatically. The heat is on only 
when it's needed! 


For applications where more heat is required, the 
NOFREEZ can be used with a heating cable or 
heavier load heaters. Get your supply of this new 
control now. Your customers will want NOFREEZ 
... there’s nothing else like it. Ask your wholesaler 
or write Penn Controls, Inc., Goshen, Indiana. 


PENN AUTOMATIC CONTROLS 


For Heating, Refrigeration, Air Conditioning, Gas 
Appliances, Pumps, Air Compressors, Engines 


HERE ARE 3 APPLICATIONS FOR PENN NOFREEZ CONTROL 


WITH BULB: For pump houses, milk 
houses, etc., a standard 150W out- 
door reflector spotlight bulb is in- 
serted in swivel control socket. 


WITH HEATING CABLE: For cold 
frames or water pipes in open crawl 
spaces, plug heating cable into 
socket of control. 


WITH HEAVIER HEAT LOADS: For 
use with heavier electrical load 
heaters, make heater connections di- 
rect to electrical terminals. 


9 


9 


\ 








Sherman Power Digger Digs Six to Eight 
60 Foot Trenches, 7 Feet Deep, in a Single Day! 


Five Sherman Power Diggers, averaging 40 hours of 
work each, every week, are doing more than their 
share to maintain the position of Bell Plumbing 
and Heating Co., Denver, as one of the nation’s 
major contractors. 

As Mr. William Stecher, plumbing superin- 
tendent for Bell, puts it, “We have found that this 
equipment can dig six to eight sixty-foot ditches a 
day. All of them are seven feet deep. I would guess 
that each machine does the work of six men at 
about one half the price.” 

In addition to digging trenches for water and sewer 


See the Sherman 
Power Digger soon 
at your local 
FORD TRACTOR DEALER 


“PRODUCTS, INC. 
ROYAL OAK, MICHIGAN 
| POWER DIGGERS* + FRONT END LOADERS + FORK LIFTS 


Phedade) 


lines, the Shermans are used for a variety of other 
digging and trenching jobs about the building sites. 
, With their Shermans on the job, Bell Plumbing 
and Heating no longer has to sub-contract normal 
digging jobs. Before purchasing the units, schedules 
often had to be adjusted for the sub-contractor and 
delays of several days were not uncommon. Now, 
work is completed on schedule. 

Sherman Power Diggers can cut costs and speed 
production for your company, too. See your local 
Ford Tractor dealer TODAY for a demonstration 
or write for free Bulletin No. 1350. 


*Designed, Engineered and 
Manufactured jointly by 
Sherman Products, Inc., 
Royal Oak, Michigan. 
Wain-Roy Corporation, 
Hubbordston, Mass. 


© 1956 Sherman Products inc 
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it gives you an UNQUALIFIED GUARANTEE 
and it’s found only on LAWNDALE 


Every unit of Lawndale Plumbing-Ware bears an un- 
qualified guarantee label with a registered number. 
This is important to you because it protects you com- 
pletely against loss. So long as that original factory 
applied unqualified guarantee label is still on the sink, 
vanitory*, or bathtub, it will be replaced without charge 


and with no questions asked. 


SEE YOUR NEAREST LAWNDALE JOBBER. 


Reg. U. S, Pat. Off. The Formica Co. 


LAWNDALE ENAMELING co. 


1137 W. 14th Street — Chicago 8, Illinois 
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New Products 





(Continued from page 152) 

Water Softener Line 

A line of semi-automatic water 
softeners has been announced by 
White Products. The 5l-in. high 
softeners are available in galva- 
nized or glass lined units, with 
capacities of 45,000 and 60,000 
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Lt a 
grains. The units feature an in- 
sulated inner tank and a turquoise 
and copper color styling. 

Manufacturer: White Products 
Corp., Middleville, Mich. 


Roof Ventilator 

A line of industrial roof ventila- 
tors has been announced by Detroit 
Blower. The ventilators feature 
airfoil-type fan blades welded to 
a specially designed hub, and but- 
terfly dampers that open automati- 
cally during fan operation but seal 
the ventilator against weather 


damage when not in use. The units 
can be furnished with a fusible 
link device (independent of fan 





operation) which acts as an emer- 
gency damper opener during fires. 

Manufacturer: Detroit Blower 
Co., 9867 Pacific Ave., Franklin 
Park, Iil. 


Cargo Enclosure 

An all-steel cargo enclosure for 
installation on trucks equipped 
with its auto bodies has been an- 
nounced by McCabe-Powers. The 
= 


} i 
| 
_E! . 4 | 






enclosure is installed by removing 
the tail gate and bolting the can- 
opy in place (see cut). Once in- 


Kelvinator Announces 1957 Laundry Appliance Line 





Kelvinator has announced its 
1957 home laundry appliance line, 
which includes five automatic 
washers and five matching electric 
dryers. All automatic washers fea- 
ture a pre-treatment designed to 
eliminate hand scrubbing and 
soaking. One automatic washer 
features a separate cycle for family 
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or small sized loads. Both cycles 
are controlled by one dial. The 
second model has the same features 
as the first, plus a suds return. The 
third washer also has the two- 
cycle, single-dial features, and in- 
corporates a push button control to 
regulate water temperatures. The 
fourth and fifth automatic washer 
models have the same cabinet de- 
sign and many of the operating 
features of the other models. 

The electric dryers are styled to 
match the washers. They feature 
a control dial which can be stopped 
to permit load changes, a button 
to allow fluff-drying and a chime 
that sounds when clothes are dry. 
One dial controls drying time from 
5 to 120 min. 

Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 Ply- 
mouth Rd., Detroit 32. 


stalled, the enclosure provides pro- 
tection against weather or thievery. 
The enclosure stands 24-in. high 
and provides a total floor-to-roof 
height of 53 in. The unit is now 
optional on the firm’s new auto 
bodies, or can be installed as an 
accessory on those now in use. 
Manufacturer: Service - Master 
Div., McCabe-Powers Auto Body 
Co., 5900 N. Broadway, St. Louis. 


Laundry Tubs 

A line of laundry tubs for cabi- 
net, stand, or built-in installations 
has been announced by Active 














Quality Ware. The tubs are avail- 
able in stainless steel or in various 
color combinations of acid-resist- 
ing titanium porcelain enamel. The 
model shown features a flared over- 
flow pipe for use with washers. 

Manufacturer: Active Quality 
Ware, Div. of Active Tool and Mfg. 
Co., 888 Clairpointe Ave., Detroit 
15. 


Boiler Control Series 

A series of self-energizing con- 
trols for use with its boilers has 
been introduced by Hydrotherm. 
The controls are designed to insure 





TS86A ROOM 
THERMOSTAT PRESSURE 
une > REGULATOR 
/ 
CONTROL VSB7A 


MAIN 4A] 





C5587 PILOTSTAT 
i tf WHERE 100% SHUT OFF 
ARMORED | Yd 1S REQUIRED 
ABI E Neat 








automatic heating in areas where 
electrical power is interrupted. On 
gravity system conversions where 
no circulator is necessary, the con- 
trol requires only wiring to the 
thermostat. On hot water systems 
the control is wired to the aqua- 
stat connection. 

Manufacturer: Hydrotherm, Inc., 
Northvale, N. J. 

(Please turn to page 159) 
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a new concept in styling and 
performance sets pace in 
gas-fired unit heating 







































BIG SIZES, SMALL PACKAGES 
This 25,000-Btu Modine gas 
unit heater weighs only 35 Ibs. 
New Modines are ideal for fac- 
tories, offices, laboratories, 
washrooms, garages, service 
stations, stores. 


Here at last is a gas unit heater so 
strikingly beautiful it can be installed 
with pride in the finest commercial, in- 
stitutional and industrial buildings. 
Truly distinctive lines and attractive 
soft green finish are accented by spar- 
kling medallion, grilles and panel of 
polished chrome. Yes, the new Modines 
are in a class by themselves — thanks 
to the skill of famous designer Jean 
Otis Reinecke. 

And the new Modines are as great 
as they look . . . in performance, econ- 
omy and safe, trouble-free operation. 
Check these unmatched benefits: 

New performance — Improved stainless 
steel burners and choice of stainless or 
aluminized steel heat exchangers, with 
combustion air inlets located directly be- 
low, increase heating efficiency, minimize 
corrosion. 

Quieter operation — Lower speed motors, 
new fan design and resilient motor mount- 
ing assure quieter operation at full-capac- 
ity heat delivery . . . provide ample heat 
throw to all areas without hot blasts. 
Lighter weight — Actual comparisons 
show the new Modines to be up to 50% 
lighter than other makes. They are easier 
to install, cost less to ship and handle. 
Wider range of sizes — The new Modines 
are available in eight sizes now, ranging 
from 25,000 to 310,000 Btu. There’s a size 


for every application of natural, manu- 
factured, mixed, LP and LP-air gases. 


For full particulars, see your nearest 
wholesaler or the Modine representa- 
tive listed in your phone book. Whole- 
saler franchises still open in some areas. 





CLIP THIS COUPON AND MAIL TODAY 


MODINE MFG. CO. | 
1500 DeKoven Ave., Racine, Wis. j 


...to be sure! 








But there’s more to 
the new Modine 








than meets the eye 





SELF-CLEANING PORTS 


Knife-sharp stainless steel ports 
have four times the free area of 
drilled ports. Keen edges resist 
lodging of dirt and scale, main- 
tain uniform flame. 


IMPROVED COMBUSTION 
Hooded combustion air inlets di- 
rectly below each tube assure 
higher burning efficiency, mini- 
mize flame disturbance 





FASTER, MORE UNIFORM HEAT 
Continuous, uniform flame from 
front to rear of individually and 
directly-fired tubes boosts radi- 
ant heat absorption and uniform 
heat distribution. 





SAFETY MEASURE 


Sturdy guard protects against 
hazards of exposed fan and 
provides resilient suspension for 
motor and fan assembly, further 
reducing vibration noises. 











GAS UNIT HEATERS 
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New Products 





(Continued from page 156) 
Lavatory 
A wall-hung, formed-steel lava- 
tory for residential applications has 
been developed by Eljer. It meas- 


ures 20 by 18 in. and features a 
wide back shelf and a front in- 
tegral overflow. The unit also in- 
cludes renewable faucet units and 
seats, aerator, and removable pop- 
up waste plug. It is available in 
five colors and white. 

Manufacturer: Eljer Co., 3 Gate- 
way Center, Pittsburgh 22. 


Tin-Antimony Solder 

Hercules Chemical has an- 
nounced a 95/5 tin-antimony solder 
designed for high temperature and 
pressure applications. The solder is 





combined with active flux in paste 
form and is intended for sweat 
connections on lines carrying tem- 
peratures to 250F, pressures to 500 
lbs and saturated steam to 80 lbs. 
On sweat connections it is brushed 
on tubes and fittings, then heated 
with a torch. The solder is avail- 
able in %, 4, 1 and 3-lb containers, 
each with a brush. 

Manufacturer: Hercules Chem- 
ical Co., 416 Broadway, New York 
City. 


Draft Inducer-Regulator 
A combination draft inducer- 
regulator adaptable to oil, gas, 


stoker, and hand-fired installations 
has been developed by Walker. The 


unit is designed to inspirate draft 
in flue or chimney where natural 


draft is insufficient, and to correct 
troubles caused by poor chimney 





construction. The draft is controlled 
by an automatic regulator, which is 
intended to keep the chimney dry, 
correct pulsation and smoking, and 
reduce soot and odors. The unit is 
made of heavy gauge galvanized 
steel and features a heavy-duty, 
fractional hp motor and a regulatcr 
and inducer fan fabricated of cor- 
rosion-resistant material. The com- 
bination unit is available for pipe 
sizes ranging from 4 in. to 10 in. 





Manufacturer: Walker Mfg. and 
Sales Corp., 17th & Penn St., St. 
Joseph, Mo. 


Gas-Fired Water Heaters 


Coleman has announced a new 
line of gas water heaters and has 
restyled its previous line. The new 
heaters are available in 20, 30, and 
40 gal. sizes and in galvanized or 
enamel-stone lined tanks. The 
heaters in the restyled line now 
feature a specially engineered 
raised, drilled-port burner for all 
types of gases. Other features in- 






clude a deep inlet tube, spiral flue 
baffle, 1-in. glass fibre insulation, 
automatic thermostat, offset heat 
exchanger, and a safety pilot. Both 





the new and earlier models are de- 
signed to heat 23.1 gph through a 
100F temperature rise or 38.5 gph 
through a 60F rise. 

Manufacturer: The Coleman Co., 
Inc., Wichita 1, Kans. 


Convertible Wall Furnace 

A wall furnace engineered to 
permit conversion from an overflow 
heater to both a central heating 


k 


P 


aie 





NA 


system and a combination over- 
floor-underfloor system has been 
developed by International Oil 
Burner. The oil burning unit fits 
(Please turn to page 164) 


Boiler Line Features Forced, Natural Draft Units 





A line of scotch-type, oil and gas- 
fired boilers for commercial, in- 
dustrial and institutional applica- 


tions has been developed by Na- 
tional-U. S. Radiator. The 26-mod- 


el line consists of 13 forced draft 
and 13 natural draft units. All 


models feature a wet base design 


to insure surrounding the rear 
combustion chamber by a water- 
backed heating surface. The natu- 
ral draft series provides steam rat- 
ings from 4500 to 35,000 sq ft and 
net water ratings from 7600 to 56,- 
000 sq ft. The forced draft series 
is rated at 6440 to 50,000 sq ft steam 
and 10,300 to 80,000 sq ft water. 
Other features available on all 
models include hinged front doors 
and rear access openings, a 4-in. 
cbservation port and_ reinforced 
steel support saddles. Tankless and 
storage water heaters for both 
series are also available. 

Manufacturer: Heating and Air 
Conditioning Div., National-U. S 
Radiator Corp., 221 Central Ave., 
Johnstown, Pa. 
















hot water 
cold water 


low pressure 
steam 


WHITE UNIVERSAL JACKET 


Aluminum foil vapor barrier 





Attractive white creped cover 





ALL-PURPOSE LOW PRESSUR 





PIPE INSULATION 


» ... gives you better-looking plumbing 
and heating jobs at lower cost! 


Here’s the first all-purpose insulation de- 
signed for cold water, hot water or low 
pressure steam lines—new Fiberglas* Low 
Pressure Pipe Insulation, with universal 
jacket. It’s pleasant to handle, easy to 
apply, covers all low pressure needs with 
top efficiency. You'll enjoy important ware- 
house savings—easier scheduling and han- 
dling to and on the job—and faster installa- 
tion with less labor. Result: extra profits 
for you . . . better-looking jobs for your 
customers! 

The resilient core of molded Fiberglas 
Insulation is faced with a universal jacket 
of white kraft paper over a laminated vapor 
barrier of aluminum foil, preventing con- 
densation when used on cold piping. The 
white creped paper surface needs no paint- 
ing—or can be color-painted in a single 


coat without sizing. This insulation is also 
available with a standard factory-applied 
canvas jacket. 

VERSATILE— Use on any hot or cold water 
orlowpressure steam line—S0°F. to 250°F.! 
EFFICIENT — Thermal efficiency up to 40%, 
greater than many pipe insulations! Can't 
rot or corrode! 

NO SHRINKAGE—Never shrinks open al 
section joints; won’t buckle or sag! Retains 
that “just-applied” look! 

EASY APPLICATION—Never brittle or 
fragile. Standard 3-foot sections easy to 
cut, quick to fit... . no bands needed! 
SAVES MONEY —Fase of installation, top 
insulating qualities, long life—offer impres- 
sive savings! 


sl ee ee re es | 


Owens-Corning Fibergias Corporation 
Dept. 172-1, Toledo 1, Ohio 


No charge, no obligation. 


Name 


Please send me the complete descriptive booklet Fiberglas Low Pressure Pipe Insulation. 


( ) Check here if you want the name of your nearest supplier. 





Company 





Address 








It’s amazing the difference Fiberglas makes! 


OWENS-CORNING 


FIBERGLAS 








I 
1 
| 
1 
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1 
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1 
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*T-M. (Reg. U. 3. Pat. Off.) O-C. F. Corp. 
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000 
GUY ION OF PRESSURE 


’ GEST SELECT 
orrers THE WORLD § LAR HEATING! 


CONTROLS FOR HOT WATER 





TYPE CBL: Super Deluxe ° TYPE CQ: Ten New 
Type CBL Inbuilt Bypass, ° Models... Type CQ 
Double Strainer Extra * Series including 


Heavy construction « ASME. Listed Re- 
throughout. e lief, Inbuilt Check 


Valve, Sweat Copper 


Inlet, all competitively 
priced. 




















CBL OR A-1 
INSTALLED o 








TYPE A-1: All Bronze 
Type A-1. Time-proven by rom 
thousands of installations. 







valul 
PACKAGED UNITS —_ 








J 


° “CAF” UNITS: Eight PACKAGING: CASH- ‘ 
e different two-valve packe ACME'S Two-Valve * 
e aged units for nearly all Units are packaged as A= . 
: sizes of boilers, each con- “CAF-1 through 8” for. of  . oy 
taining an A.S.MLE. List- ease in selection and or- i ’ 
4 ed Relief Valve Type dering convenience. All |} LJ |} . 
* F-51 or F-52 in 4% to 2” ~valves may also be pur- I { . 
° pipe size and a compan’ chased separately. U} s . 


ion Pressure Reducing 


Boiler Feeder Type A-39 
or E-BF. Tops in quality 
yet priced competitively. 


WHERE CODES AND 


PREFERENCE REQUIRE INSTALL 
A “CAF” 2 VALVE UNIT e 








DA ! 
es Le offers the widest selection of both pressure reducing boiler feeders and dual controls 
with inbuilt check valves to prevent backflow of boiler water into the home water supply. Write 


‘ 
e for details on the “CKF” Series and Type A-40. 
ae 


A fact-jammed 
new 8-page Bul- 
letin No. 3-1 
with easy to use 
selection tables is 
yours for the 
asking. Write to- 
day! 


FOR THE 


Correct A nswer 


--.see your jobber 
insist on...cash-acme 


CASH 


AUTOMATIC VALVES 
=e ¥ 


A.W. CASH VALVE MFG. CORP., 6661 E. WABASH AVE. + DECATUR, ILLINOIS 
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EW/ Bridgeport's 
STAINLESS STEEL TRAXROD 


... luxury at a NEW LOW PRICE! 


ES oy PSA 























This new, exclusive Bridgeport Stainless Steel 
TRAXROD is both attractive and rugged—adds 
beauty to any bathroom. Contractors can now install 
this “luxury” feature in development houses 
at lower cost. 

Stainless Steel TRAXROD is a profitable item 
to stock and sell! Order your supply now. 
Leading wholesalers carry the complete line of 
Bridgeport Plumbing Brass goods. 


SMOOTH SLIDING balls ride 
easily, quietly on Traxrod con- 
cealed track; eliminate unsightly 
looping hooks. 


BRIDGEPORT BRASS 


For finest quality specify 
Bridgeport Copper Water Tube 
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Now you can offer 

Automatic Controlled Humidification 
for Hot Water Heated Homes 

and Buildings... Steam and Warm Air, too! 


ARMSTRONG Hfumid()maker 


AT LONG LAST you can offer your wet heat customers a 
fully automatic, high capacity unit for maintaining controlled 
relative humidity in homes and offices. 

HEAT SOURCE. Heat for evaporating water for humidify- 
ing is supplied from the hot water (or steam) boiler — or 
even from a gas or oil-fired water heater. 

HIGH CAPACITY is obtained by forced air circulation over 
the heated water in a stainless steel tank. A circulating hot 
water temperature of only 170 deg. F. gives the humidifier 
an evaporating capacity of over two gallons per hour. 

CONTROL. A sensitive humidistat starts or stops the 
humidifier whenever the relative humidity drops below or 
rises above the desired level — never too dry and never 
clammy damp — just right. 

LONG LIFE. The stainless steel tank and water level con- 
trol and the copper heating coils will last for years. 

AUTOMATIC CONTROLLED HUMIDIFICATION gives health- 
ful, comfortable “Florida” climate all through the heating 
season. Additionally, controlléd humidification protects 
woodwork, furniture and carpeting from deterioration. 

GET ON THE BAND WAGON. Your customers are humidi- 
fication conscious. Get the Armstrong HUMID-I-MAKER 
story and sell Controlled Humidification at a profit. 


Use the coupon for complete information. 


ARMSTRONG MACHINE WORKS 


Three Rivers, Michigan Established 1900 






































ARMSTRONG MACHINE WORKS 

Three Rivers, Michigan 

Please send literature, details, prices on your 
Humid-i-maker. 


Name 





Company. 
Street Address 








LIFETIME CONSTRUCTION — heavy stain- 
less steel tank, cover and float. Bronze 


Please 
coils. (Tank shown dropped to expose 
coils), Angle iron floor stand optional, Print > Name of Wholesaler 


City _Zone__State 
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New Products 





(Continued from page 159) 
into a wall opening 60 in. high by 
25% in. wide. It is designed to heat 
four or five rooms when installed 
in a central location. Adding fibre 
ductwork permits underfloor heat 
distribution to distant rooms. The 
unit has a heating capacity of 55,000 
Btu with a 600 cfm blower. Tem- 
peratures are controlled by an au- 
tomatic wall thermostat. The fur- 
nace is finished in baked enamel. 

Manufacturer: International Oil 
Burner Co., 3800 Park Ave., St. 
Louis. : 


Clothes Dryer 

A top-loading automatic clothes 
dryer designed for use with nat- 
ural, manufactured or LP gas has 





been announced by Fowler Mfg. 
The dryer features a special air- 
flow system and a single time selec- 
tor switch. An automatic gas sup- 
ply is another feature. 

Manufacturer: Fowler Mfg. Co., 
2545 S.E. Gladstone St., Portland, 
Ore. 


Pitless Well Connector 

A sanitary pitless connector de- 
signed for use with water wells 
that have submersible reciprocat- 
ing or jet pumps has been an- 


wW 


nounced by Merrill. For frost pro- 
tection, the connecter seals to the 
well casing below frost level. For 
accessibility to well working parts, 
a lock pipe and spool-like con- 
nector casting can be removed for 
pulling well parts without digging 
up or breaking a connection at the 
discharge point. A metal-to-metal 
seal is maintained by a ground and 
lapped tapered joint at contact 
points. The connecter is available 
for 2 to 12 in. wells. 

Manufacturer: Merrill Mfg. Co., 
8101 University, Des Moines, Ia. 


Central A-C System 

A series of air-cooled, central air 
conditioning systems has been an- 
nounced by Eureka Williams. The 
system is shipped complete with 


4 


American Blower Announces Packaged Chiller Line 


A line of packaged water chillers 
for air conditioning or industrial 
cooling applications has been an- 
nounced by American Blower. 
Available in capacities from 20 to 
150 tons, each chiller unit consists 
of base and framework, reciprocat- 
ing type freon compressor, direct- 
expansion chiller section, heat ex- 
changers, control panel, electric 
drive motor and associated valves, 
strainers and gauges. Across-the- 
line magnetic motor starters are in- 
cluded. The chiller element has 
a shell of seamless steel tubing 
made of %4-in. O.D. seamless cop- 
per and roller-expanded into the 
tube sheets to seal tube joints. Wa- 
ter connections 3 in. and smaller 
are heavy pipe couplings; connec- 
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tions larger than 3 in. terminate in 
150 lb steel flanges with threaded 
cast-iron companion flange. Other 
features include plastic refrigerant 
head gaskets, water baffles of zinc- 
plated hot-rolled steel, and option- 
al brass baffles. Design working 
pressure for the tube side is 235 psi; 
for the shell side, 150 psi. 
Manufacturer: American Blower 
Corp., Detroit 32, Mich. 





blowers and filters, and is de- 
signed for installation with forced 
air heating systems. The horizontal 
duct unit features a remote com- 
pressor-condenser. The system is 
available in 2, 3 and 5-ton models. 

Manufacturer: Eureka Williams 
Corp., Bloomington, II]. 


Elbow Vent Fitting 

An elbow vent fitting designed 
to provide manual venting of con- 
vectors, baseboard or fine-pipe 
radiators has been developed by 
“Pinta” Products. An interior par- 
tition in the fitting forms an air 
block breaker to separate air bub- 
bles from water. A slotted head 
vent screw permits manual bleed- 

















ing of air through the vent tube. 

Manufacturer: “Pinta” Products, 
Inc., 83 Waterman Ave., Johnston 
oe BR 2. 


Water Filter-Chiller 
A residential water filter-chiller 
that can be installed under stand- 





ard kitchen sinks has been an- 
nounced by Filtrine Mfg. The unit 
incorporates a storage feature de- 
signed to provide chilled water for 
filling pitchers. For installation, it 
is fastened to the drain and water 
connections. The unit is furnished 
with an hermetic refrigerating ma- 
chine and automatic controls. 
Manufacturer; Filtrine Mfg. Co., 
300 W. Prospect St., Waldwick, 
N. J. 
(Please turn to page 168) 
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You Sell You Sell You Sell 


SPRINKLER 
IRRIGATION PUMPS 





You Seil You Sell 





SUBMERSIBLE PUMPS SELF-PRIMING PUMPS END-SUCTION PUMPS “PACKAGED” 


TURBINE PUMPS 





You Sell You You 














Sell Sell | 


WATER KING PUMPS THE “SUPER 500” JET SYSTEMS es Na LOW HEAD PUMPS 


You Sell You Sell 














No matter what your customers’ needs are, they can selec 


nationally-known, nationally-accepted Peerless pumps a 
systems. Write today for full information and prices. 








NEW CONVERTIBLE JET PUMP 


It has eye appeal—your customers will like its years- 
ahead, good looking design. It has flexibility—your cus- 
tomers will like its provision for future water require- 
ments. 

It provides a wide selection of tanks—all of your cus- 
tomers’ installation and capacity requirements can be 
met from many types of tank mounting and pump piping 
arrangements. 

It has “sell”—your customers know the Peerless name 
stands for pumping satisfaction without any “pioneer- 
ing” on your part. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
2005 NORTHWESTERN AVE., INDIANAPOLIS 8, INDIANA 
or 301 WEST AVE. 26, LOS ANGELES 31, CALIFORNIA 


Please send information and prices on 


NAME 


of pump they want, for the money they want to spend, for the job 
they want done, from the complete Peerless pump line. With Peer- 
less, you never miss a pump sale because you offer the line that fits 
almost every pumping job—in the home, or on the farm, or for 
commercial uses. All Peerless pumps are easy to install, regulate 
and operate. And once installed, your service call-backs will be 
negligible. In your area just don’t meet competition, make it—with 





YOU CAN’T BEAT THE LINE THAT’S COMPLETE 


SELL PEERLESS PUMPS_.,... offer more—so you make more 





t the type 


nd water 





NEW MULTI-STAGE JET PUMP 


Here’s the pump that will “fill the bill” when your cus- 
tomer says, “I want plenty of water with plenty of 
pressure.” 

Install this proved-in-use, heavy. duty, dependable 
Peerless multi-stage jet, the most modern addition to 
Peerless’ complete line of deep and shallow well pressure 
water systems. 

For capacity, Peerless multi-stage jets provide up to 
3200 gph from shallow wells and up to 1800 gph from 
deep wells. And they can be installed in deep wells for 
lifts up to 250 feet. 


So, stock with PEERLESS economy and sell with PEERLESS satisfaction. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORP. 


PLANTS: Indianapolis, Ind.; Los Angeles, Calif. 


OFFICES: New York; Indianapolis; Atlanta; Chi- 
cago; St. Louis; San Francisco; Phoenix; Fresno; 
Los Angeles; Plainview and Lubbock, Texas; 
Albuquerque. 


the complete Peerless dealer pump line 


COMPANY 








ADDRESS 
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SEE YOUR PHELPS DODG: 


COPPER WATER TUBE WITH MINE 





FIRST FOR LASTING QUALITY—FROM MINE TO MARKET |! 
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DISTRIBUTOR FOR... 


INE | -TO-MARKET DEPENDABILITY ! 





You can always rely on Phelps Dodge copper water 
tube—and your Phelps Dodge distributor—to serve 
you well. Here’s why: 





Phelps Dodge has its own open-pit mines, assuring a 
dependable source of highest grade copper at all times. 


Phelps Dodge mills stress quality control throughout 











every step of manufacture to give you the same high 
uniformity in coil after coil. 


Phelps Dodge strategically-located service depots en- 





able distributors to maintain stocks and refill them 
without any delay. 


Phelps Dodge sells exclusively through distributors, 
provides a sales engineering staff to help distributors 
solve their problems. 


Next time you need copper water tube, specify Phelps 
Dodge for dependable quality from mine to market. 


For the name of your nearest Phelps Dodge distributor, write 
Department D9, Phelps Dodge Copper Products Corporation, 
300 Park Avenue, New York 22, N.Y. 





: 


PHELPS DODGE COPPER PRODUCTS = 


CORPORATION 


NEW YORK, N.Y. e« LOS ANGELES, CALIF. 
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New Products 





(Continued from page 164) 

Oil Furnace 

Delta Heating has announced a 
self-contained oil furnace for resi- 
dential and small commercial ap- 
plications. The factory assembled 
unit features a specially designed 
heat exchanger composed of inde- 
pendent steel sections welded to- 
gether. As more of these exchang- 
ers are added, the output rating of 
of the system is increased. Other 
features include interchangeable 





flue pipes which are atiacned to any 
face, knock-out circles stamped in- 
to the casing and refractory com- 
bustion chambers which are at- 
tached during manufacture. Sizes 
range from 68,000 to 210,000 Btu. 
Height is 56 in. 

Manufacturer: Delta Heating 
Corp., Trenton, N. J. 


Evaporator 

Armstrong Furnace has revised 
its upflow 2 and 3 ton evaporator, 
which is used with the air-cooled 
condenser and is usually installed 
on a basement model or hi-boy fur- 
nace. The cabinet now has a 
plenum built in at the top, giving 
the complete unit a 23 in. height. 
Three knockouts are provided at 
the top of the unit for 6 in. duct 


Bendix Announces 1957 








Bendix has announced its 1957 
line of combination washer-dryers 
and side by side matched washers 
and dryers. Both gas and electric 
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runs from the plenum chamber; an 
18 by 12 in, plenum slot is out- 





lined at the corners. The cabinet 
is painted in gray with blue baked 
enamel. 

Manufacturer: Armstrong Fur- 
nace Co., 851 W. 3rd Ave., Colum- 
bus 8, O. 


Humidifier Tablets 
Tablets designed to protect hu- 
midifiers against corrosive elements 





present in domestic water supplies 
have been announced, by Skuttle 
Mfg. The tablets are intended to 


reduce lime deposits, scale, and 


Home Washer-Dryer Line 


models are available, featuring 
full-width, lighted back panels; 
lighted controls; porthold doors, 
and tumble action tubs. They op- 
erate with three-speed transmis- 
sion and flexible controls. The 
deluxe model (illustrated) can be 
operated at any of six water tem- 
peratures. Another model can be 
set to operate with water at tank 
temperature or at thermostatically 
controlled 100F temperature. All 
models are available in three colors 
and white. 

Manufacturer: Crosley & Bendix 
Home Appliances Div., Avco Mfg. 
Corp., Cincinnati, O. 


other corrosive elements to a sludge 
that is rinsed away. 

Manufacturer: Skuttle Mfg. Co., 
Milford, Mich. 


Wall Heater 

A forced-air, gas-fired wall heat- 
er designed to permit installation 
between normal wall studding has 
been announced by Carrier. The 
unit features front, side or rear 
grille locations for multiple dis- 
charge; safety shut-off controls; 
a ribbon-slot steel burner; a cen- 


— 





trifugal blower; and glass lining. 
The heater is used with natural, 
manufactured and mixed gases at 
65,000 Btu input, with propane at 
63,000 Btu input, and with butane 
at 54,000 Btu input. 
Manufacturer: Payne Div. of 
Carrier Corp., Monrovia, Calif. 


Water Closet-Lavatory 

A combination water closet and 
lavatory for institutional, especially 
prison, applications has been de- 
veloped by Aluminum Plumbing 
Fixture. The combination unit is 





cast aluminum construction and is 
made with no exterior parts to pre- 


vent tampering. 
Manufacturer: Aluminum 


Plumbing Fixture Corp., 1485 Bay- 


shore Blvd., San Francisco. 


(Please turn to page 174) 
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PUBLIC 


Pedal Operated 
Chicago Faucets 


Here’s an idea that is opening up a brand new 
market, in public washrooms everywhere. It is 
gaining in popularity all the time. 

Chicago Pedal Faucets are the only true sani- 
tary faucets for public use. They offer the ulti- 
mate in convenience also. One foot controls 
both water flow and temperature, leaving both 
hands free. And they still permit all the econo- 
mies of water and fuel that come with self-clos- 
ing valves. 

Both wall mounted 
and floor mounted 
models available. Pedals 
swing 7 out of the way 
when cleaning floors. 
The operating units pro- 
vide all the trouble-free 
service for which 
Chicago Faucets are so 
justly famed. 


THE CHICAGO FAUCET CO. 
Chicago 39, lil. 


Chicago Faucet Products 
are distributed through 
the plumbing trade ex- 
clusively. 
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ELECTRIC 
Round models, 20 to 82 gai 






YEAR 





ELECTRIC ° 
Table top, 30 to 52 gal 
GAS 
Table top, 30 gal. size 
eeeeeeeeeeeeeseeeaeeeeeeeveee es 
GAS 
Round models, 


20, 30, 40 and 60 gal 


EVER! 























White dealers have done wonderfully well 4 ‘ 
—enjoyed a tremendously profitable 1956. | 
The White factory capacity has been 
more than DOUBLED in the past 2 to 3 , ie 
years—a new ‘‘White-Glass lining” factory | 
has been built—in order to keep up with 
White dealers’ sales! If you have been 
overlooking the big profits that White 
Water-Hotters CAN pay you, and Is paying | 


others, find out why! Phone, wire or 


write your White distributor—or contact 
White direct RIGHT Now! 























White-Glass N EW 
and Zinc-in-ized Linings i hule, 
‘ins x WATER 


SOFTENER 








WHITE PRODUCTS CORPORATION 


Water Heating Specialists Since 1930 
Middleville, Michigan e Div. of Lamb Industries, Inc. 












Lord & Taylor branch store, West Hartford, Conn., 
~ has network of Beth-Co-Weld steel pipe for chilled 
' water system. Contractor: The Horton Co., Hart- 
ford. Jobber: Callahan Company, Hartford. 


New Store in Connecticut...Office Building in North Carolina 


BOTH USE BETH-CO-WELD PIPE 


Whether it’s for a store, or office building, or some 
other type of structure, you can count on good service 
when you use Beth-Co-Weld steel pipe for heating 
and plumbing lines, and for sprinkler systems. 

Beth-Co-Weld is ideal general-purpose pipe be- 
Cause it is so easy to work and install. Besides, it is 
made from a good grade of steel by the continuous- 
weld process, ensuring a tight, sound weld. 

Most jobbers carry Beth-Co-Weld in these sizes: 








DIAMETER WEIGHT | LENGTH 
Yo to 4 in. Standard 21 ft, plus or minus 1 in.; 
Y2 to 3 in. Extra Strong also random lengths 
- . Owned by Home Finance Group, Inc., this structure in 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. Charlotte, N. C., has Beth-Co-Weld steel pipe through- 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast out. Contractor: Embree-Reed, Inc., Charlotte. Jobber: 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation Noland Co. Spartanburg Branch. 


BETHLEHEM STEEL 
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LINE 














THE FINEST IN FITTINGS 













AND TRIM! 


S ecial Pp alterns 


for MANUFACTURERS! 





Middleville Engineering Com- 
pany are producers of special 
meattern trim and fittings for 
manufacturers in the 
bing industry. Quality con- 
and more uniform produc- 
of any die cast part is as- 
by “Automation” at the 





Fig. No. 50-4 





A 


Quotations on Custom Parts on Request! 


> 





Tank Levers e Drum Trap 
Covers e@ Faucet Handles 
Slip Joint Nuts e Supply Pipe 
Coupling Nuts e Supply Pipe 
Lock Nuts e Sink Strainer 
Lock Nuts e Bath Spouts e 
Waste and Overflow Assembly. 


Fig. No. 51-9 


MIDDLEVILLE 


ENGINEERING & MFG. CO. 
MIDDLEVILLE --- MICHIGAN 
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How Plumbers up sales, increase profits by Selling | 
Water Heaters with a family of features ; 








Heatmasters are made for quick, easy installing. 
Why carry and jockey a water heater into position 
when Heatmaster just rolls into place. Why fuss 
to align a leg unit when you can shim a Heatmaster 
plumb in a second. Why go prone to adjust controls 
and set a pilot when Heatmaster controls are so 
handy and quick. Cut installing costs. Sell Heat- 
master water heaters. 





Heatmasters are made to cut plumber call- 
backs. Consider the value of reducing call-backs 
and complaints with Heatmaster. Every part has a 
special feature to make it stand up. Consider this: 
every connection is heavy gauge steel, welded, not 
screwed, into the tank; every control is tested three 
times; every rugged tank is immersed in molten 
zinc with bottom and top in place to protect all joints. 








Heatmasters are quality—every part a selling 
feature. Customers want quality. Heatmaster has 
it! Imagine spraying the unseen center of the round 
black base with aluminum paint — just so the cus- 
tomer saves on radiated heat. Imagine overlapping 
Fiberglas insulation over the tank where the cus- 
tomer doesn’t see it — just so the insulation can’t 
slip down and waste heat; that’s Heatmaster! 





‘Heatmasters are pre-sold in national space, 
local ads. Today's consumers want national brand 
names. Smart plumbers sell for the long pull, tie 
in with the national reputation of Heatmaster. In 
1956, Heatmaster is pre-sold in national magazines. 
Dealers get remarkable local support from C-E. 
Call your Heatmaster wholesaler now—stock the 
quality line. Sell Heatmaster! 


Heatmaster 


AUTOMATIC WATER HEATERS 
a full family of water heaters with a full family of features 


La | | i =. | eke 


pu pu 







we We 








GLASS-LINED AN GALVANIZED Peete, WEE ELS STONE-LINED / 
C-E Heatmasters carry the AGA seal of approval for all gas models; the Underwriters’ Laboratories approval and listing for electric models. 
Gas models available for natural, manufactured, or Liquefied Petroleum (bottled) gas. Available in all dels and sizes, both gas and electric. 


Manufactured by COMBUSTION ENGINEERING, INC., Home Equipment Division, Chattanooga 1, Tennessee 
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LO600 


.. World’s =e 
most versatile 


GLOBE VALVE 


Wherever bronze globe valves are used, there’s 
an LQ600 that’s best for the job... any size 
from 4 to 2 inches, any pressure up to 200 
lbs. steam or 400 lbs. water, oil, gas, and air. 

LQ600 is best for the job, because its 
performance has not been matched by any 
other valve. 

The Brinalloy* seats and discs are fused 
in to stay and have never been known to 
leak or fail in over 5 years of tests and in 
more than 100,000 installations. 

Brinalloy* seats and discs resist wear and 
corrosion far better than 500 Brinell Stain- 
less Steel and outwear even case hardened 
Stainless Steel exceeding 1000 Brinell. 

You'll be money ahead for years to come 
when you standardize on the world’s most | 
versatile bronze globe valve. Keep LQ600-150 
and LQ600-200 in stock to replace your con- 
ventional bronze valves as they fail. Now’s 
the time to stop those expensive leaks . . 
in both your piping and profits. 

*Patented alloy T. M. Reg. 












































FIG. LQ 600-150 See your Lunkenheimer Distributor for litera- 


ture, or write The Lunkenheimer Company, 


150 Ib. S.P. 300 Ib. W.0.G. Box 360, Cincinnati 14, Ohio. 


FIG. LQ 600-200 


200 Ib. S.P. 400 Ib. W.0.G. 


Pipe neds BRONZE ° IRON ° STEEL * PVC | 














L-656-16 
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New Products 





(Continued from page 168) 
Wall Heaters 
Cabinet wall heaters for use with 
manufactured, natural, and L-P 
gases have been added by Quaker 
Mfg. to its line of residential gas 
heaters. The heaters are wall-hung 











and are available in both vented 
and unvented models. They feature 
a porcelain heating unit and a 
deep-port burner that is cast iron 
construction. Available in capaci- 
ties of 25,000 and 40,000 Btu input, 
vented heaters are 60-in. high, 26- 
in. wide, and 7-in. deep, and are 
equipped with a safety shut-off. A 
wall-plate on which the cabinet is 
hung is also furnished. 
Manufacturer: Quaker Mfg. Co., 
Div. of Florence Stove Co., 1147 
Merchandise Mart, Chicago 54. 


Central A-C System 

Sequoia Mfg. has announced a 
series of remote air-cooled air con- 
ditioners in 2, 3 and 5 ton models. 





Operating capacities are 24,000 Btu 
for the 2-ton, 36,000 Btu for the 
3-ton, and 58,800 Btu for the 5-ton 
model. Adaptable to upright, coun- 
terflow, and horizontal furnaces, 
the units are available with cabi- 
nets, cooling assemblies, and con- 
densing units offered separately. 
The hermetically sealed, twin-fan 
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compressor (with overload protec- 
tion) operates on a 230-v, single 
phase motor. Among the features 
of the evaporator section are in- 
cluded a large receiver capacity 
and an expansion valve im the re- 
frigerant line. 

Manufacturer: Sequoia Mfg. Co., 
1000 Brittan Ave., San Carlos, Calif. 


Packaged Liquid Chillers 


A series of water chilling systems 
for commercial and industrial air 
conditioning has been announced 
by A. Brown Products. The systems 
are available in 5 to 25-hp sizes. 
They are assembled in multiples of 
5 tons, with each 5-ton section 
shutting itself off automatically to 
reduce electrical consumption and 
provide “stand-by” cooling in case 
a unit is out of order. Controls 
permit rotation of the operating 
sequence of individual sections. The 





refrigeration mechanism is_ her- 
metically sealed. 

Manufacturer: A. Brown Prod- 
ucts Corp., 97-12 Metropolitan Ave., 
Forest Hills, N. Y. 


Obituaries 


Water Pressure Gauge 
Marshalltown Mfg. has developed 
@ compact gauge for measuring wa- 
ter pressure in homes. The gauge 
is designed to fit any standard wa- 
ter faucet connection. It features 
a crystal dial with readings from 
1 to 200 lbs. Dial readings at 300 
and 400 Ibs are also available. 





Manufacturer: Marshalltown 
Mfg. Co., 810 Nevada St., Marshall- 


town, Iowa. 


Water-Logging Preventor 

Jacuzzi Bros. has announced a 
plastic device engineered to pre- 
vent absorption of air by water in 
water pressure tanks. The device 
automatically feeds air into the tank 
each time the pump turns on, 
maintaining a proper balance be- 
tween air and water. The unit is 
attached to the pressure tank. 

Manufacturer: Jacuzzi Bros., 
Inc., 5237 Jacuzzi Ave., Richmond, 
Calif. 


Furnace Air Drop 

Armstrong Furnace has devel- 
oped a return air drop which fits on 
either the left or right side of one 
model in its line of furnaces. To 
facilitate connecting the air drop, a 
proper size hole is already partially 
cut out on both sides of the furnace. 

Manufacturer: Armstrong Fur- 
nace Co., Columbus, O. END 





C. T. Burg, 62, 
vice president of 
the Iron Firemen 
Mfg. Co., died re- 
cently. Mr. Burg, 
in charge of sales 
since the company 





was organized in 

1923, was elected , 
vice president in ; 
1946. He was past Burg 


president and director of the Stoker 
Manufacturers Assn., a director of the 
Oil Heat Institute, and a member of 
the Gas Appliance Manufacturers 
Assn. and National Warm Air Heating 
and Air Conditioning Assn. Among 
survivors are the widow, and a son. 


Harry F. Beglen, 67, retired vice 
president of the American Radiator 


& Standard Sanitary Corp., died re- 
cently. Mr. Beglen retired in 1952 
after 49 years with the company. Sur- 
viving are the widow, two sons, two 
daughters, a brother and a sister. 


Harold E. Chapler, 60, a salesman 
for Minneapolis-Honeywell Regulator 
Co.’s heating division for over 30 
years, died recently in Los Angeles. 
Mr. Chapler served as manager of the 
oil equipment controls sales division 
from 1945 until 1951. Surviving are 
the widow and one son. 


Theodore H. Harker, 62, vice presi- 
dent of the Chicago Pottery Co., died 
recently. Mr. Harker had served with 
the firm since early in 1912, being one 
of its first employees. Surviving are 
the widow and one son. END 
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new Honeywell 
























increase your profits with this 


newly designed thermostat 


Homeowners will be proud to have this tastefully-designed 
thermostat on the walls of their home. They'll enjoy care- 
free comfort twenty-four hours of every day with com- 
pletely automatic night setback for cool sleepirig and auto- 
matic morning pickup for pleasant waking — all controlled 


to the exact degree of comfort they desire. 


The new T852 Electric Clock Thermostat is dependable — 
built around the time-tested components and proven design 
features that made its predecessor, the TM850 Chrono- 
therm, a yearly best seller. It boasts the same famous ac- 


curacy, dependability and ease of installation. 


For more profit — cash in now by switching jobs to com- 
pletely automatic control with the new T852 Honey well 


Electric Clock Thermostat. 









designed by 
Henry Dreyfuss 








Newly designed 
Electric Clock Thermostat 


is completely automatic 


More beautiful than ever before, the dis- 
tinctively-designed Electric Clock Thermo- 
stat gives the same outstanding perform- 
ance as the time-tested TM850 Chrono- 
therm. Satisfied owners like the way it 
turns down the heat—automatically—when 
they go to bed, turns up the heat—auto- 
matically—while they're still asleep. Gives 





both added comfort and reduced fuel costs. 


The 


Honeywell 





The Golden Circle, Honeywell Elec- 
tronic Moduflow thermostat. Out- 
door thermostat adjusts indoor 
Golden Circle thermostat automat. 
ically according to the weather 
For heating, for cooling 





The Honeywell Year-Round thermo- 
stat controls both heating and cool- 
ing. New sub-bases allow eight 
different switch combinations, 
make installation easier. 


t's GooD business to offer the complete line of 


thermostat 
helps sell the 
job —if it’s 





The Honeywell Round, world's best- 
selling thermostat. Special decora- 


tor feature gives it dynamic home- 
owner appeal. Dust-free mercury 


switch. Adjustable heater. 


Honeywell thermostats. Your installations work MInNEAPOLSE Ss 
better. You have fewer service calls to make. Your neywell 


customers know and trust Honeywell; they like the 
smart designs, the up-to-date features. Honeywell 
thermostats meet every requirement for any type of 
installation. For full details, call your local Honey- 
well ofce—or write Honeywell, 2729 Fourth Avenue, 


South, Minneapolis 8, Minnesota. 
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ASSE Meeting Kicks Off Season 


(Continued from page 100) 
the topic of Dr. Paul Bancroft, professor of medi- 
cine, University of Nebraska. 

A. J. Schafmayer, chief engineer of sewers, de- 
partment of water and sewers, City of Chicago, 
will give a talk on “Impact of Air Conditioning 
Water on City Sewer Systems.” 

The afternoon and evening of the 19th will be 
open for sightseeing trips around Chicago or visits 
to the Chicago testing laboratory. 

The session on Sept. 20 at 9:30 a.m. will include 
a number of addresses and brief historical reviews 
of association activities from 1906 to the present. 

“Metropolitan Water Systems” will be the topic 
of H. H. Gerstein, assistant chief water engineer, 
City of Chicago. 

“Dairy Plumbing and Sanitation” will be the 
subject of Dr. Paul Hughes, director, Broward 
County health department, Fort Lauderdale, Fla. 

Ben J. Leland, chief sanitary engineer, Cook 
County health department, will discuss “Septic 
Tanks in Rural Areas.” 

Historical reviews will be given by the follow- 
ing: Thomas Claffey, president of the ASSE from 
1913 to 1916; William C. Groeniger, president from 
1917 to 1923 and again in 1936; J. J. Crotty, presi- 
dent from 1924 to 1926, and from 1933 to 1935; 
Steven Gilmore, president in 1928; and Herbert 
Schaller, president from 1941 to 1945. 

The annual banquet, dinner dance and floor 
show will be held at 6:30 p.m. on the 20th in the 
Terrace Casino of the Morrison Hotel. 

New officers will be elected and installed at the 
final session of the meeting Sépt. 21 at 9:30 a.m. 
in the grand ballroom. 

Incumbent officers of the Society are as follows: 

President—Wendell M. Dillon, West Andover, 
Mass.; vice presidents—Robert Camp, Weather- 
ford, Tex,; Verne Baker, London, Ont., Canada; 
Wilbur White, Detroit; Edward J. Zimmer, Chi- 
cago; Arthur E. Whitney, St. Louis; Robert Swaf- 
ford, Oklahoma City; William J. Sebera, San 
Antonio, and Robert Duffey, Los Altos, Calif.; 
executive secretary and librarian—Walter A. 
Dunn, Minneapolis, and treasurer—Michael Mer- 
cury, Chicago. 

Directors are as follows: Carl J. Bash, Cleve- 
land; Homer Yetman, Hartsdale, N.Y.; William 
Watt, Vancouver. B.C., Canada; Herbert Dusen- 
dorf, Detroit; Herbert Schaller, Miami, and 
William M. Readey, Chicago. 

Harold A. Duffey, president of the Illinois Chan- 
ter of ASSE, is chairman of arrangements for the 
golden jubilee meeting. William M. Readey, exec- 
utive secretary of the Plumbing Contractors Assn. 
of Chicago and a former Illinois Chapter presi- 
dent, is co-chairman. 

The women’s auxiliary will hold its annual 
meeting concurrently with the ASSE meeting. 
Among social events scheduled is a luncheon in 
the grand ballroom of the Drake Hotel Tuesday, 
Sept. 18, at 12:30 pm. Mrs, Herbert Dusendorf, 




















CONTROLLED 
QUALITY... 


Virgin Polyethylene, ex 


truded, inspected and 


SOUTHWESTERN 
PLASTIC 
Again iG 3 PIPE 


one of the nation's 


tested under the careful 


supervision of expe 


leading pipe manufac 


turers. 


Here is a betfer pipe 
for hundreds of uses 
around the home .. . 
on the farm... or in 


business. 


When you buy South- 
western you know you 
are buying the best... 
when «you sell South- 
western you know it's 
@ product that will do 
the job, better. And it 
is approved by the 
National Sanitation 


Foundation. 


SOLD ONLY 
THROUGH _JOBBERS. 





SOUTHWESTERN 
PLASTIC PIPE CO. 


A Division of Texas Vitrified Pipe Company 
Pe. O. Box 117 + Mineral Wells, Texas . Phone 2050 


KRALASTIC AND TENITE BUTYRATE PLASTIC PIP£ 


Write for your 
nearest supplier 








VUNG Detroit, is president of the women’s auxiliary. enp | 
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faucet’s water works to wash and : ‘And as the bubbles vanish, they camry ©" stream ifs A! -spring clear, mountain- tastes and odors ...clears by removing 
Leadi ' prdergaber re clouding gases, foreign tastes, odors ste ases that cause cloudiness. 
eading faucets are Spring-Flo Feaving water crystal-spring clear 1 All leading faucets are Spring-Flo Make sure you get a faucet with 
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Spring-Flo ads make faucet sales BUBBLE! 


At the same time, you make a satisfied customer 


Throughout the year, your customers see Spring- 
with every sale — a customer who will buy from you 


Flo ads in national magazines like American Home, 
Better Homes & Gardens, Good Housekeeping, Sun- again and again. 
set, House Beautiful, House & Garden and Small 
Homes Guide. They're straightforward ads, con- 


vincing ads. They tell HOW a Spring-Flo equipped 
ON LEADING MAKES OF FAUCETS 


faucet makes ordinary tap water look better, taste 
better, wash and rinse better. 
You cash in on the demand created by these ads! s al 4 j ty G » - L  @ | 
You make extra profit from faucets with Spring-Flo 
_ in new installations as well as in replacement of AE ew ge) yr S 
old-fashioned faucets. . 
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AGHNIDES U.S. PATS. 2,210,046—2,316,032 
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1512 million men and women“live by the book” 
...and the book is Better Homes and Gardens! | 


4,280,000 DELIVERED COPIES EACH MONTH 








ie 


* 
5 
tr 






* 





i 
: 










a 
2 
bed 


a ae a oS 


» 
tm 












=o 








HE 


HHH. 
Tot ee 


we 
1 


i 











«C 




















* ¢ “< £ 4 














\\ 


The pages of BH&G are so rich with “how-to-do-it” that 5,750,000 readers clip articles and ads 
from “the book.” Are the clippings used? Are they! 5,300,000 say they referred to clippings 
within the past few weeks . . . to help them live better, eat better, buy better. 














*15,500,000 people read an average 
issue of BH&G. One-third of the 
123,800,000 people 10 years of age and 
older in the U.S. read one or more of 
every 12 issues. That’s 44,150,000 people 
—and over 40% of them are men! 


during the year... 
lf, of America reads 
Better Homes and Gardens! | 


Meredith Publishing Company, Des Moines 3, lowa 
*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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APPRENTICES 


May 21-22, 1956 


THE PLUMBING INDUSTRY'S ap- 
prenticeship standards have been 
revised for the first time in a 
generation by the National Joint 
Plumbing Apprenticeship Com- 
mittee, it was announced last 
month by William A. Landers, 
president of the National Assn. 
of Plumbing Contractors. The 
revised standards provide the 
first major changes since the 
original standards were adopted 
in 1936, for the purpose of pro- 
viding a uniform pattern in set- 
ting up and operating appren- 
ticeship programs. 

Revisions of the standards 
were made by the National Joint 
Plumbing Apprenticeship Com- 
mittee representing the NAPC 
and the United Assn., in cooper- 
ation with the Bureau of Ap- 
prenticeship, U.S. Department of 
Labor. 

The new standards reflect ad- 
vanced training techniques and 
practices proved by the experi- 
ences of contractors and the 
local unions. 

“This new edition of the Na- 
tional Standards,” said W. F. 
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Notional Plumbing 


wip STANDARDS 





AND PIPE FITTING 
OF THE UNITED STATES AND CANAD® 

















Patterson, director, Bureau of 
Apprenticeship, “shows clearly 
that the plumbing industry 
recognizes formalized systems of 
apprenticeship sponsored jointly 
by local management and labor 
groups as the soundest method 
of training future skilled crafts- 
men. It recommends that all 
those concerned with apprentice- 
ship and training take full ad- 
vantage of these complete and 
up-to-date National Standards as 
a guide in training the youth 
of our nation who are interested 
in learning the plumbing trade.” 

A chart showing the adminis- 
trative and advisory functions of 
the apprenticeship system is 
shown at the top of the next 
page. The organization is ad- 
ministered jointly by the NAPC 
and UA. 

The changes and additions in 
the new booklet include sections 
on selection of apprentices, ac- 
cident prevention, and responsi- 
bilities of apprentices, as well 
as the qualifications for appren- 
ticeship and for employers. 

Aims of the local joint appren- 





New Stand- 
ards Set for 
Apprentices 


First revision in nearly 20 years is 
announced by the National Joint 
Plumbing Apprenticeship Committee 


ticeship committees in their se- 
lection of apprentices, as spelled 
out in the new booklet, are to 
provide better qualified appren- 
tices, bring about a reduction in 
apprentice turnover, and cause 
the development of competent 
and highly skilled craftsmen. The 
end product is to yield better 
service to the industry and to 
the general public. 

It is the responsibility of the 
local joint apprenticeship com- 
mittees to require that properly 
qualified instructors are employ- 
ed and that approved instruc- 
tional materials are adopted. 

William J. Murphy of New 
York City heads the five man 
group representing the NAPC 
on the joint committee, and Ear] 
Schultz of Burbank, Calif., is 
chairman of the UA members. 

A limited number of copies of 
the booklet on apprenticeship 
standards is available at no cost 
according to Landers. Requests 
for copies should be addressed to 
the National Assn. of Plumbing 
Contractors, 1016 20th Street. 
N.W., Washington 6, D.C. rnp 





Domestic ENGINEERING, SEPTEMBER 1956 








Winners Announced 

































































National Association United Association of Journeymen and be 
ae: of Plumbing Contractors -———_ Apprentices of the Plumbing and Upg rade Apprentices 
Pipe Fitting Industry of the 
| U. S. and Canada ; 
Winners of the third annual 
NATIONAL ‘ . 
JOINT APPRENTICESHIP international contest for appren- 
r pone one tice plumbers and pipe fitters 
ee) j \ ' 
Bureau of Apprenticeship i Trade and Industrial Branch , ) ed by the 
U.S Department of Labor f-! ae Division of Vocational Education have been : —— eas y ; 
Office of Education, U. S. Department joint committee. The competi- 
of Health, Education and Welfare X 
tive tests were held at Purdue 
[ — State Employers’ Association ae ie. State Association of Local Unions | University August 6-10 under 





the auspices of the National 
Assn. of Plumbing Contractors, 
the Mechanical Contractors 





STATE 
JOINT APPRENTICESHIP 
COMMITTEE 
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H rt 
| Bureav of Apprenticeship J 1 ; Trade ond industrial Division 
U. $ Department of Labor i 4 State Board for Vocational Assn. of America (formerly the 
' ; Education . eer . " . 
Heating, Piping and Air Condi- 
| State Apprenticeship Agencies he roe Colleges and Universities / tioning Contractors National 
L__lecol Employers” Association sa ‘om, Local Union | Assn.) the National Assn. of 
re LOCAL Master Plumbers and Heating 
nN" faa Contractors of Canada, and the 
- - | United Assn. of Journeymen and 
Field Representative ee Vocational Education Department 3 Pd 
Bureau of Apprenticeship H Local School System Apprentices of the Plumbing and 
' es 
iscal Nepeosentative ae Accredited Trade School Pipe Fitting Industry. 
State Apprenticeship Agencies College or University 
Local Union School ams ‘ 
Fo na # William J. Murphy, chairman 
e- Tocal Office State Employment }- of the plumbing apprenticeship 
Service . 
od contest committee, announced 
to 1__Apprenti a, that first place in the plumbing 
n- { Apprentice }——{ Related Classroom Training | apprenticeship contest was won 
in ‘| by John O. Meier, Kansas City, 
se Mo. Second and third place 
it winners were Robert D. Smith, 





le Topeka, Kan., and Theodore 


(Please turn to top of next page) 








Ve wee NOK OS 





Apprentice contest winners are informed of their awards tive. Left, Robert Smith, John Meier, Robert Patterson, 
by J. W. Bruce, O.B.E., (center) UA Canadian representa- Theodore McKenna, Harold Kindt and Jerry Ahik. 
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(Continued from center of page 181) 
McKenna, Hackensack, N. J. 

Grant J. Hayes, chairman of 
the pipe fitting apprenticeship 
contest, revealed that the first 
place winner in his group was 
Robert Patterson, Pittsburgh. 
The second and third awards 
were won by Harold E. Kindt. 
Milwaukee, and Jerry M. Ahik, 
Augusta, Ga. 

Final winners in the four-day 


competition at Purdue led the 
field of 73 fifth-year apprentices 
that had previously won local 
and state competitions in most of 
the states, U.S. territories, and 
Canadian provinces prior to the 
international contest. 

Cash awards of $1,000 went to 
first place winners in both con- 
tests; second place winners re- 
ceived $500; and third place 


contestants received $250. END 


Calls on Air Conditioning Industry to 


Pay Respects to ‘“‘“King Consumer” 


A SPEAKER at the annual meet- 
ing of the Air Conditioning and 
Refrigeration Institute in Hot 
Springs, Va., recently urged the 
industry to pay respect to “king 
consumer” through realistic, up- 
to-date selling methods. 

Eugene B. Mapel, vice presi- 
dent of Barrington Associates, 
New York management con- 
sultants, told members attend- 
ing the meeting, “the consumer 
is not only ‘king,’ he is now a 
well-informed ‘king’ who knows 
what he is getting for his money 
and expects a full dollar of prod- 
uct and service for his dollar in 
expenditure.” 

Mapel called for the industry 
to re-examine its selling methods 
on a “realistic rather than a his- 
torical basis” to insure main- 
tenance of its competitive posi- 
tion in today’s market. 


# He said new methods of mar- 
keting, especially the rise of dis- 
count houses, are bringing about 
an entirely new sales concept. 
Mapel pointed out that list prices 
are coming to be regarded as a 
myth with many discount houses 
now upgrading their service and 
methods of selling to compete 
with other outlets. 

Mapel recommended that man- 
agement consider the discount 
house as a symptom of the need 
for a strengthened system of dis- 


tribution rather than a cause of 
lower prices. 

The discussion of selling meth- 
ods on the part of the industry 
was elaborated upon by Matthew 
M. Lawler, vice president of 
Worthington Corp., Harrison, N. 
J., and newly-elected president 
of the Institute. Lawler said the 
industry must act on this prob- 
lem because “any industry that 
cannot police itself from inside 
will eventually be policed from 
outside.” 


s Lawler referred particularly to 
“the practice of a few manufac- 
turers of publishing confusing or 
inaccurate ratings of their air 
conditioning equipment” which, 
he said, is misleading the public 
and impeding progress by the 
industry. As one step toward 
insuring the integrity of manu- 
facturers’ ratings, Lawler noted, 
a special committee has been 
formed to study certification 
programs used by other indus- 
tries for possible adoption. 

In addition to Lawler, other 
newly elected officers are Lud 
Emde, president of Temprite 
Products Corp., Birmingham, 
Mich., as vice president, and C. 
E. Buchlozer, president of the 
Airtemp Division of Chrysler 
Corp., as treasurer. 

The move toward upgrading 
selling practices in the industry 


comes at a time when both the 
short term and long term outlook 
for the industry is bright, the 
Institute believes. Dr. Jules 
Backman, professor of econom- 
ies, New York University, told 
members that because only one 
home out of 20 uses air condi- 
tioning in one or more rooms, 
the industry faces a major period 
of expansion in volume. 

Other reasons for increased 
sales, he said, are the develop- 
ment of year-’round air condi- 
tioning systems, the competitive 
advantage of new homes with 
air conditioning and a rapidly 
growing number of factories and 
offices discovering the favorable 
effect on labor productivity af- 
forded by fully air conditioned 
quarters. 

Dr. Backman also cited a fa- 
vorable outlook for disposable 
income in the remainder of 1956 
as providing a background for 
expanding sales this year. 

George S. Jones, Jr., manag- 
ing director of ARI, predicted 
sales of room air conditioners 
should pass the 1.5 million mark 
for the first time, if 1956 has a 
normal summer. Even in the 
event of a long session of rela- 
tively cool weather for the rest 
of the year, sales of room units 
should still exceed those of last 
year by 10 percent, Jones said. 

Jones predicted sales of resi- 
dential central air conditioning 
systems in 1956 will increase 20 
to 25 percent. END 


NAPC Boosts 
Remodeling in 
SatEvePost Ad 


The NAPC public relations 
program emphasized Plumbing- 
Heating-Cooling Month with a 
full-page color ad in the Aug. 4 
issue of The Saturday Evening 
Post. A kit of materials was sent 
to all NAPC members to help 
them tie in with the remodeling 
program. END 
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When I talk soft water, 





builders know I do a complete plumbing job 


Builders prick up their ears every time I recommend 
we rough in for soft water in their homes. 


They figure I’ve been around. 
You see, it’s this way— 


People are becoming more and more aware of the fact 
that there’s a difference in the kind of water that comes 


through the pipes. I know they’re aware . . . and that 
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Typical plumbing diagram for a water softener with hard-water 
outlet for lawn sprinkling and optional lines for toilet flush boxes. 
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Dow tells America “ 





you can depend on DOW 


they like soft water. And I make that point. 


The very fact I know about this trend makes an im- 
pression on the builder. 

Actually, I take a personal pride in doing a complete 
plumbing job on every contract I take on. And, in this 
case, I have support. The importance of planning for 
water softening is being advertised—to builders and 


to home owners, too. 


Call your plumber” 


This year, two-page advertisements in the top building and archi- 
tectural magazines plus LIFE, THE SATURDAY EVENING POST, BETTER 
HOMES AND GARDENS, and LADIES’ HOME JOURNAL will show home 


owners and builders the special advan- 
tages of soft water. Each ad tells the 
reader to “Call your plumber’. THE 
DOW CHEMICAL COMPANY, MIDLAND, MICH. 


y eeeeseioeeneeneeeeeetee#e##e#eee#ee#e#e 
P. S. Water Softener manufacturers using 
DOWEX® high-capacity water softening resin 
make quality equipment which can be identified 


by this label. 





















constant 


Day in and day out . .. year ‘round, manufac- 
turers in the heating, plumbing, air condition- 
ing and refrigeration industry are assured of 
constant exposure to their product information 
in Domestic Engineering Catalog Directory by 
wholesalers, consulting and specifying engi- 
neers and larger contractors. 


1tact 


Buyers and specifiers of the thousands of varied prod- 
uct lines benefit by using Domestic Engineering Cata- 
log Directory as a centralized purchasing and speci- 
fication reference. They virtually make contact with 
the cataloged and listed products of manufacturers 
every business day of the year. Manufacturers should 
consider insertion of more complete product data, in 
addition to their current listings, to gain maximum 


benefit of this daily contact. 


Manufacturers with potential customers among wholesalers, consulting 
and specifying engineers and larger contractors will find these to be 
regular subscribers of Domestic Engineering Catalog Directory. Manu- 
facturers not now represented among the product catalogs in the current 
edition, who are looking for an increase in both regional and national 
distribution, are requested to. consult their advertising agency or write 
direct for details. 
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Manufacturers’ catalogs, like a personal rep- 
resentative, should be selected for like char- 
acteristics. Appearance, character, personal- 
ity and salesmanship are important criteria 


-for evaluating abilities of every member of a 


sales force. These characteristics can be ap- 
plied to catalogs in terms of the design (Ap- 


The Comprehensive Classified, Trade Name 
and Name and Address Sections of Domestic 
Engineering Catalog Directory have the na- 
tural ability to create customers for adver- 
tisers who are favored with “page references” 





pearance), use of color and _ trademarks 
(Character), clarity and continuity of copy 
(Personality) and inclusion of pertinent sales 
and specification data (Salesmanship). Manu- 
facturers’ catalogs should have all four of 
these characteristics in order to do a real 
catalog sales job. 


to their more complete product data in the 
Manufacturers’ Catalog sections. Manufac- 
turers owe it to their sales program to get full 
information on this “sales creating” story. 


CONSTANT CATALOG CONTA‘ 


CONSULT YOUR ADVERTISING AGENCY OR WRITE DIRECT 


( DOMESTIC ENGINEERING CATALOG DIRECTORY 
1801 PRAIRIE AVE. CHICAGO 16, ILL. 
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Questions and Answers 


(Continued from page 26) 


than the earlier tanks that were not 
installed with anodic protection. 
What can be done to prolong the 
life of the storage tank? 
Missouri F.B.M. 


To the Reader: 
A somewhat similar problem ap- 
peared on page 26 of the July issue. 


The previous problem dealt wit 
deterioration of the hot water pip- 
ing and this problem deals with the 
same thing in a storage tank. 

In the answer to that problem, 
George D. Lain of The American 
Iron & Steel Institute pointed out 
that corrosive activity takes place 
much more rapidly in water of 
high temperature than when the 
water is at a lower temperature. 
He added that contact between two 
dissimilar metals can result in elec- 
trolytic action. 

Since the storage tank described 
above has needed to be replaced 
three times in five years, it is obvi- 
ous that something different must 


Faulty Sewage Line Overflows into Meter Boxes 


To the Editor: 

In one area of our city there are 
seven dwellings served by a faulty 
sewer line. A broken sewer con- 
nection permits raw sewage to form 
on the surface of the ground. This 
sewage has overflowed into three 
of the water meter boxes. This 
condition was called to the atten- 
tion of the local health authorities, 
but they claim that it is not dan- 
gerous to health. 

I would like to know what could 
happen if a leak developed in the 
water service line through either 
of the three meter boxes (see Fig. 
2). Could the raw sewage be 
siphoned into the service line and 
carried through the water lines to 
the faucets? 

New Jersey J.S.G. 


To the Reader: 

The condition you describe is 
wholly undesirable and could very 
easily result in a contaminated 
water supply in the event of break- 
age in the water line. 

Assuming that the pressure in the 
water main might be interrupted 
due to a shutdown for emergency 
repairs, the pressure would drop to 
0 lbs, and ordinarily the main and 
service branches would empty. Un- 
der these conditions, the flow of 
water would be reversed through 
the leak. This would mean that the 
raw sewage would enter the water 
line by gravity flow and not by 
siphonic action. Upon restoration 
of water pressure, the contaminated 
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water could be forced to all outlets 
in the piping system. 

The same situation could take 
place during a fire if the fire de- 
partment used a pumper to draw 
water to the point of exhausting 
the water supply in the main. This 
would develop a negative pressure 
or suction that would pull the raw 
sewage through the leaky point. 

These are hypothetical conditions 
that are sometimes considered re- 
mote possibilities; nevertheless they 
can occur and when the conditions 
for contamination are favorable, it 
is a real danger. It seems unusual 
that a health officer would tolerate 
raw sewage near inhabited dwell- 
ings, even if there was no possibil- 
ity of contaminating the drinking 
water supply through inundation of 
the water meter and piping. 





RAW SEWAGE WITHIN METER 
BOX SURROUNDS METER AND 
WATER SERVICE 














Fig. 2 shows how sewage from 
broken drain has filled 3 meter boxes. 
Possible ways in which contamination 
of water can occur is described in 
the article at the left and above. 









be done. The addition of a chemi- 
cal feeder to the steel tank should 

rovide sufficient protection. It 
siould be recognized that the 
properties of water vary in differ- 
ent parts of the country, some 
being more corrosive than others. 
Yours may be an area in which the 
corrosive properties are especially 
high. We suggest that you check 
with your local supplier and get his 
recommendation. 

It should also be recognized that 
corrosion takes place more rapidly 
at high temperatures than at low. 
It might be advisable to use a tem- 
pering valve to contro] and guard 
against excessive hot water. 


To the Editor: 

In the June issue you published 
a sketch of a venting method sub- 
mitted by a reader. 

Horizontal vent branches below 
closets have not been considered 
good practice in this part of the 
West Coast for many years. 

The flush of a closet can momen- 
tarily reach 45 gpm, which tends to 
fill the stack almost immediately, 
clinging to the sides as it reaches 
the vent take-off fitting. Turbu- 
lence is set up, permitting both wa- 
ter and solids to be washed up the 
horizontal vent for some distance. 

After the initial surge, the water 
in the horizontal section must re- 
verse its direction and run back to 
the stack. Since the initial return 
velocity is zero, the velocity at the 
entrance to the stack is negligible 
and, since we are only dealing with 
small quantities of water many 
times, solids are deposited in the 
horizontal vent and not carried 
back out. With succeeding flushes, 
the condition may become aggra- 
vated and conceivably close the 
vent. All this can happen under 
normal operation. Under condi- 
tions of a stoppage, this condition 
will be much accelerated. 

The basic principle of discharg- 
ing the toilet into a vertical stub 
has been accepted practice here for 
many years and with a proper vent 
take-off of not more than 45 de- 
grees from vertical should provide 
a satisfactory installation. 

Jack R. Allen 

Western Plumbing Officials Assn., 

Inc., Los Angeles, Calif. 
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Have you 
tried 


PLASTIC 
pipe? 


There are many plumbing 
and air-conditioning appli- 
cations where you can reduce 
costs in time and material 

by using USS NATIONAL* 


Polyethylene Plastic Pipe. 


YOU'LL SAVE TIME since it’s so quick and easy to install. 
The long, continuous lengths of flexible polyethylene 
pipe require few joints, and those used are of the insert 


type, quickly secured with stainless steel clamps. 
YOU'LL SAVE WORKsince NATIONAL Plastic Pipe is so 
lightweight a 200-foot coil of 2-inch diameter can be 
carried on your shoulder. 

YOU'LL SAVE MATERIALS since NATIONAL Plastic Pipe 


doesn’t crack or break from rough handling, even at 
very low temperatures. And it retains its toughness and 


Trademark 
















flexibility over its entire working range from minus 90°F. 
to plus 120°F. 


YOU'LL ELIMINATE CORROSION. NaTIONAL Plastic Pipe re- 
sists attack by acids, alkalis, alcohols, salts and other 
chemicals. Its smooth interior offers little flow resistance, 
thus preventing clogging and scaling. 


ALL USS NATIONAL Plastic Pipe is manufactured from 
100% virgin ‘‘on grade” polyethylene raw material. It 
imparts no taste or odor to the liquids passing through it. 


USS NATIONAL POLYETHYLENE PLASTIC PIPE is available in sizes 
from 4 inch to 6 inches in diameter, in a variety of wall thick- 
nesses. For further information, write to National Tube Divi- 
sion, United States Steel Corporation, 525 William Penn Place, 
Pittsburgh 30, Pa. Ask for Bulletin No. 29. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 








NATIONAL 
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UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Manufacturers... 


Wholesalers .. . 


This Is YOUR Slogan — 


Use it in your 


“ 
Sy, 


correspondence 


and advertising: 





\duntaglap 


Good advice for the contractor! Good advice for the 
manufacturer. 


When the contractor consults his wholesaler he is 
assured of the best advice on products; design and 


specification ; merchandising ; advertising; displays; 
etc., and he obtains the benefits of all the services 


the ‘wholesaler has to offer him. 


The manufacturer also benefits when he consults the 
wholesaler. He gets the best advice on packaging 








ge ee 


— 
w —_— 


ge" 


! 
f 


and shipping ; on the suitability of new products ; on 
display devices; on regional trade preferences; on 
select group selling and on the many other questions 
that only the wholesaler can answer authentically. 
Wholesalers and manufacturers in ever-increasing 
numbers are using the stickers and logos shown be- 
low in their advertising and on their stationery. If 
you are not yet putting the “Consult Your Whole- 
saler” slogan to use, the coupon will bring you a 


, supply. 





DOMESTIC ENGINEERING 
1801 Prairie Ave., Chicago 16, Il. 


C) Please send me, without charge, a supply 
of “Consult Your Wholesaler” stickers. 


(1 Please send me, without charge, two “Con- 
sult Your Wholesaler” logotypes (one 2%” 


wide and one 1%” wide). 


| Please check: 
| [WHOLESALER [) MANUFACTURER | 
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Logos are available to plumbing ond heating wholesalers and “manufacturers 
in two sizes: 112" and 214" wide. One of 
additional logos at cost. 






of each supplied without charge; 











Stickers 


tod : WONG 


ot 


The stickers cre also available to wholesclers ond - 
focturers. Coens wp Se 7 pace enpyuee waheut cheobe; 
additione! quantities at 
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Good Reading 


(Continued from bottom of page 34) 





Pipe clamp brochure. A colorful, 
four-page brochure covers techni- 
cal data on the assembling of plas- 
tic pipe and stainless steel clamps. 
Discusses clamps in underground 
installations and gives mechanical 
dimensions. Two charts present 
the range of sizes and show sizes 
to be used on standard and 75-lb 
pipe and on heavy-duty and 100- 
lb pipe. 

Available from: Ideal Corp., 435 
Liberty Ave., Brooklyn 7, N.Y. 


Air conditioner installation man- 
ual. A 24-page manual presents 
five chapters discussing installa- 
tion of the firm’s horizontal her- 
metic air-cooled air conditioner. 
Describes principles of unit design 
and notes installation factors to be 
observed and others to be avoided. 
Photos and drawings show various 
installation steps and positions with 





diagrams indicating system connec- 
tions. Covers location and installa- 
tion of the unit itself, notes exhaust 
requirements, and tells how to duct 
conditioned air from the unit. The 
last chapter is devoted to acces- 
sories, including grilles, filter boxes 
and diffuser heads. 

Available from: Lennox Indus- 
tries, Inc., 200 S. 12th Ave., Mar- 
shalltown, Ia. 


Temperature regulator bulletin. 
Four-page bulletin illustrates and 
presents features, principles of op- 
eration and construction of self op- 
erating temperature regulators for 
liquid filled thermostatic systems. 
Contains weights, dimensions, pres- 
sure and temperature ratings, ac- 
cessories, construction and per- 
formance characteristics. 

Available from: Cash Standard 
Stacon Corp., Sub., A. W. Cash Co., 
P.O. Box 551, Decatur, Ill. 
(Please turn to page 190) 








AIR 1S THE VILLAIN! 





















































in hot water heating or chilled water cooling systems 


MAID-O’-MIST 
Ulétonity, MUTO-NENTS 


CONTINUOUS VENTING ACTION 
ENDS CIRCULATION WORRIES! 





No. 7 AUTO-VENT 
No wonder Number 7 is a big favor- 
ite with both heating and air-condi- 
tioning experts! Fully automatic, 
this brass vent has a self-closing, 
float-operated valve — all mounted 
on a removable bonnet for quick 
Servicing. Small (43@” x 214” with 
14” 1.P. female connection) it does 
a big job of eliminating air. For 
pressure up to 75 lbs. 


No. 67 No. 72 
AUTOWVENT oneal 
of the expansion type 


for convectors, base- 


Float Type 














Is the space 


limited? ‘nen Re cae 
No. 6/ Is your standing radiation | 
Auto-Vent! its For vertical or hori- | 


overall size is meR ypc gee dagen 
ly 3%." x 1%” = ie" WR 

*y he ~ y. ~--4ak___= I.P. male connection 

1%” with % Disc dries quickly ' 

I.P. male con- because of immediate 

nection. Takes drainage. 

30 Ib. pressure, 





Float Type 


No. 27 AUTO-VENT 


Smaller sized (8” x 2%”) for 
horizontal mounting with %” 
I.P. female side connection. Use 
on convectors, radiant coils, etc. 
Takes up to 50 lb. pressure. { 


No. 37 AUTO-VENT 


Similar to No. 27, but designed 





— for horizontal mounting with %’ 
I.P. vertical male bottom connec- 
tion. Size 3” x 2%”. 50 ib. pres- 


sure, 


Get full information from 
your jobber or write for 
catalogue, today! 








“ MAID-O=MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 








THE NEW 


BE AYER 
| POU Mile 
THE WORLD'S LIGHTEST 4-LEGGED POWER DRIVE! 

TREMENDOUS POWER AND RUGGEDNESS! 
WEIGHS ONLY 84 POUNDS! 


@ A one-man unit with four-legged stability . . . gears 





lubricated for life . . . lighter but more rugged . . . entirely 
new throughout . . . faster, more powerful, completely new 
greatly improved motor . . . quick-acting Power Grip Wrench- 


less Chuck... . positive grip forward and reverse 

-.. instant and accurate, easy setting rear guide 
eliminates double chucking . . . motor and 
switch fully protected ... all parts accessible 
for minimizing upkeep and maintenance... 
power to spare to drive geared tools up to 
12” ... smooth, streamlined, polished alu- 
minum housing. 


THREADED PIPE 
It’s Tight—It’s Best—Costs Less 





Get all the facts about 
the New Beaver Porto-Mite 
Super Drive. Write for 
Bulletin No. PM 56 Now! 





220-400 DANA AVE. . WARREN, 0., U.S. A. 


**55 Years of Highest Quality” 
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Boiler brochure. Four-page bro 
chure discusses power and heatin; 
boilers, picturing seven differen 
models. Includes three line draw 
ings of water tube boilers rangin; 


from 70 to 1000-hp nominal. In 


two colors, it gives capacities, heat- 
ing surfaces and range of sizes 
Illustrated on the back cover ar 
12 additional bulletins offered by 
the firm. 

Available from: Struthers Wells 
Corp., Titusville Iron Works Div 
Titusville, Pa. 


Storage water heater catalog. A 
revised, 48-page catalog features 
storage water heaters for commer- 
cial and industrial use. Includes 
latest provisions of the 1952 ASME 
code for unfired pressure vessels. 
Gives construction details, sug- 
gests installations and recommends 
materials for control of corrosion. 
Contains selection tables of capaci- 
ties and weights, dimensions, hot 
water fixture capacities, material 
thicknesses, heating elements and 
piping diagrams. Supplies conver- 
sion tables to allow calculation of 
the capacities of heating elements 


storage 
water 
} heaters 


i ed 


} the Patterson i Kelley Co, ime. 


¢ 
cA atemamnaa, 


under varying conditions. Tab- 
indexed and in full color, it also 
lists the firm’s other heat transfe1 
equipment, 

Available from: The Patterson- 
Kelley Co., 501 Fulton St., East 
Stroudsburg, Pa. 


Welding data book. A 170-page, 
pocket-size data book describes 
simplified welding procedures for 
base metals and covers 120 weld- 
ing rods, electrodes and welding 
compounds. Also features how-to- 
weld information for fabrication. 
maintenance, repair and salvage, 
overlaying for wear and corrosion 
resistance and welding of dirty, 
rusted parts. Covers special weld- 
ing applications, such as joints with 
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1igh electrical conductivity, resist- 
ance to chemicals, tinning and 
plating. Presents methods of goug- 
ing, chamfering and removal of 
unwanted metal with standard 
equipment. Gives lowest possible 
application heats for each base 
metal. 

Available from Eutectic Welding 
Alloys Corp., 172nd St. & North- 
ern Blvd., Flushing 58, N. Y. 


Tubular brass goods catalog. 
Presents the firm’s line of tubular 
brass goods products with illustra- 
tions. Describes the various items 
under 36 reference headings, in- 
cluding traps, shower curtain rods, 
continuous wastes, sink strainers, 





STERLING 
Th hv 


PRODUCTS 





chrome plated nipples and tubing. 
lavatory legs and towel bars,, and 
flexible supplies. 

Available from: Sterling Tubular 
Products, P.O. Box 798, Morgan- 
town, W. Va. 


Water systems bulletin. Three- 
color bulletin presents the firm’s 
new packaged water system which 
is convertible from shallow to deep 
wells. Illustrates unit with hori- 
zontal and vertical tanks and with 
single and double pipes. A lettered 
cutaway view notes construction 
features and pipe set-ups for shal- 
low and deep wells. Includes per- 
formance tables and illustrates ac- 
cessories on back cover. 

Available from: A. Y. McDonald 
Mfg. Co., Dubuque, Ia. 


Submersible pump bulletin. Six- 
page bulletin provides revised rat- 
ings and sizes together with new 
performance curves on the firm’s 
line of submersible turbine pumps 
for wells from 4 to 6-in. in diame- 
ter. Also includes performance 
curves indicating peak efficiency, 
construction features and installa- 
tion details and accessories. Printed 
in two colors. 

Available from: The Deming Co., 
Salem, O. END 
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“Reznor’s low operating and maintenance 





TT ee ey 
industrial and commercial heating jobs” 


“T tell my prospects that Reznor gas unit heaters are their best buy. And 
they pay attention to what I say, because I can show them why 

Reznor costs less to begin with and still costs less next year and ten years 
from now. Sure, they like the idea of Reznor’s low initial cost and 

low installation cost, but their eyes really pop when I compare the cost 
of operating and maintaining Reznor heaters with that of other 
equipment they have been considering. 


“IT show them why fuel costs are low... because Reznor heat is 
instant heat, on-the-spot heat. Reznor heat is produced only when and 
where heat is needed. I point out to them that because each Reznor 
heater operates independently, they can heat different areas in their 
buildings to different temperatures or heat only the part of the 
building that’s in use. I tell them that there’s no labor costs. No boilers 
to fire .. . no ashes to haul. And I point out that maintenance is 
a simple matter of once-a-year cleaning. 








“T talk real dollars and cents savings; that’s the kind of talk that 
sells store owners, factory managers and other businessmen. And once j 
they're sold on the advantages of gas unit heating it's easy to sell them 
on Reznor. I find that Reznor is the one 
name in unit heating that my commercial 
and industrial heating prospects all 
know and accept.” 


The story is the same all over the country. Reznor gas unit 

heating is easy to sell because tHe system hos so many 

saleable advantages and because heating prospects recog- | 
nize Reznor as the top brand in unit heating. Your volume 

of possible commercial and industrial heating jobs will start 

to climb as soon as you offer your prospects Reznor ges unit 

heaters. Call your nearby Reznor distributor today for all the 

details, You'll find him listed under ‘‘Heaters-Unit'’ in the 

yellow pages of your telephone directory. 





THE woalbs LARGEST-SELLING | 


Oe HEATERS 


REZNOR MANUFACTURING COMPANY 
76 Union Street, Mercer, Pa. " | | 














POWER DRAFT WITHOUT FANS 
OR MOTORS IN SMOKE LINE 


Commercial 
models for smoke 
outlet diameters 12, duu 
14, 16, 18, 20,22, A 
24and 30 inches. “| = 


i 


Residential models for smoke 
outlet diameters 4, 6,7, 8, 
9 and 10 inches. 






Quickdraft Company 
Oveber-Hampden Building 
P. O. Box g7;. Canton 1, Ohio 


Fiem 


Please send complete information about Quickdraft for: 
(] Residences 


POWER DRAFT 
Makes the difference! 


Quickdreafé wit 12-1. vent pire 
ELIMINATES 65-FT. CHIMNEY FOR 

Bill’s Commissary 

North Canton, Ohio 


Appearance, efficiency and economy .. . are the advantages Bill’s 
Commissary gained by venting a gas fired steam boiler at roof 
level with a QUICKDRAFT commercial power draft unit. The 
unsightly appearance of a 65 ft. chimney towering above a one- 
story building, was eliminated. For safety and maximum effi- 
ciency, gas cannot be turned on in this 2,250,000 Btu boiler until 
after full draft has been established. In addition, Quickdraft was 
selected to overcome the 0.1 in. (1/10”) negative pressure within 
the building that could be caused by exhaust fans over ovens and 
ranges, in event of failure of warm air fans in heat changer. 
These advantages, unobtainable by gravity draft, were most 
important on this installation. In addition, power draft venting 
cost $2,598.00 LESS than a 65 ft. chimney. 


This installation is typical of the advantages Quickdraft offers 
for residential as well as commercial installations. A standard 
22 in. Quickdraft unit was used . . . housing and pipe can be 
built by local sheet metal contractor. Write for complete details 
and engineering data. 


QUICKDRAFT HAS MANY USES 


Venting commercial and residential heating plants... exhaust- 
ing noxious and abrasive industrial fumes ... with or without 
a chimney! Recommendations will be made without obligation 
upon receipt of rough sketch, notes on fuel used, unit input 
capacity, size of exhaust outlet, length, height and clear inside 
area of vent line. 


Ouickdraft 


COMPANY 

j Dueber-Hampden Building 
P. O. Box 8/-G 
Canton 1, Ohio 
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WOLVERINE 


ROLL-#3-TUBE’ 
costs no more 
but gives more 


® ROLL IT @ CARRY IT 

























® OPENING 













Roll-O-Tube makes 
carrying easy, too—all 


Because Roll-O-Tube is There's no trouble here 


round you can roll it to 





—just unzip the gummed 







the truck—on the job— 
or wherever you happen 
to need it. 







yeu do is slip your arm 
through the convenient 
center hole—and away 
you go. 


tape around Roll-O- 








Tube's outer edge— 


thot's all there is to it. 








@ USE IT AS A REEL 









® PROTECTION 








It's a cinch. Roll-O-Tube's 
contents are plainly 
marked in large, easy- 






to-read print. 


To get a straight kink- 
free line with Roll-O- 
Tube all you do is fasten 
your tube at one end 
and reel the carton back. 
It's easy—‘‘reel’’ easy! 












Don't worry about unused 

















tube—just leave it in the carton protected | 












from both damage and dirt. 











QUALITY You can't buy finer copper tube than Wolverine. It's clean, bright, easy to bend — 
Tubemanship-built for long trouble-free installations. 





ALWAYS ASK YOUR WHOLESALER FOR WOLVERINE ROLL-O-TUBE 
BUY FROM YOUR WHOLESALER 





CALUMET DIVISION 
WOLVERINE TUBE DIVISION 
CANADA VULCANIZER 
& EQUIPMENT CO., LTO. 
FOREST INDUSTRIES DIVISION 
GOOOMAN LUMBER CoO. 


Division of Calumet & Hecia, inc. 
1403 Central Avenue, Detroit 9, Michigan 


Manufacturers of Quality Controlied Tubing and batruded Aluminum Shapes 


pa hy | aL me OLVERINE TUBE 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA. SALES OFFICES IN 


EXPORT DEPARTMENT, 13 EAST TH STREET, NEW YORK 16, NEW YORK 


PRINCIPAL CITIES, | 
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KOHLER PLUMBING FIXTURES 
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Sumptuous Eden Roc Hotel, Miami Beach, Florida, is 
one of many recently completed institutions to choose 
Kohler fixtures and fittings for first quality, attractive 
modern design, and reliable, time-tested serviceability. 

Baths at the Eden Roc are the luxurious Cosmopoli- 
tan, with glass-hard, easy-to-clean Kohler enamel fused 
to a base of non-flexing iron, cast for rugged strength 
and rigidity. 

The more than 1300 Kohler fixtures installed also 
include Tahoe enameled iron built-in lavatories, vitre- 
batidileaiceis ous china Jamestown lavatories and Brooklands clos- 
Over the coast-to-coast Mutual Radio Network ets. All-brass, chromium-plated Kohler fittings match 


Kohler Co. will present the the fixtures in style and quality. 
November 6th Election Returns 





as a public service, continuing Kohler 
sponsorship of the year’s three major Kohler Co., Kohler, Wisconsin. Established 1873 
news events—which included the Demo- 


cratic and Republican National Conven- K O be [ F R K € a [ ‘3 R 
tions. Kohler messages on these broad- OF 
XTURE © HEATING EQUIPME? C PLANT 








casts will serve the interests of dealers, 
contractors and distributors of Kohler 
products. 







PLUMBING F T © ELECTR 


OLED ENGINES eo PREC Shek; me enen. Bae Be) 
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It’s You 
to Many 
Remodeling 

Project 















FOR | 
VERYGOOD / 
REASONS / 


erie 
pendable sales appeal and good profit. 


28 Ibs. pressure. In fact, it operates on any 
city water pressure. This privileges the cus- 
tomer to buy the best ball cock possible, for 
his money. 

That is why SHERWOOD Ball Cocks are 
Doubly Dependable. They faithfully serve 
both parties in the sales transaction. 

















ORDER SHERWOOD 
BALL COCKS 
FROM YOUR 
WHOLESALER 
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Manufactured Only By 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON DETROIT 7, MICHIGAN 
Established 1903 


SHERWOOD Ball Cocks have what the dealer wants—de- 


SHERWOOD Ball Cocks have what the customer wants—de- 
pendable efficiency, quiet action and water saving operation. 
Noted among the SHERWOOD Line is the renowned No. 86-A. 
It is anti-syphoning. Guards against the hazards of water con- 
tamination. Refills six gallon tank in less than 113 minutes at 








SHERWOOD No. 77 
and 1 PIN ASSEMBLY 


Elevated pattern 
tanks with 1 inch brass 
hush tube over cast supply 
Can be furnished with | 
time hard rubber hush cube 


yw 


at slight additional cos 
One pin holds all Pp 


place. See cut be 
low 
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ESTIMATING and business management methods 
have been given priority status in the PIP program. 
As a service to members, PIP committees have de- 
veloped an estimating form keyed to the needs of 


© DIRECT LapoR P 
1+ Total Gros Deller pay of at Fen, 
Including traveling 


oremen, 
time (before any ¢ 


A PIP of a Program. . . (continued) 


(Continued from page 96) 
should be computed. 

One stunt worked out to em- 
phasize this situation was to ask 
PIP subscribing contractors to 
bid on a typical plumbing instal- 
lation on a new bungalow job. 
The bid survey committee, which 
worked up the “problem,” de- 
cided the job should be let for 
around $900. “Bids” submitted 
by the PIP contractors ranged 
from $790 to $1,140, although 
each contractor had been sup- 
plied with the same plans and 
specs from which to work. 


# Results of this stunt were 
brought into one of the regular 
PIP meetings to become the basis 
for a discussion on estimating 
policies. The bid survey commit- 
tee during the last year was 
made up of R. J. Siefert, chair- 
man, C. M. Ewing, Howard G. 
McCann, R. L. Rucker, Ben 
Wheeler, Elmer Wilhelm, with 
director D. E. Futch coordinating 


the committee’s work. (DE will 
give further coverage to this as 
part of the series on PIP.) 

This “self-education” by the or- 
ganization of its members is 
further illustrated by a survey 
conducted because many of the 
members had reported they were 
losing money on repair work. An 
expert on pricing was invited to 
go over this problem in detail at 
one of the regular meetings, and 
he showed the group the costs 
involved in repair work. 

Most of the contractors at that 
time were charging $5 an hour 
on repair jobs. The meeting was 
shown that labor costs, insurance 
and truck costs added up to $4.19 
an hour, without other overhead 
or profit. Adding 30 percent for 
overhead brought the total re- 
pair work cost to $5.97, without 
any profit. As a result of this 
program of information, there 
has been a general increase in 
charges for repair work, so that 
the prevailing charge is now $6 







South Florida (left). An Operation and Overhead 
Survey (right) is a self-analysis checklist designed 
to help the individual contractor determine his 
costs. (See coming article for complete details.) 


an hour among PIP members, 
although, Ferguson emphasized, 
there is no agreement among the 
membership to levy any partic- 
ular charge. 

Another committee, the cost 
and accounting committee, work- 
ed out two forms that the organi- 
zation agreed to make available 
to subscriber companies for their 
use if desired. One is an opera- 
tion and overhead survey that 
enables the contractor to work 
out his net profit through a rela- 
tively simple form that covers 
all his expenses and lists them as 
the committee felt they should 
be listed. 


« The other form was an estimat- 
ing sheet. This is a check list 
of all materials needed for a par- 
ticular job, plus spaces for includ- 
ing labor, sales taxes, insurance 
and other estimated costs above 
materials, to arrive at a sound 
contract price. On half of the 
sheet is space for an isometric 


drawing, so that the contractor 
(Please turn to top of page 198) 
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NEW 
PENBERTHY 


MERS-A-MATIC 
compact submersible 
sump pump... & 
































Designed to 





increase YOUR profits.. 

Boost sales... 

Minimize service 
calls 





@ Mers-a-matic...a brand new, all bronze, high-capacity submersible sump pump for 
dependable year-round protection. A rugged, light-weight unit with NEW outstanding features... 
easily and quickly moved where needed. Constructed for years of heavy-duty service. 





SPECIAL FEATURES: 


For the first time in a submersible, Mers-a- 


3 VERSATILE USES for the matic introduces a unique, positively-con- 
NEW MERS-A-MATIC trolled 3’ pump down. PLUS a new type 


impeller combining the best features of 
single and double shroud impellers. Gives i | 
TOP performance under constant use... 
IMMEDIATE performance after extended | 
periods of non-use. Completely electrical 
...completely waterproof. No breathing 


tube, NO PRIMING! 11%” high. 32 Ibs. 


WRITE for new catalog showing complete line. 





2 PENBERTHY 
MANUFACTURING COMPANY 
1 PERMANENT- ; 2 PORTABLE- 3 NON- Formerly Penberthy Injector Co. 
AUTOMATIC AUTOMATIC AUTOMATIC Division of Buffalo-Eclipse Corporation 
for normal sump Self-contained unit to maintain dry 1242 Holden Ave., Detroit 2, Mich. 
installations for automatic work areas 





operations 








SUMP PUMPS, 


EIGHT MODELS | | 
TWENTY SIZES 





STOCK...DISPLAY...SELL 
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are in accord 


ment, except as hereinafter specifically 








LABOR-MANAGEMENT HARMONY has been achieved in 


the Miami areca through this joint agreement recently 


negotiated between PIP and UA local 519. 


It is the intent of this agreement to comply with all federal and state 


JOINT AGREEMENT 


Between 





Under the 


A PIP of a Program . . . (continued) 


(Continued from page 196) 


can work out the whole installa- 
tion and check against it for 
materials. This form is different 
from other estimating forms 
chiefly because it includes on the 
materials check lists the items 
most often used in the Miami 
area, of the 
items that appear on forms pre- 
pared for nation wide use. 
The committee that developed 
these two forms was composed 
of Cliff Lindgren, chairman, E. 
M. Murray, W. L. Pennell, Leo 
Rosselle, and J. G. Washington, 
with director D, E. Futch co- 
ordinating. (Watch future issues 
of D.E. for further coverage of 
the survey and estimating sheet 


programs.) 


eliminating many 


= In a review of its accomplish- 
ments, here are some of the other 
activities listed by PIP spokes- 
men: 

The organization was instru- 
mental in adoption of regulations 
requiring licensing of journey- 
men in the unincorporated areas 
of the county, where a tremend- 
ous amount of new construction 
work was going on. The group 
also has worked for the general 


acceptance by other municipali- 
ties in the county of the City of 
Miami plumbing code, to achieve 
greater uniformity and to assure 
that only qualified master and 
journeyman plumbers can install 
plumbing equipment. 

The group sponsored an edu- 
cation program, through news- 
paper, radio and other types of 
advertising and through work 
with civic and trade groups, to 
point out the value and impor- 
tance of the plumbing and heat- 
ing contractor as the man best 
qualified to advise on plumbing 
and heating needs. To build up 
PIP itself in the public mind, the 
group sponsored radio broadcasts 
of football games, with the com- 
mercials explaining what PIP is 
and why a PIP member should 
be called on a plumbing or heat- 
ing job. Taxicab advertising, 
conducted for about six months, 
plugged modernization work. 

“Policing” of big construction 
projects has been another activity 
of PIP. There have been several 
instances 


where governmental 


units have attempted to install 
plumbing work with common 
labor employed by city or other 
government units or by contrac- 


s concerning matters between management and labor. 


THE EMPLOYING PLUMBERS 


PLUMBERS LOCAL NO. 519 OF MIAMI, FLORIDA 
Effective April 16, 1956. Expires April 15, 1957 


The interest, of the Employing Plumber, Local Union No. 519, and the public are best served when the employer and employee 


To achieve accord in the industry it is necessary that the terms of employment and the relations between employing plumbers with 
regard to labor matters; and between employing plumbers and the Local Union should be agreed in writing among the respective 


It tis pany in consideration of the mutual and respective promises and agreements of the parties, that 
This agreement shall govern all employments of journeymen and apprentices by employing plumbers during the term of this agree- 





agreement, the plumbing and heating contractors repre- 


sented by PIP contribute 12'2 cents per man hour worked 
into a health and welfare fund for union members. 


tors that PIP felt were not qual- 
ified. The group intervened, 
with the result that p-h contrac- 
tors took over the work. 

One instance occurred in North 
Miami, where the city planned to 
install 8,500 sewer laterals on 
private property with common 
labor. This, PIP contended, was 
in violation of the city’s own 
charter and ordinances. The re- 
sult, after protests to the city 
was that the 
work was put out for bid to 
plumbing and heating contrac- 
tors. In nearby Coral Gables, 
septic tank operators were to be 


commissioners, 


allowed to install sewer laterals 
on private property in connection 
with a new sewage plant. PIP ob- 
tained an injunction in this in- 
stance and forced the city to turn 
the work over to plumbing con- 
tractors. Some $2 million worth 
of work was obtained by these 
interventions by PIP in_ its 
“watch dog” role. 


# There have been no all-out 


legal tests of the PIP organiza- 
tional pattern or of its power to 
carry out its program, although 
there have been at least two 
court cases involving these ques- 
tions. The leadership of PIP is 


(Please turn to top of page 200) 
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These 


No. 51 Float Valve with Non- 
Corrosion Nylon Seat and 
Nylon Plunger. A ree oe 
vated valve—can be equipped 
with long shank as well 
Douglas shank. Flow of water 
can be reduced and silenced 
by Adjusting Top Screw. Fur- 
nished with rod and refill. 





illustrations show our 
NEW Nos, 50 and 51 Float Valves. 
They come equipped with Non-Cor- 
rosion Nylon Seat and Nylon 
Plunger. A semi-elevated valve— 
can be equipped with long shank 
as well as Douglas shank. The No. 
51 is equipped with Adjusting Top 
Screw so flow of water can be re- 
duced and silenced. 


Packed in individual box with rod and refill 
























No. 50 Float Valve with Non- 
Corrosion Nylon Seat and 


Nylon Piunger. A_ semi-ele- 
vated valve—can be equipped 
with long shank as well as 
Douglas shank. Furnished with 
rod and refill. 


















The Tradition 
of Craftsmanshi 





Emblem of 
Business Char. 
RICE LE ADERS. 


¥ OF THE WORLD « 
ASSOCIATION 
in QUALITY FITTINGS  ..s:riaen. 


ame Product Policy 


Individual security INSURES FREEDOM and LIBERTY. Social Security leads 
to Regimentation and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. Only God can help the people who live in 
Democracies. 


nh 


Me 


/ President 


bt 


ae 


THE INDIANA BRASS CO., Inc 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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(Continued from page 198) 
confident, however, that the 
group is on strong legal ground. 
On the question of the in- 
creased costs of plumbing serv- 
ices due to the labor agreement 
by which both the union and 
PIP benefit, PIP spokesmen con- 
tend that the public will benefit 
by better industry standards, 
better workmanship and, as a 
result, a better community. 


Meet the contractors who 


Ball Plumbing & Hardware, Ray- 
mond A. Ball 

Boguss Plumbing Co., Jos. Boguss 
Bradley Plumbing Co., Bradley D. 
Geissinger 

Buck Plumbing, Inc., J. M. Council 
City Plumbing Co., H. O. Lasseter 
Coleman Plumbing Co., W. E. Cole- 
man 

Dade Plumbing, Inc., Harry Rap- 
paport 

Dependable Plumbing, Inc., Philip 
Jenks 

Economy Plumbing Co., 

R. Schweitzer 

Chas. M. Ewing 


Forbes Plumbing & Heating, Inc., 
J. B. Forbes, Sr., and James B. 
Forbes, Jr. 


Frank’s Plumbing & Heating, 
Frank Albury, Jr. 

Gillett Plumbing Service, C. C. Gil- 
lett 

Gunn & Son, Inc., W. W. Gunn, Sr. 
Hanlon Plumbing Co., Don John- 
son 

R. M. Hightower 

Hildebrandt Plumbing, A. L. Hil- 
debrandt 

Horne Plumbing Co., James Horne 
F. H. Inscho, Plumber, Frank H. 
Inscho, Sr. and Jr. 

J. & W. Plumbing Service, J. G. 
Washington 

Keeton Plumbing Co., Frank E. 
Keeton 


Lasseter Plumbing Corp., John W. 
Lasseter 
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A PIP of a Program .. . (continued) 


Ferguson estimates that the 
net worth of PIP today is 
“around $200,000.” As for the 
future of PIP, Homer L. Robert- 
son, AP&HC of Florida president 
and a PIP member, feels that the 
recent affiliation of PIP with the 
state and national association 
will definitely be beneficial to 
PIP, as well as adding PIP’s 
prestige and strength to the state 
organization. END 


make PIP succeed: 


Levi Plumbing Co., P. M. Levi 
Lindgren Plumbing Co., J. C. Lind- 
gren 

McCaughan Plumbing Co., Inc., G. 
C. McCaughan 


McCormick-Boyett Plumbing Co., 
E. J. McCormick 


Markowitz Bros., Inc., Ben Marko- 
witz 
Marr Plumbing Co., L. H. Marr 


Murray’s Plumbing Service, Mur- 
ray Friedberg 


Alexander Orr & Associates, Inc., 
Alexander Orr III 


Patterson Plumbing, Inc., C. D. 
Patterson 


Jimmie Reynolds Plumbing Co., 
James W. Reynolds 


Right Way Plumbing Co., R. W. 
Eaton , 


Roberts Plumbing Co. 
Leon K. Roberts 


H. L. Robertson 
Rose Plumbing Co., J. B. Rose 
Rusty Plumbing Co., R. Seiferth 


H. J. Sanborn 

Wm. R. Spaulding 

Spinks & Sons, Plumbers, Wm. 
Spinks 

Stolpmann Plumbing Co., J. B. 
Rogers 

Superior Plumbing Co., E. M. Mur- 
ray 

Town & Beach Plumbing Co., Paul 
T. Dixon 


Tropical Plumbing, Inc. Edward C. 
Swanson 





Twin City Plumbing Co., Fred 
Gowing 
Webb Plumbing & Heating, Frank 
C. Webb 


Winter Plumbing Co., Francis E. 
Winter 


J. T. Wood 
Yell for Pennell, Inc., W. L. Pennell 


Miscellany 


Finders Keepers? 

Have you heard about the 
plumbing and heating contractor 
who found a pot of gold at the end 
of a water heater? 

His name is C. Louis Dean, 
Wilson, N.C., and all he’s got to 
show for it so far is a court action. 

Dean discovered the cache of 
$18,000 while repairing a water 
heater last October. Although the 
homeowner denied any knowledge 
of the 180 hundred-dollar bills, all 
Dean got for his find was an offer 
of a $5 reward. 

Dean feels it was his Midas touch 
that uncovered the cache and that, 
unless the homeowner proves 
ownership, the entire sum is his. 
They’ve gone to court to settle the 
problem raised by the bountiful 
water heater. 


The Burn-'em-Up Boys 

The trend to paper packaging of 
the nation’s food has brought smiles 
to housewives and paper manufac- 
turers. 

But an equally wide grin bright- 
ens the faces of the incinerator 
manufacturers, too. 

The Gas Appliance Manufactur- 
ers Assn. reports optimism in the 
incinerator business as the Ameri- 
can family’s average consumption 
of paper climbs above the 400 
pound a year mark. 

A 20 percent gain in incinerator 
sales is expected this year, and 
corresponding increases are fore- 
cast as more and more of our food- 
stuffs come wrapped in handy con- 
tainers. 


a The fact that incinerators can 
dispose of the bulky residue inex- 
pensively and without contributing 
to smog problems is a sales argu- 
ment that is expected to bring a 
mounting boom to the trade for 
years to come. END 
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These Men at ETNA 


Make Sure Your 
SPANG CW Steel Pipe 
Is TOP-QUALITY 


These testing and inspection experts at 
Etna represent you at the mill to be sure 
you get top-quality pipe every time you 
order SPANG CW Steel Pipe. Careful 
control like this is a habit at SPANG, and 
that’s why quality-controlled SPANG CW 
is your best buy for every type of piping 
installation. See your local 
SPANG Distributor for 
your next pipe order! 


ana 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Soles Office: Two Goteway Center, Pittsburgh, 
Pa. District Soles Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Lovis 
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Meet Al Badack, a member of the day-turn testing team at 
Spanc’s Etna (Pa.) Plant. Al, who has worked at SPANG for nine 
years, is applying the hydrostatic water test to two lengths of 
Spanc CW Steel Pipe. Test pressures are applied at readings well 
above actual working pressures for which the pipe is designed. 
This hydrostatic test assures you that each length of top-quality 
SPANG Pipe you buy has a strong weld and will more than meet 
your pressure specifications. 


These men are Chester Galda and Steve Ajjnich, two members 
of SPANG’s inspection team at Etna. Chester, a 22-year man with 
SPANG, is surface-inspecting coupling fit-up of SPANG CW Steel 
Pipe. Steve, a veteran of 44 years with SPANG, inspects each length 
with the aid of a fluorescent light to be sure the threads and the 
pipe are uniform and free of any defects. Any length that does 
not meet SPANG’s top-quality specifications is rejected. 
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modern sewer pipe 








BERMICO 


Streamlined modern construction methods call for 
the most efficient and most easily installed prod- 
ucts. That’s why plumbing supply wholesalers 
and dealers recommend—why more architects are 
specifying —Bermico Sewer Pipe. 

And it’s why more and more plumbing con- 
tractors are using this lightweight bituminized 
fibre pipe —root-proof and corrosion- proof — for 


house-to-sewer or septic-tank connections. 
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Bermico Sewer Pipe and Bermiseptic® Perfo- 
rated Pipe for septic-tank disposal beds are 
produced in 8-foot lengths, from 2” to 6” in di- 
ameter. And only Bermico has a complete line of 
fittings made of the same material as the pipe! 
Send today for information about this modern 
pipe. 

Brown Company, Dept. AB.9, 
St., Boston 14, Mass. 


150 Causeway 



























longer lp beaut, WATER conan cnt winds 


dependable power is assured with 
Franklin -motor-equipped submer- 
sible water systems. Insist on 
pumps with Franklin motors and 
avoid costly service calls. 


HERMETIC SEALING 

is accepted as the only 
dependable method of 
protecting most materi- 
als against damage 
from contamination. 
Franklin motor windings are her- 
metically sealed in an all-welded, 
stainless steel case. 


Franklin 
SUBMERSIBLE MOTOR DESIGN 


Franklin fits an end forging (1)... 
to a sturdy outer case (2)... and 
inserts preassembled windings 
and stator core (3). The inner liner 
(4)... is then inserted and capped 
with end forging (5). The complete 
stainless steel assembly is welded 
and the windings are vacuum- 
impregnated with good heat dis- 
sipating, nonsoftening plastic and 
hermetically sealed. 

WATER CAN NEVER ENTER TO 
DAMAGE WINDINGS. 








eS aan 


Protect your customers and yourself, 
Use better pumps with Franklin Motors. 





STEEL END 
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FORGING 
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j / WINDINGS 
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DENSE, INERT, 
GOOD HEAT 

; 7 DISSIPATING 

NONSOFTEN- 

ING PLASTIC 








STAINLESS 
4 STEEL 
INNER LINER 














STAINLESS 
A STEEL 
END FORGING 



















a Electric fo, Inc + FACTS book RS essential 









345 E. SPRING STREET 






features of submersible motors. 


e BLUFFTON, INDIANA Write for your copy. 
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Why Balance Warm Air 
Systems by Grille Velocity ? 


(Continued from page 98) 

ters are measured at four or five positions and 
again a mental average used. A better method 
for measuring floor register velocities is to remove 
the register and measure the throat velocity. For 
measuring air velocities from some ceiling dif- 
fusers, the scoop-model instrument is recommend- 
ed. Readings are obtained by holding the open 
end of the “air scoop” against the diffuser vane. 

Manufacturers of ceiling diffusers supply a 
“performance factor,” “K factor” or specify free 
area for their various sizes of diffusers. Where a 
“performance factor” or “K factor” is supplied, 
the velocity measured by the scoop-model instru- 
ment is multiplied by this factor, giving the cfm 
of air delivered at the velocity measured. If the 
cfm required has been calculated, it can be di- 
vided by the factor supplied to determine the de- 
sired discharge velocity. 

When free area value is furnished, measured 
velocity is multiplied by free area to obtain the 
cfm delivered. If cfm has been calculated, it can 
be divided by the free area to determine the de- 
sired discharge velocity. Where the free area of a 
diffuser is given, the grille velocity calculator 
supplied with the instrument can be used to cal- 
culate delivered velocities or cfm. 

By using the scoop-model instrument, ceiling 
diffuser installations can-be adjusted with the 
same degree of accuracy and speed as side wall 
or floor registers. It should be emphasized that 
the velocity values shown for the various types 
of register and diffuser installations are average. 
It will be noted that no provision is made in the 
table for variation in room size, windows, expo- 
sure, or any other factors concerning heat loss 
previously used in sizing the heating unit, ducts 
and registers. 

There is no simple means available for correct- 
ing a poorly designed heating system. However, 
the grille velocity method has been used with a 
great deal of success in producing more uniform 
comfort. Dealers who have adopted C.A.C. and 
balancing by grille velocity report uniform and 
consistently satisfactory results. 

Uniform comfort heating produced by the grille 
velocity method and C.A.C. depend on an ade- 
quate supply of air. Therefore, it is necessary 
to maintain clean air filters through the heating 
season. Otherwise, as dirt builds up on the filters, 
the discharge velocity is reduced; this leads to a 
no-heat or insufficient heat call. 

The solution is to use an air filter gauge that 
can be installed in the heating unit between the 
filters and the blower to denote when the filters 
need to be replaced or cleaned. END 
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specially designed to insure 
balanced heating 


Vent-Rite Venting Valves are scien- 
tifically designed and carefully manu- 
factured to give the best results. Spe- 
cial features assure automatic noiseless 
venting, quick, uniform heat distribu- 
tion, and long, trouble-free perform- 
ance. With Vent-Rites, your customers 
will find it isn’t necessary to overheat 
some rooms to get heat to others... 
and consequently they will cut heating 
bills. 


Vent-Rites mean more comfort and 
lower fuel costs for the home owner... 
and more profitable heating installa- 
tions and good will for you. Use Vent- 
Rites and your reputation for good 
work is safe. Order from your whole- 
sa'er for your next job. There’s a Vent- 
Rite Venting Valve for all heating re- 
quirements. 






























VENT-RITE 


No. | for non-vacuum 
No. 2 for vacuum 

19” side connection 
with Siphon. 3/32” diometer 
Vent Port. Overall Height 3”. 
















Special Cum-Apart Feature 


If accumulation of dirt from the aN 
heating system should prevent a 
Vent-Rite from working prop- * 
erly, the trouble can quickly be 2 
—_ 











remedied. The special Cum- 
Apart design permits you to y 
easily take the vent apart, clean, 
reassemble, and restore to per- 


fect working condition. Worn or . 
damaged parts can be replaced 
at the factory and the vent made 


as good as new. 



























How you can profit by selling local builders on 
THE ADVANTAGES OF CAST IRON SOIL PIPE 





Progressive home-builders across the country are try- iron. Make sure they know how strong . . . trouble-free 
ing something new. They're using model homes not ... non-absorbent . . . root-proof it is—that it’s the 
only to show visible features. They're displaying sam- only pipe that meets all codes for use from street to 
ples of insulation . .. wiring . . . drainage piping as roof. They'll be easy to convince that it pays to pro- 
well. They know that more and more prospects—es- mote and display Cast Iron Soil Pipe. 

pecially second-home buyers—are looking for more 

than a picture window and a fancy kitchen. And here's how you'll benefit: 


Chances are some of the builders in your area are You'll earn more by doing quality installations with a 


ing j riVving te real accur: 7.) oalitw a 
doing this—giving prospects real assurance of quality quality material. 


under the surface. As far as drainage is concerned, 
that means Cast Iron Soil Pipe and fittings. You know 
there’s nothing like cast iron for permanence and rug- 


You won't be obliged to give estimates or bids based 
on inferior materials—and cut corners on installation 


, te ie , qui ents to keep the cost down. 
gedness. And builders are realizing that it’s a hidden requirements to keep the cost down 


asset that can really help them sell. You'll protect your reputation by giving your cus- 
Give your local builders sales ammunition on cast tomers cast iron systems, Cast iron is for keeps! 


THE MARK OF 
quauty ano | CAST IRON SOIL PIPE INSTITUTE 
1627 K Street, N.W., Washington 6, D. C. 


PERMANENCE 





206 Domestic ENGINEERING, SEPTEMBER 1956 





R 





1956 





SALES AIDS 
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Tank Ball Display Carton 
Ardmore Products has issued a 
new single unit display carton for 
its tank ball and guide. The red, 
white and blue box is of the pop-up 
variety and is designed to conserve 
shelf space. The carton is illus- 
trated and contains installation in- 





structions on the back. The units 
and boxes are packed, as before, 
one dozen to a carton and six dozen 
to a shipper. 

Issued by: Ardmore Products 
Co., 624 Maple St., Conshohocken, 
Pa. 


Air Conditioning Chart 

A dealer sales flip chart entitled 
“An Air Conditioner for Every 
Cooling Need” has been announced 
by the refrigeration department of 
Hotpoint. The 18-page chart points 
out the salient features of all the 
firm’s air conditioners and presents 
a two-way approach: distributor’s 
presentation to dealers and the 


dealer’s presentation to air condi- 
tioning prospects. 

Issued by: Hotpoint Co., 5600 W. 
Taylor St., Chicago 44, Ill. 


Pump Demonstrator 

Decatur Pump is oifering its 
dealers a factory assembled centrif- 
ugal-jet pump demonstrator. The 
unit is equipped with a discharge 
line with three faucets to show the 
flow of water at good pressure. A 
ground key stop valve can be ad- 
justed to simulate different suction 
conditions, showing pump per- 
formance at the exact suction lift 
involved in a job. A vacuum gauge 
indicates lift and a pressure gauge 
shows the pressure at which water 
is being supplied. Finished in white, 
the demonstrator is shipped with 








a 25-ft cord and male plug for use 
in showrooms or a prospect's home. 


Issued by: Decatur Pump Co., 


Nelson Park Road, Decatur, 70, III. 


Toilet Seat Brochure Describes Sales Package 
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A four-page brochure featuring 
a merchandising package with five 
sales aids for its line of toilet seats 
has been made available to dealers 
by Church Mfg. Geared to tie in 
with Operation Home Improve- 
ment, the promotional kit contains 
two sets of 50, two-color envelope 
stuffers, a single seat display stand 
made of tempered board with 
wrought iron legs, a 36 by 12-in. 
streamer and a 20-page catalog 

Issued by: C. F. Church Mfg. Co.. 
Div. of American-Standard, Holy- 


oke, Mass. 


Valve Display 

A valve display available to both 
contractors and wholesalers has 
been developed by Dole Valve. The 
display shows representative sam- 
ples from the firm’s line, and brief- 
ly describes the product in copy 
below. The blue background is 
covered with a clear plastic which 
conforms to the shape of the prod- 





uct. The display can be used on a 
counter or wall-hung. 

Issued by: The Dole Valve Co., 
1933 Carroll Ave., Chicago 12 


Aerator Display Card 

Melard Mfg. has developed a dis- 
play card which describes its com- 
plete line of jet aerators. The card 
features photographs and includes 
descriptions of each model. The 
card measures 4% by 11 in., and is 
printed in three colors. It incorpo- 
rates an eyelet for hanging on 
walls. 

Issued by: Melard Mfg. Corp., 432 
Austin Place, New York City 55 


Furnace Filter Display 

A self-contained display for glass 
furnace filters has been developed 
by American Air Filter Co. The 
same display is also used as a ship- 


FURNACE 
<1. 78R¢ 





ping carton. The display occupies 
20 in. of floor space and contains 26 
filters in eight sizes. It comes 
equipped with a card for the top of 
the unit. 

Issued by: American Air Filtes 
Co., Inc., 215 Central Ave., Louis- 
ville 8, Ky 














MILLION 
Gurtis prospects’ as 
a 
Your prospeCtCts 
4 


§ 


my 


in 4 
The Sgfurday Evening 


OST 


Fi 
a new, aggressive and continuing & 


ional advertising campaign to in- if 
ease sales of Curtis equipment, this | 
-color sales message in the Post was 
drivég home to more than 5 million 
prospeckiye buyers of Curtis packaged 
air condit#gning units. 
If you are nd a Curtis Dealer, and if 
you’re qualified, yow is the time to get 
started! You'll beNselling the world’s 
finest air conditio®ng equipment, 
competitively priced, ant, backed by a 
promotional-minded, on-thego manu- 
facturer with a solid 102 years of 
experience and skill. hs, 
Write today, and we'll show you Mt Ww 
you can increase sales and profits wit 
a complete, flexible line of Curtis Air 
Conditioning equipment. 


our 1O2nd year 
MANUFACTURING CO. 


Refrigeration Division 
1951 Kienien Ave., St. Louls 20, Mo. 


Packaged air cooled Packaged liquid industrial air CM-15 
air conditioning units chiller up te 100 tons compressors 
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THRUSH 


7 4f¢ 


INSTALLATION 
OF HOT WATER HEAT 


New improvements, new developments by Thrush, year 
after year, for more than a quarter of a century, have helped 
simplify installation of hot water heat, reduced labor and im- 
proved efficiency while reducing the cost. Thrush has helped 
make possible today’s compact and efficient hot water heat. 


FORCED CIRCULATION... 

Thrush Circulators, first developed nearly thirty years ago, provide 
the finest and most dependable means of forced circulation at low cost. 
This permits the use of smaller pipe, valves and fittings, and has improved 
tremendously the flexibility and efficiency of hot water heat. 


THRUSH FLOW CONTROL 


VALVE WITH AIR TUBE 
AIR ELIMINATION... 


Forced circulation combined with flow control and automatic air 
elimination was the next great forward step. Thrush combines a simple, 
positive flow control valve with an air tube to lead air from boiler to Pressure 
Tank. One unit does the work of two. The automatic Thrush Air Vent Valve 
for radiators and baseboards is highly efficient and absolutely dependable. 


SIMPLIFIED PIPING ... EASIER BALANCING... 


Another Thrush development is the Manifold which eliminates extra 
fittings and labor ... improves piping design of radiant panel systems. Thrush 
Balancing Valves used in the return 
Manifold save time in balancing coils 
and assure better heating performance. 





The Complete 


EASY TO DRAIN SYSTEM... Thrush System 


Two other Thrush ideas simplify your work. 
The Thrush Pressure Tank has a built-in Vacuum 
Breaker that simplifies draining the system. The 
Thrush Tank Drain illustrated here accomplishes the 
same thing with older tanks .. . easily, inexpensively. 
Ask for a Thrush Catalog showing these and many 
other time- and labor-saving devices. 








See your wholesaler for more 
information or write Dept. A-9 


R U $ *% & COMPANY 


PERU, INDIANA 


rere 
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“BIG 3” IN SHOPS LIKE YOURS! Dol 





























states 
AVERAGE FURNACES He mt 
eT 2A-700A => ath ¢ 
(For +6rge or Extra of h 

_ Dirty Furnaces, Deluxe with 3 
7 e ° Model 2A-300) compa 
7/RS7 ‘in Features . . 7/97 in Profits For 
tory al 
| GENERAL FUEL Oil FILTERS | are famous for these deluxe fea- tractir 
tures which protect burner nozzles and pump parts and save done e 
customers’ fuel dollars: 1—Wool Felt “Step Back” Cartridge id : ments. 
— exposes one-third more filtering surface, traps both particles SPACE AND WATER and té 
and moisture; 2—Patented Treatment of Cartridge Center Core HEATERS, SMALL variou 
— eliminates lint, prevents bypassing, improves filtration by making Olt FURNACES busine 
felt more dense; 3—Leakproof, Lifetime Cap-Bowl Design; 4— Louisi 
Twin Air Vents; 5—Four-Minute Cartridge Replacement; 6— Georg 
Cartridge Interchangeable with All Leading Filter Makes. Or « 
Aibbditelibdbbedadndadlll Model 200 is the only warm air humidi- in the 
‘ . : ‘ as mui 
fier using no service-stopping floats, needle valves or overflow lines! “- 
A simple, foolproof Nylon valve, located in the WATER-FLOW ie 
REGULATOR, obsoletes mechanical parts and controls evaporation MODEL 200 : 
; : Norm: 

by simple water flow! Customers can see rate of evaporation . . 
oe cash c 
can control humidity by number of evaporator plates used—5 to 15. faeries 
Be a General Jobber or Dealer — WRITE there 
— GENERAL FILTERS, INC. the fir 
43800 Grand River Ave., Novi, Mich. Natior 
IN CANADA: CANADIAN GENERAL FILTERS, LTD. x ey, Vice 
39 Crockford Bivd. Scarborough (Toronto 16), Ont. Underwriters’ Laboratories Approved — of bid 
_ worke 
aroun: 
make 

THE MOST ECONOMICAL AND ‘ 
“« ie L EFFICIENT PACKAGE UNIT owheagg 
ON THE MARKET! .... jobs. 

Reduce $12,00 


THE BETHLEHEM they » 


DYNATHERM | | ©: 


System 
Maintenance 











the bi 
«“ 
; Se ‘ As 
V l eth EE ELI D every 
HEYDEN ET : +=" “But i 
SHOCK ABSORBERS HEAT ing hi 
i instan 
at its a gene 
BEST! the go 
: add P 
. Protect valves, joints and packing with a Heyden much 
Liquid Shock Absorber. Only Heyden offers this the n 
big advantage! alread 
NO MOVING METAL PARTS. Can't corrode— won't wear . negoti 
out. A permanent rubber cushion absorbs a $$ The Whirling Flame extracts ; 

4 and h Of ligh igh all excess every bit of useful heat from The Bethlehem Dynatherm has of $1, 
pressure and hammer. ighter weight, Heyden every drop of oil, assuring big the same heating capacity in a prices 
shock absorbers can be easily installed in savings on fuel bills! — fraction of usual boiler = and b on 

iti : up to 40% and even more have is an automatic as an electric on 
any position on all water, oil or gas beets reported after replacement refrigerator or television. And, fi 
systems. Five sizes available. "TURBINES roca of old oil burner (regardless of best of all, it costs little more vrofits 
‘ ' TRASH RAKES make) with the Bethlehem for the Bethlehem Dynatherm peo le 
For full information, send for pumps BM ACCESSORIES Dynatherm! than converting an old boiler! ‘a 

i 4 j Wire or write immediately for full information . . . and get started selling suc ( 
Bulletin 38, S. Morgan Smith this. outstanding Package Unit that. offers everything your customers have " : 
Company, York, Pa. wen looking for in Healthful Heating. BIG PROFITS FOR YOU TOO! panies 


BETHLEHEM FOUNDRY away 
& MACHINE COMPANY Hov 
ve ren conteouanu BETHLEHEM, PENNSYLVANIA hotel | 


VALVES IM SHIP PROPELLERS ing ar 


POTOVALVES FREE DISCHARGE 
VALVES 















AFFILIATE: S$. MORGAN SMITH, CANADA, LTD.. TORONTO 
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The Story Behind a 20 Million 
Dollar a Year Business 


(Continued from page 107) 
states where work is in prospect or in progress. 
He must run monthly trial balances to keep up 
with cash discounts and stay in constant touch 
with resident lawyers in all states in which the 
company does business. 

For example, Arkansas requires a complete his- 
tory and background of the company before a con- 
tracting license can be awarded, and this must be 
done each year. Some states have no such require- 
ments. Thompson has different types of reports 
and tax payments going out every week to the 
various states in which the firm currently is doing 
business—this summer including Texas, Arkansas, 
Louisiana, Alabama, Missouri, Kansas, Mississippi, 
Georgia, Oklahoma and Tennessee. 

Or consider the matter of cash discounts. Slips 
in these could easily cost a company of this size 
as much as $2,000 a month, just in missed monthly 
cash discounts of 2 percent. 

What about money? It fluctuates widely. 
Normally, the company keeps about $150,000 in 
cash on hand; or it might be a lot more. In the 
foremen’s revolving funds out on the job sites, 
there might be from $20,000 on up. In addition, 
the firm keeps $1,000,000 open credit at the First 
National Bank in Dallas, its present bank. 

Vice president McCally takes personal charge 
of bidding at the Dallas office and estimates are 
worked up by top-flight personnel. Often it costs 
around $4,000 just to prepare the estimates and 
make a bid, sometmes more. This past summer, 
at one time, McCally was figurng four prospective 
jobs. He figured the total cost would run over 
$12,000 for a total of $4,000,000 in contracts—if 
they were landed. Usually, says McCally, the 
firm figures on getting one job out of every seven 
bids. Either more or less is a danger sign that 
the bids are too high or too low. 

“As big-job contractors, we can find expenses 
every time we draw a new breath,” says McCally. 
“But it’s not entirely one-sided. Big-job contract- 
ing has its non-competitive bonanzas, too. For 
instance, we landed one $700,000 contract from 
a general contractor once, a government job. Later 
the government decided to change the scope and 
add Phase B. It was an industrial piping iob and 
much too intricate to advertise for bids because 
the new work would alter Phase A work we 
already had done. So the general contractor 
negotiated an additional contract for us in excess 
of $1,000,000. That was pure luck. But costs and 
vrices have to be watched very carefully on these 
bonanzas too. If there’s any attempt to pyramid 
vrofits, the government renegotiates. A lot of 
people think the government can be gouged in 
such cases. That’s not right. Responsible com- 
panies won’t try it, and other companies can’t get 
away with it.” 

How the C. Wallace Plumbing Co. handles big 
hotel contracts will be the subject of a forthcom- 
ing article. 
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armusray..... WHEATLAND STEEL PIPE 
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lity life lines of gas, water, steam 


As American industry expalis, § 
and oil flow more and more throug@ St@@l PaBe. 
For economy — for ease of | Btag ath 1 and dependability — more and more in- 


Stallations are selecting the Pippawi tie the 
Whether you specify WHEATLABD SP el 

ity conscious product — pressure HRstm® 
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WHEATLAND UBE COMPANY 


Bankers Securities Building, Philadelphia 7, Pa. Mills ° Wheatland, Pa. - Delair, N.J. 
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TROUBLE-FREE TO INSTALL 


Just position and connect 





















You’re in and out in a hurry with a Westinghouse installation. These electric 
water heaters are light to handle, easy to set in place, and they install from 
the top front. Recessed channels permit flush-to-wall positioning. Both hot 
and cold water connections are easy to see, easy to reach. Location is no 
problem ...they can be installed anywhere—even in a closet. 


SAVE WITH WESTINGHOUSE 


























Your distributor can show you how these 
competitively-priced heaters save you time and 
trouble to plumb-in and service. All models carry 
10-year Protection Policy. Quick recovery models 


available. l | s | = th 
; <4 tt 


Comer” 


WATCH WE. STIN GH OUSE | WHERE BIG THINGS ARE HAPPENING FOR vou! | 
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9 MINUTES WITH BERGIE! 








Bits From Here and There 


So Hetp ME HaAnnau .. . the 
growing eagerness of consumers 
to plunge into debt to buy the 
good things in life is positively 
staggering. More and more cus- 
tomers are going on the charge 
account books—and, of course, 
in the process they’re buying 
more and more. 

“Sinister consequences await 
thee,” says the conservative. 
“Lurking danger is everywhere 
apparent.” 

And the practitioners of eco- 
nomics, the guys who gaze into 
the crystal ball or something, are 
hard pressed to account for the 
phenomenon. 

Trouble is, they didn’t consult 
me. Guess this sounds kind of 
conceited but if I ever get a 
chance to chat with these worry 
warts, my answer will be wait- 
ing. It will run something like 
this: 

Sure people buy on time—and 
why not! Have we no faith in 
the future of our way of life? Is 
there one amongst us who isn’t 
anxious to get the most joy out 
of life, the most comfort, and the 
most pleasure? After all, our 
stay here on earth is all too 
short as it is. Should we con- 
demn people for trying to build 
their own day-to-day happiness? 

Really, I can’t see much to 
worry about. Its effect on busi- 
ness is wonderful —isn’t that 
true? Yeah, I know, there’s some 
element of chance in this whole 
operation, but isn’t that true of 
most everything in life? The for- 
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By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


mula I’m suggesting to all my 
friends is to continue to sell, sell, 
sell—and if the guy wants to buy 
the stuff on time, for heaven’s 
sake, help him and encourage 
him. Selling more and more 
goods and services keeps every- 
one busy and we’re helping our 
fellowman. 

And while we’re busy, we're 
not so apt to do foolish things 
and get ourselves into trouble. 


Breaking in Junior 

The aboriginal instinct in most 
of us seems to be at its worst 
when we tackle the job of super- 
vising and guiding young, im- 
pressionable help. Too hard- 
boiled an attitude toward a new- 
comer may turn a potential ace 
into a morning glory before he’s 
even had a chance to strut his 
stuff. Or if he does stick around 
in spite of the existing tyranny, 
he doesn’t expand and Jearn like 
he would if the “climate” were 
proper. 

So here are a few pointers 
that might help make Junior a 
real adjunct to your operation: 

First, our job is to polish this 
“diamond in the rough” at the 
outset. Always resist the tempta- 
tion to make him your valet, 
your errand boy, your chauffeur 
or your secretary. He won't 
learn much if you keep him busy 
with your personal affairs. 

Of course, emergencies do 
arise when he can justly be called 
uvon to render these services, 
but it’s unfair to keep him doing 
menial chores continuously. 


Sure. he will make mistakes 


and he’ll probably shatter more 
or even all of the existing rules, 
but don’t give up looking for 
that “pearl” in his business per- 
sonality—particularly the pearl 
marked “salesmanship” — “get- 
ting along with people.” 

In helping trainees develop 
into solid citizens for you and 
your company, you are at the 
same time building a team that 
has the vigor and enthusiasm of 
youth plus the wisdom and forth- 
rightness of maturity. And don’t 
discredit his work. The “eager 
beaver” is really trying, give him 


credit for that. 
Adjustment 


There I was sitting on a stool 
in a donut shop having breakfast. 
Generally, I like to go first class 
but the waiting line in the fancy 
hotel dining room would have 
taken much too much time. 

In came two blind men, I guess 
each of them under 30 years old. 
They felt around with their canes 
for an empty stool but there 
were none. What did they do? 
Stand around waiting for pity 
and special treatment? No, that 
they didn’t do. 

Within a very short time one 
said to the other, “This place 
ceems busy; let’s go over to the 
railroad station and eat,” and off 
they went. I saw them cross the 
street (they seemed to know 
when the green light was ‘on) 
and they both looked happy. 

This exigent life of ours pays 
well in contentment to those who 
can graciously adjust to environ- 
ment. END 
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Stainless Steel | 
Sin 


Because A kitchen 
sink is seeyx and used 
365 days a/year — and 
women knpw it — you 
can't oveysell the idea 
of instalfing the sink 
that not pnly looks best 
but is Vest all the way 
through. 











ks are 
Il four sides of Polar sin’ re 
patie down for added vo, 
an exclusive Polar Ware featu! 
Heavily undercoated. too- 








You can see, feel and 
show the superiority of 
deep-drawn Polar sinks 
. -- made with 3, 4, or 5 
holes for faucets and 
with or without plugs 
for extra faucet holes. 


Write for illustrated 
specification bulletin. 








N lew @ 
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1 firee Bolersinay {cently inatatteg 


uster finish Second omens? high © 7 


Polar Ware Company 


*4900 LAKE SHORE ROAD, SHEBOYGAN, wis 





rchandise Mart — Chicago 54, Room 1455 
*415 Lexington Ave *123 S$. Santa 
New York 17, N.Y Los 


Offices in Other Principal Cities *Desiqnates office and warchouse 
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THE TUB THAT 
MOVED UPSTAIRS 





*TRADEMARK—OWENS CORNING FIBERGLAS CORP. 





“Wesglas” laundry tubs, made of fabulous Fiber- 
glas*, will not stain, chip or craze, and are a perfect 
match for today’s modern appliances. They add sell 
to any utility room or laundry. Enclosed in gleaming 
white enameled steel cabinets, they do the job of 
double compartment tubs, yet save valuable working 
space. ‘Wesglas” 21 gallon capacity tubs will store 
all of the water of the suds saver washer and have a ' 
large storage compartment below that conveniently 
holds all washing supplies. 


There is a “‘Wesglas” tub for every home requirement. 





CHALET MODEL ¢-4 


features fiberglas tub with shelf features enameled steel cover. 


—attoched to a grey enameled = Tyb can be used with cover in 


steel stand which assemblies 


without bolts, 


OXFORD MODEL 0-8-1 


place. 


OXFORD TWIN MODEL 0-55-2 MANOR MODEL M-54 
has two compartments joined has fiberglos cover, which can 


with a crome strip. be used as a carrying tray. 


Sold nationally through plumbing supply wholesalers. | 


WESSELS CO. 1625 Euclid Ave. + Detroit 11, Mich. { 
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IDENTIFICATION DISC: An cluminum mork- 
Ing plote on all Walworth No. 225P’s facili- 
tates inventory control ond makes reordering 
quick ond positive. 





NEWLY DESIGNED HANDWHEEL: Potented 
oir-cooled, finger-fit hondwheel affords sure 
grip even with greosy gloves. 


Cm tem a eee a ee ee eee 





IMPROVED PACKING: Molded packing of 
tubricoted asbestos reinforced with copper 
wire. Suitable for practically every service. 
Valves can be repccked under pressure when 
fully opened. 


HEXAGONAL UNION BONNET 
CONNECTION: Union bonnet 
connection eliminates any chance of dis- 
tortion of leakage even though valve is 
repeatedly token apart and reassembled 





EXTRA STRONG BODY: Mode of Composi 
tion M (ASTM B61) bronze. Thick walls and 
rugged hexes provide a high safety factor. 
Valves undergo hydrostatic shell test of 
1,200 psi. 
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take a good look 
at the Wawel 


S00 buineh 
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- the Toughest Bronze Valve Your Money Can Buy 


i 

1 

| 

' 

\ 

: The stainless steel, corrosion resistant seats and discs are heat treated ¢ 
T~ hardness of 500 Brinell — hard enough to scratch glass and crush nails! 

{ valve can be closed on sand, slag, and pipe scale without injury to the sea 
surfaces. ““Wire drawing” is practically eliminated. All parts are accuratPly 
| machined and gaged. Years of tight, positive shut-off are assured. 
Available in both globe and angle types (angle type: No. 227P) in 
| 4” to 2”, this quality valve is recommended for 350 Ibs. W.S.P. at 5 
| and 1000 Ibs. non-shock service on cold water, oil, gas, or air. 

- For full data on this long-life, economical Walworth Bronze Valye, see 
| your local Walworth distributor, or write for Circular. 

| 
| 














! 

} 

! 

| 

! 

| 

i 

1 
| SEATS AND DISCS: Plug type seats and discs’ 
OVERSIZE STEM: of stainless steel, heat-treated to 500 
The high-tensile strength ! Brinell hardness ond machined simultane- 
silicon-bronze stem assures ! ously to a mirror-like finish, with accurate 
long life and protection \ tapers assures tight positive shut-off with 

against weor. minimum hondwheel effort. 
meen ee 


WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. ¥.. 


ED ee ee he ~— ee eee 
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Remember when all 
houses had basements? 
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Most modern homes are 








above-ground. ae 
heating unit and all! 


And that’s one reason why dealers all over the 
country are setting new sales records with 


TEMCO’S AUTOMATIC GAS FLOOR FURNACE! 


e Easily installed; fits right into the floor. 

e Requires no basement, no costly excavation, no 
remodelling. 

e Carries Temco’s 20-year Written Warranty on Por- 
celain Enamel Heat Chamber. 

e Approved by A.G.A., Guaranteed by Good House- 
keeping. 


eee > ars ry 
$” Guaranteed by > 
Good Housekeeping 


“ay 
Sr AS avyearisto TH 












r — — = = oP — 

g1n Cc. i TEMCO, INC., Department B-838 ' 

NASHVILLE 9. TENNESSEE I Nashville, Tennessee i 

4) ae 0, ae 2 a Please send me catalog and complete details on i 

f How. MG V/ YLMOTING YUM ita Velion t Temco’s Automatic Gas Floor Furnace. ' 

$ Name i 

Fi N , 

2 irm Name ' 

} RS re ae er deciles ineeemeaes i 

“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 5 ' 
City ccc i scctctinscniitist 

ROOM HEATERS + FLOOR FURNACES + WALL HEATERS + UNIT HEATERS | i 

WARM AIR FURNACES AND AIR CONDITIONING 
i i 
h. a a = ee oe ee ae oe me ee ee ee ae andl 


i) 
pas 
~1 


DOMESTIC ENGINEERING, SEPTEMBER 1956 

















duratub 


Appliance Styled to Match 
Modern Laundry Equipment 


Outstanding Feature of a 
Standard and Deluxe a re > 
Model duratubs a i 44 


Stoiniess trim — byilt-in 
soap dish 
Bonderized electro 
galvanized steel, white 
boked enamel! finish 
Fiberglas® tub won't 
crack, chip, stoin, mar or 
dent-20 gallon capacity 
Top cover for additional 


counter space 


3 purpose Handidrain*® 
eliminates need for 
double tubs 

Large Storage 

Compartment 


The new deluxe 

Model 9TD dura- 

tub eliminates hose 
handling, puts hoses where they 
belong ... out of sight. Washer hoses perma- 
nently attach to exclusive Handiflo* double 
drain at back of tub and are trouble free. Hoses 
are not handled or seen during suds re-use or 
waste water draining. Top cover extends over 
entire top of tub... can be left in place while 
tub is being used with washer. duratub’s deluxe 
Model 9TD is also ideal for single hose wash- 
ers. Drain hose is permanently attached... 
eliminates need for additional drain. 


Model 9TD pictured 
Patents Pending 


@ Simple installation, light weight—makes your work easy. 
@ duratub's beauty and quality pleases your customers. 
@ Ideal for small space. 
@ Keeps your customer coming to you for other fine plumb- 
ing work. 
A high profit item it pays you to carry and recommend. 


DIAGRAM OF HANDIFLO CONNECTIONS 


5 , FOR SINGLE 


DY 


AUTOMATIC WASHERS 
suo 


erven 
wou 


1 i 
ws } 
, 


FOR SUDS SAVER 
TYPE AUTOMATIC 
WASHERS 


<ie The standard Model 9TC duratub has all 
3 of the fine features of the Deluxe duratub 
except the Handiflo double drain. 


The original and fastest selling 
Fiberglas Laundry Tub. 


duratub 


For Complete details write 


Nationolly 
Advertised 


Model 9TC 


E. lL. MUSTEE AND SONS, INC. 


Cleveland 2, Ohio 


6911 Lorain Avenue 


continued from bottom of page 60 


News... 


pointed president of White Products Corp. to succeec 
R. A. Lareau, who was recently named president o! 
Air Way Industries. 

Whirlpool-Seeger Corp. has announced the ap- 
pointment of Charles A. Reinbolt, Jr., to the new 
position of general manager of the kitchen division 
R. R. Allen has been named vice president and direc- 
tor of engineering and research by the John Wood Co. 
Allen will be responsible for engineering research and 
development activities for the firm’s seven domestic 
and three foreign plants. 

At Fiat Metal Mfg. Co., Robert R. Davenport has 
been named sales manager. Youngstown Kitchens has 
appointed John R. Miller as manager of appliance 
sales. 

American-Standard has promoted Louis G. Shenk, 
Jr., to manager of boiler and radiator products. Paul 
A. Ryan has been named advertising and sales pro- 
motion manager of the Janitrol Heating & Air Con- 
ditioning Div., Surface Combustion Corp. (For other 
important appointments in the p-h industry, see 
page 234 of this issue.) 


Gas Appliance Manufacturers Assn., New York 
City, has elected to membership six United States and 
two Canadian firms. The new members are the All 
American Fabricators, Los Angeles; Barnes Heating 
Equipment Co., Los Angeles; Central D. Mfg. Co., 
Culver City, Calif.; the Chilton Co.; Lynchburg 
Foundry Co., Lynchburg, Va.; Steamway Products, 
Cleveland; D. Talarico Reg’d., Montreal, Quebec; 
and Western Gas Engineering & Equipment Ltd., 
Vancouver, British Columbia. It was also an- 
nounced that Dean E. Madden, vice president of the 
A. W. Cash Valve Mfg. Corp., Decatur, IIl., has been 
reelected chairman of GAMA’s relief valve division. 


Republic Steel Kitchens Div., Republic Steel Corp., 
Canton, O., has issued a full-color movie entitled 
“The House With the Built-in Sale” as its latest sales 
aid for the new construction field. The 23-minute 
film stresses the importance of pleasing the housewife 
as she is about to buy a home. The importance of the 

(Please turn to top of page 221) 




















“Watch it, Ed, the plumbers are here!” 


Courtesy of Pomona Tile 
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"York Le | CARRIER 





tes and 

he All Ae - 

ting “CLOVER LEAF” 

B:..Co., a 

chburg i 

uebec; % 

ae roved! 

ea \ p - Carrier’s new 4-way Unit Heater, with “clover 

on ef Fer 66 yeors Rockford Brass Works er ene leaf” pattern, gives you mie ag ed “ che 

tian has been supplying valves and tribution. You can vary the length and veloc ity of t " 

ground key work through leading blow. And you can discharge air in 2, 3 or 4 direc- 

wholesalers to contractors and tions at one time. All without changing outlets or 

Corp., ; \ dealers . . . for lasting perform- adding accessories. 

ntitled . ance you can depend on One unit discharging air in 4 directions will cover 


t sales : Rockford products . . . oe ot ae an area up to 104 feet in diameter. Discharging in 
ninute 3 | 2 directions, length of the blow can be extended up 
sewife os to 136 feet. 

of the ee ors | Carrier’s 4-way Unit Heaters, for use with steam 
or hot water, come in 8 sizes: 55.000 to 600,000 
Btu/hr. Look in your Classified Telephone Directory 
for the name of your Carrier jolsber-distributor. 


Carrier Makes a Complete Line 
of Unit Heaters, including this 
Cabinet Unit Heater that can 
be fully recessed in wall. Three 
sizes from 26,000 to 115,000 
Btu/hr. Also can be floor 
mounted, vertically or horizon- 
tally hung. With over 50 years 
leadership in temperature con- 
trol, Carrier knows heating. 
Carrier Corporation, Syracuse, 


New York. 





ey. ‘ Bite. se ated: industrial heating 
a Tile Ge rae ates Brees | air conditioning - refrigeration 
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YOU WOULDN'T BUY | 
A COAT THAT'S |! Fasiest to 


Bic! | install... Myers 











"$0 way | Profitable 


BUY A a 
pressure swircu | NEW 


THAT’S THE WRONG SIZE | Water Softener 
FURNAS pressure switcnes 


Give You CORRECT CAPACITY Siatichsune tapes tepieentie 


valve requires no adjustment 


Fo r th é JO a i for various water pressures! 
















| 





se ane ar emanate eet 



























oe FO 


at 


There’s no guessing and no costly call-backs when 
you sell and install Myers all-new Water Softeners 
and Filters. The exclusive Myers hydraulic valve 
automatically adjusts the backwash and rinse rates 
regardless of changes in water pressure. 


NOW you can match the 


motor with a 1, 3 or 5 hp 


pressure switch. Furnas And here are additional features that help to pro- 
Electric, standard for the tect your profits by insuring that a Myers water 
SERIES S conditioner will operate efficiently from the first 


industry, has combined 





, , day it’s installed... 

long experience with a ; 

© Simplified regeneration . . . Myers exclusive 

hydraulically operated valves are easy to operate, 
easy to maintain. 


you a pressure switch for © Guaranteed tanks... fully guaranteed against 
: : . rust and corrosion. 
every domestic require- 


© Adjustable legs . . . simple, two-piece legs insure 
ment up to 5 hp. All are series G fast, positive leveling. 


U.L. listed, pressure ad- ® Automatic bypass... provides uninterrupted water 
service even during regeneration. 


sound design and engi- 
neering principles to offer 





justable and available in 


; , ® Large top-filling hole... easy to add salt without 
a wide selection of case spilling. 
styles. ® Good Housekeeping guaranteed .. . a time-tested 


assurance of quality. 


See your Myers | distributor today and ask about 
SERIES H 


the sensational Myers softener sales aids 
1077 McKee Street, Batavia, Illinois. 


me  wyers 


BATAVIA, ILLINOIS WATER SOFTENERS 
AND FILTERS 


Sales Representatives in all Principal Cities rua r,s. myers & BRO. CO. 4809 ORANGE ST., ASHLAND, OHIO 
IN CANADA: KITCHENER, ONTARIO 





WRITE for Catalog 5516— 





Domestic ENGINEERING, SEPTEMBER 1950 





Ne 
kitcl 


ciall 
semi 
ing ¢ 
the s 
sessi 
mer 


Pl 
nour 
locat 
by li 


wi 
held 
Mich 
30-g 
boy | 


He 
Radi 
ing ¢ 
supe 
tioni 
inclu 
ing 
curre 
air a 
its P 
The 
creas 


park 


Ba 
“For 
expa 
inclu 
prod 


Ha 
actio 
It w 
made 
was 
raisit 
Dece 
of 1. 
pare 
bran 
this | 

We 
has ( 
land, 
oper 
E. G 


tions 


Oil 


repol 







burn, 
cent 
shipr 










Don 





















1956 





News ... continued from bottom of page 218 


kitchen is featured as the one room designed espe- 
cially for her. The firm has also inaugurated a sales 
seminar for dealers consisting of an eight-hour train- 
ing course stressing four major points: an analysis of 
the steel kitchen market, a presentation of its line, a 
session on kitchen planning and a review of successful 
merchandising, selling and advertising techniques. 


Plumbing Sales Co., Somerville, Mass., recently an- 
nounced moving from Boston to Somerville. Its new 
location affords 30,000 sq ft of floor space and a 25 
by 150-ft yard with a three-car rail siding. 


White Products Corp., Middleville, Mich., recently 
held a three-day summer sales meeting in northern 
Michigan. Introduced during the session were a 
30-gal. gas table top water heater and a 30-gal. lo- 
boy electric water heater. 


Heating & Air Conditioning Div., National-U. S. 
Radiator Corp., Johnstown, Pa., recently held a meet- 
ing of all its branch sales managers and home office 
supervisory personnel of the heating and air condi- 
tioning division. Agenda for the two-day session 
included a boiler sales study, a review of merchandis- 
ing radiation, baseboard and convectors, and the 
current status of new products in the field of warm 
air and air conditioning. The division has also moved 
its Pittsburgh branch sales office to 2666 Liberty Ave. 
The suburban location, it was stated, provides in- 
creased office and warehouse space and adequate 
parking facilities. 


Barnes Mfg. Co., Mansfield, O., has launched its 
“Forward Action Program,” to tie-in with its $500,000 
expansion program. Major phases of the program 
include an expansion of its pump and water system 
production and service facilities. 


Hajoca Corp., Philadelphia, has deferred dividend 
action by its board of directors until a later meeting. 
It was stated that although good progress is being 
made on the capital reduction plan, a postponement 
was considered advisable due to the necessity of 
raising over $4 million in cash before the middle of 
December. The firm also reported a decrease in sales 
of 1.82 percent for the first six months of ‘56 as com- 
pared to the same period in ‘55, but added that its 21 
branches had an increase in sales of 14.19 percent for 
this same time. 


Wolverine Tube, Div. of Calumet & Hecla, Detroit, 
has opened mill depots in Miami, Fla., and Rock Is- 
land, Ill. Tillman Stone will coordinate the Miami 
operations from Jacksonville Beach, Fla., and Thomas 
E. Goodyear will coordinate the Rock Island opera- 
tions from the Moline, IIL, office. 


Oil Heat Instijute of America, New York City, 
reports shipments of commercial-industrial _ oil 
burners for the first six months of 1956 are 11.7 per- 
cent above those for the same period in 1955. Total 
shipments for June were 3,065 units, 14.2 percent 

(Please turn to top of page 222) 
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BOILER CO. 


A 
NEW 
HIGH IN 
¢ WATER HEATER 


§ PERFORMANCE: 
This year’s BRADFORD 
VITRAGLAS Glass-Lined 
Water Heaters are LOADED 
with Performance-Proven Fea- 
tures: Chip-proof glass tank linings 
to prevent rust—Sectional Diffusion Baf- 
fles to assure fast, even heating and high 
recovery capacities — Robertshaw controls and 


Grayson Unitrol Thermostats for ultra-efficient 


O} 


and 
A 












eration. These units are available in gas-fired 
electric models. Write for specification sheets. 


NEW HIGH IN WATER HEATER SALES AND PROFITS: 
BRADFORD'S NEW VITRAGLAS Glass-Lined 
Water Heaters will sell for you because — They're 
competitively priced, operate at low cost and 
LOOK like the fine heater they ARE! 
BRADFORD provides plenty of rust- 
free HOT water, day after day and 
year after year. Get all the de- 
tails on the most complete 
line of water heat- 

Ton ers anywhere — 
BRADFORD 
round and 
table-top 


BRADFORD VITRAGLAS 
models. Water Heaters are 
aold exclusively 


through Plumbing 
Supply Wholesalers 
and Contractors 





PHILA. 46, PA 





OUR “DIAMOND JUBILEE” YEAR 
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News ... continued from bottom of page 221 


above June of 1955. For the first six months, 15,88: 
units have been shipped. Based on seasonal trends 
shipments for the year are predicted at 38,000 units 







American Society of Heating and Air Conditioning 
Engineers, New York City, has announced that the 
13th International Heating and Air Conditioning Ex- 
position will be held simultaneously with its 63rd 
annual meeting. Registration headquarters and site 
of the technical sessions will be the Conrad Hilton 
Hotel, Chicago. The Exposition will be held in the 
International Amphitheater, Chicago, February 25 to 
March 1, 1957. The 63rd annual meeting will consist 
of technical sessions, committee meetings and election 
and installation of officers. 








































Air Conditioning & Refrigeration Institute, Wash- 
| ington, D. C., reports shipments of compressors for 
| the first quarter of 1956 totaled 1,344,972 units, not 
| including compressors for household refrigerators, 
| for a gain of almost 40 percent over the first quarter 
of 1955. Of the total, 86,865 were for automotive air 
conditioning. Of the first quarter shipments, 88.3 
percent were sold as compressor bodies, compressors 
or condensing units, and 11.7 percent were sold in 
unitary end-use products. 


Gibson Refrigerator Co., Div. of Hupp Corp., Green- 
ville, Mich., reports July sales of its window-type air 
conditioners topped all previous monthly records. 
Volume in the 30-day period alone reached nearly 60 





percent of the firm’s sales of these units in all of 1955. 


Charles Simkin & Sons, Inc., Hopelawn, N. J., has 
appointed Charles E. Hull of New York City to head 


its new sales division. The appointment initiates an 


(Please turn to top of page 224) 




















Sterling Tubular Product's new illustrated 
Catalog figures to be one of most widely read 
reference books for the Plumbing Industry. 





Whenever you need anything in the Tubular 
Brass line—here is your best starting point! 





“STP” Products are sold through Wholesalers only. 





STERLING PRODUCTS. 








INCORPORATED icons 


MORGANTOWN: WEST VIRGINIA “Miss Charme will not only sell, Mr. Brown . . . 
| she will also demonstrate.” 
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‘WELL MADE" 


— 








. Discharge located on both sides . . 
2. Ye" pressure switch tapping 


3. Air volume at 50% of tank height... 
less pump work 


4. Inlet perfectly located 
5. Heavy gauge steel hot dipped galvanized after fabrication 





COMING SOON | 


Neur era 
in cast iron 


soil pipe 
and fittings 
the 


Superspun’ 
era 


by COMBUSTION ENGINEERING, INC. 
Home Equipment Division 
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BUNNY 
BOX+8u0nvBIN 


= sure - me 


©9 sizes 
etime saving 
esturdy 
eorderly 
ehandy 











eportable 
edurable 


SEE YOUR JOBBER...orcontact @ 


ay BUNNY PRODUCTS 


235 N. FAIR OAKS - PASADENA, CALIF. 












---she’s 







changing 
the 







weather 






with a touch 
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fingertips! 













STANDARD STAMPING'S B-SERIES 
PERIMETER BASEBOARD DIFFUSERS 
PROVIDE PERFECT CONTROL OF 
TWO-WAY HEATING-COOLING SYSTEMS! 












Here’s a new series of baseboard 

diffusers that maintain both 
heating and cooling comfort at a very high 
level! The Standard B-Series has Setlok fin- 
gertip control, and provides uniform diffusion 
of air around the outer cold walls, to keep 








floors warm, and avoid condensation on win- 
dows. The B-Series supplies a gentle current 








of warm or cool air at the points that create 
the best ceiling to floor air distribution, with- 







out blasts, hot spots, or cold corners. 







B-24—24”" LONG 










B-18—18" LONG 






2. Hirst in 
SE ice 


STAMPING 









Mail this coupon today for catalog of Standard’ s 
complete line of registers and grilles! 


STANDARD STAMPING & PERFORATING CO. 
3135 W. 49th Place, Chicago 32, Ilinois 









Gentlemen: Please send me your complete registers and grilles catalog. 
Name a On ee 













Firm 
Address 
City 






















News ... continued from bottom of page 222 


expansion of the firm’s heating, ventilating, air con 
ditioning, plumbing and process piping constructio 
services in the Middle Atlantic states. 


Crane Co., Chicago, has set up an atomic energ) 
unit in its engineering sales section under the super- 
vision of George W. Hauck. The unit will service all! 
inquiries and orders for the firm’s valves, fittings and 
other equipment in the field of atomic energy. Also 
reported was the formation of a manpower develop- 
ment department. Donald F. Dickinson will manage 
this section and guide activities in the development 
of methods for the employment of qualified per- 
sonnel and job knowledge and effectiveness. 


Brass-Craft Mfg, Co., Detroit, has announced that 
reprints of its Speedway cartoon series are now avail- 
able. Four are printed on an 8% by 11-in. plyboard 
sheet and are punched for hanging. 


The Trane Co., La Crosse, Wis., has earned an ex- 
cellent management rating in a continent-wide an- 


alysis conducted by the American Institute of 


Management. As a result, the firm is included in the 
1956 “Manual of Excellent Management,” in which 
it has been listed every year since the appraisals were 
first published in 1951, The company also reported fo: 
the ninth consecutive year its yearly statement had 
earned a merit award in nation-wide competition 
The enscribed citation was presented upon comple- 
tion of Financial World’s 16th annual report survey, 
conducted to determine effectiveness of corporate 


messages to stockholders. 


United States Air Conditioning Corp., Philadelphia, 
recently conducted an executive inspection tour of the 
first air conditioning units to come off the production 
line in its new Philadelphia location. The firm’s offices 


and plant had been moved from Minneapolis in July. 


Fuel Oil and Water Heater Manufacturers’ Assn. 
recently held its summer meeting at Pocono Manor, 
Pa. Performance standards for high temperature and 
high pressure heat exchangers were recommended 
and are now being evaluated by the association’s 
technical committee. R. F. Hull of General Fittings 
Co. was installed as president for the coming year. 


Sid Harvey, Inc., Valley Stream, N. Y., reports the 
addition of one rebuilt and two new branch stores, 
and three new headquarter stores in its half-million 
dollar expansion program. The branches are located 
in West Philadelphia, Stamford, Conn., and Eaton. 
Pa, The new headquarters are in Norristown, Pa. 
Norfolk, Va., and Garden City, L. I. 


Chicago Pottery Co., Chicago, has acquired a trade- 
mark registration for its “Dri-Tank” closet combina- 
tion. The closet features double walls containing 
sealed air space to insulate the inner water tank. 


Tube Turns, Div. of National Cylinder Gas Co., 
Louisville, Ky., 


has acquired 13 acres of industrial 





DoMESTIC ENGINEERING, SEPTEMBER 1956 


















pre 
che 


adi 
to 


te 


we 





~~, 2 Ga 









2 


air con 
structio) 


Cc energ\ 


e super- 


ervice al! 
tings and 
rgy. Also 
develop- 
| manage 
elopment 
ied per- 


iced that 
Ww avail- 


plyboard 


1 an ex- 
vide an- 
itute of 
d in the 
1 which 
als were 
rted for 
ent had 
petition 
comple- 
survey, 


rporate 


Jelphia, 
r of the 
duction 
; offices 
n July. 


’ Assn. 
Manor, 
ire and 
nended 
iation’s 
‘ittings 
year. 


rts the 
stores, 
nillion 
ocated 
Eaton, 
1, Pa. 


trrade- 
\bina- 


aining 


: Cex 


istrial 


1956 

















property for expansion purposes. The $2 million pur- 
chase lies adjacent to its main plant. Also reported 
by the firm’s Canadian associates, Tube Turns of Can- 
ada, was the completion of a one-story plant in Ridge- 
town, Ontario. Production facilities have been moved 
from nearby Chatham to the new headquarters. 


Bryant Div., Carrier Corp., Indianapolis, Ind., has 
begun construction on a $700,000 warehouse designed 
specifically for palletized storage. The 100,009 sq ft 
building will cover 2% acres and will be located 
immediately north of the manufacturing plant. Com- 
pletion is scheduled for November of this year. Also 
reported was the complete air conditioning of the 
firm’s 200,000 sq ft plant in Tyler, Tex. 


Better Heating-Cooling Council, New York City. 
reports Albert M. Cole, administrator of the Federal 
Housing and Home Finance Agency, congratulated the 
heating and cooling industry on the growing success 
of its program to inform the public of the advantages 
of modern home heating. Uniform high quality and 
technological advances were cited as factors in keep- 
ing the American standard of living the best in the 
world. 


Airtemp Div., Chrysler Corp., Dayton, O., has en- 
larged its air conditioner production facilities by 
adding a $1,500,000 machine line. The 100-ft line will 
be used for manufacturing three air conditioner com- 
pressors, one for automobiles and two for hermetically 
sealed home units. In its expansion the firm is also 
installing two automatic coil making machines for car 
air conditioner cooling coils. 


York Div., Borg-Warner Corp., York, Pa., reports 
its research and development program has led to 
record sales of more than 6 million dollars during 
the past few months. Cited as one of the project de- 
velopments contributing to the rise was the “turbo- 
matic compressor,” selected for installation in the 
fifth super carrier now under construction. 


Kohler Co., Kohler, Wis., recently began grading 


the site for its new $5,000,000 pottery at Spartanburg, 
(Please turn to top of page 226) 
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A toast to almost 300 years of service with Kohler Co. 


is proposed here by Arthur Hertensteiner at a recent 
company party. The party was held in honor of the seven 


employees at the left, who were retiring. 
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FOR GAS AND OIL 


9 BIG 
_ FEATURES 











O-BLAST 


POWER-TYPE DUAL FUEL BURNER 


The finest gas burner...the finest oil burner...now 
combined in one great unit! Another Lo-BLAST 
engineering achievement! Check these features— 

e Highest efficiency on either gas or oil. Lo-BLAST design 
assures maximum fuel economy. 

e Laminar Flame Oil Burner. Wide flat flame—no impinge- 
ment on walls or crown sheet. 

e Fits low base boilers. Installs through average ashpit door. 

e Reliable—safe. Factory tested. Underwriters’ Laboratories 
approved. 

e Complete package. Shipped assembled and wired. 

e Manual or automatic fuel selector. Damper transfers 
blower air to either gas or oil burner. Damper position 
governs switching action to controls. 

© Soft quiet flame. Low pressure combustion air keeps both 
oil and gas flames quiet. 

° Safety purge cycle. 30 second purge on each call for heat— 
also on fuel changeover. 


* No coking or clogging of oil nozzle. Shield protects oil 
manifold against reflected heat. Air cooled during gas cycle. 








Send now for literature on this sensational new dual fuel burnet 


MID-CONTINENT 


1) on] 8 Fae 2 1 @) D) OL Om EE Ol Oe 
1960 N./Clybourn Ave., Chicago 14, Ill. 
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Nearest Thing 


| 


fo Machine Pipe Threading 





Jam-Proof 65R 


saves you time, 
work and mistakes 


Ready for work fast—you set 65R to pipe or 


conduit size in 10 seconds . . . self-contained 
1’’,14%"’, 1%", 2” high-speed steel dies. Self- 
centering workholder sets to size instantly. 


No mistakes — automatic kick-out prevents 
jamming when standard thread is cut. Work- 
holder setting is mistake-proof. 


Beautiful threads — perfectly threaded fac- 
tory test sample in your new 65R proves it! 


You can't beat RIGID 65R for speed, easy work and 
long service. Buy it at your Supply House! 





The Ridge Tool Company, Elyria, Ohio, U.S. A. 
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S. C. The 500,000 sq ft plant will be located on a 285 
acre lot the firm acquired late last year. The addition 


is being made to meet the demand for its vitreous 
chinaware in the South, the firm stated. 


The Trane Co., La Crosse, Wis., reports a new record 
for the first half of the year in sales of its heating, 
ventilating and air conditioning products. They are 
currently running 45 percent ahead of 1955, a peak 
year, it was announced. 


Gas Appliance Manufacturers Assn., New York 
City, has announced that shipments of gas-fired cen- 
tral heating and water heating equipment during the 
first half of the year continued to show substantial 
gains over record-breaking 1955. Gas boilers gained 
23.3 percent for the first six months, totaling 37,000 
units. June shipments were up 4.2 percent over the 
same month last year. Warm air and gravity type 
furnace shipments were up 3.9 percent for the first 
half year with 358,000 units shipped. June, however, 
was down 1.1 percent. Conversion burners were up 
3.5 percent in the first half despite a 3.1 percent de- 
crease in June. Six months’ shipments of water heat- 
ers totaled a record 1,461,500 units, a four percent 
increase over 1955. June sales were up 8.9 percent. 


Air Filter Corp., Milwaukee, reports that under- 
writing of a joint research project for 1957 on air 
filtration by the University of Minnesota and the 
American Society of Heating and Air Conditioning 
Engineers was authorized at the summer meeting of 
the Air Filter Institute. Also at this time a perma- 
nent office was established in Washington, D. C., to 
carry on general business and aid in the clarification 
of government specifications on air filtration. 





Auto-flo Corp. recently moved into this new plant at 
12085 Dixie St. in Detroit. The building, which also 
contains office space, provides larger facilities to meet 
demands of expanded business, the firm stated. 


Mueller Brass Co., Port Huron, Mich., has opened 
a new warehouse to serve eastern Pennsylvania, the 
District of Columbia and part of Maryland. The ware- 
house is located in Philadelphia and provides over 
15,000 sq ft of floor space. 


Avco Mfg. Co., American Kitchens Div., Conners- 
ville, Ind., has announced a series of personnel 
changes and promotions as part of a sales reorganiza- 
tion program. Stanton E. Smalling, former field sales 
manager, was named merchandise manager—kitchens; 

(Please turn to top of page 229) 
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UNITED STATES 
VANITY-LAVATORIES 


boost sales of cabinet and 
counter top installations 







EXPOSED FRONT STYLE 





No. 509 


“‘Laverne”’ 
Vitreous China 
Size 22” x 18” 





Gracefully designed lavatory for 
any exposed front installation. Made 
of genuine stain and acid-proof 
vitreous china. Has concealed overflow, integral soap re- 
ceptacles, chromed mixing faucet, mechanical waste and 
tight-fitting pre-formed stainless steel rim. 


CONTINUOUS TOP STYLE 


















No. 485 
“Elizabeth” Water Tank 
Vitreous China 
Size 20” x 18” 
in heat! 





No. 560 ‘‘Eleanor" 
Cast-iron, Size 20” x 18” 


Ideal for any continuous counter a installation, Acid 
and stain- -proof vitreous china or sturdy cast-iron finished | 
in acid and stain-resistant enamel, 

Both styles exposed front and continuous top — are | 
available in white or soft pastels, with or without stainless 
steel rim and chrome trim. 





GLASS or ZINC LINED 


PLUMBING FIXTURE CORPORATION 





U. $. Plumbing Fixture Corporation B | 
307 N. Front Street, Columbus, Ohio 


Please send me the U. S. Plumbing Fixture catalog 








Name 


Address 
City Zone | 
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Count on PBS X 
SPARTAN 
For Extra Quality Where 
It Counts Most 


Full Cast 


ANTI- SYPHON | 
TRAP 


High quality, full-cast body. Beauti- 
fully chrome plated. Meets code 
requirements. 


Heavy Gauge Stee! ‘ 
Galvanized ; 
Bonderized 


Beautiful Rounded | 
, Entrances 








Full Length 
Deep Groove 
Construction 
Extra Rigidity 


Competitively Priced 
Attractively ... Individually Boxed 

















Ask for Your Copy <ieomer tT 
Boston, Mass. 

of Our Kansas City, Mo. 
Houston, Tex. 


BIG NEW CATALOG 


JAMAICA 






Learn why it always pays 
to specify JAMECO 


a ee 


, INC, 


1209-1223 DeKalb Avenue, Be a1, NF 

























New Illustrated Catalog 
on Request 


SP. 


SHOW I 


o2-..> ¢ bth St.. 


New York, N.Y. , 
Chicago, Ii. { | 






DomESTIC 












. + Ff JAMECO DELUXE 
; BATH TRAP LAVATORY LEGS & 
MH TOWEL BARS America’s Finest 
Accurately i , Stedece-deak 30''x30" 
machined, heavy en 432" 
hexagon brass 32x37 4 
a weight rough brass twine. Beauly . 36236" The IMPERIAL Choice of 3 Receptors 
. plated. dded t 
? omnes ae | adjustment. , 80" ° by Spartan Beautiful Rounded Corners 
outlets or sweat- | pn seep on bonh  of 
to-slip outlets. M make basin. Th ROYAL 
i The REGENCY tem fi 
JAMECO E-2-SEAT ‘ — America’s Most 
i oar Rite . BASKET STRAINER P| The Ultimate Popular Shower 
= Gietme smoreene F Fe in Corner Showers | Choice of 4 Receptor: 
Hp A ae to ca JIGGLE, WOBBLE or x 3 3 Terrazzo Receptors Rounded Entrance 
Mirror finish chrome € icone yr dewd lf fF are standard Also available 
plated solid brass. poe one pleted. y ‘4 > 36x36" in Aluminum 
sr | Fits alt all sinks. a, 
wal : Spartan Coast-to-Coast a 
Warehouse Service ha 
4332" 















Cleveland, Ohio 
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News... continued from bottom of page 226 


W. Klee Grumbine, former product manager for dish- 
washers, named merchandise manager—appliances; 
and Donald D. Matney, a member of the sales de- 
partment since 1950, named administrative assistant 
to the director of sales. 


Better Homes & Gardens Magazine, Des Moines, la., 
has received 104,052 entries at the midpoint of its 
$25,000 Home Improvement contest. Entrants ex- 
pressed interest in 193,028 remodeling and improve- 
ment projects. The contest, divided into four divisions 
(interiors, exteriors, additions and the kitchen and/or 
utility division), will run throughout 1956. 


General Electric Co., Major Appliance Div., Louis- 
ville, Ky., has announced factory price increases on 
dishwashers and food disposers. It was stated the 
increases will average between four and five percent 
for this equipment. 


Crane Co., Chicago, plans to feature a boiler ad in 
September issue of Life as part of its fall heating 
promotion program, with similar ads in the September 
and October issues of Better Homes and Gardens. 
To further the program, dealers are being offered tie- 
in materials consisting of a consumer mailing folder, 
a window streamer, a wall poster, an easel display, 
stickers, newspaper mats and an animated display 
with a place for the dealer’s own picture at the top. 


The Wrentham Co., Boston, recently opened a new 
Boston office and warehouse. The building, located 
on Massachusetts Ave., corner of Southampton St., 
occupies over 40,000 sq ft and has five loading plat- 
forms and a trailer entrance. 


Revere Copper & Brass, Inc., New York City, has 
adopted a system of identifying its types of copper 
water tube with a variety of colored inks. The system 
is designed to provide quick and sure identification 
and to simplify taking inventory or checking bills of 

(Please turn to top of page 230) 
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PERFORATED HA HANGER IRON 




























SHARP 
EDGF 
KEMOVED 








Its Smooth 
SAFE-T-EDGE 


Saves Hands! 


10 FT. LENGTHS COILED, BULK, 
(any length coils available 
as desired) 





























10 FT. LENGTHS BUNDLED 
(250 FT. PER BUNDLE, 
or as desired) 


No. 5/0 V4 x 24 Gauge This item coils only 

No. 0000 Yq x 22 Gauge This item coils only 

No. 000 3/74 x 20 Gauge This item coils only 

No 00 374 x 18 Gauge Coils bulk or lengths bundled 
No 0 34 x 16 Gauge Coils bulk or lengths bundled 
No. l 7/e X 16 Gauge Coils bulk or lengths bundled 
No 2 1 x 16 Gauge Coils bulk or lengths bundled 
No. 3 1 x 14 Gauge This item 10-ft. lengths only 

SAFE-T-EDGE always supplied on the above sizes 

No 4 1¥e x 13 Gauge This item 10-ft. lengths only 
No 5 11% x 12 Gauge This item 10-ft. lengths only 


Nos. 4 and 5 standard edge only. 


OUR OTHER PRODUCTS 
WIRE PIPE HOOKS—full No. 9 Gauge 
bright basic wire. 

FLATTENED LAG SCREWS with bolts 
“HANDY ANDY” VISE STANDS 
COTTER PINS—AIll sizes; all alloys 


PERFORATED HANGER BAR 
BOXES 


Counter Carton (Twin Pack) 
Two display units of 12 box- 
es per unit. 


Master Pack—6 Display units 
of 12 boxes per unit. 


CATALOG TODAY! 


; | 
WESTERN WIRE PRODUCTS CO} 


1415-35 S. 18th STREET, ST. LOUIS 4, MISSOUR 








INSTALLATION TIME. 
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with venko 


gas or oil fired PACKAGED UNIT 
by 
om. 


VENKO arrives completely wired and assembled — ready 
to install immediately. Saves valuable working time on 
each installation because it eliminates delays due to miss- 
ing parts and wiring problems. What's more, VENKO’s 
trim space-saving construction has been expertly engi- 
neered to fit neatly into small-scale situations, at the 
same time solve heat and hot water problems of the larg- 
est order easily—economically. Your customers save 
money; you save time, and, above all, sell quickly — 
profitably with VENKO. 


COMPLETELY EQUIPPED FOR FAST INSTALLATIONS 

@ PLENTY OF HEAT AND HOT WATER 

@ FUEL-SAVER -- economical to operate 

® FULLY WIRED AND ASSEMBLED 
(as illustrated) 

@ FITS THROUGH A 30-INCH DOOR 
in easy one-man handling crate 

® BUILT TO FIT THE MODERN HOME 


HEALTHY HOT WATER HEAT 
NATIONALLY ADVERTISED 


Loltiva4 AS 
HELLO AND 
felele)*) bad 





.¢) WATERFILM BOILERS, INC. 
a division of L. O. Koven & Bro., Inc 
154 Ogden Ave., Jersey City 7, N. J 


* Dover, N. J. * Trenton, N. J 


Plants: Jersey City, N. J 
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lading, shipping tickets and building specifications. 
The markings will be in the form of a color bar run- 
ning the full length of the tube. 


G. S. Ziegler & Co., New York City, has announced 
an increase in its production of gilsonite due to an 
expanded demand in the underground pipe insulation 
field. Gilsonite, a natural hydrocarbon resin, was dis- 
covered about 1875 and used mainly for paints, var- 
nishes and printing inks. In 1926 it became the basic 
ingredient of that tile which later developed into 
asphalt floor tile. Its most recent use, states the firm, 
is in underground pipe insulation, affording corrosive 
protection and insuring against heat transfer. 


Webster Electric Co., Racine, Wis., has scheduled an 
extensive tour of the New England states for its serv- 
ice caravan, a traveling oil heating showroom and 
shop. Purpose of the good will caravan is to provide 
on-the-spot information and guidance on the correct 
installation and maintenance of oil burner equipment. 
Featured at the recent oil heat and air conditioning 
exposition in New York, it will visit 100 New England 
cities in the next three months. 


Penn Controls, Inc., Goshen, Ind., displayed its new 
line of oil burner controls for the first time at the 
recent OHI show in New York City. A gold-plated 
model stack switch was featured and daily attendance 
prizes were awarded by the firm. 


Cast Iron Soil Pipe Institute, New York City, has 
announced the winners whose names were drawn by 
past NAPC president, Robert T. Morrill, at the na- 
tional plumbing and heating show in Milwaukee. First 
prize, $100 worth of cast iron soil pipe and fittings, 
went to J. J. Sharp, Dixie Plumbing Shop, Los An- 
geles. Runner-up was J. L. Schenck, Middlesex, N. J., 
who received $50 in pipe and fittings. 


Carrier Corp., Syracuse, N. Y., recently formed the 
Colorado Research Corp., with headquarters in Den- 


’ yer, as a subsidiary. The new organization will con- 


fine itself to the fields of electronics and applied 
physics. Its services, including model shop facilities, 
will be available to government and educational in- 
stitutions as well as to industry. Dr. Richard C. Webb 
is president and Dr. William R. Jewell, vice president. 
Both were formerly with the Denver Research Insti- 
tute at the University of Denver. The firm also reports 
it has moved its Dallas district headquarters into 
a new single-story building, providing expanded space 
for its machinery and unitary equipment divisions. 


The Trane Co., La Crosse, Wis., has graduated 11 
men from its mid-year 1956 sales engineering train- 
ing program. The men underwent a six-month course 
designed to equip them with the practical engineering 
aspects of the industry. The firm also reported a staff 
of its field working engineers recently conducted a 
three-day air conditioning institute at Virginia Poly- 
technic Institute, Blacksburg, Va. About 75 contrac- 
tors participated in the clinic sponsored by the Vir- 
ginia Associated Plumbing and Heating Contractors. 
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Categories covered ranged from an explanation of 
refrigeration cycles and components to maintenance 
and service of air conditioning systems. 


Westinghouse Electric Corp., Electric Appliance 
Div., reports appliance sales during the second quarter 
were the highest in its history. Sales totaled 36 per- 
cent above the corresponding period in 1955, a record 
year for the firm. 


International Heating & Air Conditioning Exposi- 
tion, New York City, has announced the Second 
Southwest Heating & Air Conditioning Exposition 
will be held in Dallas, Texas, Feb. 1-5, 1960. Spon- 
sored by the American Society of Heating and Air 
Conditioning Engineers, its 66th annual meeting will 
be held in Dallas at the same time. Following the 
13th International Exposition in Chicago in Feb., 1957, 
the 14th has been set for Philadelphia, Jan. 26-30, 1959. 


The Bruner Corp., Milwaukee, has announced an 
increase of nearly 17 percent in sales of its water con- 
ditioning equipment. Sales during May, 1956 were 
the largest of any month in the firm’s history. 


Reading Tube Corp., New York City, reports sales 
of copper products reached almost $11 million during 
the first six months of 1956. This represents a gain of 
$1 million over the same period in 1955. 


Walworth Co., New York City, reports sales for the 
first six months of 1956 totaled $41,016,736, a gain of 
90 percent over the first half of 1955. 


Kelvinator Div., American Motors Corp., Detroit, 
predicts home laundry appliance sales will reach a 
record six million units in 1956 and should exceed this 
level in 1957. Homer L. Travis, vice president in 
charge of sales, stated that shipments of washers, 
dryers and ironers for the first six months of 1956 are 
running six percent ahead of last year, when the in- 
dustry hit a record total of more than 5.9 million units. 
The firm’s home laundry sales for the first half of 
1956 are more than 40 percent ahead of the same 1955 
period. Major appliance sales for 16 months out of the 
17 through June have exceeded monthly totals for the 
same period in the previous year. First quarter sales 

(Please turn to top of page 233) 





Shown above is the new office and warehouse building 
of Mike Mercury Co., Inc., Chicago manufacturers repre- 
sentative. The firm recently moved to this building, which 
is located at 4328 S. Western Ave. 
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154 Ogden Ave., Jersey City 7, N. J, 
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FAST TURNOVER means : 
QUICKLY MADE - 


PROFITS with. 
SUPER GLASS 


the Sm — 
automatic gas or electric 


WATER HEATERS 


"kK 
ora cre, 


SUPER GLASS — the shortest distance between you and 
profits—MOVES FAST because of its outstanding perform- 
ance...the kind of performance that provides more-than- 
enough pure rust-free hot water for every conceivable 
hot water purpose, that’s safe, efficient, trouble-free... 
designed for low-cost fuel bills, maximum savings... clad 
in an attractive white easy-clean jacket. SUPER GLASS — 
leading builders and architects prefer it—install it. Try it 
yourself—the quickest way in the world to make profits. 





available in a variety 
of sizes and models 






POSITIVELY CANNOT 
CHIP, CRUMBLE OR 
CRACK 


HIGH PRESSURE 
RESISTANCE 


RUST-PROOF 
SAFER—LONG-LASTING 
NO EXPOSED STEEL 


OTHER FEATURES OF 
KOVEN SUPER GLASS 
"© lower fuel costs 

@ 100% automatic safety 


@ smnart looks — 
sturdy construction 


@ long-life 355 tb. test tank 
e@ trouble-free operation 


@ precision engineering 


NATIONALLY 
ADVERTISED 








* Trenton, N. J, 





231 

















Another Difficult Job 
SOLVED 


by KENCO 
Submersible Pumps! 





NO-SOL* 


Toilet Floats 








——— ’ 
160 OF 3” DRAIN TIL 
PLASTIC PIPE 
r AKENCO LIQUID 
LEVEL SWITCH 


6° SEWER PIPE TOTAL RISE 











KENCO SUBMERSIBLE 
SUMP PUMPS (2) 


SEPTIC wer 
TANK WELL 


PROBLEM: To pump effluent from septic tank uphill to 
disposal bed. 


SOLUTION: Install regular automatic Kenco Submersible Pump 


as shown in job layout. 
c U hi of sub ib! - 
KENCO 109 PUMP... the saniae: an enadintamenie oasis 


easy-to-install, submersible util. with capacities from 600 to 
ity pump. Ideal for sumps, util- GPH. 
ity vaults, pumping out excava- 
tions, circulating liquids. Pumps 6, 
up to 3300 GPH. Motor runs in is . 
oil bath for perfect lubrication, 4 = La ol re] ° 
excellent heat transfer, anti-cor- 
rosion and improved insulation. ‘ “ 
NO-FLOAT Control, which in- * ate 
corporates GE Switchette, as- 
sures trouble-free operation. 
See your Kenco jobber or 
dealer for complete details. 


1305 OBERLIN AVENUE + LORAIN, OHIO + PHONE 56-826 


DIVISION <= 
7 * 




















REWARD. 
Unlimited 
profit 
possibilities 
CN LOOK FOR A 


SUPERSPUN 


SOlL PIPE 


by COMBUSTION ENGINEERING, INC. 
Home Equipment Division 





ARE OUR 
BUSINESS 


FLOAT. 


Riveted spud attachment. 
Gasket securely seamed between 
two halves. 





4” x 5” No-Sol* 
We specialize in copper and brass 
floats for open tank applications. 
Spherical, oval, cylindrical, pan- 
cake and other types—all in var- 


ious sizes and with attachments as 
required. We have been manu- 
facturing floats exclusively for 
oO over 48 years. Your inquiry stat- 


ing your specific requirement will 
receive our prompt e 
attention. Naa Sage 
Every float is thor- wav 
oughly inspected Caaiou enc toey) 
and tested. Fa 


*Vrnde mork reaistered 


(The AYLING & REICHERT CO. 


3047 N. ERIE STREET, TOLEDO 11,O0HIO 

















eae 

















—_— 








Stainless Steel or Aluminum | 


e For sinks—lavatories & built-in ranges 
e New type corner clip speeds up installation 
e Patented lugs give positive watertight joint 


e Immediate Delivery from stock 


Write today for Catalog Information 


R. D. Werner Co., Inc., Dept. A-55 
295 Fifth Avenue, New York 16, New York 








PAT. NO. 2,440,741 


GENERAL ALUMINUM PRODUCTS CO. 





. 











eee a Dept. A-55, 287 Fifth Ave., New York 16, N.Y. 
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News . +. continued from bottom of page 231 
were up 13 percent over the previous three months, 
percent over the first quarter. 


Armstrong Cork Co., Insulation Div., Lancaster, 
Pa., has released an 11-minute sound-slide film on 
pipe insulation. The film discusses the firm’s line of 
flexible fcamed plastic pipe covering for residential 
air conditioning and dual-temperature lines. 


Carrier-Houston Corp., Houston, Tex., has com- 
pleted construction of its 33,000 sq ft headquarters 
here. Providing warehouse and office space, the new 
location will serve contractor-dealers in the Gulf 
Coast area. 


Kelvinator Div., American Motors Corp., Detroit, 
recently demonstrated to magazine and newspaper 
editors its new automatic washer. Magician Carlton 
King of New York started the press showing with 
feats of magic, tying-in with the “magic minute” 
theme of the 1957 laundry line. Homer L. Travis, sales 
vice president, concluded the session with the predic- 
tion that laundry products would reach a record six 
million units in 1956. 


U. S. Porcelain Enamel Co., Sink Div., Los Angeles, 
has issued a combination sales package for its line of 
sink frames and sinks. The combination permits 
ordering of both at a package price and is designed to 
insure correct size and style and decrease inventory 
problems. 


Controls Co. of America, Soreng Div., Schiller Park, 
Ill., recently offered its stock for public sale for the 
first time. Approximately 325,000 shares of common 
stock are being made available for over-the-counter 
sale. 


Rogers Engineering Co., Dallas, Tex., north Texas 
distributors for Mueller Climatrol and Kennard air 
conditioning equipment and accessories, has moved 
into a new office and warehouse at 1925 Record Cross- 
ing in Dallas. The building contains 6,000 sq ft of 
office and display space. 


Gas Appliance Manufacturers Assn., New York 
City, has reported shipments of gas ranges topped the 
million unit mark during the first half of this year but 
were below the corresponding 1955 total. Edward R. 
Martin, director of marketing and statistics, listed the 
six-month total at 1,010,800, down 10.8 percent from 
the 1,132,900 in the first half of 1955. For June the 
figure was 164,000, 19.6 percent below the 204,000 for 
June of 1955. It was pointed out that this excludes 
built-in units. 


Square D Co., Milwaukee, has announced plans to 
build a $3 million electric equipment plant in Lex- 
ington, Ky., as part of its recently announced $9 mil- 
lion expansion program. The building is scheduled 


for completion in one year. The expansion program 
(Please turn to top of page 234) 
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and second quarter sales were up an additional four 



















DIGGER - SHOVEL - CRANE 






for so 
jobs 




































and is 
available 
ina 
model that 


...FITS YOUR OPERATION! 


Put the smooth hydraulic power of the heavy-duty 
HOPTO to work on your toughest, costliest assign- 
ments and watch cost figures tumble and schedules roll 
on time! HOPTO is as easy to operate as an automatic 
drive car. Four simpie levers control HOPTO’S 180 
swing, 11’ digging depth, high lift and 180° tilt of back- 
hoe or shovel bucket. Even the outriggers are completely 
hydraulic! 

HOPTO does the work of sixteen men on a hundred 
and one jobs... profitably! HOPTO is your answer to 
lower equipment investment with big work-capacity and 
all-around utility. Attaching equipment includes a crane 
and backhoes and shovel buckets in a wide variety of 
types and widths. 

HOPTO also has a trailer-type unit, self-powered or 


power take-off operated. 


WRITE TODAY for complete information 


and name of dealer nearest you 
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News... continued from bottom of page 233 


includes construction of a new facility in suburban 
Milwaukee and two smaller regional assembly plants 


in Atlanta, Ga., and Denver, Colo. 


Names in the News 


Air Conditioning & Refrigeration Institute, Wash- 
ington, D. C.—G. T. Kellogg appointed assistant to the 
director of public relations. 


Airtemp Div., Chrysler Corp., Dayton, O.—George 


Sharkey named west coast assistant regional manager. 


American Air Filter Co., Louisville, Ky.—Morris G. 
Munson appointed southern regional manager and J. 
M. Osborne named southern regional supervisor of 
unit ventilator and heating and ventilating products. 


American Home Laundry Manufacturers Assn., 
Chicago—Gregory M. Sheehan, finance manager of 
the Home Laundry Dept. of General Electric Co. ap- 
pointed treasurer. 


American Motors Corp., Detroit—Frank W. Fonte 
appointed sales manager for Leonard household ap- 
pliances. 


American Society of Refrigerating Engineers, New 
York City—Carlyle M. Ashley, chief staff engineer, 
Carrier Corp., elected president and Everett Palma- 
tier, Carrier’s director of research, elected to the board 
of directors. 


Auto-flo Corp., Detroit—B, L. Rushton, Inc., Pitts- 
burgh, appointed representative in western Pennsyl- 
vania and West Virginia. Territory of North Central 
Sales, Milwaukee, extended to include Minnesota and 
North Dakota, with Harold Burke, James W. Miner 
and Robert C. Matzen in charge. Territory of Victor 
and Joseph Vogel, Chicago, extended to include Kan- 
sas, Missouri and Oklahoma. 


Blackstone Corp., Jamestown, N. Y.—W. S. Walker, 
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Advertising, Inc., Pittsburgh, appointed to handle the 
firm’s national advertising program. 


Boston Machine Works Co., Lynn, Mass.—Lake Erie 
Sales Co., Cleveland, appointed representative in Ohio 
and western Pennsylvania. 





A. M. Byers Co., Pittsburgh—Frank E. Farnan, 
advertising manager, appointed assistant to the vice 
president. Named to succeed him is Theodore W. 
Crouch, former senior copy writer, Joy Mfg. Co., 
Pittsburgh. 


The Capewell Mfg. Co., Hartford, Conn.—Appointed 
sales engineers are Robert W. Hincks in New Eng- 
land, and James A. Maurseth in southern California. 


Carrier Corp., Syracuse, N. Y.—Dr. Philip P. Ander- 
son appointed director of development in absorption 
refrigeration. M. Everett Barnard named unit heater 
department manager. Leonard J. Rogan appointed 
superintendent, Day & Night and Payne divisions, 
Monrovia, Calif. Gilbert T. Stacy appointed unitary 
equipment division district manager, Charlotte, N. C., 
and Harold C. Cook named district air conditioning 
specialist for the unitary equipment division, At- 
lanta, Ga. 


Chase Brass & Copper Co., Waterbury, Conn.— 
Robert C. Smith appointed treasurer, succeeding John 
H. Gilbert, retired. 


The Coleman Co., Wichita, Kan—Renne G. Rankin 
named field sales manager for the blend-air heating 
air conditioning division. He succeeds Hascal Sim- 
mons, who has been appointed branch manager in 
Kansas City, Mo. 


Combustion Engineering, Inc., Home Equipment 
Div., Chattanooga, Tenn.—George H. Klemm ap- 
pointed manager of foundry products sales. 


Connor Engineering Corp., New York City—How- 
ard J. Waff, Jr., appointed representative in North 
and South Carolina and Georgia. 


Copper & Brass Research Assn., New York City— 
Raymond J. Brown named west coast representative 
with offices in Los Angeles. 


Deering Air Conditioning Co., Cincinnati—James 
W. Riley elected president to succeed Thomas Deer- 
ing, resigned. 


Delavan Mfg. Co., West Des Moines, Ia.—Fred 
Mulcahy appointed sales engineer in the oil burner 
division. Donald Sill named project engineer. 


The Deming Co., Salem, O.—Charles L. Bixler ap- 
pointed district representative in the Midwest to suc- 
ceed Frank Perkins, retired. 


Drayer-Hanson, Inc., Sub. of National-U, S. Radia- 


tor Corp., Los Angeles—Andrew Gonzales appointed 
(Please turn to top of page 237) 
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NEW, LOW-PRICED and Be: 
PACKLESS es 
HOT WATER RADIATOR J 





Wall 

VALVE Here's a new spring reinforced valve that age! 
combines the best features of two well - born 

known, performance-proven Marsh Valves area 


to give you new economy. And you'll realize 
greater profits from this quality low-cost 
valve because you'll minimize maintenance Ke 
: and call-back costs. The new Marsh Fig. 167 Ww. \ 

pee eaters is especially suited to convectors and _ base- : 


board radiator systems as well as the usual 





cast iron radiators. A special Marsh alloy Th 


. » . 
in 3 Models 28 Sizes ive cast operating sleeve permits near tight R. E 
ees see closure ... without sticking. This new pack- 


less valve is available in 1” and 94” sizes; 


QUIET, INSTANT HEAT and also with Lock Shield top, Fig. 165. a 











: ; =e MARSH Packless Water and Steam Valves... ville 
Today’s outstanding heat value . . . Westinghouse Your Guarantee of Dependable Performance ! Ten 
Speedheaters give you: mr 
Low Cost, Quiet Heat — Instantly. aged manger ny wenger Ape and 

- . < a 
. — , i iv 1 of performance in both Jam 
Check These Big Speedheater Values: rere weer or ee 
: 5 =o large and small installations across the 
+? ‘ P ey ae ‘. : : nation. The special vapor-tight stems of 
; e Steel hange W ve ; ~ ; 
1 Pliable steel hanger straps included with every unit ho Hin: 00 hee tate | oe alow Le 
2. Choice of connections simplifies installation. and Fig. 1241 Globe require little or no poin 
3. Multiple-cone diffusers on Downblast model give attention for the long life of the valves. and 
sali ies |: alias dhiteahilin Cab teathdine The Fig. 1137 Hot Water Angle and Fig. Tent 
positive heat control; especially desirable for buildings 1237 Globe (not shown) are. specifically 
with high ceilings. designed for a wide range of service for FIG. 1241 and 
RE oY ; : low- ‘ yravit tems to high-pres- 
Readily available in Horizontal, Downblast, and AGA- mane, Gul ieauer inusnliniiees, — 
approved Gas-Fired models. — c ~ 
i : io i 3 ar 
For complete application service, call your Westing- Join the many manufacturers, cvaneas | repl: 
se S hez seens , st S a and engineers now specifying MARSH ‘ 
— — —_— Distributor, pases ace a | VALVES . . . for HEATING ond AIR- aa 
vant Division Sales Engineer . . . or write for Catalog CONDITIONING installations. MARSH pines 
1521-25, Westinghouse Electric Corporation, Sturte- of DUNKIRK offers a complete line of | 'F 
vant Division, Department |7}. Hyde Park, Boston s senapnendbrediyed 065 790 Pn isin 
36, Massachusetts. af fi ; 
Write today for complete information. FIG. 1137 Ja 
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Names +++ continued from bottom of page 235 


assistant to sales manager. George Runyon named 
art director and company photographer. 


Eckhart Mfg. Co., Union, N. J.—George Lill Coal & 
Oil Co., Chicago, named distributor in 14 Illinois and 


Indiana counties. 


Goodyear Tire & Rubber Co., Industrial Products 
Div., Akron, O.—J. L. Krouse assigned to the special 
products department to handle electrostatic air filter 
sales. 


Gorton Heating Corp., Cranford, N. J.—C. B. Wilson 
& Associates, Chicago, appointed representative in 
northern Illinois and Lake, Porter and La Porte 
counties in Indiana. 


Hajoca Corp., Philadelphia—George T. Brecht ap- 
pointed purchasing agent. 


In-Sink-Erator Mfg. Co., Racine, Wis.—E. R. 


Hansen named manager of the middlewest territory. 


Johns-Manville Corp., New York City—James G. 
Walker appointed northeastern regional sales man- 
ager for the pipe division, to succeed Charles T. Dear- 
born who has retired. Replacing Walker as New York 
area sales manager is Charles G. Topping. 


Kelvinator Div., American Motors Corp., Detroit— 
W. W. Patterson named southern regional manager. 


The Kennedy Valve Mfg. Co., Elmira, N. Y.—Henry 
R. Borchers appointed New York office manager. 


Kritzer Radiant Coils, Inc., Chicago—Tennessee 
Heating Sales Co. of Knoxville, Chattanooga, Nash- 
ville and Bristol, appointed representative in eastern 
Tennessee for unit heaters, convectors, dual vectors 
and water chillers. The sales of baseboard radiation 
and fin tube products will continue to be handled by 
James A. Harwell of Nashville. 


Lancaster Pump & Mfg. Co., Lancaster, Pa.—Ap- 
pointed representatives are Howard Alsop in Georgia 
and North and South Carolina; John McManus in 
Tennessee, Kentucky, West Virginia and Virginia; 
and Harry Raskin in Florida. 


Manitowoc Equipment Works, Manitowoc, Wis.—J. 
Carl Brigance named national field sales manager, 
replacing Ray G. Fredrickson, newly appointed gen- 
eral sales manager. Robert N. York named south- 
eastern regional manager and Wade Distributing Co. 
of Florida appointed distributor, 


Jas. P. Marsh Corp., Skokie, Ill—Harry Kirby ap- 
pointed district manager for Ohio, Pennsylvania and 
most of New York state. 


Minneapolis-Honeywell Regulator Co., Ltd., Tor- 
onto—W. H. Evans elected president. 





FOR IN-PLANT PIPING... 


the DRESSER way 


is Easier... Surer! 




























‘Fuel and water lines on ¢ 
pressors (left) and other he 
machinery install quicker u 
wm Dresser Compression Fitti 
At building expansion jo 
(below), Dresser Couplings 
sorb pipe movement, stay bo 
tight, service-free for years 


You're sure of providing the quickest, most trouble-free i 
stallations ;.. at the lowest possible over-all costs . . . whe 
you use Dresser Style 38 Couplings and Style 65 Con 
pression Fittings! 

They eliminate threading, exact pipe fitting, groovin 
soldering, flaring and caulking. With Style 65s, for instane 
you simply stab plain pipe ends into a factory-assembl 
unit and tighten the end nuts. Style 38s assure permanen 
bottle-tight joints for plain-end stéel, cast iron or other pi 
»» wrench-installed in but two man-minutes per bolt. 

Style 65 Fittings are available in sizes from 3°" to 2 


Style 38 Couplings to 12” OD and over. 
SEE YOUR LOCAL PIPING SUPPLIER TODAY 


for the complete Dresser line of 
couplings, ells, tees, adapters, etc. 


CE SP caller a ca 
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REED MANUFACTURING COMPANY 









@ This new Reed Tube Cutter—a faster, lighter-weight 


roller cutter—is the first cutter for 1” to 3” copper 
tubing; equally ideal for brass and aluminum tubing 
from 1” to 3”. 


ven TCS TUBE CUTTER! 


$O light that it weighs just a fraction as much as con- 
ventional pipe cutters in the same size range, this new Reed 
TC3 Tube Cutter does a faster, more convenient cutting job 
on 1” to 3” tube of copper, brass or aluminum. 

THE new Reed TC3, with its single cutting wheel in the mov- 
able arm, is far quicker and easier than a hacksaw; the ultra- 
thin alloy cutting wheel leaves almost no burr; and TC3’s light- 

er pressure avoids distortion of tubing, thereby safeguarding 
tightness of solder or slip joints. With the single wheel in plain 
view for lining up with the cut-off mark, the cutter hooks quickly 
and easily on to tube for a right angle cut. 

FRAME of this new Reed TC3 is as light as it is strong and durable 
because it has been specially-designed of high-grade ductile iron 
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IN THE GREATEST 
VOLUME YEAR 


— OF ALL TIMES > 


i 


YOU GET MORE THAN 
YOU PAY FOR IN... 


Crerless 


GAS FIRED 


UNIT HEATERS 


Here’s the ultimate in value .. . 
an entirely NEW line Fan and 
Blower Models . . . new low price 
... doubled production schedules 
... fast deliveries ... all combine 


to help you capture your share 
of this year’s vast volume. 


DON'T DELAY — 
WRITE FOR DETAILS TODAY. 


PEERLESS MANUFACTURING CORP., LOUISVILLE 10, KENTUCKY 
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“Spring-Wing”’ 


TOGGLE BOLTS 


5 different head styles to suit the job 


heads assembled 
to bolts — ready 
to use 


' threads 
factory 
tested 


zine plated — 
rust-proof 


King size 
as well as 
regular wings 


Paine’s spring- 
wing action 


never fails 99 sizes — types 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 


when you work wit alelilel man Ze llLmmmelale| 


| cing or Catalog f 
| om 
eo 


THE BEST CRAFTSMEN ALWAYS TAKE pAINE’s 


| THE PAINE COMPANY, 9 Westgate Road, Addison, Illinois 
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Names... continued from bottom of page 237 Th NO BUGS 8 
The National Supply Co., Pittsburgh—Donald E. ere are in 
) VENTALARM, 


' Original and Dependable Ke 
a National-U. S. Radiator Corp., Heating & Air Con- WHISTLING TANK FILL SIGNAL 





Draper appointed Detroit representative of the Spang- 
Chalfant Division, to succeed Harold R. Goodwin, 
retired. 











ditioning Div., Johnstown, Pa.—Barry Austin named 
representative in the Canadian provinces of Ontario, 
Quebec, and New Brunswick. 







Norris Thermador Corp., Los Angeles—Stuart S. New Model 
Power appointed manager of evaporative cooler sales. featuring 
v ° " 
Orr & Sembower, Inc., Reading, Pa.—Named as Built-In 
representatives are General Equipment Sales in west 
ie Texas, Arizona and New Mexico; Albert F. LaReau Bu 
ed in Orange and Ulster counties, New York state; Q 
ob Thermal Engineering Co. in Utah and parts of Wy- Protection 


oming and Nevada, and Richardson Equipment Co. in 
southern Idaho. 


ng Pacific Steel Boiler Div., National-U. S. Radiator 

in Corp., Johnstown, Pa.—Appointed representatives are 

ts R. B. Sweet & Associates in Delaware and southern Now . . . all VENTALARM Signals 
New Jersey, and Chet Adams Co. in Virginia. include a non-corroding screen 


sealed into position over the 
whistle-top opening. Venting 
remains as free as ever, 


but no bug can. 


The Peerless Electric Co., Warren, O.—The Paller 
Engineering Co., Indianapolis, Ind., appointed repre- 
sentative for the fan and blower division. 








Pennsylvania Range Boiler Co., Philadelphia— get into the whistle to 
Clyde W. Jernigan appointed chief engineer, product muffle or stifle the sound, 


design and development. 


Perfection Industries, Div. of Hupp Corp., Cleveland / 
—Carl W. Millsom, Jr., elected vice president of \] | eer 
heating, air conditioning and appliance sales. Donald : tf 
G. Wright appointed general sales manager. 





platens Re 
7 ~ 


Pioneer Mfg. Co., Los Angeles—Car] F. Hurley ap- r] 
pointed San Diego representative. Free from "BUGS 
embled sd 
ry The Powers Regulator Co., Skokie, Ill—James C. of any kind 
Tobin appointed central div. construction manager. & 
(Please turn to top of page 240) VENTALARM Signal has won endorsement by use from over 4500 major ant 
independent dealers. 


Full variety of models to satisfy very tank condition, new or old. 
Sold through a nationwide network of leading Supply Houses. 
Underwriter's Laboratories Listed. 

Universally approved by leading Fire and Safety Authorities. 


Complete Merchandising Support for the Fuel Oil and Oil Burner Dealer. 
Tested literature available at cost to help you 
build sales with VENTALARM Signal. 


The one decision you can make that will benefit your company more than 
any other is to equip all your accounts, new and old, with VENTALARM Signal 


Saves up to 30% of delivery costs. 


Over 4,000,000 VENTALARM Signals proven in field use. 
Contact your Regular 








“Each duplex will have a half bath.” 









Courtesy of Pomona Tile VENTALARM Signal and other Su | H 
pply House 
Scully Preducts are manufactured - 
. under U.S. and Forsign SCULLY SIGNAL COMPAN 
+ 1956 239 Patents or Patents Pending. 





174 Green Street, Melrose 76, Mass. 


Conadien Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ont 
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All-NEW 
TORCH-0-MATIC 


(Type AB) 


* BATTERY IGNITED 

* ON-OFF OPERATION 
* FULLY AUTOMATIC 
* COMPLETELY SAFE 
* SAVES GAS 

* SAVES TIME 


Add safety and economy to dozens of heating, 
soldering, sweating and brazing operations 
with the new AB Torch-O-Matic. Safety-wise, 
there’s the on-off gas switch with finger-tip 
control. Switch has no lock-on position, so 
there’s no danger of fires or injuries when 
Torch-O-Matic is laid down between jobs. 

Economy-wise, the instant ignition feature 
means no time lost lighting up or adjusting 
controls on those stop-and-go jobs. 
Slender, well-balanced design and 
light weight eliminate hand fatigue... 
speed up work on maintenance and 
production schedules. 





Tip of torch is angled for greater flexibility 
in directing flame to precisely the right spot 
on working area. 





Automatic shut-off feature keeps both hands 
free for worker; also saves gas because 
torch burns only during in-use time. 


WRITE FOR DETAILS TODAY 


VELOCITY POWER TOOL CO. 


201 North Braddock Avenue ° Pittsburgh 8, Pa. 
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J. F. Pritchard & Co. of Calif., Kansas City, Mo.— 
Sears-Westall Co., St. Louis, named representative in 
eastern Missouri, southern Illinois, southern Indiana 
and western Kentucky. 


Republic Steel Corp., Canton, O.—Appointed dis- 
tributors are Kitchen Supply Distributors, Green 
Bay, Wis.; Ark-La-Tex Wholesale Co., Shreveport, 
La.; Venera Kraft, Inc., Cincinnati, O.; Mardick Dis- 
tributing Co., Joplin, Mo.; J. M. Oberc, Inc., Detroit; 
and Electrical & Mechanical Supply Co., Albuquer- 
que, N. M. 


Robertshaw-Fulton Controls, Greensburg, Pa.— 
David R. Prince named district sales manager of the 
Cincinnati-Dayton territory for the Fulton sylphon 
division. 


Rochester Mfg. Co., Rochester, N. Y.—Joseph Ber- 
nard appointed representive in eastern Pennsylvania, 
southern New Jersey and Delaware. 


Walter E. Selck & Co., Chicago—Richard J. O’Reilly 
appointed distributor sales manager. 


Skuttle Mfg. Co., Milford, Mich.—Territory of H. L. 
McNally, manufacturer’s representative, extended to 
include the entire state of Nebraska. 


A. O. Smith Corp., Kankakee, Ill—W. W. Higgins 
appointed chief engineer on the staff of executive vice 
president F. S. Cornell in Milwaukee. K. H. Flint, 
manager heating and air conditioning engineering, 
named chairman of the members of control house 
heating approval requirements committee of the 
American Gas Assn., and Robert Evans appointed to 
the Permaglas division as supervisor of engineering 
for summer air conditioning equipment. 


Tork Clock Co., Mount Vernon, N. Y.—S. E. Bunn 
Co., Prairie Village, Kan., appointed representative. 


Torrington Mfg. Co., Torrington, Conn.—Kenneth 
E. O’Shaughnessy appointed representative in New 
England and central New York state. 


The Trane Co., La Crosse, Wis.—Gerald Van Steen- 
bergh, manager of government relations, appointed to 
the Department of Commerce industry advisory com- 
mittee for air conditioning and commercial and in- 
dustrial refrigeration. William D. Graham, Jr., trans- 
ferred to the home offices for specialized assignment 
and succeeded as manager of the Greensboro, N. C., 
office by E. A. Stroupe, Jr. Gary Mays appointed 
representative in charge of the new Albuquerque, N. 


M., sub-office. 


Waste King Corp., Los Angeles—Harshe-Rotman 
appointed public relations counsel. 


Wessels Co., Detroit—A. F. Nertney appointed rep- 
resentative covering New York east of Rochester, 
excluding New York City. Territory of the East 

(Please turn to top of page 243) 
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7“ Condensate Pumps 
ative in 
Lees LO p SYSTEM LOW RETURN CONNECTION 
LOW SPEED, LONG LIFE 
CAST IRON RECEIVER 
ed dis- Py SINGLE OR DUPLEX 
Green S “ 
eveport, A 
ck Dis- s 
|) ryt: 
on A SINGLE UNIT easily converted at any time 
ag DUPLEX UNIT | 
‘ i The Single Unit TVC Condensate Pump in a 15 gallon receiver 
r of the Specify the “Convertible” TVC in the 15 gallon can be converted to a DUPLEX UNIT whenever load or other 
sylphon receiver “a system conditions require. Each receiver is furnished machined and 
Capacities from 500 to 20,000 sq. ft. E.D.R. drilled for the addition of another pump and control. 
: Conversion to a Duplex Unit doubles the capacity of the unit, 
yh Ber- peuaclable from Gobbers Stock or where desired, provides a stand-by pump. Additional pump is 
ylvania, installed right on the job. Removal of the unit is unnecessary. 
® Dimensions The TVC Pump is now avail- ® Installation 
gs 15 gallon cast iron receiver for single able with a 25 gallon Cast Simple installation consists of connect- 
Reilly or duplex units: diameter 2512’, height iron Receiver. 2 to 1 H. P. 1750 RPM ing return line to receiver, and con- 
of return above floor—7%/,’’. SLOW SPEED | lif wove L 3” necting discharge to boiler, using a 
10 gallon cast iron receiver (for single ? ong life motors. Low check valve and a gate valve. Unit is 
units only): diameter 21”, height of return inlet — 1012” from floor. Capa- completely assembled at the factory. 
oom return above floor—67”. cities to 20,000 sq. ft. E.D.R. Send for Bulletin TVC300. 
ded to 
& 
mR weil PUMP CO. 1512 N. FREMONT ST. » cHicaco 22 
ye vice 
Flint, 
ering, How to , 
house | he G 
tthe DETERMINE THE RIGHT BID? | ‘Diaby 
ed to MM 
ae | Waster 
Stop losing jobs and money ‘ 
because of bids that are | ont cee 
either too high or too low! | , 
Bunn Avoid costly mistakes and 
ative. oversights! “Labor and a 
Material” gives you all the : a te 
nneth facts you need to know to % 
New determine, quickly and ac- e 
curately, the cost of all nec- 
essary material and labor. 
Over 100 tables and charts 
teen- show exactly what materials ~ 
ed to are needed and the size of 
; each . . . gives installation OAKUM and 
a. ae bound cloth cover time of each unit. Diagram- 
in- —5% x 8% inch size— matic drawings of lavatory, 
‘ans- 120 ak with ~~ for shower, drinking fountain in- TWISTED JUTE 
ment Gunkion Gi *ansen stallations, etc. Discusses in PACKING 
i oe contractor who prepares on wee oe of oe 
nted bids has a vital need for and over ea deste . to b al? 
this handy, compact book. your bids. Special chapter y aft 
e, N. Don’t lose out on profit- deals with “unit system” es- 4 
able business. Send for timating. Use it to get over 
your copy now. Price all costs quickly . . . verify A KSON 
postpaid $2.50 (please detailed estimates. Turn long 
man send cash with order). hours of calculating into 
Send your orders to minutes of pleasure! 
BOOK DEPARTMENT on 
rep- MANUFACTURERS opment &) St 1829 
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Why hide your brand names 


under a bushel! 


v 





Brands that have made a name for themselves add prestige and profit to any 
retail business. 

Brand name products are good products. By displaying them you complete the 
chain reaction started by manufacturers’ advertising. Your enthusiastic push 
brings this advertising to life. Your convincing sales arguments turn impressions 
into reality, lookers into buyers, inventory into turnover. 


Proudly display brands today so you can cash in today. 
FREE! SEND FOR YOUR COPY... How to Make the Brand Idea Work for You— 


Gives you a cross-country look at the best brand promotion by retailers in all fields. Shows you 


quickly the benefits of brand name retailing, and how to qualify as a Brand Name Retailer 
of the Year. 


BRAND NAMES FOUNDATION 


INCORPORATED 
A non-profit educational foundation 
437 FIFTH AVENUE, NEW YORK 16, NEW YORK 
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Names ... continued from bottom of page 240 


Pacific Co. expanded to include Washington, Oregon 
and northern Idaho. 


Whirlpool-Seeger Corp., St. Joseph, Mich.—C. F. 
Worthington appointed sales manager, refrigerators. 
Named home laundry appliance distributors are RCA 
Victor Distributing Corp., Kansas City, Kans., re- 
placing Lee Wholesale Co.; RCA Victor Distributing 
Corp., Springfield, Mo., replacing Ozark Motor & 
Supply Co.; R.T.A. Distributors, Inc., Albany, N. Y., 
replacing Roskin Brothers, Inc.; and Heald Supply 
Co., Billings, Mont., replacing Treasure State Gas & 
Electric Co., Butte. 


Wolverine Tube, Div. of Calumet & Hecla, Detroit— 
Theodore F. Richardson appointed representative in 
the far West. 


Worthington Corp., Harrison, N. J—Lawrence P. 
Brady appointed national account sales coordinator 
for air conditioning and refrigeration equipment. 
Frederick B. Steel named assistant manager of engi- 
neering at the Holyoke division. 


York Corp., Div. of Borg-Warner Corp., York, Pa.— 
Charles A. Barnes, assistant secretary and assistant 
treasurer of York prior to its merger with Borg- 
Warner, named assistant to Albert Steg, financial 
vice president and treasurer of Borg-Warner in Chi- 
cago. Todd L. Owens appointed manager of adver- 
tising and sales promotion, and James M. Farrell 
appointed sales manager, room air conditioners. 


York-Shipley, Inc., York,- Pa—Frank Holland 
named resident manager of the factory branch for 
heating and power equipment sales and service in 
Washington, D. C. 


Young Radiator Co., Racine, Wis.—J. P. Hertz, mech- 
anical engineer, appointed to Chicago office. END 


























“My husband is testing that food freezer. Would 
you let him out in a couple of hours?” 
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@33.ENGESSER 
*"S4 BULL BITS 

ORILL SMOOTHER- 
FASTER - SAFER 


Plumbers praise BULL BITS 
for their safety, efficiency 
and economy. .. . 

® JAMMING or LOCKING UP. 
They bore through CLEAN 
—even at 45 degree angles. 
No pushing required. They 
pull themselves right 
through. 

Economical replacement 
Hard Steel Blades and Lead 
: Pilots (Available for stand- 
ard pipe sizes from 14” to 2” pipe.) 
The ANGLE DRILL ATTACHMENT 
(90 degrees) saves considerable time 
when boring holes between studs and 
in those “hard-to-get-at-places. . . . 
Use them in any 12” or larger Elec- 
tric Drill, . . . Various Standard 
Length Shafts up to 27” available. 
Longer lengths—up to 20 feet on spe- 
cial order. 





WRITE FOR 
DESCRIPTIVE LITERATURE 
: WHOLESALERS: 
ANGLE WRITE FOR PRICES 
ORILL and FULL INFORMATION 
ATTACHMENT 


WILLIAM L. ENGESSER & CO. 


9745 E. RUSH ST EL MONTE, CALIF. 


P.O.BOX 506 FOREST 8-9424 





PLAY i SAFE 


FOR YOUR CUSTOMERS 
Ask For 


SULFLO™ 
BOILER SEAL 


e FORMS FLEXIBLE SEAL 
e NON-INJURIOUS TO 
BOILERS AND PIPES 


e HIGHLY 
CONCENTRATED 


One can enough for an av- 
erage leak in an average 


ie | leyelem. 








There’s no better way to “Play it Safe” than to use a we Il-known, 
reliable brand—SULFLO. Here's a Boiler Seal known and pre 


ferred by plumbing contractors all over the country. Furthermore, 
it’s backed by one of the best known names in the industry— 
Sulfio, Inc. 


Sulflo products are sold by selective Distributors (If you don't 
know who your local Sulflo distributor is, write us—we'll be glad 
to send you literature and put you in touch with him.) 


SULFLO INC. cvizasetH 4, N. J. 


















Air Conditioning Manufacturer 
Calls Builders Short-Sighted 


THE HEAD OF ONE of the nation’s largest air con- 
ditioning manufacturing firms warned the build- 
ing industry recently to stop constructing homes 
that are not “climate engineered.” 

He said builders who fail to build in central air 
conditioning or to blueprint for its easy installa- 
tion at a later time are “short-sighted” and are 
“short-changing” themselves and their customers. 

The speaker was Matthew M. Lawler, vice 
president and general manager of Worthington 
Corporation’s air conditioning and refrigeration 
division. Lawler also is the new president of the 
Air-Conditioning and Refrigeration Institute. 

Lawler coupled his warning with a Worthington 
offer to put to work with builders 600 specially- 
trained “climate engineers—experts in every 
phase of air conditioning.” 

He said these experts would work “on the 
ground, at the elbow” of builders who want to 

















erect “really modern homes.” 

Lawler said it is estimated that one out of every 
12 new homes built this year will be equipped 
with central air conditioning. That’s a “major 
improvement,” he added, “but we are concerned 
about the 11 out of 12 new homes that will not be. 

“Because, five short years from now a central 













air conditioning system in the home will be as 
everyday a thing as a television set, a refrigerator, 
a range, a washing machine and dryer. 

“And the home without central air conditioning 
is going to decline in market value just as surely 
as the house without indoor plumbing plunged in 
resale value, just as surely as the house without a 


garage dropped in resale value when the auto- 
motive age began.” 

Lawler added: “Homes now being erected with 
air conditioning built in will be worth premium 
prices in years to come. Homes built without are 
likely to become a drug on the market.” 

He pointed out that the homeowner who buys a 
house with built-in air conditioning can pay for it 
during the term of his mortgage while the home- 
owner who installs it later must pay for it in five 
years—if he gets an FHA-approved loan. 

Lawler quoted a South Carolina builder—J. S. 
Cooper of Columbia—to illustrate homeowners’ 
feelings about new homes that have no provision 
for air conditioning. Cooper said: 

“Most of my clients feel that buying a home that 
is not climate engineered is like buying a new car 
without a radio and heater. Climate engineered 
homes also are more attractive to the buyer as an 
investment because the resale value will be so 
much higher.” 

Cooper currently is building 250 homes with cen- 


You'll sell more major appliances . 


“OPERATION 


Here’s what U.S. Steel will do to push 


major appliance sales 


during the Christmas selling season: 


On TV’s United States Steel Hour—6 commercials during November 
and December, each reaching 25 million people. 














In Over 300 News papers—United States Steel will run big-space “White 
Christmas” ads in newspapers with circulations totaling over 25 million. 
By “Saturation” Radio—2000 appliance sales messages will be beamed 
to 85% of the country’s population. 





WI “OPERATION SNOWFLAKE” 


MAKE ITA 


WHITE 


2 FREE PROMOTION KIT CONTAINS: 
CHRISTMAS ° 





UNITED STATES STEEL 
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tral heating plants that can be converted to year- 
round air conditioning with the addition of a slide- 
in cooling unit. No alteration in wiring or duct 
work will be necessary. 

Lawler said he was offering to put his 600 spe- 
cially-trained climate engineers “on the ground” 
to work with builders because it was “not enough” 
merely to supply contractors with detailed blue- 
prints of how to install air conditioning equip- 
ment. 

He said his experts also would work with own- 
ers of existing homes who want to modernize 
through installation of central air conditioning. 

Lawler cited the 25 million existing U. S. homes 
with central heating plants as potential customers 
for central air conditioning. 

The problem with these homeowners, Lawler 
said, has been to provide them with equipment 
they could afford and which could be installed 
without major structural renovation of their 
dwellings. 

His company, he said, has met that problem with 
a new line of air conditioners designed and en- 
gineered on the “building-block, add-on” principle. 

Lawler concluded: “We felt an obligation to 
quit kidding the public that providing cooling for 
your home is as easy and simple as walking into 
a store and buying a product off the shelf, to quit 
kidding the public that air conditioning could be 


a do-it-yourself project for that first free weekend. 
“Quite naturally, there was also a less altruistic 
reason. We felt that our new concept was the way 
to get more business. Thus far, results indicate we 
were right.” END 


Women at Housing Congress Answer 
Questions on Home Heating Needs 


IF A HOME IS UNCOMFORTABLE, is it the fault of 
the heating system or the construction of the 
house? 

That was one of the questions asked in a spot 
survey of the 103 delegates attending the Wom- 
en’s Housing Congress, held recently in Wash- 
ington, D. C., under the sponsorship of the Hous- 
ing and Home Finance Agency. The housing 
congress was called by HHFA to get first hand 
information from representative housewives on 
preferences in modern homes and construction 
features. 

Since heating and air conditioning were not on 
the formal agenda during the two-and-a-half day 
affair, the Better Heating-Cooling Council under- 
took its own survey of the delegates and came up 
with some answers. 

The Council is a national educational and infor- 
mational organization supported by more than 40 
(Please turn to top of page 246) 


if you team up with U.S. Steel’s Christmas Promotion 


SNOW FLAKE” 


Here’s what you should do to profit 


from the big push: 


Send for the free promotion kit: display materials, suggested ads, 


display ideas, merchandising plans. 


Set up displays using the material in the free kit. 


Robert C. Myers, Director DE-96 
Market Development Division 
United States Steel 


Pittsburgh 30, Pa. 


Please reserve my free ‘‘Operation Snowflake"’ Pro- 





Advertise the promotion slogan, “Make it a White Christmas . . . 
Give her a Major Appliance,” and the snowflake symbol, in newspapers, 
on radio and TV, and through direct mail. 


Join together with your bank and utility company to make your own 
“Operation Snowflake” produce even more appliance sales. 


8 merchandising tags, 5’ x 5” ... 4 red and white and 4 green and white. 
2 appliance streamers, die-cut, 55” x 812"; red, green and white. 

4 benefit banners, 14” x 5'2” ... 2 red and white and 2 green and white. 
1 poster, in color, 36” x 22”. 

Reproduction art, which includes finished art for mailers and ads. 


Merchandising plan book, containing 8 pages of useful ad material, display 
ideas, merchandising plans. 


sabes RC Riieses pile ant 
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close coupled washdown combination 


Finest pure white vit- 
reous china for life-long 
beauty and cleanliness. 


Oversize trapway. 
Peerless 4-bolt tank con- 
nection — simplest, 


strongest, most durable. 


Easy to install, nothing 
to get lost or misplaced. 


Quick, positive align- 
ment. 


Resilient gasket and 


washers for leakproof 
cushion fit. 


we od wae 


SEND FOR THE PEERLESS CATALOG 


PEERLESS POTTERY, Inc., Evansville 12, Ind, 


Quality Vitreous Pottery Since 1902 





Ne. 5162—for 10” roughing in 
No. 5172—for 12” roughing in 
No. 5182—for 14” roughing in 




















It’s like laying a metal hose 
that will last tor a century 


APCO 


CAST IRON SOIL PIPE 
and FITTINGS 


A sewer line of APCO Cast Iron Soil Pipe is FLEXIBLE be- } 
cause of its lead-caulked joints (non-penetrable/). It can 
withstand the strains and stresses of ground settling, earth 
movement—the sudden internal pressure of flash floods and 
the terrific, constant jarring and pressure of overhead traffic. ( 


When you lay APCO you lay away your waste pipe troubles 
forever. You can set and forget. So invest in the economy 

of one cost and permanent satisfaction. Specify APCO once : 
—for all time! 


Write for catalog of Stringer Fittings and learn about 
APCO Fittings, too. There's a shape for every purpose 





—an answer to every fitting problem—a fitti fer 
every code and job sea 


ALABAMA PIPE COMPANY ' 


RB PLANTS TO PRODUCE B DISTRICT OFFICES TO DISTRIBUTE 


ANNISTON, ALA 














(Continued from center of page 245) 
major manufacturers of heating and air condi- 
tioning equipment. 

Reasoning behind the survey was that heat, as 
an integral part of shelter, is one of the prime re- 
quirements of life, ranking with food and air as 
necessities. Yet in this conference on the funda- 
mentals of good housing, the Council said, there 
was no formal attention given to a basic necessity: 
“good heating, without which a house is no better 
shelter than a barn.” 

Surprisingly, the B-H-C Council reported, most 
of the housewives knew pretty well what kind of 
heating system they had in their homes, and 
thought they knew whether they were satisfied 
with its performance. But when it came to fixing 
the blame for cold floors and corners, drafts from 
windows, dust and other conditions, many of the 
respondents were not sure just where the fault 
lay. 

According to the Council, another finding 
showed that of the 36 delegates whose homes were 
heated with hot water or steam, nearly 100 per- 
cent were satisfied with the comfort conditions 
maintained. The lone exception appeared to stem 
from a heat distributor that was improperly con- 
nected, but could be remedied. 

Approximately 46 percent of the others, the 
Council said, expressed dissatisfaction with some 
aspect of operation. Oddly enough, one woman 
whose rural farmhouse is heated only by a kitchen 
stove was almost completely unfamiliar with 
modern heating. 


= Another delegate said she didn’t dare put her 
baby on the floor because the floors were too cold. 
Another complained of dust and dirt, the Council 
said, and a third said her system blew “hot and 
cold.” 

One unique complaint came from a housewife 
in Indiana, who said her present heating system 
was ruining her antiques. In addition, her hus- 
band’s nasal condition was irritated. 

A Louisville, Ky., homemaker indicated that 
there were bad drafts in front of the windows, 
but attributed this to the windows themselves. It 
was pointed out to her that proper design and 
placement of heat distributors—under the win- 
dows or along the window walls—would compen- 
sate for drafts and offset the heat loss through 
the windows. 

What the Council described as a “common ir- 
ritation” was voiced by a Mississippi housewife. 
She said her family’s feet were always cold when 
the air at the top of the room was hot. 

A Valley Stream, N. Y., housewife was quite 
well informed about the benefits of her hot water 
heating system. Her father is a plumbing and 
heating contractor who had told her that “good 
(Please turn to top of page 249) 
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“ENPO™ 


PRODUCTS 


Keep Customers 
Happy 


PUMPS 


@ SUMPS ... The Original Submersible 
e@ BOOSTERS ... (and HV) for Heating & Cooling 


@ TURBINES ... For Surface or Submersible 
Farm & Home Systems 


@ RECIPROCATING ... Shallow & Deep Well 





Distributed Nationally by Plumbing & Heating Jobbers 


MOTORS 


e@ OIL BURNER MOTORS—New, Complete Line—'%s-'s HP 


Write for Circular 
Manufactured by 


The PIQUA MACHINE & MFG. CO. 
PIQUA, OHIO | 




















st. to manufacture 


die-stamped, one piece 
seamless drawn, 
stainless steel sinks 


Lifetime sinks for 


Bathroom 

Style Kitchen 
SBL-206-R7 Scullery 
21” x 24” Laboratory 
Style Largest 
assortment of 

SDBL-2132 stainless steel 


’ 21"x32” sinks in the world 


14 to 20 gauge 
round, oval 
and rectangular 


a complete line of 
standard and 
custom size 

sink and 


drainboard 
units 
available 


LEGION STAINLESS SINK CORPORATION 


21-07 — 40th Avenue, Long Island City 1, N. Y. 
21 East Von Buren $t., Chicago 5, Ill * 420 Morket St., San Francisco 11, Colif. 


For complete catalog write: 
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LOVEKIN...easy to sell! 


Lovekin Water Heaters have 
all of the fine qualities of 
appearance, performance and 
durability that your customers 
look for. The Lovekin 
Water Heater Company has 
made only water heaters 

of superior design and 
craftsmanship for more 

than a century—are specialists 
in the field, capable of 
turning this experience into 
benefits to your customers 
—profits for you. All models 
available with diamond-hard 
Lusterglass or long-lasting 
heavy galvanized tanks 


a 


This is the water heater 
easiest for you to sell— 
best for you to profit. 


Ask your wholesaler 











or write 


LOVEKIN WATER HEATER CO. 


39 Laurel St., Phila. 23, Pa. 











vacuum ) ie = 
©, SWITCHES : 
CLASS 9016 





FLANGE-MOUNTED 
FLOAT SWITCHES 


CLASS 9037 


Wrlte for Bulletin $50, Sqvare D Compony, 
4050 North Richards Street, Milwaukee 12, Wisconsin 


Plenty of Water — Plenty of Pressure 
Opens the Door to Modern Living! 











DYNAMOLD”,.. more than 12,000 items 


e A complete line of soil pipe, 
fittings and specialties for every 
plumbing need, all made in 
accordance with Somerville stand- 
ards of quality. Pneumatic ma- 
chine casting gives DYNAMOLD 
pipe and fittings unexcelled uni- 
formity. More than 12,000 items, 
with adequate stocks to insure 
prompt delivery. Write for the 
1956 catalog. 


PLUMBERS’ 
G SPECIALTIES 


Member Cast Iron Soil Pipe institute 


DYNAM 


*Trade Mark 


SOMERVILLE IRON WORKS, INC. 
Nashville, Tennessee 


— , PLANT AND al OFFICE: CHATTANOOGA, TENNESSEE 
ccs ral veka KING 
aN a: BIUsINCM Pela <: 
CaM ASY 25 A “SNAP” TO USE No Threading 


(McGREGOR BRAND) TRADE ae No Soldering 
DISCOUNTS 


One screw holds the Plate. Snap 
Sleeves in the Plate and Ring hold 

SEND FOR PRICE LIST 

CHESTERTON CO. 


ee 





SOIL PIPE 
cc 





FITTINGS 























the connecting 12” copper exten 
sion. A slight push and “‘click’’ it’s 
installed. Will not pull out; but 
can be released, if necessary. 


SIZE PLUMBERS SIZE PLUMBERS 
cosT 


COST 

Per Set Per Set 

1/2" 35c 4” ~— AT 

6 ARN I. Yq" 40c 1%” .48c 
EVERETT 49, MASS. 1” 45¢ 2” 49¢ 






A set includes Ceiling Plate and Ring 
Packed 10 sets to a box. Use 1” scrap 
copper for any length extension. 


ASK YOUR JOBBER for 
KING TUBING HANGERS 


me 7. PEA 
CORPORATION 










CHESTERTON 
GAUGE GLASS CUTTER 





KING CEILING KING SNAP 
SIMPLEST AND THE BEST PLATE ioe Newton 58, Mass 
One concealed Soap Sleeves hold 
(Cine “Snap Sion ana rine to AA UNOS SS ery 
gether 


| Ceil 
Plate in place. 
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(Continued from bottom of page 246) 


is properly installed.” 


A majority of the housewives polled did not 
realize that supplies of hot tap water could be 
heated by the same heating unit that heated the 


house. 


Air conditioning came in for some discussion 
at the conference. Fifteen percent of the house- 
wives polled said they had air conditioning at 
home. Another 15 percent said they'd like to 


have it. 


One woman described air conditioning as a 
special necessity for her home because of her 
husband’s sinus condition. Since installation of 
the system, she reported, her husband has had 


relief. 


In general, many delegates felt that they would 
like provision made in their “dream house” for 
air conditioning. The air conditioning could either 
be completely installed at the time of building, 
or necessary pipes or ducts installed for future 
installation. Some felt that immediate installation 
would be too expensive but that a later installa- 


tion might be feasible. 


s An architect attending the conference explained 
that one of the most economical and effective 
methods of cooling the home was through the 
addition of a separate but complementary air con- 
ditioning system that would tie in with the hot 
water or steam heating. Many of the women 
were unaware of the practicality of such an ar- 


rangement. 


heating is only possible when a quality sys‘em 


END 
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. two leaky faucets and a stopped drain. 
The way | figure it, you owe me money.” 











RADIANT 
direct oil fired 
WATER HEATERS... 


































3 Ni 8 2) 
SeeInes om.  §— a 


FOR HOTTER WATER— 
CLEANER, FASTER! 


lO) = =3 5) 
nodel CP-é 


FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 














STYLED FOR STREAMLINED GOOD LOOKS! . 
You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 

blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N.Y, 












PREVENTS 
WATER CONTAMINATION 


Boosey Fixed Air Gap 


You can eliminate direct connec- 
tions between water lines and 
sewers with the Boosey Fixed Air 
Gap, and thus prevent water sup- 
ply contamination. 

Designed for drains from: elevated 
water reservoirs, processing 
equipment, air conditioning units, 
storage tanks, refrigeration units, 
hospital equipment and kitchens, 
etc. 





Typical 2021 Air 


TWO DESIGNS Gap installation. 


#2021—Available in varying 
lengths with tapped inlet 
aot alan outlet. 

#2030—Available in one standard 
length with tapped inlet 
and outlet. 

For further information, send 

today for the Boosey Catalog 

of PLUMBING DRAINAGE 

PRODUCTS. 


NORMAN BOOSEY MFG. CO. 
General Sales Office: 5281 Avery Ave. 
Detroit 8, Michigan 








Typical 2030 Air 
Gap installation. 
(refrigeration system) 








BOOSEY 























the two best ways 
to protect polished 







WARNOCK 
STRAP WRENCHES 


Its strong, woven strap pre- 
vents scratching. . . its curved 
nose prevents crushing. . . its 
handle is unbreakable. This 
Warnock is the ideal strap 
wrench for handling polished 


pipe. 














The Warnock Simplex is an- 
other strap wrench that will 
save you time and expense. 
Its simple construction allows 
extra fast and extra safe pipe 
handling. 


For complete information ask for Bulletin D-54 


LOWELL WRENCH Co. 


WORCESTER 8, MASS 





What Every Contractor Should 
Know About Closing the Sale 


MANY PLUMBING AND HEATING contractors and 
salesmen seem to know almost instinctively just 
when to close the sale. They say just the right 
thing or ask just the right question at just the 
right time. The customer is ready to buy at just 
that time. 

To the casual observer of this home comfort 
selling, it seems easy and almost uncanny. It 
seems that the plumbing and heating salesman 
has closed the sale at the right “psychological 
moment.” The salesman, however, knows it is 
time to close the sale because he is alert for his 
customer’s closing signals. He knows the cus- 
tomer is ready to buy. 

People indicate they are ready to buy with the 
things they say and do. Alert plumbing and heat- 
ing salesmen watch and listen for these closing 
signals, signals that may come at any time dur- 
ing the sale. 

For instance, a home owner might enter a 
showroom and say, “I want to buy a 30 gallon 
water heater like you advertised in the paper 
last night.” An alert contractor will catch the 
closing signal, “I want to buy,” and take a positive 
attitude to close the sale quickly. 


# Not all people are completely sold when they 
start to talk about new plumbing and heating 
equipment for their home, They have an interest 
in some improvements that call for the plumbing 
and heating equipment they are considering. But, 
the desire is not strong enough to make them 
want to buy at the moment. 

Successful plumbing and heating contractors 
and salesmen continue to watch and to listen as 
these customers move around the shop and talk 
about their improvement problems. These sales- 
men know that sooner or later these customers 
will give some closing signal. For instance, a 
customer might say, “This is the type of water 
heater that is rated highest in a report I was 
reading the other day.” It is a closing signal that 
an alert plumbing and heating salesman will 
turn to his own advantage and close the sale. 


# Here are three ways plumbing and heating 
salesmen can spot customer’s closing signals: 

1. Listen to customer comments. 

2. Watch customer actions. 

3. Listen to customer questions. 

Comments customers make that _ indicate 
possession or ownership are good closing signals: 

“This water heater should give me plenty of 
hot water.” Or, “I’m sure my family will enjoy 
this air conditioner.” 
Superlative statements are good indications 
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that might be closing signals are: 

“This is the finest looking kitchen I’ve seen.” 
Or, “I like this (brand) best.” 

Past interests are expressed by customers and 
are good closing signals: 

“I’ve wanted an air conditioner for a long time.” 
Or, “I’ve always preferred this (brand).” 

Future thinking indicates that the plumbing 
and heating equipment customer is ready to buy 
with these closing signals: 

“I won’t be able to pay cash for this heater.” 
Or, “They tell me that this air conditioner will 
purify the air and eliminate suffering from hay 
fever.” 

All of these customer comments—indication of 
possession, superlative statements, past interests, 
and future thinking—provide a key to customer 
closing signals. 

Some customers considering plumbing and 
heating equipment do not make any comments 
that can serve as closing signals. However, an 
alert salesman often discovers when a customer 
is ready to buy through some physical action of 
the customer. 

For instance, a silent customer may start 
nodding his head in agreement when the salesman 
makes some positive statement about the heating 
equipment he is selling. Through this physical 
action the salesman knows it is time to close the 
sale. 


a Measuring the size of the sink, examining the 
sample of the insulation of the water heater, 
reaching for a check book, re-examining the 
equipment after moving away from it, or stepping 
toward the office or cash register are all indica- 
tions that the customer is ready to buy—physical 
action closing signals. 

Questions are often better closing signals than 
comments or physical actions. They are evidence 
of genuine interest and the salesman’s answer 
can lead right into the close. 

Any question about paying for the plumbing 
and heating equipment is a good closing signal: 

“Can this be handled on FHA?” “Is there some 
way I can pay for this at so much a month?” “Is 
there a discount for paying cash?” 

Other questions that serve as closing signals 
are about the guarantee: 

“How long is this guaranteed for?” “What is the 
guarantee on this?” 

Questions about price and stock are considered 
good closing signals by many plumbing and heat- 
ing salesmen: 

“Do you think this price will increase soon?” 
“I wonder if the steel shortage will make this 
hard to get?” 

When a customer asks a question about the 
(Please turn to top of page 253) 
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that home owners are ready to buy. Comments 
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For lines carrying water, gas, low-pressure 
steam, etc. Seals positively, yet will not 
freeze in the joints. Try it on your next pipe 
sealing job. Write today for. free sample. 
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IN ESTIMATING 
IN BUYING 
IN SELLING 
e IN BILLING 


e IN CHECKING 
INVOICES 


be your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers fo your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


The WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
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“PINTA’’ Air Block Breaker 


BREAKS Troublesome 

® AIR BLOCKS in FORGED 

HOT WATER HEATING 
SYSTEMS 






A simple, positive device 


with no working ets 
weer out. Tops in the field. 





“PINTA” 


Air Blocks in the circulatory 
action of a forced hot water 
heating system tends to slow 
up heat transmission. Unfor- 
tunately this steps up opera- 
ting costs and may reflect un- 
favorably on a fine, high quality 
boiler. Hence, it is profitable to 
specify the “PINTA” Air Block 
Breaker as an efficiency control 
device in a water heating system. 









sect. 2 causing jet 
action in sect, 3. 
This pulls air from 
sect. § through 
opening thereby 
breaking up the 





water system. 


MANUFACTURED AND GUARANTEED BY 


“PINTA”’ Products, Inc. 


83 WATERMAN AVE., JOHNSTON 9, R. I. 
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You get profit dollars and 
prestige both, when you install 
HERMOBLOC Direct-Fired Warm 
Air Heaters. One customer tells 

another, and #obs mu Dly ! 

Complete rang 
or oil fired. Built-in stami 
and safety features mean lo 
life. Write for Bulletin to 













day. 











Or PANELBLOC 


PANELBLOC Infra Red Radiant 


heaters burn any gas available. 
No fans, motors or blowers. 


Automatic operation. Literally 
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“Heats Like the Sun.* 


Thermobloc Div., Prat-Daniel Corp, 14-9 





6 Meadow St., So. Norwalk, Conn. 
Please rush information on 
rmobloc Heaters 
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Address 

\ City. 








State 
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for 


Practical answers 
To Your Everyday 


Business Problems 





GET YOUR COPY 
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This booklet is available to 


_ you ... free of charge. It 
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various plumbing, heating 

e and air conditioning subjects. 
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. burners, duct design, radia- 

Heatin tion, ventilating, boiler rat- 
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- (Continued from bottom of page 251) 
installation of the plumbing and heating equip- 
ment, there is every evidence the customer is 
ready to buy. Closing signals like this are: 

“How soon can you install this water heater?” 
“Is this the price installed?” 

Customer questions bring out any doubts a cus- 
tomer has about buying. When a plumbing and 
heating equipment salesman listens attentively 
to the customer’s questions he is in a better 
position to give an answer that will close the sale. 

Closing signals give the contractor and _ his 
salesmen a key to the right action to take at the 
right time to close the sale. END 







How to Select an Ad Agency 


TopDAY’S COMPETITION demands “know-how.” 
Contractors hire a tax expert to help with income 
tax problems. They hire a lawyer to handle legal 
problems. They have well-trained specialists in 
every department of the business. 

Why not, then, hire an advertising specialist to 
help with advertising problems if volume war- 


rants? 
Plumbing and heating contractors know that it 
pays to advertise ... if it is done in the proper 


manner. They also know that it takes time to han- 
dle all the details of a successful advertising pro- 
gram—valuable time of a top executive. 

An advertising agency can provide this spe- 
cialized “know-how” in advertising. It can pump 
new life into a sales promotion program. And out- 
of-pocket expense is usually kept at a minimum 
for the service received from an advertising 
agency. 

Here are some questions the contractor will 
want to consider before making final arrange- 
ments with an agency: 

1. What size agency do you want? 

Advertising agencies range in size from the 
largest advertising agency with an estimated 
3,000 employees to small one-man agencies. The 
largest agency handled an estimated 185 million 
dollars in advertising expenditures last year for 
hundreds of firms. Some small agencies have only 
one client and have the responsibility for super- 
vising the expenditure of much smaller amounts. 

Large advertising agencies are preferred by 
some plumbing and heating contractors. They feel 
that the larger the organization, the more stable 
it is. This agency does not depend on one ad- 
vertiser but spreads its risk over several accounts. 
With more people in the advertising agency, there 
is the possibility for it to have more advertising 
talent. And, the large agency can provide eco- 
nomical advertising service because it has special 
departments in one firm. 

Small agencies, on the other hand, are given 
the nod by still other plumbing and heating con- 
(Please turn to top of page 254) 
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QUICK-TURN 


| Elbow Sweat-On 
| LAVATORY & TANK 
Hloxible SUPPLIES 


A time and money saver for project work. 
First quality lustrous polished chrome on 





i 
#2100 


Tank nickel base guaranteed not to crack or peel. 
Riser tubes on both units are 42” O.D. flex- 

ible chrome copper tubing. Designed to slip over 

and directly on to #8” or '2” copper tube rough, 

Packaged complete with chrome deep flanges to 

cover sweat on joint completely. Eliminates need 


for adaptor fittings. 









For Quality and Design 
Order “ARBEST” 


From Your Jobber! 





cE s Mea atolalticolastlalal: Mme &olaalololahy 
3047-49 Amber St., Phila. 34, Pa. 
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gas fired copper tube, 
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Specify Raypak, the origi- 


models feature Ray- nators of the “Plug-in”, 
pak Gas Modulation. Swim- package Boiler. 
tH) Throughout the country Raypok Company <5) 
selects specialized and skilled represento- 
tives to handle sales and help solve your 
_ Boiler ms. 










Engineers RAYPAK COMPANY, INC. Manufacturers 


2416 Chico Avenue El Monte, Colifornia 














The Name that Stands for: 


The Aighest quality CAST brass fittings, 
CAST drainage fittings, brass screwed fit- 
ee tings, Gas Stops, Stop and Wastes and other 


allied products in brass, bronze and copper. 


Satisfactory dealings with LEE — The 
LEEders for nearly 40 years. Such a reputa- 

S tion just HAS to be sustained! Always at 
your service with good service — always 
ready to fill your exacting requirements. 
Deal with LEE — and see! 


; | write for our large, illustrated catalog No. A-1-A-43 to- 
day. Any questi ber, LEE means QUALITY! 


LEE BROTHERS 
FOUNDRY oop Inc. 


m ©. BOX 231 e ANNISTON, ALABAMA 




















NOW America’ s Finest Bathtub Protection, 


ROTECTUB (cx. 


at S 5 Ways Getter 


.. for preventing damage 
after tubs are installed. 
1. PROTECTUB Deluxe 
— The thick corrugated 
box beard cover with 
exclusively processed 
water repellent liner. 
2. GUM-A-TUB Economy 
Liner — Pre-cut, pre- 
shaped gummed back 
cover. Applied by wet- 
ting with damp cloth. 
3. COATATUB — Low 
Cost Liquid Vinyl Plastic 
waterline. applied with whitewash 
ler, write Dept. DE brush — peels off. Comes 
PROTECTUB ‘INC, " ‘Ludlow $t., MW. ¥. 2,1. ¥. — in gallons and drums. 
iaieooalidlleeeeteaneiiieeemmemememmemned 











WATER SOFTENERS AND FILTERS 





4763 N. 32nd St. 
MILWAUKEE 9, WIS. 
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(Continued from bottom of page 253) 
tractors. They feel that the smaller organization 
will provide more extra services because the ac- 
count means more to it. The small agency is 
apt to take a more personal interest in the con- 
tractor’s advertising because the owner of the 
agency may work with the contractor personally. 
And there may be an economy in charges for the 
service because the small agency has a lower 
overhead expense to be allocated to its business. 


# Naturally, these are general observations for 
the plumbing and heating contractor to consider. 
One small agency may be better than another. 
And it is just as true with the larger advertising 
agencies regarding their competence in handling 
a contractor’s advertising program. 
2. What is the basis for establishing fees? 

Advertising agencies handling a contractor’s 
advertising program have a variety of methods 
used in establishing the fee to charge. One method 
is to have a flat fee that is charged for all work 
done—writing copy, preparing illustrations, han- 
dling advertisement placement, and ordering sup- 
plies and printing. This way the advertising 
agency charges what the job is worth—not con- 
sidering the total amount of the contractor’s ad- 
vertising budget. 

The other method commonly used is to charge 
a certain percent of the advertising expenditure. 
As a general rule, this is about 15 percent of the 
amount spent. For some space and time advertis- 
ing, this does not represent any extra expense 
for the contractor. But for other charges such as 
printing, the 15 percent fee is added on over and 
above the cost of the job. 

For instance, consider an advertising expense of 
$1,000 for a particular advertising job involving 
printing expenses. Under the first method, the fee 


for doing the work might be $100. With the second 


plan, the fee for the same work would be $150. 
However, if the same job had a smaller expendi- 
ture of $500, the first plan would result in a bill 
of $100 from the agency—the same as before. 
Under the second plan, however, the bill would 
be 15 percent of the $500 or only $75. 


s As a general rule, the contractor will find that 
if his total advertising expenditure is sizable 
and is large for each type of advertising job, the 
first (flat fee) plan might be best. This is par- 
ticularly true if his advertising does not carry 
an automatic discount from the newspaper or 
radio station. 

On the other hand, if his advertising expendi- 
ture is fairly small for each advertisement, it 
may be money ahead to use the second (commis- 
sion) plan. 

Most plumbing and heating contractors using 

(Please turn to top of page 257) 
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SPEED-€)-MATIC 


ELECTRIC and GAS WATER HEATERS 


A Line You Can Sell With 
Confidence, Pride And Profit! 


MEETS ALL HOT WATER DEMANDS 
Engineered Fer Performance and Economy 


There are big profits to be made with the SPEED-O- 
MATIC Line . . . because there’s a size for every pur- 

pose and every purse... 
' from the small six gallon 
fast recovery—to the large 
82 gallon storage type 
heaters — that will give 
your customers many years 
of dependable and eco- 
nomical service. 


a 




































“ap A Pa Oasle Ses 
a  ) 20 and 40 ibs. || 
hse | 
3 sini 
‘one . | 
t ‘ 
2 a ae | 
mG | 











There is no end=16 CUTTING PIPE... 


Yo No END to making 
é PIPE CUTTING 
profits with ass | 


GENUINE 





BARNES 


This is true! The increase in popula- 
tion is a phenominal destiny. The 
increase in building and sewage de- 
velopment is up in proportion. The 
increasing use of the GENUINE 
BARNES Pipe Cutter is definitely 
established along with the recogni- 
tion that the GENUINE BARNES 
with its three thin, expertly tempered 
cutter wheels, is the one Pipe Cutter 
you should use for all wrought. steel 
and cast iron pipe. 


ORDER YOUR GENUINE BARNES FROM YOUR WHOLESALER 





THE BARNES TOOL CO., Inc. 
NEW HAVEN 6, CONN. 
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SINK FRAMES 


and 


nSeat 


STAINLESS STEEL 


The famous VanSeal Sink and Range Frame is now 
paired to perfection with its “metal-color” matching 
product—VanSeal Stainless Steel Sink Bowls. 
Distinctive oval shape, thin divider wall, sound- 
deadening undercoating and beautiful “butler fin- 
ish.” Made of heavy gauge chrome stainless steel. 
Flowed to uniform thickness. Individually cartoned. 
Send for Catalog-Department D-9 






















2108 Jackson Avenue .- Evanston, Illinois 


Ay] Loe PLUMBERS’ 


SPECIAL 
Self-Forming 


Only 3/32" Diameter 


36 Feet on 
¥% Ib. Spool 


SAVE TIME! 
SAVE MONEY! 


ONE SIZE IS ALL YOU NEEC 


Just Wind—Compress—Leak is 
Sealed! PLUMBERS’ SPECIAL 
works like magic! Forms itself 
into a solid, lead-like, self- 
lubricating washer on any size 
mixing faucet, spigot, radiator 
valve, etc. Speeds work. Cuts 
washer stock. Gives you big- 
ger profit! TRY PLUMBERS’ 
SPECIAL! Available at Plumb- 
ing Supply houses. 
Write for FREE SAMPLE, 


Get MAIL THIS COUPON 


FREE SAMPLE | J exrock COMPANY 


' 
Mail Coupon | 3642 Cuthbert St., Philo, 1, Pe. | 
| Please send me Folder and FREE SAMPLE of | 
| 
! 





PLUMBERS’ SPECIAL Self-Forming Packing. No 
obligation. 





t UMBERS’ | 
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ARMSTRONG BROS. 


Better PIPE TOOLS 


WITH PATCO PACKAGED 
Heating Units completely 
wired and assembled ready 
for immediate installation. All 


units are SBI and ASME. \ 
PIPE CUTTERS 
WITH PATCO PACKAGED 
Hot Water Baseboard ...cover and accessories are aad an tae Tipe } = ign Ses comes 


packaged in one carton; copper tube, aluminum fin with throughout . . . built to give years of good service. 
i “ARMSTRONG BROS.” drop forged Pipe Cutters are 

complete solder bond element in a separate carton. built for lifetime service with 1-piece drop forged 
steel heat treated body and a replaceable hardened 

steel nut to take up the wear and thrust of handle 


Write, wire or call for information on how screw. Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 


to close more hot water heating contracts! 


v “ARMSTRONG BROS.” Knife Biade Cutter 

‘Write ¢ Wheels are machined from special alloy tool 

pe Pagel steel properly heat treated. They cut rapidly 
Catalog and easily, hold their keen edge. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 


WATER 


SYSTEMS INSEE Wile) 
it’s EASIER ? 


A dependable filler and relief valve Sall 

oe controlling pressures in hot water SEE PAGES 
eating systems. All bronze con- BROTH 

struction. Factory settings 12 Ibs. so Lid andthe 61, 62 & 153 


delivery and 30 Ibs. relief. ROCKFORD 
ILLINOIS 
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Use it in your advertising and 
stationery. 
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(Continued from bottom of page 254) 
advertising agencies agree that it is a matter of 
arriving at a fair decision with the agency on the 
method of billing for fees. And they also recom- 
mend that a contractor remember: You get what 
you pay for in,advertising just as in anything else. 
3. Do you want an agency with experience in the 

plumbing and heating business? 

Advertising agencies that have handled or are 
handling other (non-competitive) firms in the 
plumbing and heating industry are preferred by 
some contractors. They feel that this experience 
can save them money and give them better ad- 
vertising. 

On the other side of the picture is the thought 
that an advertising agency without previous ex- 
perience in the plumbing and heating field will 
enter the work with new, fresh ideas. It does not 
have any preconceived ideas about the best type 
of advertising to use. It may try new appeals— 
appeals that will capture the public’s fancy. 

There is no 100 percent right answer to this 
question. The contractor will need to apply man- 
agement judgment in making his selection. 

4. Do you have confidence in the ability of the 
agency personnel who will handle your adver- 
tising? 

Most contractors recommend that a clear under- 
standing be reached about who will be working 
with them from the agency. In some cases the 
head of the agency will make all initial contacts 
and arrangements. Then the day-to-day contact 
may be carried on by Someone with whom they 
do not get along well. 

Of course, it is not necessary that the head of 
the advertising agency handle all details of the 
advertising, but the individual placed in charge 
of the account should be someone in whom the 
contractor has complete confidence—a _ person 
with whom he can work well. 

5. Are you willing to give the advertising agency 
free rein in handling your advertising? 
Naturally, the contractor will want to work 

with the agency in establishing general policies 
for advertising. He will want to know what is go- 
ing on in the advertising program. And he will 
want to interject ideas and personality into the 
campaign. 

But if he is going to ““mother-hen” the advertis- 
ing program, he will find it difficult to deal with 
an agency. It will take more of his time than if 
he did it himself. And it will probably cost him 
more money if he does not give the agency some 
freedom in handling details of a specialized nature. 

If the contractor can answer these five ques- 
tions to his own satisfaction, he will find it worth 
while to hire an advertising agency. It can and 
will give specialized “know-how” in plumbing and 
heating advertising . . . and help save money on 
sales promotion expense. END 
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(MAN! Do those Radiators 
HEAT FAST 
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THE SURE CURE FOR COLD RADIATORS 





| P.O. BOX 175 


Makes Any Fire Door 


0 ie Oe le y > 
Cranford, New Jersey ] U 




















SIMPLIFIES RADIANT HEATING INSTALLATIONS! 





¢ Copper plated steel We ft 

° Borers easily and accurately Jobber 

e Will not split or damage joists Inquiries 

e Will not pinch or bend copper tubing ACTUAL SIZE 


e Avoids expansion friction 
e Quick, easy and accurate to drive 
e Available in %” and %” tube sizes now 


For a complete Line of Hangers for Copper Tubing contact 
WESCO MANUFACTURING CO. 
WELLSVILLE, OHIO 











A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’’ on the job. Gentle spring 
tension allows door to swing open on slow 
or ay po of burner and then close. 
Wedge holds door open when necessary. It's 
easy to install with the NEW SPRINC 

HOLDER. 

MADE IN 3/16”—1/4”—5/16”—3/8” 

DOOR PIN SIZES AND PRICED AT 
$1.15—$1.20—$1.25—$1.30 


See your jobber or write us. 





Pat. 22,605,097 
INLAND MFG. CO. 1120 N. Cicero, CHICAGO 51, ILLINOIS 
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KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM AVOID 
FASTER => AIR LOCK 
























V2 
JET-AERATOR 


WITH THE PATENTED* GEAR PLUG DESIGN, IS THE ONLY 
AERATOR THAT CAN BE CLEANED QUICKLY AND EASILY. 
COMPLETELY PLATED FOR CORROSION RESISTANCE. 


The ONLY AERATOR that withstands the TEST OF TIME! 


There is a JET-AERATOR for every faucet made 
and every faucet application. Write for details. 
% suas wu. S. Pat. 2,707,024 


MELARD wererciicf 432 AUSTIN PL..N.Y.55,N.Y 





IRON REMOVAL FILTER 


The Diamond not only removes iron, but all other 
foreign matter. Leaves water colorless, clear and 
palatable. Sold thru Plumbing Supply Wholesalers. 


Write for complete information 


OSHKOSH FILTER AND SOFTENER CO. 


Oshkosh 


HOL-ANCHOR Adjustable 
BATH TUB HANGERS 


Lees keep bath tubs from set- 
tling . . . prevent damage to property 
which results from water seepage between 
wall and tub . . . eliminate the need for 
periodic patching around the tub. Write 
for literature. 








THE HOLLAENDER MFG. CO., 3843 Spring Grove Ave., CINCINNATI 23, OHIO 
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S.0.S. — Save Our Sales! 


SHIPS AT SEA IN TROUBLE use the international 
distress signal—S. O. S. It usually gets results. 

Selling plumbing and heating equipment with 
the S.O.S. (Save Our Sales) strategy will usually 
get results, too. 

Here’s how this sales strategy works out in 
selling for a plumbing and heating contractor: 

A customer enters the shop looking for some 
kind of a water heater. This customer has a need 
for a new water heater, but he doesn’t make his 
wants known specifically. You can give him a 
choice between different sizes. This is an applica- 
tion of the S. O. S. sales formula early in the sale 
to save time. 

After the customer selects the size, the next 
logical question with the S. O. S. sales formula 
is to give him a choice between brands—this 
brand or that brand. Just another regular selling 
question to help the customer make up his mind, 
but it moves the sale closer to the dotted line. 

Later in the sale the customer may be hesitat- 
ing about buying. With the application of the S. O. 
S. selling strategy, the alert contractor asks, 
“When would you want this installed—Monday or 
Tuesday?” It is easy for the customer to repeat 
one of the days mentioned and it is easy for the 
contractor to button up the sale. 

Or, the customer might ask for some plumbing 
or heating equipment and give the specific size, 
brand, quality and type. There is no choice. This 
customer knows definitely what he wants. How- 
ever, you can still use the S. O. S. selling formula 
to close this sale. Ask the customer, “How do you 
want to handle this—cash or charge?” 

Each of these examples of the application of 
the S. O. S. sales formula followed strong selling 
strategy. They gave the customer a choice....a 
choige between something and something. It is 
always good selling strategy to give a choice 
whenever possible—it makes closing easy. 

A pitfall to be avoided is giving the customer 
a choice between something and nothing. For 
instance, the contractor could have asked, “When 
do you want your water heater installed?” This 
question gives the customer a choice, but the 
choice is so wide that the customer may think a 
long time before answering. 

Using the S. O. S. selling strategy gives the 
customer a choice between Something Or Some- 
thing—not between Something And Nothing. 

Customers respond to the choice method of 
closing sales. They are in the plumbing and heat- 
ing shop to buy, but for some strange reason they 
resist just a little at the close of the sale. It is one 
of the mysteries of selling, but it still stops sales. 

Using the S. O. S. sales formula is just enough 
of a subtle push to bring the customer into a 

(Please turn to top of page 261) 
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for distribution of (moder 
swimming pool FILTERS! 


Get in on a profitable source of business with 
Modern pressure filters; built for years of 
smooth, trouble-free operation. Modern filters 
are available in either one-cell or multi-cell systems 
—sturdily constructed in every detail. The compre- 
hensive Modern line includes over a hundred supe- 
rior pool products — designed and manufactured 
by Modern to insure highest possible quality at 
lowest possible prices. These are demand items— 
because every day more and more pool owners 
discover that Modern is the leader in the field. 
Send for details about available distributorships 
and a copy of the big Modern Catalog No. 23-W. 


(Modern cives vou so much Ore...) 


A 


(moder) SWIMMING POOL CO., INC. 


One Holland Avenue, White Plains, N. Y. 
Manufacturers of Swimming Pool Supplies Since 1935 






























HENRY | 


BATH TUB Corrugated Paper 
PROTECTORS Closet Flange Spacers 
Also: Onyx Stainless Gummed Kraft 


Protective Tub Paper 
12" & 18" Rolls 











fone “THROUGH JOBBERS” 
OR WRITE FOR INFORMATION .. . 
Ny ae ( to ) 2 





> ham al ©=HENRY BATH TUB PROTECTOR CO. 
‘ nicto Orders to 72 First Ave. Pittsburgh 22, Penna. 
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Alchemy 


To turn cast iron 
soil pipe into 





for plumbers who 
want the magic of 


«~ SUPERSFUN > 


by COMBUSTION ENGINEERING, INC, 


Home Equipment Division 








Inquiries to 721 N.E. 15th Ave. Ft. Lauderdale, Fla. | 








odor 
DRAINAGE UNITS 


The Plumbers Choice 


A UNIT FOR EVERY PURPOSE IN 
THE DRAINAGE FIELD 


JORDON SANITARY SYSTEMS CORP. 


206 W. DIVISION ST., CHICAGO 10, ILI 


MONARCH ?ecbeged Unit” 


_ CONVERTIBLE EJECTOR WATER SYSTEM—SHALLOW or DEEP WELL 


23 UNEQUALED 
~~ 


FOR 


DEPENDABLE PERFORMANCE 
QUALITY and APPEARANCE 


@ 1/3 H.P.—12 GAL. TANK 
@ COMPLETE WITH ACCESSORIES 


! PRICED RIGHT ! 


WRITE FOR LITERATURE AND PRICES 
MONARCH Model 1-30-12 ON "HIS ANC OTMER MONARCH Prooucrs 


The MONARCH ENGINEERING CO. 


Water Softeners @ Pumps @ Water Systems 
500 600 LINDEN AVE DAYTON 3, OHIO 


i 
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MINIMUM 
FALL-OFF 










@ The internal design of the Mueller H 9300 
regulator allows water to flow smoothly with 
a minimum of pressure fall-off. Large screen ! 
has open area equal to approximately five | 
times the cross sectional area of the pipe. Ask your plumbing wholesaler or =| 
Exclusive contour of stainless steel seat is “ite direct for Catalog W96-A. 
relieved in such a manner as to minimize _ 't contains complete information 
turbulence as well as reducing seat erosion. "4 accurate"honest"flow charts. 
High valve lift even at low flow prevents 

“chatter”. Scientific proportioning of dia- 

phragm to seat area and spring pressure MUELLER CO. 
assures stable regulation at any rate of flow. Dependable Since 1057 


MAIN OFFICE & FACTORY DECATUR, ILLINOIS 





































































































OUTDOOR WATER SERVICE .. . YEAR AROUND! SEES TAA MANOS ae 
=A e 

~Mtialflle, : WHOLESALERS 5 
NON-FREEZING YARD — agfioae = 

H Y D R A N T ¢, = ' with the Right sy 

oH : BRUSHES and SCRAPERS = 

Order from x Keep An Stock Up Now! = 





af 
aS? 


your jobber 


WORCESTER BRUSH AND 
SCRAPER C0. 


~*~ ash MASON. WORCESTER 
Send for Bulletin 701 SS » sili Go. 


STRATAFLO PRODUCTS, INC. ‘SS * 
FORT WAYNE 1, INDIANA IS 38 38 AUSTIN ST. WORCESTER 1, MASS. 



















Smoothly Bends Any Pipe or Tubing CADMIUM PLATED 
%" tole” OD.... TEXAS PATTERN GAS VALVES 


© Tested under water at 

pressures far in excess of 

standard requirements 
© High heat test lubricated 
Accurately machined 
Packaged 25 to the dis- 
play carton — 300 to 
the master carton 









@ Just a twist of the 
wrist assures perfect, 





even bends—right an- 
gle, any angle, U and 
offset. Save enough 
on ONE job to pay 





for your HANDY > hh pal White tor Complete Catalog 
<p EASTMAN PRODUCTS CORP. 


TUBE BENDER. or (write for 
today 


fotder 


HOLSCLAW BROS., INC. 


436 N, WILLOW ROAD © EVANSVILLE, INDIANA | 





PLANO, TEXAS 
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(Continued from bottom of page 258) 

buying frame of mind. It helps plumbing and 

heating contractors perform that most delicate 

of all business operations: removing a dollar from 

a customer’s pocketbook. 

Plumbing and heating contractors using this 
S. O. S. selling strategy find that their best ques- 
tions start with one of these five words: which, 
what, when, where and how. This starts the ques- 
tion to give the customer a choice and the Some- 
thing Or Something at the end of the question 
puts this selling formula into action. 

To illustrate these five magic words of selling 
in use in a plumbing and heating shop, consider 
these five selling questions: 

Which do you prefer—a left or right-hand drain- 
board? 

What size do you need— half-inch or three- 
quarter? 

Where do you want your water heater installed 
—in the basement or in the kitchen? 

When do you want this installed—Monday or 
Tuesday? 

How do you want to handle this—cash or easy 
budget terms? 

Another thing contractors have discovered 
about this S. O. S. selling formula is to use it to 
push certain items. When there is an overstock 
of some size, type, style and color, it is best to 
make this the last choice offered the customer. 
This turns the spotlight on this last choice and 
makes it easy for the customer to repeat the last 
choice in saying “yes.” 

For instance, consider these two S. O. S. ques- 
tions on the way the customer is going to pay for 
his equipment: 

1—How would you like to handle this—bank 

loan or save on the cash plan? 

2—How would you like to handle this—cash 

or on easy budget terms? 

Of course, the customer’s financial position will 
have some effect on the answer. But if the cus- 
tomer could handle it either way, and the con- 
tractor wants to avoid giving credit, question one 
will encourage customers to pay cash. 

Here are the rules for using the S. O. S. sales 
formula in a nutshell: 

1. Give the customer a choice early and often 

in the sale. 

2. Be sure that the choice is between something 
and something—not between something and 
nothing. 

3. Use the S. O. S. sales formula to increase 
sales with related item selling. 

4. Start the closing questions with one of these 
five words—which, what, when, where or 


how. 
5. Place the overstocked item last in the ques- 
tion to give it added emphasis. END 
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AN EXCELLENT TOOL! 
CONTACTS CONCEALED 


Specify 


KEYSTONE Corpperklow- 


THE 


Fittings for Copper Plumbing + Heating 
Air Conditioning «+ Refrigeration 
CAST and DRAINAGE SOLDER FITTINGS 


WROT, 


FLARED TUBE FITTINGS * VALVES * BALANCING VALVES 


At better Jobbers everywhere. Write for our new Wrot 
Catalog or for the Complete Line Catalog No 51 


KEYSTONE BRASS WORKS « ERIE, PA. 


SMOKE 


OR 
PEPPERMINT 
TEST MACHINE 





Available in 3 Sizes 





SLIP NUTS! 









LADD 


BASIN WRENCHES 
A TIME AND KNUCKLE SAVER! 






esta You will like the LADD 
(time and labor saving) Basin Wrench. 
The Basin Wrench is a special tool for 
the plumbing trade to adjust basin nuts, 
traps, flush valves, ball cocks. It is light. 
Sturdy. Self adjusting with drop forged 
jaw and swivels to either upright, left or 
right lateral positions. Comes in two 
lengths 12” and 16”. 


GEO. F. LADD, Inc. 


FRANKLIN SQUARE L.I.,N.Y. 


















omplete LINE 



















TESTING DEVICES 


For Buildings 
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SITUATIONS WANTED 





SALES ADMINISTRATOR 
Have background of responsible sales 
management for fifteen years. Can 
and have directed salesmen and sales 
campaigns at wholesale and manufac- 
turing levels. Mature judgment with 
complete background in plumbing in- 
dustry. Can travel and relocate. Want 
position with responsibility and oppor- 
tunity for use of my knowledge and 
experience. E. A. LESTER, 447 Arden 
Rd., Pittsburgh 16, Penna., Phone Lo- 
cust 30536. 


Advertising Department, 


ceding publicatjon date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face advertise- 


ments, $6.00 per inch. Address all advertisements to Classified | 
DOMESTIC ENGINEERING, 1801 | 


Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing Date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHER 











REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





SITUATIONS OPEN 


SALESMAN WANTED: CALLING ON 

wholesale hardware and plumbing 
supply jobbers in Pittsburgh area for 
complete line of automatic gas and 
electric water heaters. P. O. Box 1351, 
Cleveland 3, Ohio. 





HEATING MAN 


Must be top flight to take charge of 
large heating department on wholesale 
level. Good salary and future. Address 
Key 931-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


NEW ENGLAND: WANT LIVE-WIRE 

man to call on utility companies to 
sell a high-grade line of domestic water 
heaters. Must be experienced with heat- 
ers and utilities. Address Key 927-E, 
“DOMESTIC ENGINEERING,"’ 1801 


Prairie Ave., Chicago 16, Illinois. 


NATIONAL PRODUCT 
MANAGER 


WET HEAT 
Age 35 to 40. Thorough product ex- 
perience on both gas and oil fired 
wet heat systems. Capable of training 
salesmen and developing distribution 
throughout Central and Eastern States. 
Reply with plete r Salary 
open. A. F. CASSIDY, PLUMBING 
AND HEATING DIVISION, RHEEM 
MANUFACTURING COMPANY, 7600 
South Kedzie Ave., Chicago 239, Illinois. 


‘INDUSTRIAL MAN 


Experienced man needed to take charge 
of Industrial and Commercial Dept., 
equipment and materials for large 
plumbing and heating supplier. Good 
opportunity, Central Ohio. Address Key 
906-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 











REPRESENTATIVES WANTED 





MANUFACTURER'S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE 1299, 221 West 4ist 
Street, New York City. 
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SALESMEN: DO YOU CALL ON THE 

Master Plumber? If so, we have a 
quality line of cast brass, tubular traps 
and specialties. Will consider sideline 
man handling rubber goods, tools, etc., 
which will not conflict. The following 
states are open: Arkansas, Louisiana, 
Mississippi, Texas, Ohio, Indiana, Illi- 
nois and Virginia. Wonderful opportun- 
ity for live-wire men. Address Key 
923-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


WANTED: 


Established representatives with jobber 
or dealer following or both. Revising 
company sales policy. Many territories 
now open. Established manufacturer of 
deluxe and budget line of medicine cabi- 
nets, shower doors and tub enclosures. 
Commission basis. Write fully in first 
letter. Address Key 935-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
MANUFACTURER'S REPRESENTA- 
tive wanted for Illinois, California 
and Texas territory to contact plumb- 
ing manufacturers for our standard line 
of cast brass plumbing goods and for 
contract work. Address Key 926-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, IPMlinois. 


MANUFACTURERS 
REPRESENTATIVES WANTED 


Add our nationally known, consumer 

pted d tic heat exchanger to 
your line. Thousands of high profit 
sales last year. Tremendous earnings. 
Box 1033, 1474 Broadway, New York 
36, New York. 


REPUTABLE MANUFACTURER OF 

tubular brass goods and accessories 
desires aggressive sales representative 
for North and South Carolina, Georgia 
and Tennessee, Reply to include experi- 
ence, lines represented and exact terri- 
tory. Address Key 944-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


‘QUALITY AND PRICE 
We offer the above to a well established 


representative with experience in selling 
tubular brass goods. Manufacturer en- 
joys ¢g reputation with wholesale 
jobbers. State experience and com- 
panies now represented. Southern Ohio, 
Indiana, Kentucky territories. Address 
Key 945-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
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REPRESENTATIVE WANTED 


We manufacture a complete line of 
valves and faucets and have an opening 
for a salesman who covers the state of 
Ohio. Address Key 943-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
MANUFACTURER'S REPRESENTA- 

tive. Nationally recognized water 
heater manufacturer urgently needs es- 
tablished representation in profitable 
sections of the country. Competitively 
priced, top quality complete line. Give 
full resume of present lines. Address 
Key 938-E, “DOMESTIC ENGINEER 
ING,” 1801 Prairie Ave., Chicago 16, 
lllinois. 


EXPERIENCED SALESMEN 


wanted for New York metropolitan 
area to handle diversified lines calling 
on wholesale jobbers only for well es- 
tablished selling organization with Long 
Island City warehouse. Open to any 
propositions. Address Key 940-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
SALESMEN WANTED TO SELL LIFE- 
long toilet seats, lifelong water heat- 
ers, lifelong Plumbers’ Brass direct to 
Master Plumbers and Plumbing Con- 
tractors. Several territories open. Give 
full particulars first letter. Replies con- 
fidential. LIFELONG COMPANY, 1150 
Fairfield Avenue, Indianapolis, Indiana. 


ESTABLISHED 
aggressive representatives specializing 
in hot water heating equipment with 
jobber following. Many choice areas 
available for our line of quality heating 
specialties that is becoming one of the 
most popular and vol selling lines 
in the trade. Include resume of organ- 
ization, lines and territory in first letter. 
Address Key 941-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





ESTABLISHED MANUFACTURER OF 

tubular brass goods, shower acces 
sories and tank trim at competitive 
prices. Looking for alert representative 
Oklahoma, Kansas, Missouri territory. 
Address Key 946-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi 
cago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 


SEE PAGES 264 AND 266 
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These six proved 
advantages tell 
the inside story 
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1. THEY'RE SELF PRIMING—Fully automatic— 
there are no priming troubles with a Burks. And 
there's no need to grade lines to the pump on 
either deep well or shallow well jobs—they'll 
even prime overhead loops in the suction line. 





2. LIFT WATER FARTHER—In shallow well sys- 
tems Burks Super-Turbine Pumps are guaran- 
teed to pump good capacity as deep as 28 ft. 
Ordinary pumps are limited for practical use 
to between 20 and 25 ft. Burks Pumps give 
good capacity with 6’ to 8’ extra pumping lift. 


3. CONVERT EASILY —If the water level drops 
in a shallow well installation, the same pump 
can be converted without mechanical change 
to deep well application by the simple addition 
of a low cost Burks educer system. 
























"ORDINARY AL WATER 
ae eee PUMP =—— DELIVERED 
‘ » | PRESSURE ; 





SUPER-TURBINE~ 

















{ CAPACITY 





4. WON'T AIR-BIND—The Burks Super-Turbine 
will not air-bind. It pumps water, air or a mix- 
ture of both to full usable water system pres- 
sures. Air or gas will not cause the pump to 
lose its prime. As a matter of fact, since 1927 
a Burks Super-Turbine Pump has been used to 
furnish the air for our factory whistle. 
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5. QUICK PRESSURE RESPONSE — A Burks 
exclusive—each blade in this single-impeller 
turbine accelerates the ‘multiple stage’’ action. 
This means instant full pressure response when 
water is needed. 


Write today for the facts on a Burks Pump Franchise. 


DECATUR PUMP COMPANY 
33-F ELK STREET, DECATUR, ILLINOIS 


Manufacturers of HV"' Centrifugal Pumps and Water Systems, Super-Turbine Shallow Well ond Deep 
Well Pumps and Water Systems, Deep Well Head Pumps and Water Systems, Submersible Sump Pumps, 
Industrial Pumps; a Complete Line of Accessories. 


6. PUMP AGAINST PRESSURE—A Burks Super- 
Turbine Pump will continue to deliver good 
capacity throughout the entire range from min- 
imum to maximum rated pressures. This assures 
long years of service becouse o Burks is not 
under strain when handling any normo! water 
system pressures. 
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ADVERTISEMENTS 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 900-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WANTED: MANUFACTURER'S AGENT 

for submersible pump manufacturer. 
Must be capable of engineering pump 
jobs. Line ranges from % H.P. to 300 
H.P No objection § to nonconflicting 
lines. Territories available: Georgia, 
Alabama, Mississippi, Arkansas, Louisi- 
ana, Western Tennessee. Reply with 
full details. Address Key 9$33-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


FIXTURE 
REPRESENTATIVE 


Have territory open in Indiana and 
Illinois. Full line manufacturer. Address 
Key 932-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


REPRESENTATIVES WANTED IN 
exclusive territories to represent 
manufacturer of school room unit ven- 
tilators, fin tube radiation and base- 
board. A terrific opportunity fur ag- 
gressive sales engineers, Only hard 
workers need apply. Address Key $28-E, 
‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
REPRESENTATIVES WANTED CALL- 
ing on plumbing jobbers. We manu- 
facture a new flush valve plumbing spe- 
clalty made of monel metal. A quality 
item competitively priced. Various ter- 
ritories open on commission basis. State 
lines now carried. Men able to introduce 
new lines desired. Address Key 919-E, 
“DOMESTIC ENGINEERING,’’ 1801 
Prairie Ave., Chicago 16, Illinois, 


REPRESENTATIVE WANTED 


Aggressive man or organization who 
calls on plumbing supply jobbers, and 
has following with architects and engi- 
neers, to represent an old reliable 
manufacturer of flush valves. All terri- 
tories considered. Address Key 887-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equip- 
ment, DOMESTIC ENGINEERING 
Magazine has proven invaluable to 
many leading representatives in the 
past, and if you have not as yet taken 
advantage, get the details today. There 
is no charge. Attach this advertisement 
and mail it together with your letter- 
head for full information to Manufac- 
turers’ Agency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 
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SALESMAN 

Plumber to sell a quality line of cast 
brass goods, tubular traps and special- 
ties. We have an established trade in 
Iowa, Kansas and Nebraska, and will 
consider man for any or all three states, 
either on an exclusive or sideline basis. 
Wonderful opportunity for live-wire to 
make some real money. Address Key 
921-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


CALLING ON MASTER 





LINES WANTED 





SAPABLE MANUFACTURERS’ REP- 

resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 901-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


EXPERIENCED 


established manufacturer’s representa- 
tives calling on plumbing and heating 
wholesaler with quality products in east- 
ern Pennsylvania, southern New Jersey, 
Delaware and eastern shore of Mary- 
land would like additional lines from 
reliable firms. Address Key 918-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


ADDITIONAL LINE WANTED 
Experienced manufacturers’ agency 
wants one more high quality line in 
plumbing and heating field. Headquar- 
ters Phoenix, covering Arizona, New 
Mexico, western Texas and southern 
Nevada. Address Key 917-E, “DO- 
MESTIC ENGINEERING,’’ 1801 
Prairie Ave., Chicago 16, Illinois. 


PHILADELPHIA HEATANG PROD 
ucts warehousing distributor, calling 
on 250 jobbers in the Eastern Pennsyl- 
vania, South Jersey, and Delaware area, 
is interested in non-conflicting lines on 
a purchase or consignment basis. Will 
cooperate with your present represent- 
ative, if necessary. Address Key 9$29-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURER'S AGENT 


with over ten years experience calling 
on the plumbing, hardware, and build- 
ing supply jobbers in Alabama, Arkan- 
sas, Louisiana, Mississippi, and Western 
Tennessee, desires additional lines. In- 
tensive coverage with three salesmen. 
Address Key 930-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


ESTABLISHED ENGINE ERING SALES 

organization, well acquainted with 
consulting engineers and heating con- 
tractors in New York and Long Island, 
desires additional line. Address Key 
939-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 262 AND 266 











TOP REPRESENTATIVES 


Covering Illinois, Wisconsin and lowa 
need one or two high vol plumbi 
or heating lines. Address Key 936- E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





INTELLIGENT 
AND AGGRESSIVE 


coverage of Kansas, western Missouri, 
Oklahoma and western Arkansas for 
one additional volume line of a specifi- 
cation nature. Plumbing only. 


ARTHUR SWENSON COMPANY 
7336 Canterbury Road 
Kansas City 13, Mo. 


ONE OF OUR 3ASIC PRINCIPAL’S 

soon to discontinue operations and 
liquidate. Need a volume line to replace 
them. We are well-established organi- 
zation serving as sales representative 
covering western Connecticut, greater 
New York and northern New Jersey 
Address Key 9$34-E, “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave., Chicago 
16, [llinois. 


ADDITIONAL LINES WANTED 
Covering Illinois, (Lake County Indi- 
ana) and Wisconsin. Selling exclusively 
to wholesalers and plumbing supply job- 
bers. Address Key 947-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


KANSAS CITY, ST. LOUIS, ADJACENT 

area thoroughly established agent 
desires one more good volume product 
selling to jobbers. Box 129, Clayton 
Station, St. Louis 5, Missouri. 


R. P. WILEY COMPANY 
616 West 26th 
Kansas City 8, Mo. 


Selling jobbers throughout lowa, 
Nebraska, Kansas, Oklahoma and 
Missouri. Warehouse services available 
if required. 


LINES WANTED 


I have excellent background in whole- 
sale selling. Have decided to enter 
agency sales. Need good plumbing and 
heating lines for Pittsburgh and vicin- 
ity. Will start at once. Address Key 
942-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
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It saves in many ways— 


For fast, economical installation 
»e. USe time-tested Transite, 
standard for the Industry 
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New booklet shows how! 


Transite® Gas Vent Pipe, for venting domestic gas- 
burning appliances, enjoys nation-wide acceptance among 
heating engineers, plumbing and heating contractors, 
architects and code officials. With it and its full line of 
round and oval fittings, you can meet—economically and 
efficiently—the requirements of practically every job. Both 
Type B and Type B-W carry the Underwriters’ Labora- 
tories symbol, the Type B being the only pipe of its kind 
bearing that mark of approval continuously since 1932. 

In a new 28-page extensively illustrated booklet, you 
will find detailed information about the entire line of 
Transite Gas Vent products, its installation and perform- 


Johns-Manville 
TRANSITE GAS VENT PIPE 


an asbestos-cement product 
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ance advantages. Photographs show simplicity of pipe 
assembly. Center line dimensions make layouts easy to 
“rough in.” Diagrams provide helpful hints on supporting 
and bracing. Cross-sectional drawings on all fittings give 
design data. Chart illustrates ease of following rules 
of good venting. Complete tables give sizes, — 
weights and dimensions. Send the coupon for JM| 
Pee ote: 


your copy today. 


Johns-Manville, Box 60, New York 16, N. Y. 
Please send me your new booklet TR-119A, “Transite Gas 
Vent Pipe.” 
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ADVERTISEMENTS 








LINES WANTED 





LINES WANTED 





FOR SALE 





ILLINOIS 
WAREHOUSE FACILITIES 
EXPERIENCED 


aggressive manufacturers’ 
tive calling on plumbing wholesalers 
and D.T.U. wants lines. Concentrating 
on 200 mile area around Chicago includ- 
ing Milwaukee, Gary and Metropolitan 
Chicago. Makes personal calls not 
phone calls. Address Key 829-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


representa- 


IOWA, ILLINOIS (OUTSIDE CHICA- 

go). Aggressive, lean and hungry 
young two man organization guaran- 
tees you coverage of every last jobber 
at least every 30 days. Terrific personal 
acceptance and following. Want brass 
goods, pipe fittings, and other jobber 
sold items. Address Key 937-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


FRANK MORRIS & CO. 
424 S. Cheyenne St., 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri 
and Arkansas 


REPRESENTATIVE COVERING ILLI- 

nois, Wisconsin, and Northern Indi- 
ana interested in one volume line. Ad- 
dress Key 858-E, “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave., Chicago 
16, Lllinois. 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


ENTIRE STATE OF OHIO 


M. M. MATHES & SON 
3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


MANUFACTURERS 

REPRESENTATIVES 
with over 20 years experience covering 
both the plumbing and hardware job- 
bers in Missouri—Kansas—Oklahoma. 
Highest references from both jobbers 
and companies now represented. Ad- 
dress Key 880-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
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L. C. FOOTE 
221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 
BOSTON 


manufacturers’ representative with 
long successful experience selling to 
New England plumbing and heating 
supply jobbers, can give personal ag- 
gressive representation to additional 
quality line. Address Key 805-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





Let us help you selve your ‘ecetly freight 
problem with our warehouse. 


ADDITIONAL LINES WANTED 


Long established sales organization with 
large insured warehouse facilities, sell- 
ing to plumbing and heating wholesalers 
throughout the entire New York Metro- 
politan area. Our service covers the 
architects, engineers and contractors. 
Address Key 859-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


FINE REPRESENTATION IN CALI- 

fornia and surrounding states for 
manufacturers of products selling to 
plumbing, heating, air conditioning, 
electrical and hardware wholesalers, 
and, or, O. E. M. All trades covered with 
well qualified sales personnel. Address 
Key 899-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
[1linois. 


Cc. C. LOWRY COMPANY 


manufacturer to wholesaler 





Room 104 
Hamilton Court 
Philadelphia 4, Pennsylvania 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 
1052 Brydges St., London 


Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 





FOR SALE 





50 new well-known closets. Gray will 
match most manufacturer’s color. $25.00 
each F. O. B. Norfolk, Virginia. Write: 
1210 Grant Street, Charleston, West 


Virginia. 
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PLUMBING-HEATING, ESTABLISHED 

1932, grossing $90,000.00 annually 
with high net profit. Located in busy 
Nebraska town, business could easily 
be tripled. Well equipped, well located, 
priced to sell immediately. Information, 
free pictures gladly mailed direct to 





you, no obligation whatsoever. C-6036 
CONTINENTAL, 804 Grand, Kansas 
City, Missouri. 

MISCELLANEOUS 





ONE MAN Delivers & Installs 


A 350 lb. Appliance 

ALONE! F 
With 

f Upstairs— 

YOU DON’T DRAG IT! 


See 1956 Domestic Engineering 
Catalog Siseeeny Tages F-25 to F-28! 


R 


Walks 





Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking ad- 
ditional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 

Bold-faced advertisements are $6.00 
per inch. Address your advertisements 
to Classified Advertising Department, 
DOMESTIC ENGINEERING, 1801 
Prairie Avenue, Chicago 16, Illinois. 





BOOKS 


“PRACTICAL PLUMBING” GIVES YOU 

the short cuts to all of your plumbing 
installations. Makes your job easier. 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book. 
66 tables have pipe sizes and weights, 
tank capacities, ete. All material pre- 
sented in an easy-to-understand man 
ner. 6 big sections and 27 chapters 
cover every phase of plumbing, includ 
ing the drainage system, hot and cold 
water supply, miscellaneous services, 
special installations, electricity in 
plumbing work, and plumbing fixtures 
and materials. 409 pages, size 5%” x 
84”. Beautifully bound. Price postpaid 
$3.50. 300k Department, DOMESTIC 
ENGINEERING, 1801 Avenue, 
Chicago 16, Illinois. 





Prairie 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 262 AND 264 
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Now, CARLTON, the Stainless Steel Sink with that 
exclusive sparkle finish, is available in every size and MAIL THIS COUPON 
design required for any modern kitchen. Why not specify 
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StaNDged! i 


—“FitTi NOs 


No. 700 Wall Stack 


Milcor’s famous Lock-Joint /ets you 


make quick installations at lower cost 
with MiLcOoR Forced-Air Fittings 


The Lock-Joint feature, exclusive with Milcor products, 
eliminates the need for screws, rivets and special 

tools. Milcor ducts, stacks and fittings simply snap 
together — and stay together. 

Lock-Joint makes the installation of good-looking 
jobs quick and easy. It cuts your job costs and raises your 
profits. As far as performance goes, you can stake your 
reputation on Milcor Forced Air Fittings with confidence. 

Prices and information are available from your 
jobber or our nearest branch. 


No, 588-R 
Stack Adapter 





COFCO eset ese 


No. 715 
90° Elbow 


\. See 


OS ih] 
SER No 703 
. Stack Head 


SST HES HEHEHE HEHEHE HEHEHE EE 


INLAND STEEL PRODUCTS COMPANY 
DEPT. C, 4047 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 


BALTIMORE © BUFFALO @ CHICAGO © CINCINNATI @ CLEVELAND e DALLAS e DETROIT 
KANSAS CITY e LOS ANGELES ¢ MILWAUKEE @ MINNEAPOLIS ¢ NEW YORK e ST. LOUIS, 
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IT’S NON-SWEATING 


v : A fh: K Patent 
Pending 


DRI-TANK is the only really different closet com- 
bination on the market today! 

Look around your own showroom. Many makes 

.. many colors. But... unless you stock ( ‘hicago Pottery’s 
DRI-TANK .. . none with real outstanding features. 

DRI-TANK’s double wall construction forms a 
permanent, sealed insulating air space which prevents 
sweating. 

An exclusive Chicago Pottery design. All vitreous 
china. Ends tiresome mopping. Eliminates buckled, 
stained, or rotted flooring in bath and powder rooms. 

Made with imported English china clay, DRI- 
TANK combination has a hard, brilliant, acid-proof glaze 
... won't chip, crack, stain, or craze. Five beautiful pastel 
colors and white. Write for free illustrated catalog. 


Stock DRL-TAN K for full mark-up, bigger profits! 


Cutaway shows 
insulating air 
space W hich pre- 


vents sweating. 


Remy 
This is the year of the “big push”...home im- |! WRG 
3 your % 


provement. Owners of older homes will readily ap- K ee 
preciate the distinct advantage of non-sweating A ; ba 
DRI-TANK. Sell them on this new kind of quality koe <a 


ASK YOUR JOBBER FOR CHICAGO POTTERY PRODUCTS 


LAVATORIES CLOSETS 





PRESSED STEEL TUBS 


CHICAGO POTTERY COMPANY 


Established in 1911 
1922 CLYBOURN AVENUE ¢ CHICAGO 14, ILLINOIS 
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Whatever the installation, you can depend 
on Cadwell for the correct relief valve to 
protect your customer and your reputation. 
And you can depend on every Cadwell re- 
lief valve to give superior performance at 
no extra cost. 

Write today for complete catalog or con- 
sult Domestic Engineering Catalog Direc- 
tory. 


ESTABLISHED 1894 


THE BEATON & 


CADWELL 


MANUFACTURING CO. 


AJ f T 
INE W DRILATIN NON 


OTHER DEPENDABLE CADWELL VALVES # 


GCADWELL NO. 250 


a) 


Rated Pressure Relief Valve. 
Rel over-p Dis- 
charges water pressure or 
steam exceeding valve setting. 
Gives large capacity relief. 
Prevents “runaway-boiler”. 
Available 30, 60, 90, 125 Ib. 
settings 





CADWELL NO. N-105 TL 
Self-closing temperature and 
pressure relief. With or without 
test lever. 400,000 BEW ca- 
pacity. A.G.A. listed. 


Perfection 


Floor and Ceiling Piotes. All 
types and sizes te give a 
neat and finished appearance 
to all piping jobs. 
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